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CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

OUR  GRATITUDE-
 

And  EXPECTATIONS 

A  s  we  look  back  over  1911,  with  its  greatly  increased  sales 

of  GILLETTE  Safety  Razors,  we  thank  you  heartily  for  your 

co-operation  in  bringing  this  about. 

One  result  of  the  way  the  trade  pushed  the  GILLETTE 

in  1911  IS  that  we  have  been  enabled,  and  practically  compelled, 

to  erect  a  new  GILLETTE  Building  where  we  will  have  more 

room  and  better  facilities  for  handling  the  growing  business.  This 

building  is  now  nearly  completed,  so  that  we  will  soon  be  m  a 

better  position  than  ever  to  delight  your  customers  with  the  super- 
excellence  of  the  GILLETTE  Safety  Razor. 

We  want,  if  possible,  to  make  "The  Razor  of  To-day" 
better  than  ever,  and  to  advertise  it  still  more  vigorously.  Can 

you,  from  your  own  experiences  or  those  of  your  customers,  point 

out  any  weakness  in  the  razor  itself  or  the  way  we  advertise  it  ? 

Your  suggestions  to  our  representative  or  by  letter  to  ourselves  will 
be  more  than  welcome. 

With  Canada's  growing  population  —  more  money  than 
ever  in  the  country — factory  facilities  for  making  even  a  better 

GILLETTE  than  before — and  your  continued  enthusiastic  co- 
operation, we  are  looking  forward  to  1912  with  confidence  that 

the  GILLETTE  will  make  more  money  for  you  and  for  us  than 
it  has  ever  done  before. 

The  Gillette  Safety  Rsizor  Co. 
Of  Canada,  Limited 

Managing  Director. 
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Rice  Lewis  &  Son 

Limited 

Take  this  opportunity  of  wishing  their 

customers  and  readers  of  this  Journal 

A  i^um 

Prosperous  
fear 

at  the  same  time  returning  thanks  for 

past  favors  and  trusting  to  have  a 

continuance  of  same  which  will  at  all 

times  have  our  prompt  and  careful 

attention. 

"The  Store  with  the  Exclusive  Stocl^s" 

Toronto  Canada 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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J  KENNEDY  | 

Russwin 
Food 

Choppers Pocket  Cutlery  and  Butcher  Knives 
47-11 
Razors 

POCKET  KNIVES.— Kennedy  Brand,  Jos.  Rodgers  &  Sons,    Henry  Boker  &  Co., 
NonXU,  W.  H.  Morley  &  Son,  Edwards  Sons  Co.,  A.  W.  Wadsworth  &  Son. 

BUTCHER  KNIVES— Kennedy  Brand,  Jos.  Rodgers  &  Sons. 

TABLE  CUTLERY.— Maleham  &  Yeomans,    Joseph  Rodgers  &   Sons,    Nixon  & 
Winterbottom,  Jos.  Fenton  &  Sons,  Ontario  Silver  Co. 

CARVERS. — Maleham  &  Yeomans,  Jos.  Rodgers  &  Sons. 

PLATED  FLATWARE.— Oneida  Reliance   Pate,  Wildwood    and  Tipped  Patterns, 
Rogers  Bros.  1847  Tipped  Pattern,  Oxford,  Lexington. 

PEIARL  HANDLES. — Dessert  Knives  and  Forks  and  Fruit  Knives. 

KENNEDY  HARDWARE  CO.,  LTD. 

51-53-55  Colborne  Street,  TORONTO 

Exclusively  Wholesale Everything  in  Hardware 

There  is  a  tide  in  the  affairs  of  men 
Which,  if  taken  at  the  flood. 
Leads  on  to  fortune. 

— Julius  Caesar 

HEADQUARTERS FOR 

Lead  Pipe 

Lead  Waste 

Traps  and  Bends 
Sheet  Lead 
Solder,  &c. 

Do  not  Hesitate  When  the  right  opportunity  presents  itself. 
In  the  race  for  fortune,  the  man  who  grasps  his  opportunities  is  the  man  who  wins. A  word  to  the  wise  is  sufficient. 

Never  be  without  a  stock  of 

HARRIS  HEAVY  PRESSURE 
(THE  COPPER  COATED  CAKE) 

THE  BABBIT  METAL  WITHOUT  A  FAULT 

It  is  used  from  Coast  to  Coast.       Is  highly  satisfactory  wherever  used. 

PM/^INFFPC    K'MO'XA/'  ^  '^'"1  specify  HARRIS  HEAVY  PRESSURE  — Kxperience  has  proven  that  it  positively  elimin- Il,l'<IVall'NIL>IL,r\0    IVl'N W  W    ,^tes  friction  and  runs  cool  at  any  speed. 
A  Good  thing  and  buy  the  Babbit  Metal  without  a  fault.    HARRIS  HEAVY  PRESSURE  is 
good  to  stock.   It  brings  repeat  orders. HARDWAREMEN  KNOW 

THE  CANADA  METAL  COMPANY  LTD Fraser  Avenue,  TORONTO 
When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  1912  Eye  for  Business 

^  Catching  and  holding  all  the  little  opportunities  for  business  during  1912 

means  more  than  merely  taking  each  sale  as  it  comes  ;  it  means  that  the  wholesale 

house  must  co-operate  with  the  dealer  in  order  to  get  the  best  results  m  satisfied 
customers  and  increased  trade. 

^  We  are  devoting  our  attention  to  the  problem  of  helping  the  retailer  to 

increase  his  trade,  and  thereby  obtaining  a  share  of  the  new  business  ourselves.  A 

fair  measure  of  success  is  ours,  but  we  are  anxious  to  prove  to  every  dealer  in 

Canada  that  our  methods  are  to  his  advantage.    Send  us  your  orders. 

H.  S.  Howland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY  TORONTO  OUR  PRICES  ARE  RIGHT 

GRAHAM  NAILS  ARE  THE  BEST 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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TWO  WAYS!! 

To 
THE  C/ 

OTHER  ̂ V'^'^ WAY  IS 

To  Stock  a 

Better  Line  and  there- 

by Increase  Your  Sales. 

You  can  get  all  the  "Builders"  and  "Contractors" 
trade,  if  you  stock  "Crescent  Brand"  Hardware. 

Write  for  Our  Illustrated  Catalogue 

Our  Catalogue  "C" — displays  the  most  complete 
"Builders  Hardware"  manufactured  in  Canada 

ONE  WAY 

Make  Big  Profits 

is  to  get  Big  Prices ! ! 

BUT! 

Competition  forbids! 
(in  most  lines) 

^  and  makes  impossible 

ryj  this  very  desirable 
jt^  method. 

Canada  Steel  Goods  Co.,  Limited,  Hamilton,  Canada 

The  Best  Belting  for  Hardwaremen 

to  Handle  is  that  which  has  the 

Longest  Standing  Reputation  as  to  Quality 

AND 

>MPHI
Bli\'

 

(Waterproof) Gli  max 

LEATHER  BELTING 

Are  the  results  of  over  30  years  concentration  on  this  one  particular  line — leather  belting — with 
QUALITY  as  the  key  note. 

You  will  never  lose  a  Belting  Customer  if  you  stock  these  brands 

MADE  BY 

For  over  30  years  the  makers  of  Quality  Belts 

MONTREAL 
511  William  St. 

TORONTO 
27  Melinda  St. 

ST.  JOHN,  N.B. 
89  Prince  William  St. 

VANCOUVER 
217  Columbia  Ave. 

WINNIPEG 
244  Princess  St. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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How 

Much 

Business 

Did  You  Lose 

Last  Year  by  NOT  Being 

Able  to  Supply  Motor  Accessories  ? 

^  The  owners  of  automobiles  and  motor  boats  are  good  customers  to 

have.  They  are  quahty  buyers  and  don't  kick  at  price  if  quaHty  goes 
with  it,  and  they  are  continually  in  need  of  motor  accessories,  spark 

plugs,  carburetors,  batteries,  magnetos,  etc. 

^  So,  why  not  stock  a  supply  of  these  for  the  coming  season  and  make 

displays  with  the  show  cards,  etc.,  with  which  we  furnish  you.  Push 

these  goods  and  make  a  nice  turnover  in  a  new  department. 

^  We  are  the  largest  supply  house  in  Canada  for  motor  accessories  and 

carry  complete  Imes.  Get  m  touch  with  us  NOW  and  be  ready  for  the 

sprmg  demand. 

AND  REMEMBER 

We  DO  Protect  the  Dealer.  Always. 

Get  in  touch  with  our  nearest  house 

Ask  them  for  our  catalogue 

The  Canadian  Fairbanks-Morse  Company 

Fairbanks  Standard  Scales       Fairbanks-Morse  Gas  Engines 
Safes  and  Vaults  . 

Montreal  Toronto 

Winnipeg 

Saskatoon 
Calgary 

Vancouver 

Ottawa 

St.  John,  N.  B. 

Limited 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Buy  Canadian  Goods 

q  OUR  FULL  LINE  OF 

EDGE  AND  LUMBERING 

TOOLS  ARE  THE  EQUAL 

IN  EVERY  WAY  TO  THE 

IMPORTED  ARTICLE 

Carried  by  the  Jobbers 

Every  Tool  Guaranteed 

Allan  Hills  Edge  Tool  Co. 

Gait,  Ont. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Taylor-Forbes 

High-Grade 

Lawn  Mowers 

A  Good  Line  to  Push. 

Don't  let  the  Jobber's  Salesman  Sell  You  Cheap  Lawn  Mowers  ! 

Build  up  a  reputation  for  selling  high-grade  goods— the  kind  that  gives  satisfaction. 
Too  many  salesmen  use  CHEAPNESS  as  their  selling  argument — let  QUALITY 
be  yours.  You  get  a  bigger  profit  on  the  better  grade  lines,  to  say  nothing 
of  the  satisfaction  of  your  customer,  and  you  can   talk   QUALITY  if  you  sell 

"Empress   and  "Woodyatt   Lawn  Mowers 
The  "  Empress  "  Ball  Bearing  Mower  has  the  best  bearings 
and  finest  adjustment  that  mechanical  skill  can  produce.  The 
balls  are  caged  in  cylinder  journals,  while  the  encased  gears 
prevent  dirt  from  clogging  the  working  parts.  It  is  self- 
sharpening,  and  the  stationary  knives  are  oil  tempered. 

'  Woodyatt  "  Lawn  Mowers  have  twenty-five  years  experience 
as  the  most  efficient  and  most  satisfactory  mowers  ever  pro- 

duced. The  knife  and  cutting  bar  are  so  arranged  as  to  be 
always  kept  close  to  the  cylinder,  thus  presenting  a  positive 
cutting  surface,  and  making  the  mower  self- sharpening. 

You  run  no  risk  when  handling  "Taylor-Forbes"  Goods 
as  they  are  sold  under  a  positive  Guarantee 

Write  for  our  1912  Lawn  Mower  Catalogue. If  your  Jobber  cannot  supply  you  write  us. 

Taylor-Forbes  Co. Limited 

GUELPH ONTARIO 

Represented  by 

Taylor-Forbes  Co.  246  Craig  St.,  Montreal 
H.  G.  Rogers,  53J  Dock  Street,  St.  John.  N.B. 
H.  F.  Moulden  &  Son,  Travellers'  BIdg.  Winnipeg,  Man. W.  A.  MacLennan,  Vancouver,  B.C. 
J.  B.  H.  Rickaby,  Victoria,  B.C. 
Canadian  United  Mfrs.  Agency,  London,  Eng. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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WHAT  A 

And  yet,  there  are  still  some  furnace  dealers  not  alive  to 

whole  furnace  business  of  their  town,  but  also  have  it  at 

"Good 

Circle 

WARM  AM 

Have  so  many  exclusive  and  downi 

other  warm  air  furnace  made, 

m  a  hot-water  heatmg  system  eve 

Once  known  in  your  town,  the  fun 

secondary  to  quality. 

Successful  mventions  always  have  ii 

Waterpan  has  followers,  who,  nc 

describe  our  Circle  Waterpan  ai  J 

position  or  mechanical  featur 

Do  you  want 

t 

THE  JAMES  STEWART 

Western  Warehouse 

156  LOMBARD  ST.,  WINNIPEG,  MAN. 
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CINCH!!! 

the  fact  that  not  only  could  they  have  practically  the 

their  own  prices. 

CH
EE
R'
^ 

Waterpan 

FURNACES 

:  convincing  points  of  merit,  as  to  eliminate  entirely  comparison  with  any 

We  have  the  quahty  of  heater  which  many  a  man  who  thought  of  putting 

illy  buys. 

;  trade  will  come  to  you,  and,  with  the  buyer  you  will  find  that  price  is 

itors  (a  tribute  to  merit)  and  consequently  our  justly  celebrated  Circle 

)ntent  with  pirating  our  ideas,  actually  appropriate  the  terms  in  which  we 

ts  benefits.  Our  patents,  however,  prevent  the  infringement  of  either  shape, 

vithout  any  of  which  an  effective  waterpan  is  not  possible. 

0  a  profitable  furnace  business  next  year?    If  so,  Write  Us. 

MANUFACTURING  00^  Ltai.ed 

Woodstock,  Ontario 
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BANNER 

COLD 

BLAST LANTERNS 

NOTICE  TO  DEALERS 

Every  purchaser  of  a 

BANNER  COLD  BLAST  LANTERN 

can  obtain  a  complimentary  CALENDAR  by  fillmg 

in  and  mailmg  the  coupon  found  in  the  LANTERN 

ONTARIO  LANTERN  AND  LAMP  CO.,  Limited 
Branches : 

MONTREAL,  WINNIPEG 
Head  Office  and  Factory : 

HAMILTON,  ONT. 

Branches  : 

MEAKINS  &  SONS.  Winnipeg 

MEAKINS  &  SONS,  Toronto 

MEAKINS  BRUSH  CO.,  Montreal 

Nova  Scotia  Agents 
C.  E.  CREIGHTON,  Halifax,  N.S. 

British  Columbia  Agents 
F.  G.  EVANS  &  CO.,  Vancouver,  B.C. 

Meakins'  All-Metal 

Sanitary  Washboards 

have  no  joints  or  wooden  parts  to  catch  and  hold 

the  dirt  or  germs,  which  means  it  is  sanitary. 

Meakins'  Sanitary  Washboards  are  built  upon 
scientific  principles.  They  are  made  in  one  piece, 

will  not  rust  or  corrode,  have  no  nails  to  come 

loose    or    rough  edges  of  zinc  to  cut  hands. 

Meakins'  Sanitary  Washboards  command  a 
steady  sale,  which  will  pay  you  well  to  stock. 

If  your  hardware  jobber  cannot  supply  you,  ask 

us  for  particulars  and  prices. 

MEAKINS  &  SONS 

Sole  Manufacturers 

HAMILTON,  ONTARIO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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NOW  IS  THE  TIME 

Trimmings  for  all  sizes  and  styles  of  Milk  and  Creamery  Cans. 

PRICES  ON  APPLICATION 

THE  SHEET  METAL  PRODUCTS  COMPANY  OF  CANADA,  Limited SUCCESSORS  TO 

KEMP  MANUFACTURING  COMPANY,  Toronto,  Montreal,  Winnipeg 

Satisfied  Customers 

Mean  Future  Profits 

Hardwaremen  Who  do  plumbing  work  cannot 
afford  to  use  cheap  suppHes.  Complaints  from 
customers  are  not  only  annoying  but  they  cost 
money  in  lost  business. 

MORRISON'S  BRASS  GOODS 
are  known  throughout  Canada  as  the  best  expert 
workmen  can  make  with  the  highest  grade  of 
materials. 

The  trade  mark  "J.M.T."  on  a  valve  is  a 
guarantee  that  your  customer  will  be  satisfied 
and  your  profits  assured. 

In  closet  combinations  you  will  find  these  lines 
to  be  thoroughly  satisfactory. 

"Elgin"  Washdown, 

"  Simplex"  Syphon  Jet  and 
"  Astoria "  Square  Back  Syphon  Jet 

The  James  Morrison  Brass 

Manufacturing  Co.,  Limited 

93-97  Adelaide  St.,  W.  Toronto,  Ontario 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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VICTOR  TRAPS 

Now  is  the  time  to  prepare  for  the  trapping  season.  Be  sure  to 

have  a  full  line  of  VICTOR  traps.  The  demand  will  be  even 

greater  than  during  last  year's  successful  season. 

ONEIDA  COMMUNITY,  LTD.,  Niagara  Falls,  Ont. 

Also  makers  of  Newkouae,  Hawley       Norton,  and  Oneida  Jump  Traps. 

Wlien  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  "JEWEL"  Food  Cutter 
^  The  Fall  and  Winter  Season  calls  for  many  foods  that  require  a  Food  Cutter  for 

their  preparation.  It  is  a  time  when  out-of-date  cutters  are  being  replaced,  and 
many  homes  are  buying;  them  for  the  first  time. 

^  To  your  customers  who  want  a  well-made  Food  Cutter  at  a  reasonable  price, 

recommend  the  "Jewel"  Food  Cutter.  Made  in  the  factory  thiit  produces  the  well- 
known  Maxwell  House  and  Garden  Specialties,  it  has  the  qualit)'  and  finish  character- 

istic of  their  products,  while  at  the  same  time  it  is  priced  within  the  reach  of  every 
housewife. 

^  The  illustration  above  shows  the  various  sizes,  with  a  full  range  of  discs,  which 
make  the  cutter  useful  for  many  different  purposes  in  the  kitchen. 

^  The  "Jewell"  Food  Cutter  is  simple  in  construction,  easy  to  clean,  and  will  not 
get  out  of  order.     It  is  warranted  to  give  satisfaction. 

^  Maxwell  Food  Cutters  are  a  source  of  good  profits.     They  are  easily  sold,  because 
well  finished,  and  the  name  of  the  makers  is  a  guarantee  of  quality. 

Send  for  Samples  and  Quotations 

David  Maxwell  &  Sons 

ST.  MARY^S  ONTARIO 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  Journal 
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—  =— 1912 

Be  First  and  Catch  the  Trade  in  Cooking 

Utensils  by  Showing  a  Nice  Assortment  in 

Davidson's  "Coloniar^  and  "Premier'^  Brands 

of  Enamelled  Ware 

Widely  Known.     Widely  Demanded.    Profit  and  Satisfaction  in  Every  Sale  Made. 

"PREMIER" — A  beautiful  marbelized  blue,  durable  and  dainty. 

"COLONIAL" — The  real  old-fashioned  granite  grey — the  kind  that  stands  hard  knocks. 
iVe  Mak.e  an  Endless  Variety  of  Household  Enamel  Ware 

Write  for  Prices  and  Terms  To-day 

THE  THOS.  DAVIDSON  CO.,  LIMITED 
MONTREAL  TORONTO  WINNIPEG 

A  Happy  and  Prosperous  Year  During  1912 

is  our  wish  for  the  Canadian  Hardware  and  Stove  Dealers.  Its 

realization  will  depend  on  the  goods  you  offer  to  your  customers. 

THE  EMPIRE  LINE 

Of  Stoves,  Ranges,  Furnaces  and  Registers 

"Makes  Good"  from  year  to  year  and  will  give  impetus  to  your 
trade.  For  good  profits  try  the  Empire  Line.  We  know  of 

none  better  and  believe  it  has  the  advantage  right  through. 

Better  Investigate  our  Proposition 

Canadian  Heating  and  Ventilating  Co. 
OWEN  SOUND      -      -  ONTARIO 

CHRISTIE  BROS.,  LTD.  M.  C.  DREW  &  SON  CHRISTIE  BROS.  CO.,  LTD. 
1824  Dundas  Street  Toronto  Vancouver  Park-Henry  Streets,  Winnipeg 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Made  Up  Cans  and  Trimmings 

Now  is  the  Season  to  Prepare  for  the  Demand 

Milk  Cans 

With     "Samson**     Bottom  and 
Broad  Hoops.    Drop  Malleable 
Side  Handles.    Heavy  Cover 

with  5-lnch  Rim. 

The  bodies  of  these  cans 
are  made  of  the  best  quality 
of  Tinned  Sheet  Iron.  Great 
care  has  been  used  in  the 
construction,  especially  in  the 
soldering  making  the  can 
unparalleled  in  perfection  and 
durability. 

Railroad  or 

Delivery  Cans 

With  Steel  Barrel  Handles, **Samson"     Bottom  and 

Breast,  and  "Bell"  Cover 

The  body  of  this  can  is 
made  of  I  8-Gauge  Tinned 
Iron. 

The  same  perfection  of 
construction  is  shown  m  the 
whole  family  of  Samson 
Cans. Style  F  with  Steel  Barrel 

Handles 

"Samson"  Bottom  Section 
Railroad  or  Delivery  Can 

Trimmings 

When  the  body  of  the  can  is  insert ediinto  the  groove  ongthe 
inside  of  bottom  (Kig.JJ)  less  solder  is  retniired  than  ordinarily, 
the  job  is  niuch  easier  to  do  and  niueli  stronger  when  done— in 
coiii])arison  with  the  old  style  two-piece  or  many  pieced  bottom. 

The  large  I'oll  lim,  to  be  seen  in  Fig.  K,  is  formed  as  follows  : 
An  iron  rod.  2-inch,  is  inserted  in  a  gi'oove  and  the  steel  spun around  it.  Later  the  whole  bottom  is  soaked  in  melted  tin. 
Result:  Solidity  and  "sureness"  of  one  i>ici'c.  \o  rivets  to  ham- mer in,  no  screws  to  tighten  up,  no  ho(jps  to  adjust.  Smooth  and sanitary. 

"Samson" 
Superiority 

One  piece  of  heavy  sheet  steel 

pressed,  not  spun — that's  the Samson  bottom. 
That  pressing  is  performed  by 

the  most  powerful  machine  of  the 
kind  in  Canada. 

Separate  die  is  used  for  makmg 
each  size  "Samson  "  bottom,  and we  make  six  different  sizes. 

Every  bottom  of  each  size  will 
always  be  found  exactly  uniform 
— an  impossibility  with  the  two- 
piece  bottom. 

This  Cut  Shows  Section  of  Body  and  Bottom. 

Railroad  or 

Delivery  Can 
Trimmings 

"Anchor"  Pattern 

A  Set  consists  of  "Sam- son" Breast  and  Covers 

(either  Bell  or  Seamless  Pat- 
tern), "Anchor"  Seamless 

Bottom,  pair  D  Malleable 
Handles. 

Barrel  Handles  may  be 

supplied  at  an  extra  price. 

McCLARVS 

LONDON  TORONTO  MONTREAL  WINNIPEG  VANCOUVER 

ST.  JOHN  HAMILTON  CALGARY  SASKATOON 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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PEASE 

HEATING  SYSTEMS 

Warm  Air — Hot  Water 

Heat  the  house,  not  part  of  the  house,  but 
all  the  house — every  nook  and  corner — with 
an  even,  satisfying;  and  comfortable  heat. 

EASILY  REGULATED 

AND  CONTROLLED 

If  this  is  the  kind  of  heating  you  want  in 
your  house,  store,  or  for  your  customers, 
let  us  get  together. 

Let  our  Engineering  Department  assist  you 
in  any  heating  problems  you  may  have. 

Pease  foundry  company 

36  Queen  Street  East  TORONTO 

Winnipeg  Office :  PEASE-WALDON  COMPANY,  LTD. 
242 

1  r  -  II  111  III  I 

A  WELL  LIGHTED  StORE 

s&sai  WILL  INCREASE  YOUR  SALES 

Do  you  know  that  people  are  attracted  to  a  well  lighted  store  and  that 
consciously  or  unconsciously  they  avoid  a  poorly  lighted  one.  You  can 
make  your  store  attractive— bright  and  inviting  by  using  Rice-Knight 
Lighting  System.  Can  be  installed  anywhere— b'lrns  same  as  city  gas- 
always  ready  to  light.  Cheaper  than  gas  or  electricity.  Make  your  store 
the  brightest  spot  in  town.  Let  us  tell  you  how— write  to-day  (or  booklet  "S.' 

RICE-KNIGHT  LIMITED,  TORONTO 
Local  hardware  agents  wanted  in  every  to«'n. 

"OVEN  DOOR" 

"SPRINGS" 

TJAVING  trouble? 

"  "     Well,  try  us — 

THAT'S  all. 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screws 
and  Stove  Wire. 

Write  for  Prices 

The  Consolidated  Fruit  Jar  Co. 

New  Brunswick,  N.  J. 

Champion  Grate 

A  wonderful  invention.  Superior  to  all  others. 
Crosswise,  non-warping  bars,  easily  shaken,  more 
open  surface  and  a  clean  fire.  This  grate  is 
found  only  in  the 

CHAMPION  RANGE 
and  is  one  of  its  many  attractive  features  which 
appeal  to  every  housewife.  A  sample  range 
will  prove  to  you  what  an  easy  selling  line  the 
"Champion"  is. 

Get  our  proposition,  it  will  put  money  in 
your  pocket. 
D.  J.  BARKER  &  COMPANY 

Picton,  Ont. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 



CANADIAN  HARDA¥ARE.  STOVE  &  PAINT  JOURNAL 

19 

COWAN  &  BRITTON 

HINGES-BUTTS-HARDWARE 

UNIFORM  DEPENDABLE  QUALITY 

The  cost  of  Cowan  &  Britton  goods  is  about  the  same  as  that  paid  for  inferior 
lines.    Specify  Cowan  &  Britton  make  when  ordering  from  your  jobber. 

FACTORY  AND  HEAD  OFFICE GANANOQUE,  CANADA 

.,,    ,       „  ^  ̂.       /D.  PHILIP,  291i  Portage  Ave.,  Winnipeg. Western  Representatives  j       QGILVIE,  P.O.  Box  1259,  Vancouver,  B.C. 
Look  for  the  above  brand 

Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 
THE 

Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 
BELLEVILLE,  CAN. 

ORNAMENTAL/^ 

mOfi  WORK 

.-I 

Perforated  Metals 

Genuine  Antique 

Bronze  Fly  Screen  Cloth 

Canada  Wire  &  Iron  Goods  Co. 
HAMILTON,  ONT. 

Our  New  Stand  for  Displaying 

PIKE  TOOL  GRINDERS 

is  a  winner  in  every  sense  of  the  word. 
It's  made  a  hit  with  other  hardware 
dealers — why  not  with  you  ? 
Full  information  gladly  furnished  by 

PIKE  MANUFACTURING  COMPANY 

PIKE,  N.H.,  U.S.A. 

MONARCH 
The  King  of  al 

Writing 

TYPEWRITERS 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 

The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 
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"Rome"  Design 

BUILDERS
^ 

HARDWAR
E 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  Funvace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 
Bungs,  etc.,  etc. 

Send  for  complete  descriptive 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

The  "Handy  Andy 

Improved  Force  Cup 

For  household  use, 

enables  anyone  to 

keep  the  dram  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  safe 

and  sanitary  condition. 

There's  a  Good 

Sale  For  Them 

Manufactured  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO         MONTREAL        HAUFAX  WINNIPEG 
CALGARY  VANCOUVER 

The 

THE  IDEAL  COMBINATION 

MOP  WRINGER  AND  BUCKET 

The  three-roll  flexible  mop  wringer  that  adjusts  itself  to  the  un- even thickness  of  the  mop.  The  mop  is  wrung  twice  while  passing 
through  the  rolls.  Has  improved  pattern  ear  that  sets  flush  on  side 
of  pail,  and  the  bail  is  licld  free  and  clear  from  top  edge,  so  that  the 
mop  cannot  get  fast  or  tangled  in  the  ear  and  bail.  Is  provided  with 
our  patent  roll  leaver  and  curve  brace,  that  insures  an  easy  but  uni- form pressure  on  the  mop. 

Made  in  three  sizes.    Packed  six  in  each  crate. 
Manufactured  by 

The  American  Woodenware  Mfg.  Company 
TOLEDO,  OHIO,  U.  S.  A. 

Lyons  &  Marks  ,  120  Bay  Street,  Toronto,  General  Agents 
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Your  Customers  Know 

the  "Tobin  Simplex  Gun, "  Our  extensive  publicity 
campaign  has  made  them  thoroughly  familiar  with 

this  high-grade  line.  They  know  the  gun  is  sold 

with  a  positive  "money-back-if-not-satisfied"  guar- 
antee.   We  stand  behind  you  in  this  guarantee. 

M  SiinplGX  Guns 

should  be  in  your  stock.  They  are  easy  selling 
guns,  guns  that  stay  sold,  and  each  one  that  is  sold 
sells  another. 

We  are  constantly  receiving  inquiries  and  orders 
from  districts  where  we  lack  dealer  representation, 
and,  of  course,  supply  this  demand  direct. 

We  will  turn  over  these  orders  to  the  dealer 

who  handles  our  goods.  Write  to-day  for  our 
proposition,  it  will  be  worth  your  while. 

The  Tobin  Arms  Mfg.  Co.,  Ltd. 

Woodstock,  Ont. 

THE  BEST  MADE 

This  is  the  opinion  of  all 

Hockey  players  who  have  used 

STILL'S  SPECIAL 

HOCKEY  STICKS 

They  are  made  of  the  best  Rock 

Elm,  nicely  shaped  and  well  finished. 
Our  other  makes  are  EMPIRE, 

IMPERIAL  and  CHAMPION, 

which  are  all  great  sellers. 

Get  our  prices  before  placing 
your  orders 

J.  H.  STILL  MANUFACTURING 

COMPANY,  Limited 

ST.  THOMAS  ONTARIO 

A  'Nm  f  par  0  ̂ r^^ttng 

from 

The  Hero 

Manufacturing 

Company 

Philadelphia,  Pa. 

THE  HOME  OF 

Hero  Quality 

METALWARE 

OILERS  BOTTLE-CAPS 
DRINKING  CUPS     USEFUL  THINGS 

Your  Jobber  has  them 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The 

Good  Starters  for  1912  playtime 

The  PLAYTIME  WASHER  is  specially  adapted  for  country 

use.  Can  be  easily  hitched  to  the  small  Gasoline'  Engine  or Electric  Motor  which  every  up-to-date  farmer  now  uses.  It  will 
cut  out  the  drudg-ery  of  washing  for  the  country  housekeeper,  as 
the  VELOX  WATER  MOTOR  MACHINE  does  for  the  city 
resident. 

As  a  Hand  Machine  it  Has  No  Superior 

The New 

Apex Wringer 

Is  chain  driven, 
has  Double 
Power  Gears, 
cannot  get  out 
of  mesh,  and 
turns  easily 
under  load. 

You  Can't  go  Wrong  in  Stocking  Them.     The  Selling  Features  are  There. 
Made  Only  By 

Combination  Hand  and 
Power  Washer 

Cummer-Dowswell,  Limited, 
Agents :  W.  L.  Haldimand  &  Son,  Montreal  ;  H.  F.  Moulden  &  Son,  Winnipeg,  Man. 

WIRE  ROPE 

For  Hauling  Threshing  Machines  and 

Moving  Buildings.    Hay  Fork  Ropes,  etc. 

We  Manufacture  All  Kinds  of  Wire  Rope 
For  All  Purposes. 

Wire  Rope  Fittings  Wire  Rope  Grease 

THE  B.  GREENING  WIRE  CO.,  Limited 

Hamilton,  Ont.  Montreal,  Que. 

When  writing  to  advertisers,  kindly  mention  the Canadian  Hardware,  Stove  &  Paint  Journal 
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LEEKNOTT 
ROOFING 

'vTeATHERPROoT 

CASC© 

PRODUCTS 
SANKOTE 
ROOFING 

"CASCO"  ROOFING  MATERIALS 

were  used  on  many  of  the  largest  buildings  erected  in  Ontario  during  1911  — the  LOWE 
BROS.  New  Paint  Factory  being  one  of  our  most  recent  undertakings. 

Quality  tells  in  landing  big  contracts,  just  as  quality  helps  to  build  up  a  retail  business. 

Be  sure,  therefore,  to  see  our  samples  and  GET  OUR  PROPOSITION  before  tying 

yourself  up  on  a  roohng  contract  for  1912. 

fS  /VEW  &UILPI/SQ  §1 
oft/ie 

LOW|I5eOTM£l?UiMiTEi7 

The  BEST  ROOFING  PROPOSITION  for  RETAILERS 

LEEKNOTT  roofing  will  satisfy  the  most  exact- 
ing customers ;  it  being  made  from  the  best  long 

fibre  wood  felt,  thoroughly  saturated  with  genuine 
Trinidad  Asphalt.    It  is  guaranteed  absolutely. 

SANKOTE  asphalt  roofing  is  lower  in  price  but 

is  made  expressly  for  Canadian  climatic  condi- 
tions. It  has  a  sand-coated  surface  and  is  ever- 

lastingly waterproof. 

In  Quality,  Selling  Helps  and  Margin  of  Profit 
we  can  interest  you.  Write  for  our  proposition 

CANADIAN  SUPPLY  COMPANY 

220  KING  STREET  WEST,  TORONTO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Some  Jobbing  Specialties 
That  are  in  Constant  Demand 

IliniininiliniillllW 

"CANADA"  FLY  KILLER 
Japanned  wireweb  surface— edge  bound  with  velvet  corduroy- wooden  handle.  Kills  but  does  not  Crush,  will  not  soil  the  most 
delicate  surface.   Will  not  break  glass. 

Packed  1  Doz.  in  box— 1  Gross  in  case. 
Write  for  quantity  price. "BALLOON"  FLY  TRAP 

^  ̂   A  cleanly  method  of  exterminat- 

ASBESTOS  STOVE  MATS  AND  TOASTERS  '"^        ̂ '"'^'"^  ̂  Xo.  1  Light  and  Heavy  Mats 
No.  2  and  '.i  Toasters Packed  1  Doz.  in  a  cardboard  box 

THE  "GYPSY"  GAS  TOASTER 
Perforated  steel  plate  —  cross- 
woven  coppei'ed  wii'e  surface. Size  9x9  in.  Toasts  quickly  and 
perfectly.  Papered  5  Doz.  in  bdle. 

E.  T.  WRIGHT  &  CO. 
(H.  G.  WRIGHT) 

HAMILTON,  CAN. 

Winnipeg  Agents— MERRICK-ANDERSON  CO. 

Vancouver  Agents  MERRICK-ANDERSON  CO. 

Toronto  Agent— F.  B.  WILSON,  33  Maitland  St. THE  "VICTOR"  FLOUR  SIFTER 
Pass  up  all  imitations  and   get  the  GENUINE 
Vlf'TOl'.  Tinned  rimmed  reels,  tin  rimmed  basket. I'iickcil  1  Doz.  in  laitcn. 

An  Easily  Operated, 

Strong  and  Serviceable 

ROPED  EXTENSION 

LADDER 

It  is  the  safest  and  most  con- 
venient ladder  for  painters  and 

contractors,  as  it  can  be  ad- 
justed to  any  height  required. 

Has  automatic  hooks  tliat  lock 
every  round  and  unlock  be- 

tween the  rounds. 
It  is  made  of  clear  yellow  pine 
and  rock-elm  rounds  and  can 
be  easily  converted  into  two 
ladders. 
In  all  it  is  constructed  to  meet 
the  requirements  of  a  high 
grade  ladder  and  never  falls 
short  of  what  we  claim  it  to  be. 

Send  for  catalogue  "C"  and  prices 
The 

Stratford  Mfg.  Co. Limited 

Stratford Ontario 

Makers  of  Ladders  for 
Every  Conceivable  Purpose 

THE "GEM" WASHER 

HIGH  SPEED  FLY  WHEEL 

RAPID    ACTION  DASHER 

For  smooth  running, 

easy  working  and 

rapid  action  this  ma- 
chine has  no  superior. 

The  Dasher  causes 

a  great  agitation  in 
the  water,  and  the 
clothes  are  cleansed 

very  quickly. "  Gem  "  Washer 

tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 

Manufactured  by 

J.  H.  CONNOR  &  SON,  Limited 
OTTAWA ONTARIO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Important  Announcement 

TO  THE  HARDWARE  DEALERS 

OF  CANADA 

Early  this  year  we  shall  be  ready  to  supply  you 

with  a  complete  line  of  highest  grade 

"WONDER-SHINE  WARE" PURE  ALUMINIUM 

KITCHEN  UTENSILS,  ETC. 

"Made  in  Canada" 

These  will  be  sold  through  the  trade  only  and 

not  peddled  to  the  consumer. 

Please  hold  your  orders  until  you  receive  our  cata- 

logue or  see  our  samples.  It  will  pay  you.  Our 

prices  will  be  right. 

These  goods  will  all  be  made  in  Canada  in  our  own 
factory. 

Write  us  to-day  telling 

about  your  requirements 

WONDER-SHINE,  Limited 

Manufacturers  of  Household  Specialties 

220  KING  STREET  WEST  TORONTO,  ONTARIO 

243 
When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 



26 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

Here  is  a  Way  to  Make  More  Profit 

on  Paint  Oils,  Varnishes,  Etc. 

You  realize  that  a  certain  amount  of  profit  is  lost  when  you  sell  oils  and  varnishes  the  old  way ; 

i.e.,  with  ten  measures  and  funnels  from  barrels  or  cans.  You  can't  help  it.  Just  look  at  the  measures, 
funnels,  faucets  and  floor,  that  will  convince  you  that  much  is  wasted. 

If  you  will  eliminate  all  the  waste  ordinarily  sustained  under  the  old  method  you  can  increase  your 

profits  from  10  :^  to  20%,  and  in  addition  can  add  much  to  the  attractiveness  of  your  store. 

This  cut  was  made 

from  a  photograph 
of  a  Bowser  System 
installed  for 

The  Cochrane 

Hardware  Co. 

SUDBURY,  ONTARIO 

It  consists  of  ten 
{iis(  floor  outfits  and 

three  long  distance 
outfits  for  volatiles. 

Cylinder  Oil 
Machine  Oil 

Engine  Oil 
Coal  Oil 

Gasoline 

Boiled  Oil 

Raw  Oil 

Turpentine 
Black  Oil 

Harness  Oil 

Cod  Oil 

This  Bowser  Paint  Oil  System 

prevents  all  loss.  You  can  empty  the  barrels  as  soon  as  received,  into  the  evaporation-proof,  steel 

tanks  thus  avoiding  any  loss  from  absorption  and  leakage.    It  can't  gum  either. 

The  self-measuring  pumps  discharge  the  desired  amount  directly  into  the  customer's  can,  count  the 
gallons  and  show  the  amount  to  charge  for  fractional  parts  of  gallons — so  there  is  no  chance  for 
waste  or  loss. 

The  increased  profits  secured  with  the  Bowser  will  pay  its  own  cost.    It  will  cost  you  nothing 
to  investigate  this  money  making  equipment.      You  have  everything  to  gain  and  nothing  to 

lose.     If  we  can't  show  you  how  it  will  improve  your  business  and  your  profits  we  don't 
want  to  sell  you. 

S.  F. 
Bowser 

&  Co.,  Inc. 
Toronto,  Ont. 

Just  detach  the  coupon  and  return  it  for  our  latest  catalogue 

S.  F.  Bowser  &  Co.,  Inc. 

66-68  Fraser  Avenue 

TORONTO  ONTARIO 

Gentlemen  : 
Please  send  me  your 

catalogue  No.  5N. 
It  is  undersloood  this 

places  me  under  no  obligation 
whatever. 

Name 
Address  ... 
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Buying  Cheap  Roofing 

to  Save  Money 

is  like 

Stopping  a  Clock 

to  Save  Time 

WE  ARE  THE  HEAD 

o/OUR  CLASS  in  THE 

ROOFING  BUSINESS 

MULE-HIDE 

NOT  A  KICK  IN  A  MILLION  FEET-'NUF  SAID 

Our  Guarantee  on  Mule- Hide 

is  Money  Back  if  not  Satisfactory 

Our  advertising  proposition  is  one  of  the  largest  and  most  complete 
ever  offered  to  local  dealers. 

We  not  only  advertise  MULE-HIDE  ROOFING  but  we  help  you 
to  sell  other  goods.  Our  original  advertismg  proposition  brings  back 

old  customers  and  starts  nev\^  trade  coming  to  your  store — and  it  enables 
us  to  guarantee  to  increase  your  busmess  25  to  50  per  cent. 

MULE-HIDE  is  a  winner  and  we  will  confine  its  sale  absolutely  to 
one  dealer  in  each  town. 

Write  to-day  for  our  proposition 

Delays  Don't  Pay  Mule-Hide  Agency  Does 

DOMINION  ROOFING  CO.,  Limited 

31-33  Front  Street  East  TORONTO 
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A  Watdili 
Sleepmeter 

Height  7  Inches.  -  Dial  4-y2  inches. 
Rings  steadily  fir  5  minutes,  intermittently  for  10. 

H 

ALF  a  dozen  Big  Ben  in  your  store 

window  will  add  life  and  ginger  to 

the  brightest  display. 

With  every  half  dozen  you'll  get  a  com- 
plete set  of  Window  Display  Helps.  If 

you  make  it  a  full  dozen  order,  you'll  get 
a  solid  mahogany  display  stand  and  two 

sets  of  display  helps. 

Big  Ben  advertisements  are  appearing  in 

the  leading  Canadian  Magazines  and  in  all 

the  United  States  Magazines  having  a  Can- 
adian circulation. 

The  retail  Canadian  price  has  been  fixed  at  $3.00.  You 
may  sell  him  for  more  if  you  wish  but  you  may  not  sell  him 
for  less, 

Big  Ben  is  carried  in  stock  by  53  Canadian  wholesalers. 
The  publishers  of  this  magazine  will  send  you  the  list 
on  request. 

In  broken  and  dozen  lots,  $2.20  less  5%.    In  case  lots  of24y  $2.10  less  5  %. 

The  Western  Clock  Mfg.  Co. 

La  Salle,  Illinois 
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Winnipeg  and  West         -        -        -  John  A.  Gibson 
New  York,  318  Broadway,  Plume  2031  Worth  A.  B.  Abrams 
Chicago,  4059  Perry  Street  -        -  E.  J.  Macintyre 

Canada's  Big  Nothing  probably  strikes  the Purchases  from  student  of  trade  matters  more 

Uncle  Sam.  forcibly  than  Canada's  grow- 
ing importance  as  a  customer 

of  the  United  States.  The  figures  issued  by  the  Govern- 
ments of  both  countries  concur  in  revealing  this  fact. 

Canada  has  for  some  years  ranked  third  in  impor- 
tance among  the  purchasers  of  United  States  products. 

If  the  ratio  shown  by  United  States  official  figures  for 
the  first  nine  months  of  the  year  is  maintained  the  end 
of  this  year  will  see  the  Dominion  in  the  second  posi- 
tion. 

The  figures  we  have  before  us  show  that  during  the 
nine  months  ending  December  last  the  United  States 
exports  to  Canada  were  valued  at  $220,482,736.  The 
United  Kingdom  occupied  the  first  position  with  $358,- 
288,054,  while  the  figures  for  Germany  were  $193,- 
013,411. 

Taking  it  another  way,  it  took  the  total  exports  of 
the  United  States  to  all  the  Central  American  states, 
the  West  Indies  and  all  th0  South  American  countries 
to  equal  in  value  those  sent  to  Canada  alone  during 
the  nine  months. 

Just  where  Canada  stands  as  compared  with  other 
countries  as  a  purchaser  of  purely  hardware  lines  from 
the  United  States  we  cannot  say.  The  American  figures 
do  not  go  sufficiently  into  details  to  show.  Our  own 
official  figures,  however,  show  that  of  our  total  imports 

of  builders'  and  cabinet  makers'  hardware  from  all 
countries  90  per  cent,  came  from  the  United  States.  Of 
nails  96  per  cent,  came  from  the  United  States ;  tools 
and  implements,  73  per  cent. ;  wire,  67  per  cent. ;  lamps, 
lanterns  and  chandeliers,  74  per  cent. ;  gas,  oil  and  elec- 

tric light  fixtures,  92  per  cent. ;  nickel-plated  ware, 
85  per  cent. 

Reverting  again  to  the  official  figures  of  the  Amer- 
ican Government  for  the  first  nine  months  of  the  pres- 

ent calendar  j'ear,  we  find  that  in  the  following  lines 
appertaining  to  iron  and  steel  that  Canada  leads  all 
other  countries  in  her  purchases  from  the  United  States, 
namely :  Automobiles  and  parts,  steel  rails,  structural 
iron  and  steel,  wire,  electrical  machinery,  pipes  and fittings. 

'Canada  is  undoubtedly  a  favorable  field  for  exploita- 
tion. With  immigrants  flocking  in  as  they  are,  and 

towns  and  villages  springing  up  all  over  the  West  at 

the  astonishing  rate'  they  are,  it  could  scarcely  be  other- 
wise. The  immigrants  are  coming  in  at  the  rate  of 

400,000  a  year,  and  as  far  as  new  towns  are  concerned, 
their  number  is  legion.  The  Grand  Trunk  Pacific  has 
built  125  new  stations  this  year,  and  wherever  there 
is  a  station  communities  m'ore  or  less  organized 
naturally  follow.  On  the  Canadian  Pacific  something 
like  fifty  new  towns  have  been  opened  up  during  the 
year,  and  a  short  time  ago  it  was  estimated  that  over 
ninety  would  be  started  on  the  Canadian  Northern  dur- 

ing the  twelve  months  ending  December  31. 
To  estimate  at  three  hundred  the  number  of  new 

towns  which  have  had  their  birth  in  the  Canadian  West 
during  1911  seems  to  be  well  within  he  bounds  of 
moderation. 

In  view  of  this,  that  such  an  aggressive  manufactur- 
ing nation  as  the  United  States  should  be  so  energet- 

icall.v  reaching  out  after  Canadian  trade  is  natural. 
Their  geographical  position  gives  them  an  advantage 
over  their  British  and  German  competitors,  who  seem, 
however,  to  be  equally  ambitious  to  go  up  and  possess 
the  Canadian  market. 

But  what  about  our  home  manufacturers  ?  Are  they 
fully  alive  to  the  growing  importance  of  the  home  mar- 

ket?  We  are  sometimes  afraid  they  are  not. 
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Improvement  The  improvement  which  is  tak- 
in  U.  S.  Trade  ing  place  in  the  iron  and  steel 
Pleases  Canada.  trade  of  the  United  States  can- 

not be  without  interest  to  hard- 
ware dealers  in  Canada.  With  confidence  in  the  market 

wanting,  and  prices  without  a  settled  basis,  as  they 
have  been  iu  the  United  States  during  the  past  year,- 
the  market  in  Canada  could  not  but  be  sympathetically 
affected  thereby.  The  effect  was  not  serious.  It  did 
not  cause  paralysis  of  business  as  was  the  case  in  the 
United  States. 

In  Canada  the  demand  for  iron  and  steel  products 
has  been  so  keen  that  we  simply  had  to  get  them 
whether  the  market  across  the  border  was  bearish  or 
bullish.  But  there  was  always  the  thought  in  the  back 

of  the  buyer's  mind  regarding  the  possible  result  the 
conditions  obtaining  in  the  United  States  might  have 
upon  prices  in  Canada. 

Now  that  wire  products,  which  declined  four  times, 
and  each  time  a  dollar  a  ton,  since  August,  have  taken 
an  upward  turn,  following  a  more  active  demand  and 
a  stronger  tone  in  the  more  basic  metals,  a  more  satis- 

fied feeling  naturally  prevails  in  this  country.  We  feel 
that  a  cloud  is  disappearing,  and  hope  that  the  brighter 
trade  conditions  which  have  developed  will  continue 
to  improve. 

May  youj-  New  Year  be  even  happier  than 
your  profits  are  satisfactory. 

Lessons  from  While    Canada's  population 
the  Census.  grew  nearly  two  millions  dur- 

ing the  past  decade  a  study  of 
the  census  returns  shows  that  part  of  the  remarkable 
growth  of  the  Western  Provinces  is  made  at  the  ex- 

pense of  ,the  rural  sections  of  Ontario. 
Thousands  of  young  farmers  have  sold  or  rented 

their  farms  in  Ontario  to  take  up  land  in  Saskatchewan 
or  Alberta  and  Ontario  is  to-day  experiencing  what 
New  England  and  the  Maritime  Provinces  suffered  a 

decade  or  so  ago — a  movement  of  population  to  the 
farming  lands  in  the  West  and  to  the  manufacturing 
centres  in  the  East. 

This  migration  westward  and  cityward  has  its  eco- 
nomic results  upon  the  retail  hardware  trade.  Stove 

trade  in  the  smaller  places  has  decreased  materially  in 
recent  years  although  the  large  additions  being  made 
to  the  Western  Foundry  at  Wingham  and  the  Guelph 

Stove  Company's  plant  indicate  that  the  mail  order 
trade  in  stoves  is  not  falling  off. 

In  some  places  the  retail  hardwaremen  are  fighting 
intelligently  and,  with  the  assistance  of  their  local 
papers,  have  stirred  up  local  sentiment  to  such  an  ex- 

tent that  very  little  mail  order  trade  is  done.  St. 
^larys,  on  the  one  hand,  is  pointed  out  as  a  town 
where  local  retailers  are  holding  their  own  while  Ailsa 
Craig  merchants  are  said  to  be  losing  ground  to  the 
mail  order  houses. 

The  movement  cityward  also  has  a  deterrent  effect 
on  the  paint  trade  as  more  brick  and  less  lumber  are 
used  in  the  construction  of  buildings  in  the  cities  than 
in  the  smaller  places. 

The  sales  manager  of  a  stove  foundry  recently  sug- 
gested to  one  of  his  salesmen  that  there  was  a  good 

opening  for  a  li^-pi  man  to  buy  a  run-down  husines"  in 
an  Ontario  towr-.  "I'll  try  and  find  a  customer,"  re- 

plied the  traveller,  "but  I  already  have  fourteen  names 
in  my  book  of  merchants  who  want  to  sell  out  and  go 

West."  And  another  stove  salesman  reports  that  he 
met  seven  hardwaremen  on  a  recent  trip  between  Kin- 

cardine and  Harriston  who  had  the  Western  fever  and 
were  ready  to  sell  out. 

"Far  away  fields  look  green"  but  "All  is  not  gold 
that  glitters."  The  West  is  a- grand  country  fuU  of 
opportunities  for  those  who  are  willing  to  take  a  chance 
and  put  up  with  some  hardships  for  a  while  in  order  to 

make  a  "stake"  in  a  shorter  time  than  is  possible  in 
the  "cent  belt"  as  the  Westerners  call  Ontario  and 
other  parts  where  copper  cents  are  accepted  as  specie. 

But  there's  also  splendid  opportunities  in  the  older 
parts  of  Canada  and  "Canadian  Hardware"  knows  of 
many  Ontario  hardwaremen  who  are  making  consider- 

ably more  than  a  good  living.  But  they  are  men  who 
are  using  live  methods  of  pushing  their  business,  rather 
than  laying  down  to  the  big  city  stores  and  running 
away  to  the  West  only  to  find  that  the  mail  order 
problem  is  as  big  an  evil  there  as  here. 

We  don't  say  not  to  go  West  but  urge  upon  Eastern 
retailers  to  organize  and  adopt  live  selling  plans  to 
offset  the  mail  order  houses. 

Attend  the  Retail  Hardware  Convention  at  Guelph 
next  month  and  discuss  this  problem. 

Hammer  aivav  for  new  busitiess  during  the 
New  Year  with  the  best  advertising  business 
that  thought  can  devise. 

Trade  Conditions  Trade   conditions   in  Canada 
in  Canada.  continue  to  be  of  a  favorable 

character.  In  some  respects 
they  are  better  than  they  were  a  short  time  ago.  In 
the  three  wheat-producing  Provinces  of  the  West  the 
mild  weather  has  i^ermitted  threshing  to  be  resumed 
that  was  cut  short  by  the  early  cold  spell.  On  the 

other  hand  the  "cashing  in"  of  a  good  deal  of  the 
Avheat  crop  is  deferred  on  account  of  the  inadequacy 
of  elevator  capacity  and  the  shortage  of  railway  cars 

to  bring  the  grain  to  terminal  points.  But  "growing 
pains"  of  this  kind  a  young  country  developing  as 
Canada  is  can  scarcely  be  avoided.  It  is  the  price  we 
have  to  pay  for  rapid  growth. 

The  settlement  of  the  labor  troubles  in  the  Western 
coal  mines  is  a  matter  of  no  small  moment.  While  the 
strike  was  on  the  loss  of  wages  alone  was  about  $20,000 
a  day,  entailing  a  loss  of  between  four  and  five  million 
dollars  from  this  source  alone  during  the  eight  months 
in  which  there  was  a  cessation  of  labor,  to  say  nothing 
in  regard  to  that  suffered  by  the  mine  owners,  business 

men  and  the  railway's  while  operations  were  at  a  stand- 
still. With  the  mines  again  in  operation  some  advan- 

tage will  accrue  to  the  wholesalers  and  manufacturers 
oi  the  country  as  w^ell  as  much  advantage  to  the  retail- 

ers in  the  immediate  vicinity  of  the  mines. 

Those  trustworthy  barometers  of  trade — the  clearing 
house,  bank  and  railway  returns — continue  to  reveal  an 
active  and  steadily  expanding  trade  throughout  the country. 

In  spite  of  the  competition  of  the  manufacturers  in 
the  United  States,  the  iron  and  steel  manufacturing 
firms  have  never  wanted  for  business.  They  have  at 

times  been  compelled  to  do  business  on  little  or  no  mar- 
gin of  profits,  but  their  furnaces  and  mills  have  been 

kept  busy.  And  now  wth  better  conditions  and  better 
prices  obtaining  in  the  United  States,  we  may  expect 
that  the  home  iron  and  steel  men  will  be  able  to  do 

business  on  a  more  satisfactory  basis  from  the  stand- 
point of  profits. 
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A  Year's  Progress 

To  double  its  circulation  dur
ing  a  year 

is  as  satisfactory  to  a  publisher  as  it 
would  be  to  a  retailer  or  manufac- 

turer to  double  the  amount  of  his 
annual  turnover. 

A  year  ago  the  present  management  took 
over  the  Stove  and  Heating  Journal  (estab- 

lished four  years  ago),  with  a  monthly  circu- 
lation of  between  90;0  and  1,000  copies.  The 

field  of  the  paper  was  broadened  to  include 
the  hardware  and  paint  trades,  and  stove 
dealers  and  manufacturers  were  given  the 
benefit  of  an  enlarged  paper  and  circulation. 

The  announcement  was  made  that  the  edi- 
torial policy  of  the  new  management  would 

be  to  feature  the  selling,  rather  than  the  mar- 
ket end  of  the  retail  business,  as  in  these  days 

of  keen  competition  a  merchant  cannot  go  as 
far  wrong  in  his  buying  as  in  his  salesmanship 
methods. 

That  retailers  approved  the  policy  we  have 
adopted  and  appreciated  the  paper  is  attested 
by  the  fact  that  the  paid  subscription  list  has 
been  built  up  to  slightly  more  than  double  the 
list  one  year  ago. 

We  are  not  content  to  stop  here,  however. 
We  have  decided  to  keep  up  an  aggressive  sub 
seription  campaign  till  practically  every  hard- 

ware dealer  in  Canada  is  a  regular  reader  of 
this  paper.  This  will  be  done  by  sending  out 
from  500  to  1,000  sample  copies,  as  occasion 

demands,  and  by  sending  out  well-informed 
solicitors  to  interview  the  trade  on  behalf  of 

the  paper. 

Advertisers,  too,  have  shown  their  confid- 
ence in  the  Canadian  Hardware  and  Stove 

Journal  by  their  increasing  use  of  its  adver- 
tising pages. 

Prom  the  beginning  we  have  aimed  to  ren- 
der the  best  possible  service,  by  not  only  pro- 

viding good  reading  matter  and  securing  a 
wide  circulation,  but  by  going  to  the  expense 
of  printing  the  Journal  on  fine  coated  paper, 
in  order  that,  with  modern  type  and  good 
illustrations,  an  excellent  typographical  ap- 

pearance mig'ht  be  attained. 
For  nearly  a  year  also  advertisers  have  been 

given  the  opportunity  of  making  special  an- 
nouncements on  the  front  cover  of  the  Can- 

adian Hardware,  Stove  and  Paint  Journal,  a 

new  advertisement  appearing  in  this  position 
each  month.  A  steady  improvement  has  been 
made  also  in  the  front  cover  design,  and  read- 

ers will,  we  feel  sure,  give  our  artist  the  credit 
he  deserves  for  the  excellent  design  on  the 
cover  of  this  issue. 

As  in  the  past,  the  Canadian  Hardware, 
Stove  and  Paint  Journal  will  set  the  pace  dur 

ing  1912,  and  as  a  result  of  competition  adver- 
tisers and  subscribers  will  get  better  service 

than  was  given  them  before  this  paper  came 
into  existence. 

Announcement  is  made  in  this  issue  of  a 
series  of  competitions  in  which  $144  in  cash 
prizes  is  offered  for  competition  amongst  hard- 

ware merchants,  clerks,  traveling  salesmen, 
etc.  These  competitions  should  excite  consid- 

erable interest  and  be  the  means  of  bringing 
out  much  valuable  information  for  all  en- 

gaged in  the  retail  business. 

A  series  of  articles  on  "Cost  Accounting  in 
the  Retail  Store, ' '  has  been  arranged  for,  while 
other  plans  for  making  the  paper  more  valu- 

able to  retail  merchants  and  store  salesmen, 
are  in  process  of  development. 

The  articles  which  we  have  been  running 

regularly,  giving  suggestions  on  window  trim- 
ming, show  card  writing,  and  business  meth- 

ods generally,  will  be  supplemented  by  other 
contributions  on  these  sub.jects,  and  the  staff 
of  regular  contributors  will  be  materially  en- 

larged during  the  year. 

The  increased  value  of  the  paper,  coupled 
with  active  solicitation  of  subscriptions  by  our 
canvassers  in  the  different  Provinces  will,  the 
publishers  anticipate,  result  in  the  addition  of 
another  thousand  names  to  our  list  during  the 
coming  year. 

In  appreciation  of  the  increased  support 
given  the  Canadian  Hardware,  Stove  and 
Paint  Journal  dttring  1911  and  in  antici- 

pation of  a  similar  increase  during  1912,  the 
publishers  promise  to  make  the  Journal  an 
even  more  useful  and  helpful  publication  than 
it  has  been,  and  extend  to  all  readers  and 
advertisers  its  best  wishes  that  1912  will  be 
for  them  the  same  satisfactory  year  it  bids 
fair  to  be  for  us. 

Happy  New  Year ! 



Guelph  Hardware  Convention  will  be  the  Greatest  Ever 

Six  weeks  more  and  the  Seventh  Annual  Convention 

of  the  Ontario  Retail  HardAvare  and  Stove  Dealers' 
Association  will  be  on  and  hardware  retailers,  manufac- 

turers, jobbers  and  salesmen  will  be  heading  for 
Guelph,  the  1912  convention  city.  And  there  will  be 
ample  hotel  accommodation  to  care  for  all,  despite  the 

talk  "on  the  road"  that  Guelph  hotels  cannot  handle 
the  crowd.  The  civic  authorities  have  given  assurance 
that  there  is  good  hotel  accommodation  for  600  and, 
in  addition,  they  have  compiled  a  list  of  over  100  first- 
class  private  residences  where  from  one  to  four  can  be 
given  board  or  sleeping  accommodation. 

Hotels  and  Their  Accommodation. 

Wellington,  70  rooms,  150  persons,  $2  to  ̂1^2.50. 
King  Edward,  62  rooms,  150  persons,  $2  to  $2.50. 
American,  40  rooms,  30  persons,  $1^50. 
Victoria,  39  rooms,  20  persons,  $1.50. 

Commercial,  52  rooms,  50  persons,  $1.50. 
Albion,  42  rooms,  20  persons,  $1.50. 
Union,  23  rooms,  20  persons,  $1.50. 

Western,  40  rooms,  30  persons,  $1.50. 
City,  40  rooms,  25  persons,  $1.50. 

Priory,' 26  rooms,  15  persons,  $1.50. 
Queen's,  40  rooms,  40  persons,  $1.50. 
Grand  Central,  20  rooms,  40  persons,  $1.50. 
Royal  Hotel  closed  at  present. 

No  Hotel  Headquarters. 

The  Hardware  Association  are  not  naming  any  hotel 

headquarters  this  year  as  last  year's  experience  at Peterlioro  was  that  bum  cots  were  called  into  service 
at  the  noisy  Oriental  Hotel  while  good  beds  were  left 
empty  at  the  National,  White,  Snowden  and  other 
hotels. 

License  regulations  in,  Guelph  are  very  strict  also  and 
those  who  seek  to  stretch  the  convention  days  into 
twenty-four  hours  long  will  probably  have  to  do  it 
without  additional  stimulation  than  the  jolly  conven- 

tion spirit  always  manifest  at  hardware  conventions  in 
Ontario. 

W.  J.  Carter,  the  "live  wire"  who  hails  from  Picton, 
wrote  early  in  December  saying  that  he  had  heard 
reports  of  shortage  in  hotel  accommodation  at  Guelph, 
and  suggested  that  sleeping  cars  be  secured  from  the 
railways.  The  matter  was  taken  up  with  Mayor  Thorp, 
of  Guelph,  and  a  list  of  hotels,  accommodation,  etc., 
was  supplied  by  R.  McDonald,  Publicity  Commissioner, 
City  Hall,  Guelph.  who  will  personally  see  that  reserva- 

tions are  made  for  any  wlio  request  him  to  secure  ac- 
commodation for  them  either  in  hotels  or  private 

houses. 

Railway  Arrangements. 

All  the  Canadian  railways  east  of  Fort  William  have 
granted  reduced  rates  on  the  convention  certificate  plan 
so  that  any  one  connected  with  the  hardware  trade  in 
Ontario,  Quebec  or  the  ]\Iaritime  Provinces  can  travel 
to  Guelph  at  single  fare  rates,  tickets  being  good  going 
from  February  15  to  21,  and  returning  up  to  and  in- 

cluding February  27.  Delegates  from  points  west  of 
Fort  William  will  probably  have  to  pay  regular  fare 
to  that  point  and  then  take  advantage  of  the  conven- 

tion rates.  Any  intending  Western  visitors  should 
notify  Secretary  Wrigley  in  advance. 

Convention  Programme. 

Monday,  February  19,  will  be  preparation  day,  the 
executive  holding  a  meeting,  and  the  Hardware  Exhibi- 

tion being  open  to  the  people  of  Guelph  from  8  to 
10  p.m. 

Tuesday,  Wednesday,  Thursday  and  Friday  morn- 
ings the  Exhibition  Hall  Avill  be  open  to  hardwaremen 

only.  On  Wednesday  night  and  Thursday  afternoon 
the  exhibition  will  be  open  to  the  public. 

Convention  meetings  will  be  held  Tuesday,  Wednes- 
day and  Thursday  afternoons,  with  a  question-box  dis- 

cussion on  Wednesday  evening. 

Special  programmes  are  being  arranged  for  Tuesday 

and  Thursday  evenings,  a  "smoker"  being  suggested 
for  Tuesday  and  a  progressive  euchre  party  with  about 
one  hundred  prizes  being  under  consideration  for 
Thursday  evening. 

The  Wednesday  afternoon  session  of  the  convention 
is  to  an  open  meeting  at  which  manufacturers,  jobbers 
and  travellers  will  be  given  an  opportunity  to  bring 

forward  any  question  they  desire  the  retailers  to  dis- 
cuss, although  "Retail  Salesmanship"  will  be  the  main 

subject  under  discussion. 

The  Biggest  Exhibition  Yet. 

The  exhibition  at  Guelph  will  be  by  long  odds  the 
biggest  hardware  show  ever  held  in  Canada.  The 

oi'iginal  plan  had  ninety-one  booths  but  extra  space 
has  been  secured  and  about  ten  Gait  hardware  manu- 

facturers will  make  displays  in  the  market  building 
connecting  the  City  Hall  (where  the  convention  meet- 

ings will  be  held)  and  the  Winter  Fair  Building  (the 
main  Exhibition  Hall). 

Altogether  about  eighty  manufacturers  have  already 
arranged  to  make  displays,  about  a  dozen  using  two 
spaces  and  some  three  or  foxir.  There  is  still  accommo- 

dation for  about  a  dozen  more.  Contracts  for  car- 
pentry, sign  painting,  etc.,  will  soon  be  let,  this  work 

taking  considerable  time  in  order  to  have  the  building 
ready  several  days  before  the  convention. 

No  Graft  In  It. 

"I  would  exhibit  if  you  didn't  charge  so  much  for 
space,"  wrote  a  manufacturer  last  month,  but  when  he 
was  offered  a  12  x  12-foot  booth  for  $25,  the  Associa- 

tion paying  for  the  lumber  and  carpentry  work,  deco- 
rating the  liooth  with  bunting,  putting  a  sign  12  feet 

long  by  18  inches  wide  across  the  top,  providing  a  hall 
well  heated  and  lighted,  Avith  a  band  one  or  two  nights, 
and  assuring  him  of  the  attendance  of  several  hiindred 

possible  customers,  he  revised  his  remark  to  "I've  been 
misinformed.  Your  charges  are  certainly  reasonable 

and  I'll  exhibit  if  I  can  get  my  goods  ready  in  time." 
The  low  charges  are  made  possible  only  by  the  fact 

that  the  convention  and  exhibition  halls  are  provided 
free  by  the  city  in  which  the  convention  is  held.  Fre- 

quently cities  pay  hundreds  of  dollars  for  the  privilege 
of  entertaining  smaller  conventions  than  that  of  the 
Hardware  Association  but  no  civic  grants  have  ever 
been  made  to  the  Ontario  Association. 

In  Montreal  there  is  to  be  a  hardware  exhibition  next 
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February  and  considering  the  fact  that  big  rental  has 
to  be  paid  for  the  use  of  the  Armouries  the  rates 
charged  for  space  are  equally  low.  At  the  Boston  con- 

vention last  March  $65  was  charged  for  an  8  x  8-foot 
booth  and  similar  rates  prevail  at  the  hardware  exhibi- 

tions in  other  'States  where  the  attendance  is  about 
the  same  as  in  Ontario. 

The  Convention  Badge. 

The  Ta.ylor-Forbes  Company,  Guelph,  have  prepared 
patterns  and  are  now  making  a  badge  for  the  G-uelph 
convention,  their  idea  being  that  the  badge  shall  be  a 
miniature  model  of  the  fine  line  of  farm  bells  manufac- 

tured in  the  big  Tavlor-Forbes  industrv  in  the  Royal 
City. 

Adam  Taylor  exhibited  one  of  the  "T.-F."  bells  at 
the  Hamilton  convention  three  years  ago  and  its  con- 

stant ringing  was  a  feature  of  the  gathering.  Every- 
body will  be  given  a  "ring"  at  Guelph,  the  badge 

being  a  small  east  bell  suspended  from  a  ribbon  and 
name  plate. 

Window  Dressing  Competition. 

W.  J.  lUsey,  a  windoAV  trimmer  of  wide  reputation 
who  learned  to  arrange  displays  at  Picton  and  for  many 
years  has  been  window  dresser  and  cutlery  salesman 
for  the  J.  H.  Ashdown  Hardware  Company,  Winnipeg, 
has  been  invited  to  attend  the  Guelph  convention  and 
arrange  a  series  of  trims  in  the  local  hardware  store 
windows  at  stated  hours  when  delegates  to  the  conven- 

tion can  be  present  and  see  the  work  being  done.  If 
Mr.  Illsey  accepts  it  is  felt  that  a  really  practical  work 
will  be  done  towards  improving  the  standard  of  hard- 

ware window  trimming  in  Ontario. 

The  Convention  Question  Box. 

The  folloAving  questions  have  been  sent  in  by  mem- 
bers for  discussion  at  the  Guelph  Convention. 

If  any  one  in  the  trade  has  any  other  problem  he 
would  like  to  see  discussed  they  are  to  forward  them 
to  Secretary  Wrigley,  'McKinnon  Building,  Toronto. 

In  what  way  can  we  be  of  benefit  to  each  other  be- 
tween our  regular  meetings? 

Is  it  more  effective  to  handle  and  push  one  make  of 
stoves  than  to  carry  several  brands? 
What  is  a  healthy  limit  for  the  expense  account  as 

compared  with  total  sales ;  or,  what  proportion  should 
be  figured  between  the  two  ? 

What  brings  the  most  trade,  selling  price,  purchas- 
ing price,  quality  and  quantity,  location  or  advertising? 

Does  it  pay  to  dress  show  Avindows  in  a  small  town? 

Should  the  selling  price  of  goods  be  marked  in  plain 
figures  or  characters? 

Does  it  pay  to  make  presents  to  customers? 
What  do  you  think  in  regard  to  the  insurance  of 

book  aeconnts? 

Is  it  a  good  business  proposition  to  sell  stoves  on  the 
terms  adopted  by  some  of  our  city  dealers,  $1  down 
and  $1  per  week? 

What  is  the  best,  safest  and  cheapest  light  for  a  hard- 
ware store? 

Can  a  strictly  hardware  business  succeed  under  the 
present  conditions  of  trade,  or  should  we  add  side  lines 
in  order  to  make  a  success? 
How  can  we  best  control  merchants  in  other  lines 

who  order  hardware  supplies  and  turn  them  over  to 
their  customers  at  cost? 

EASY  MONEY  FOR  TILLSONBURG  FIRM. 
Pow  &  Wilcox,  Tillsonburg,  write  the  Secretary  of 

the  Ontario  Association  under  date  of  December  22, 
1911,  as  follows : 
Weston  Wrigley,  Toronto : 

Sir, — We  thank  you  for  the  pleasant  surprise  accom- 
panying your  letter  of  December  21  in  the  cheque  for 

$3.65  collected  from  one  of  our  bad  accounts.  When 
this  man  left  these  parts  for  Regina  Ave  would  have 
sold  the  account  for  ten  cents  on  the  dollar  but  as  your 
collection  letters  have  proved  wonders  on  several  such 
occasions  we  thought  we  would  try  again,  and  the  sec- 

ond letter  brought  the  above  pleasant  results. 

"As  a  mere  suggestion  it  strikes  the  writer  that 
greater  wonders  could  be  done  were  we  to  establish  a 
collection  department  in  connection  with  the  Associa- 

tion, something  along  the  same  lines  as  the  Detroit 
Collection  Agency,  a  copy  of  whose  claim  sheet  we  here 
enclose.  These  sheets  could  be  sent  to  hardware  mer- 

chants and  if  the  regular  collection  forms  proved  a 
failure,  turn  the  accounts  over  to  this  department  on  a 
commission  that  would  pay  the  Association  a  good 

profit. "Would  be  very  glad  to  hear  the  views  of  some  of 
the  officers  re  this  suggestion  and  steps  could  be  taken 
to  bring  the  idea  to  a  head  at  our  great  gathering  on 
the  hardware  red  letter  days  at  Guelph  in  February. 

"W.  G.  POW." 

HARDWAREMEN  IN  LEGISLATURE. 

Thomas  Marshall,  of  Congdon  &  Marshall,  Dunn- 
ville,  one  of  the  best  known  hardwaremen  in  Western 
Ontario,  and  a  member  of  the  first  executive  commit- 

tee of  the  Ontario  Retail  Hardware  and  Stove  Dealers' 
Association  in  3906,  Avas  a  successful  candidate  for 
election  in  the  Provincial  elections  in  December,  he 
running  as  the  Liberal  candidate  in  Monck.  Mr.  Mar- 

shall is  a  university  graduate  who  chose  retailing  in- 

Thomas  Marshall,  M.P.P. 

ste^d  of  medicine  or  law,  and  has  won  a  favorable  repu- 
tation as  a  successful  merchant,  besides  showing  public 

spirit  in  taking  a  leading  part  in  the  organization  of 
rural  telephone  lines. 

A.  Diinlop,  the  newly  elected  Conservative  M.P.P.  for 
RenfreAV,  is  a  lumberman  AA^ho  is  also  interested  in  the 
retail  hardware  business. 

M.  S.  Madole,  Napanee,  and  Robert  Smith,  Bolton, 
two  Avell-knoAvn  IlardAvare  Association  members,  made 
creditable  runs  as  the  unsuccessful  Liberal  candidates 
in  their  respective  ridings.  Joseph  Akitt,  Creemore, 
another  Association  member,  was  prevented  from  being 
a  candidate  by  the  sharp  practice  of  the  local  returning officer. 
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GUELPH,  the  City  Famous  for  its  Municipal  Ownership 

THE  MAYOR  AND  CORPORATION  of  the  City  of  Guelpli  extend  a  most  hearty  invitation 

to  the  Members  of  the  Ontario  Retail  Hardware  and  Stove  Dealers'  Association  to  visit  the  Royal 
City  during  the  Seventh  Annual  Convention  to  be  held  in  Guelph  on  Feb.  20,  21,  22  and  23,  1912. 

Guelph  as  a  Manufacturing  Location 

A  Few  of  the  Features 

Excellent  sites  are  available  for  factories,  free.    These  are  situated  on  or  off  the  railways,  as  required. 
Cash  bonuses,  and  loans  at  low  rate  of  interest. 

All  important  railways  have  first-class  passenger  service  here. 

In  addition  to  having  an  active  City  Council  and  Board  of  Trade,  the  city  maintains  a  distinct 
department  for  encouraging  and  developing  its  industrial  and  manufacturing  interests.  Every 
encouragement  is  extended  any  enterprise  that  wall  aid  in  the  extension  and  building  up  of  the  city 

Communications  are  solicited.       Information  cheerfully  furnished. 

Write,  Wire  or  Phone  to 

R.  McDonald,  industrial  Commissioner,  City  Hall,  Guelph,  Ont. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Guelph 

City  Hall 
and 

Winter  Fair 

Building 

Where  the 

Convention 

Sessions  and 
Exhibition 

will  be  held 

Seventh  Annual  Convention  and  Exhibition 

ONTARIO  RETAIL  HARDWARE 
 AND  

STOVE  DEALERS'  ASSOCIATION 

Guelph,  February  19  to  23,  1912 

CONVENTION  PROGRAM. 

The  Convention  will  open  Tuesday,  Feb.  20th,  at  2.30  p.ni. 
Business  Sessions  will  be  held  eaeh  afternoon.  An  invitation 
is  beins' sent  to  Hardware  M.I'.'s  anil  M.IM'.  s  to  be  in-escnt Tuesday  aflernoon,  when  tlie  Weiyiits  and  Measures  petition, 
Pareols  Postand  otherniatters  of  Legislation  will  bediseus.sed 
Wednesday  afternoon  the  theme  will  be  Retail  Salesman- 

ship—Travellers, Jobbers  and  Manufacturers  being  invited 
to  join  with  the  Retailers  in  this  discussion. 
Wednesday  night  will  be  Question  Box  night,  preceded  by 

a  discussion  "on  "Waste  in  the  Hardware  Store." Thursday  afternoon  the  convention  will  go  into  Executive 
Session,  discuss  committee  reports  and  elect  officers. 

OVER  100  EXHIBITORS. 

Of  the  hundred  and  ten  booths  in  the  Winter  Fair  Building 
only  about  ten  are  not  yet  allotted,  and  the  others  will  soon  go. 
The  Exhibition  will  open  Monday,  Feb.  19,  at  8  p.m.,  open  to 

Guelph  citizens,  complimentary  tickets  will  be  given  to 
Guelph  factory  employes  and  their  wives. 
Exhibition  will  be  open  each  morning  for  I'Ctail  hardware- men  only,  also  Tuesday  night. 
Wednesday  night  and  Thursday  afternoon  will  also  be  open 

to  Guelph  citizens. 
Exhibition  closes  Friday  noon  to  enable  exhibitors  to 

transfer  their  displays  to  the  Montreal  Exhibition. 

ENTERTAINMENT  FEATURES. 

A  real  live  smoking  Concert  and  "Get  Acquainted  Social" will  be  held  Tuesday  evening,  from  9.30  to  11  p.m. 
A  progressive  Euchre  Party  will  be  given  on  Thursday 

night— one  hundred  tables,  and,  it  is  anticipated,  at  least  one 
hundred  pi'izes. 
Guelph's  chief  attractions  to  outsiders  are  the  big  Taylor- 

Forbes  plant,  the  Agricultural  College,  and— to  some— the new  Central  Prison. 
Details  of  the  Window  Dressing  Feature  will  be  announced 

later. 

EDUCATIONAL  OPPORTUNITIES. 

The  latest  goods  and  most  up  to  date  ideas  in  salesmanship will  be  featured  in  the  Exhibition  Hall. 
The  exhibitors  do  not  spend  good  money  each  year  for  a 

"  good  time  "—they  do  it  to  help  their  retail  customers  increase their  business. 

It  will  pay  any  retailer  to  take  a  few  days  off  and  study  the 
selling  points  of  the  many  new  lines  on  Exhibition. 
And  there'll  be  some  good  opportunities  to  buy  as  there'll  be lines  shown  many  have  never  seen  before. 

SINGLE  FARE  RATES  ON  ALL  RAILWAYS 

From  any  point  in  Canada  east  of  Fort  William,  good  coming  Feb.  1  5  to  2  1  inclusive,  and  returning 

up  to  Feb.  27.  These  rates  are  good  for  any  one  who  asks  for  a  Convention  Certificate  with  his 
ticket.    Hotel  accommodation  for  500  to  600,  and  plenty  of  good  private  homes  open  to  visitors. 

Send  in  your  Membership  Fee  now— $3.00  to  Ontario  Retailers;   $1.00  to  Travelling  Salesmen,  and 

$1.00  to  Retailers  in  other  Provinces.  Address 

WESTON  WRIGLEY,  Secretary,  410  McKinnon  Building,  Toronto 
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An  Assured  Success 

J.  A.  Beaudry,  the  energetic  secretary  of  the  Hard- 

ware Section  of  the  Quebec  Retail  Merchants'  Associa- 
tion, reports  that  although  the  question  of  holding  an 

exhibition  at  Montreal  was  only  decided  upon  late  in 
November  a  large  percentage  of  the  booths  have  al- 

ready been  applied  for  and  the  Sixty-fifth  Regiment 
Arrnouries  will  be  none  too  large  for  the  three  score 
firms  who  will  make  displays. 

The  IMontreal  exhibition  will  be  held  during  the  an- 
nual convention  of  the  Hardware  Section  of  the  Quebec 

Retail  Merchants'  Association;  February  27,  28,  29,  and 
March  1,  the  meetings  being  also  held  in  the  Armouries, 
where  the  exhibition  is  to  he  held.  It  is  estimated  that 
at  least  three  hundred  French-Canadian  merchants  car- 

rying hardware  stocks  will  attend  the  convention  and 
spend  considerable  time  studying  the  displays  in  the 
Exhibition  Hall.  The  attendance  last  year  was  over 
t}yo  hundred  without  the  attraction  of  an  exhibition. 

A  Deserving'  Enterprise. 
The  enterprise  of  the  Montreal  Hardware  Section  of 

the  R.  M.  A.,  under  the  leadership  of  Past  President 
Fred  C.  Lariviere,  President  Arthur  Leger  and  Secre- 

tary J.  A.  Beaudry,  should  be  rewarded  by  the  success 
it  deserves  as  the  retail  hardAvare  trade  throughout 
Quebec  Province  can  undoubtedly  learn  much  from  the 
displays  made  by  the  various  manufacturers  as  well  as 
from  the  selling  pointers  which  the  representatives  of 

the  exhibitors  are  only  too  willing  to  give  to  retail 
customers. 

An  illustration  of  this  occurred  last  February.  The 
big  Taylor-Forbes  display  was  taken  from  the  Peter- 

J.  A.  Beaudry,  Montieal,  Secretary  Hardware  Section,  R.M.A. 

boro  convention  to  the  Montreal  display  rooms  of  the 

Taylor-Forbes  Company,  and  C.  F.  Sm'allpiece,  Mont- real manager  of  the  Taylor-Forbes  Company,  sent  out 

Montreal  Hardware  Trades  1 

— — — —  EXHIBmON  — — 
February  27th.  28th.  29th.  and  March  1st.  1912 
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invitations  to  about  a  hundred  retailers  asking  them  to 
come  and  see  the  display.  About  ninety  accepted  and 
their  expressions  of  astonishment  at  the  large  variety 

of  goods  made  by  Mr.  Smallpiece's  principals  and  the 
high  quality  of  the  "T.-F."  goods  in  comparison  with 
similar  goods  of  American  manufacture,  many  lines  of 
which  are  scamped  in  weight  and  finish,  was  the  sub- 

ject of  much  discussion.  Right  there  was  tlie  beginning 
of  the  movement  to  give  Quebec  retail  hardwaremen  a 
similar  opportunity  to  learn  more  of  the  high  quality 

Arthur  Leger,  Montreal  Fred.  C.  Lariviere,  Montreal 
President  Hardware  Section  B.M.A.     Past-Pres.  Hardware  Section,  R.M.  A 

and  extensive  variety  of  "Made  in  Canada"  hardware 
by  holding  an  exhibition  in  Montreal  patterned  after 
the  successful  hardware  exhibitions  held  each  February 
by  the  Ontario  Association. 

Architects  to  be  Included. 

The  exhibition  is  to  be  open  for  four  days  and  while 
the  Quebec  hardwaremen  are  the  ones  for  whom  it  is 

A.  A.  BiTTUES,  Montreal 
Chairman  Advisory  C^ommittee.  Montreal  Hardware  Exhibition 

primarily  arranged  and  who  will  gain  the  most  from  it, 
an  invitation  is  also  to  be  extended  to  architects  and 

builders  to  visit  the  exhibition  and  study  the  goods  dis- 
played. The  Armouries  will  also  be  open  to  the  public 

for  one  day,  a  small  fee  being  charged  to  ensure  the 
attendance  of  only  those  who  are  desirable  visitors. 

A  floor  plan  showing  the  numbers  and  prices  of  the 
various  booths  is  reproduced,  and  in  view  of  the  rental 
of  $100  per  day  charged  for  the  Armouries,  the  prices 
charged  are  exceedingly  moderate. 

The  committee  in  charge  of  the  exhibition  includes 
the  following  Montreal  retailers :    Arthur  Leger,  chair- 

man, Fred  C.  Lariviere,  Kennedy  Stinson,  A.  Raymond, 
0.  Deserres,  A.  Roehett,  Geo.  Benoit,  Thos.  Curry. 

An  advisory  committee  has  also  been  appointed  com- 
posed of  the  following  gentlemen :  A.  A.  Bittues,  Gil- 

lette Safety  Razor  Co.,  chairman ;  Chas.  F.  Smallpieee, 
Taylor-Forbes  Co. ;  W.  H.  Gerke,  Martin  Senour  Co. ; 
W.  H.  Ford,  Canada  Cement  Co. ;  Weston  Wrigley, 
Canadian  Hardware,  Stove  and  Paint  Journal. 

HARDWARE  CONVENTION  SONGS. 

Jolly  noisemaking  has  always  been  a  feature  of  the 
Ontario  hardware  conventions  and  the  convention  at 
Guelph  will  be  no  exception  to  the  rule,  though  it  may 
be  more  musical  as  W.  G.  Howell,  of  the  Bond  Hard- 

ware Company,  Guelph,  leader  of  one  of  the  best  church 
( hoirs  in  the  convention  city,  has  promised  to  be  con- 

vention choirmaster. 
Here  are  three  of  the  latest  additions  to  the  conven- 

tion songsheet  compiled  by  Secretary  Wrigley,  who  will 
be  pleased  to  receive  additional  suggestions  from  any 

member : — 
Tune:  "Alexander's  Bag  Time  Band." 
Come  on  along,  come  on  along, 
To  the  Hardware  Convention. 
Come  on  along,  come  on  along, 
It 's  the  best  time  of  the  year. 
You  can  see  a  hardware  show 
Like  you  never  saw  before, 
So  excellent  that  you  '11  want  to  see  some  more, 
It 's  just  the  bestest  show  what  am,  honey  lamb. Come  on  along,  come  on  along. 
Let  us  take  you  by  the  hand 
Up  to  the  man,  to  Russell  Chown, 
Who's  the  leader  of  the  band; 
And  if  you  want  to  take  part  in 
The  Question  Box  Discussion, 
Come  on  along,  come  on  along. 
To  the  Hardware  Convention. 

Tune:    "Every  Little  Movement." 
Our  Hardware  Conventions  have  a  meaning  of  their  own — 
They  bring  us  all  together  in  a  town  far,  far  from  home. 

And  when  we  gather  no  one  may  measure 
Our  rejoicing  or  how  we  treasure 
Each  reunion,  such  joy  and  pleasure 

Brings  a  gladness  that 's  all  its  own. 

Tune:     "Down  in  Jungle  Town." 
Stand,  with  stein  in  hand. 
And  drink  the  toast 
We  love  the  most, 
It 's  a  health  to  the  hardware  trade, 
To  the  good  old  hardware  trade. 
Cheer,  come  on  and  cheer, 
A  three  times  three,  with  laughter  free, 
We  '11  be  true,  and  loyal  through  and  through 
To  the  good  old  hardware  trade. 

Roy  Stafford,  Belleville,  was  one  of  the  most  de- 
lighted hardwaremen  in  attendance  at  the  Peterboro 

convention.  He's  on  his  honeymoon  this  month  but 
he'll  not  let  that  prevent  him  from  coming  to  Guelph 
in  February. 

"Tom"  Wright,  Toronto  salesman  for  H.  S.  How- 
land,  Sons  &  Co.,  heard  so  much  about  carrying  samples 
that  he  always  carries  along  more  than  his  picture 
book.    John  Caslor  vouches  for  this. 

Travellers  from  all  parts  of  Ontario  report  that  the 
attendance  at  the  Guelph  convention  will  be  the  biggest 
ever.  Dozens  of  retailers  who  have  never  attended  a 
convention  before  will  visit  Guelph  this  year. 

The  convention  committees  are  being  formed  and 
will  soon  be  getting  down  to  active  work.  Suggestions 
are  invited  from  travellers  or  retailers  regarding  any 
feature  of  the  convention  programme  and  offers  to 
assist  on  the  entertainment  end  will  be  appreciated. 
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and  Newspaper  Advertising 

Effectiveness  of  Moving  Displays 

/•  Crabtree 
In  a  town  which  shall  herein  be  nameless  there  exists 

a  happy  combination  advertisement  between  a  hard- 
ware firm  and  a  land  agency.  Their  combined  window 

"ad"  drew  me  up  to  it  in  spite  of  myself  as  T  was 
passing  along  the  sidewalk. 

Somewhere  I  have  read  it,  as  stated  by  an  autliority 
on  advertising,  that  if  yon  wanted  to  get  extra  fine 

effect  from  your  window  "ads"  that  it  would  be  found 
very  effective  to  have  the  ad  arranged  so  that  there 
would  be  motion  of  some  kind  to  it. 
Now  I  will  describe  this  ad  which  so  attracted  my 

attention,  for  there  was  nothing  about  it  bnt  what  could 
be  installed  most  anywhere  for  at  least  a  part  of  the 
year.  To  begin  with  it  was  a  landscape  effect  with 
some  of  the  genuine  soil  from  the  place  that  was  adver- 

tised. Now  through  this  soil  there  ran  a  small  brook 
that  kept  the  soil  just  moist  enough  to  do  business 
right.  On  the  soil  there  grew  some  alfalfa.  On  the 
edge  of  the  created  land  picture  there  was  a  bunch 

of  eggs,  a  "print"  of  butter,  a  piece  of  pork  and  a 
silver  dollar  and  to  all  these  articles  there  were  stream- 

ers of  ribbon  leading  to  a  central  card  which  contained 
a  crisp  notice  of  the  land  for  sale  and  an  invitation  to 
make  further  inquiries  Avithin. 

Distributed  around  at  convenient  points  there  were 
miniature  tools,  such  as  rakes,  scythes,  sickles  and  vari- 

ous other  tools  which  are  familiar  to  the  hardware 
trade.  The  stream  of  water  ran  through  the  soil  con- 

tinually. Now  there  was  a  crowd  in  front  of  that 
window  all  of  the  time.  You  never  could  go  doAvn  that 
street  without  seeing  people  in  front  of  that  window. 

That  landscape  certainly  drew  people  into  the  store 
and  then  it  was  up  to  the  people  inside  to  do  the  rest. 
It  certainly  created  interest.  While  it  is  a  somewhat 
difficult  matter  to  think  up  such  things  in  our  line  of 
business,  it  is  not  entirely  out  of  the  question.  I  will 
give  another  one  that  attracted  my  attention  in  an- 

other town.  It  is  not  an  entirely  new  scheme,  as  I 
have  observed  its  operation  in  at  least  three  other 
places ;  but  in  every  place  it  drew  well  and  made  sales. 

One  scarcely  realizes  how  much  more  an  open  gas 
burner  consumes  of  gas  than  does  a  burner  of  the 
mantle  type,  until  he  sees  the  two  in  actual  operation. 
He  might,  if  he  ever  stopped  to  look  over  his  gas  bills, 
but  the  chances  are,  with  many  people,  that  some  one 

else  tends  to  that  part  of  the  business,  or  don't  ever 
give  a  darn  anyhow. 

In  the  window  to  which  I  have  reference  there  were 
installed  two  gas  burners  and  both  were  lit  and  doing 
their  level  best.  One  was  an  old  type  open  gas  burner 
while  the  other  was  a  more  modern  style  and  it  dif- 

fused light  from  a  mantle.  Attached  on  the  gas  pipes 
leading  to  these  two  burners  were  two  registers.  Both 
the  gas  pines  were  taken  from  one  main  pipe  which 
was  in  plain  sight  so  there  was  no  chance  for  argu- 

ment on  the  question. 
The  registering  needle  on  the  pipe  that  led  to  the 

open  burner  travelled  at  a  speed  of  at  least  tAvo  and  a 
half  times  the  speed  that  Avas  indicated  by  the  register 
of  the  mantle  burner. 

There  you  had  cause,  effect  and  the  drain  on  the 

pocketbook  all  shoAA'n  to  the  naked  eye  at  the  same 
time.  What  argument  could  be  more  effectiA'e?  Be- 

sides all  this,  the  amount  of  light  given  by  the  mantle 
burner  Avas  several  times  as  much  as  the  glimmering 
of  the  open  burner,  and  at  a  far  less  cost,  always  re- 

member that.  It  proved  itself  right  out  from  the  very 
start.  An  actual  demonstration  that  could  not  be  dis- 

puted. Were  tlie  folks  interested  some?  Do  you  think 
that  such  an  argument  would  get  results  in  your  tOAvn? 
Try  it  out  if  it  has  never  been  tested  there  and  find 
out.  It  Avould  not  be  an  expensive  operation  to  instal 
such  a  plant  in  the  front  AvindoAV  and  prove  some  things 
to  the  people  who  passed  by. 

It  shows  up  best  in  the  evening  Avhen  you  may  not 
be  there  to  attend  to  custom,  if  you  close  up  early  as 
many  do. 

You  can  pass  along  the  streets  of  any  city  of  con- 
siderable size  that  is  Avell  lighted  and  you  Avill  hardly 

notice  the  signs  that  are  not  Avell  lighted  up  or  in 

A  Unique  \Viii<lo\v  Display  of  Uaiiie  Traps 

motion.  In  those  toAvns  many  people  are  on  the  streets 
betAveen  the  hours  of  seven  and  ten  in  the  evening,  and 
Avith  their  eyes  wide  open  at  that.  Consequently  it 
behoves  one  to  attract  their  attention  and  convey  some 

idea  to  their  minds  of  one's  business. 
NoAV  I  am  not  for  one  moment  knocking  the  neAvs- 

paper  line  of  advertising.   Use  that  too.    Call  attention 
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to  any  attractive  window  ad  that  you  will  have  say 
three  or  four  days  before  you  intend  to  put  it  in.  They 
will  then  be  looking  for  it  in  advance.  Then  go  to  it 
and  see  that  you  live  up  to  your  promise  in  the  matter. 

The  modern  newspaper  or  magazine,  at  whatever 
price  it  may  be  sold  for,  has  come  to  be  the  means  of 
communication  between  the  merchant  and  the  public. 
There  are  some,  I  know,  Avho  are  so  slow  in  their  ideas 
that  they  think  they  can  distribute  hand  bills  around 
or  use  tlae  fences  for  tacking  cards  on  and  reach  the 

people ;  but  when  "they  come  to  stack  up  the  results they  will  find  that  this  kind  of  advertising  has  not  paid. 
People  read  magazines  and  newspapers  nowadays, 

and  they  also  have  a  sort  of  antipathy  to  the  man  who 
has  not  sand  or  sense  enough  to  make  use  of  the  papers 
in  telling  them  what  he  has  for  sale.  They  get  an  idea 
that  the  man  who  uses  the  fences  is  in  the  class  with  the 

party  Avho  has  patent  medicine  ads  plastered  all  over 

fession  need  such  supplies  as  guns,  ammunition,  etc., 
but  it  gives  to  every  passerby  an  impression  most  favor- 

able to  the  store  and  one  which  will  cause  him  to 

remember  such  a  dealer's  place  when  in  need  of  any 
sporting  or  hardware  supplies. 

PRICE  CARDS  ARE  EFFECTIVE. 

A  short  time  ago  a  new  five  and  ten  cent  store  was 

opened  out  in  Omaha  and  the  first  day's  sales  are 
reported  to  have  been  in  excess  of  $4,000.  The  Trade 
Exhibit  in  assigning  a  reason  for  the  great  interest 

shown  in  the  store's  opening  and  the  unusually  heavy 
sales  gives  a  large  share  of  the  credit  to  the  system 
employed  in  stores  of  this  character,  of  using  price 
tickets  on  all  goods. 

The  windows  were  filled  with  very  attractive  displays 

of  "bait."    And,  of  course,  inside  the  store  everything 

A  Display  of  Builders'  Hardware  arranged  by  C.  H.  Smith  with  D.  W.  Douglas,  Campbellford,  Ont. 

the  landscape.  Besides  there  are  dozens  of  people  Avho 
never  would  pass  along  that  certain  road  anyhow. 

Go  to  them  with  an  ad  that  Avill  get  into  their  home 
at  least  once  a  week.  Daily  would  be  better,  and  that 
they  can  be  drawn  up  to  the  very  front  of  your  store, 
give  them  a  motion  picture  if  possible. 

AN  ECONOMICAL  AND  ATTRACTIVE  WINDOW. 

This  window,  which  displays  a  woodland  scene  such 
as  is  encountered  by  any  trapper,  certainly  is  one 
which  will  attract  both  the  professional  trapper  and 
the  boy  who  takes  to  such  out-of-door  amusements. 
The  material,  aside  from  cards,  posters,  etc.,  supplied 
by  the  Oneida  Community,  Ltd.,  is  very  easily  and 
inexpensively  gotten  together,  the  total  cost  of  put- 

ting in  this  window  being  something  like  $2. 
Consequently,  the  benefit  derived  from  this  Avindow 

is  not  alone  that  it  leads  to  increased  sale  of  traps  and 

brings  to  exhibitor's  store  a  class  of  people  who  by  pro- 

was  well  displayed,  carefully  grouped  and  plainly 

priced. How  much  business  do  you  suppose  this  store  would 
have  done  had  price  tickets  not  been  used? 

Think  a  moment — suppose  each  customer  had  to  ask 
the  price  every  time  some  article  attracted  her  atten- 

tion and  a  clerk  had  to  answer,  and  then  the  customer 
stopped  to  think  whether  she  really  wanted  the  article 
at  the  price  Avliile  the  clerk  waited  for  her  decision. 

It  would  have  been  a  physical  impossibility  to  have 
sold  anywhere  near  that  amount  of  goods,  because  the 
time  consumed  in  asking  and  answering  questions  would 
have  greatly  reduced  the  amount  of  sales  possible  to 
be  made  in  a  given  time. 

Think  of  this,  you  retailers  who  believe  that  the 
price  is  a  secret  to  be  gently  whispered  in  the  cus- 

tomer's ear — and  then  argued  about  indefinitely. 
The  modern  way — the  money-making  way — is  to 

price  your  goods  right — then  put  that  price  in  plain 
figures  where  all  may  see. 
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The  Ad.  Critic 

©l;  S.  M.  L.  Pica 

E.  J.  Coles  Co.,  Woodstock,  Ont.  (size  of  original  10 
X  41^).  This  advertisement  is  well  written,  but  its 
strong  feature  is  the  prices  which  are  given.  As  I  have 

pointed  out  before  in  this  department,  it  is  always  well 

to  quote  prices.  The  last  paragraph,  however,  was  un- 
necessary as  the  reader's  attention  was  scarcely  likely 

to  be  arrested  in  view  of  the  greater  attractiveness  of 

what  appears  above.  Another  advantage,  if  this  para- 

graph had  been  removed,  would  have  been  the  allow- 
ance for  a  little  wider  spacing  in  the  two  narrow  col- 
umns containing  the  list  of  the  goods  advertised. 

Watts  &  Bate,  Limited  (size  of  original  3  x  414)- 
This  is  an  attractive  little  advertisement.  I  would  sug- 

gest it  would  have  been  a  little  better  if  the  paragraph 

speaking  about  ladies'  wicker  work  baskets  had  been 
left  out  and  a  line  inserted  regarding  scissors  which  are 
also  shown  in  the  illustration  but  not  named  in  the 
reading  matter.  Another  line  might  also  have  been 
added  dealing  with  ordinary  razors  as  also  shown  in 
the  illustration. 

The  Elliott  Hardware  Co.  (size  of  original  51/0  x  41/2). 
This  advertisement,  no  doubt,  attracted  the  young  peo- 

ple who  are  looking  for  skates,  hockey  sticks,  etc.,  and 
is  a  good  model  for  other  advertisers  to  work  upon. 
The  effectiveness  of  the  advertisement  wovild  have  been 
increased  had  the  work  of  the  printers  been  a  little  more 
carefully  done. 

Martin,  Finlayson  &  Mather,  Limited  (size  of  original 
20  X  9).  This  is  one  of  the  best  advertisements  of  the 
kind  I  have  seen.  The  space  occupied  is  well  propor- 

tioned and  all  the  articles  advertised  stand  out  clear 
as  well  as  the  prices,  which  will  be  noticed  are  given 
in  every  instance.  There  is  one  little  criticism,  how- 

ever, which  I  would  like  to  make  and  that  is  in  regard 
to  the  top  line.  It  was  not  necessary  to  give  the  name 

of  the  'firm  at  the  top  when  it  had  a  place  at  the  bottom. 
If  this  top  line  had  been  omitted  there  would  have  been 

ample  room  to  have  the  word  "skates"  in  larger  and 
more  attractive  type. 

Cragg  Bros.,  Limited,  Halifax  (size  of  original  8  x 
414).  The  best  feature  about  this  advertisement  is  the 
appeal  it  makes  for  the  purchase  of  home-made  goods. 
From  the  typographical  appearance,  however,  the  ad- 

vertisement is  not  as  strong  as  it  might  be.  It  is  too 
much  of  a  jumble.  Consequently  it  does  not  stand  out 
very  clearly.  An  advertisement  to  be  striking  and  at- 

tract attention  at  a  glance  should  avoid  the  appearance 
of  disorder.  The  stars  on  either  side  of  the  word 

"skates"  are  somewhat  out  of  proportion,  being  larger 
than  the  words  which  they  enclose. 

Whitney  Bros,  (size  of  original  2  x  4I/2).  This  little 
advertisement  from  a  physiological  point  of  view  is 
all  right.  It  catches  the  eye,  but  its  effectiveness  is 
minimized  by  its  wording.  It  is  scarcely  good  selling 
talk  to  draw  the  attention  of  the  housewife  to  gas 
stoves  for  warm  weather  use  when  we  are  in  the  month 
of  December. 

Collin gA^'ood  Hardware,  Limited  (size  of  original  9 
X  41/2).  This  advertisement  is  on  the  whole  a  good  one, 
both  in  its  composition  and  its  typographical  appear- 

ance.   One  suggestion  which  I  would  offer,  however, 

prizes  given  away  at  Spangler's — Ask  about  it."  Then 
I  paid  a  boy  to  lead  the  cow  about  the  streets  of  the 
is  the  same  as  that  is  in  Martin,  Finlayson  &  ]\Iather, 

Limited,  advertisement,  and  that  is  that  words  "Col- 
lingwood  Hardware"  on  the  top  of  the  advertisement 
would  have  been  better  left  out,  thus  allowing  more 

prominence  to  be  given  the  "The  line  and  place  for 

stoves." RETAIL  HARDWARE  ADVERTISING. 

At  the  recent  meeting  of  the  Oklahoma  Hardware 
and  Implement  Association  the  foUoAving  discussion 

ensued  in  regard  to  the  question,  "What  do  you  con- 
sider the  best  method  of  advertising  a  retail  hardware 

store?" 

M.  C.  Hale,  Tulsa. — That  depends  a  good  deal  on 
whether  you  cater  to  city  or  country  trade.  In  the 
majority  of  cases  the  dealers  cater  to  a  country  busi- 

ness. Now  where  I  am  situated  the  larger  portion  of 
our  business  is  city  business,  and  it  has  to  be  handled 
differently.  For  instance,  a  firm  in  our  town  last  year 
that  caters  to  the  country  trade  put  on  a  stunt  that 
I  believe  is  the  best  thing  I  ever  saw.  They  got  out  a 
catalogue  and  hired  a  fellow  with  a  horse  and  he  trav- 

elled through  the  country  and  made  every  farm  house 
within  ten  or  fifteen  miles  of  Tulsa.  He  would  leave 
one  of  these  catalogues  at  each  house  and  would  give 

them  a  little  talk,  and  a  little  card  that  didn't  cost  very 
much,  and  when  he  got  through  this  ncAV  firm  was 
known  bv  every  farmer  within  ten  or  fifteen  miles  of Tulsa. 

Now  no  one  else  there  had  been  doing  anything  of 
that  kind  and  I  know  for  a  fact  that  they  got  in  with 
the  farmer  trade.  The  catalogues  cost  them  $88  a 

thousand.  I  don't  remember  just  how  long  it  took 
them  but  I  know  the  expenses  did  not  total  up  very 
heavy,  and  for  getting  in  with  the  farmer  there  is 
nothing  better  on  earth  in  the  way  of  advertising  along 
this  method.  I  went  out  for  two  weeks  with  a  cream 
separator  and  I  know  it  paid  me  from  the  time  I  was 
out,  and  the  friends  I  made  came  into  the  store. 

Of  course  in  handling  city  trade  you  have  to  use  a 
different  line  of  advertising  and  do  many  different 
things,  but  where  you  handle  farm  trade  the  above  line 
is  the  most  profitable.  You  can  also  take  certain 
articles  out  of  your  stock  and  sell  them  as  you  go  along 
and  make  yonr  expenses,  and  when  you  come  in  you 
have  your  advertising  done  and  without  a  cent  of  extra 
expense.  We  use  general  publicity  in  the  city  business, 
fix  up  our  show  windows,  changing  them  frequently. 

A  year  or  two  ago  I  sent  a  party  to  every  house  in 
town  and  paid  him  $2  a  day.  He  left  a  chance  on  a 
$25  gas  heating  stove.  When  he  came  in  he  had  not 
only  left  the  chances  but  had  a  list  of  the  names  of 
the  people  who  were  in  the  market  for  stoves.  When 
he  called  he  would  ask  them  if  they  were  in  the  market, 
and  we  took  the  list  and  afterwards  mailed  advertising 
to  them.  We  pulled  the  drawing  off  before  Christmas 
and  I  took  the  stove  out  on  the  sidewalk  and  ran  the 
gas  out  from  the  store  and  connected  up  the  stove. 
We  advertised  that  unless  each  person  holding  a  chance 
was  there  in  person  his  ticket  would  not  be  honored; 
consequently,  we  had  about  2,000  people  in  front  of 
the  store.  I  tried  to  count  them  but  could  not.  We 

got  good  results  and  it  did  not  cost  us  much. 

W.  W.  Spangler,  Mulhall. — I  am  called  "the  adver- 
tising man"  up  in  my  country.  My  best  stunt  Avas  this. 

I  got  a  fine  full  blooded  Jersey  cow,  had  a  blanket 

made  and  had  painted  on  it,  "This  cow  and  forty  other 
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town.  It  brought  people  into  the  store.  Then  we  gave 
them  a  card  on  which  was  printed  our  method  of  giving 
this  cow  away,  and  told  them  that  our  reason  for  doing 
this  was  to  encourage  cash  business  and  that  for  every 

purchase  amounting  to  $1  a  percentage  would  be  ap- 
plied to  their  note  or  account.  I  also  had  several  signs 

painted  and  put  up  along  the  roads.    I  used  lead  pen- 

THE  RETAILERS  CO-OPERATED. 

An  instance  of  where  local  dealers  showed  the  "long 
head"  in  co-operating  with  the  national  advertiser  in 
promoting  the  sales  of  nationally  advertised  goods  was 
shown  at  the  Industrial  Exhibition  of  the  Binghamton, 

N.  Y.,  Chamber  of  Commerce.  .  ' 
For  the  occasion  the  Babeoek,  Hinds  &  Underwood 

InierestmgList  Front 

Our  Hardware  Dept 
.Inil  mn  your  eye  Jotro  the  li'-t  Sgipr., manv  little  tliingn  there  are  lha\  are  n-grlli  inn Ibeir  poht  111  wbat  ihey  do.  Short  ruU  lo  tnw 

asd  labor  lighttieM.  The  tffi  it  Toll  -ot  ̂ uggf^l^o b*  (c'ad  lo  liavp    Note  tbem  nnd  attend  to  il  oc 
Some  of  Our 
5c  Specials Teft  StraJncri  In  tit: 
_  with  liaodte*. 
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UoUM  Tnpi,  riira  clmng 
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Egg  Hea-teTB,    (<ii  ̂ tr Dover  Egg  Beaters.  \<k Egg  Suid  Glaoae*.  ..nd 

10. 
Special  in 
Food  Choppers 
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Coal  ScuHles 
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-,Iarn 

36c CoftJ  Shovels  ... each,  Be  and  10c Qo«l  Sifters  ea^b.  15c OaJvuuied  Sifters 
.   .  each.  40c UcOLARy  S  FAMOUS OIL  HEATEE3. 
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E  .J.  COLES  CO. 
Woodstock Opp.  Post  Office 

Get  Your  Cutlery  at  the  Queen  St. 
Hardware  Store 

And  Do  11  Now 

1 •■^^^    C?rv<r;.,na6ei  from  »I  SOiei ■HiSf  C,lPnlo.dliM.kn..t,l,„mSliS 
r^^H         Pocket    kmvcb  ipec.al  value 
^^^V          G.nelle    Saftti  Rj.ori The  ne»ebl    Ih.nf  m  Lad... 

Watts &    Bate  Limited. 

Skate  Oriodine  by  expert  griode 
Shat  eo  pat  oa  boots  vhUe  yoQ  vi 

it. 
1  THE  ELLIOTT  HARDWARE  CO. 
t  Haio  Street.  F(Ki^«f.,Cl>tiroW 
:       PhoM  eo  21 

i  Big  Clearing  Sale  1 

j   OF   : 

I  Hockey  Skates  J 
i       50  Cents  a  Pair  Up.  j 

Boy.'  and  Oiil.'  Sleda  .t  Coet. 
Boys'  Tool  Bo»ei> 
Aotomobilo  BbatoR,  «)I  .izfa. 
Bookoy  Stlok..  Bookoy  Pncki 

Martin,  Finlayson  &  Mather  Limited 
SKATES!   SKATES!  SKATES! 

YOU  will  be  pleased  to  know  that  wc  have  a  large  assortment  and  a  very"  heavy  stock  of  ice  skates, hockey  sticks,  eic  The  new  Vancouver  Skabng  Arena  will  o-pen  shortly,  better  buy  your  slutes  now. Come  ID  and  pick  them  oui  belore  the  rush  You  will  thus  be  assured  of  getting  exactly  what  you  want. The  goods  are  the  best  and  ihe  prices  ate  right 

MARTIN.  FINLAYSON  &  MATHER  LTD. 
45  HASTINGS  SI.  WEST,  VANCOUVER,  B  C 

BRAKCH  STOKI  mt  CRA1*V1LLE  STRETI 

^|SKATES|3f 
Buy  "STARR"  Skates  at  Cragg's 
Tbey  are  the  Best  Made  in  the 

World  and  Made  in 

Greater  Halifax 

Why  Buy  Others  ? We  Do  Not ! 
We  COULD  buy  Foreign  made  Skates,  but  wi know  -  STAJtR'"  Skates  are  the  BEST—Beside we  encourage  borne  uidutiry— Tbeae  Skates  art exported  to  foreigo  rounines,  despite  bigb  Cu» 

toms  Dudea -BE  LOYAL  and  buy  — 
Home  Made  Goods 

"JP-^v^.       sold  we  give  a  coupon, 

(~'f^]A    ̂ tdib  will  mean  lo  some 
VJrOlU    one  the  free  presentation 

ol  S20.00  00  Feb.  IsL 

CRAGG  Bros.r. 
-The  Cutle»-v  House  of  Hollfa.Y" 

Cor.  Barrington  &  George  Sts. 

Gas  Stoves 
DuriDL'  the  wonn  weather iboula  be  wiiboQt  one  Ca.1 and  oianiioe  chem  aiid  get  o 
WHrTNEY  BROS 

eollinqwood  Hardware 

The  Time  ai^d  Place  for  Stoves 

Radiant 

Home 

Base 

Burner 
The  Only  Ba»e  Burn«« Eipccialty  Con*tnictcd lor  bumingfilo«e_co«). 

Uoih  D^lc  Hestfr^ 

And  then   '*  The  Ideal? Jewel  *' 

Charcot  10c  Bag.  or  3  bagi  for  25c. 

GollingwGod  Hardware  Limited 

Samples  of  Retail  Hardware  Advertisements— See  opposite  page  for  criticism 

cils,  and  when  I  went  to  a  farm  house  would  give  the 
farmer  a  pencil  or  cigar.  I  got  2,000  pencils  for  $30, 
and  I  considered  it  money  well  spent  and  good  adver- 
tising. 

Fred  Pfaff,  Anadarko. — I  use  picture  show  slides  and 
pay  74  cents  each  for  the  two  each  week.  My  idea 
is  to  keep  something  new  before  the  people — something 
of  interest.  Then  I  send  out  price  letters  once  a  month, 
and  I  use  various  styles  of  advertising  in  four  news- 

papers as  well. 

Co.,  hardware  dealers,  and  the  Stickley-Brandt  Co., 
furniture  dealers,  joined  in  a  large  booth  and  there 
illustrated  an  ideal  dining-room  with  the  table  set  for 
Thanksgiving. 

The  hardware  dealers  utilized  the  posters  and  litera- 
ture put  out  by  the  manufacturers  and  had  displays 

of  'Community  silver  and  Thermos  bottles,  thus  bring- 
ing to  the  attention  of  the  general  public  the  attractive 

features  of  these  nationally  advertised  products. 
The  furniture  house  showed  one  of  their  many  ex- 



42 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

AN  INGENIOUS  HARDWAREMAN. 

During  the  summer  months,  hardwaremen  can  do  a 
good  biLsiness  in  bicycles  and  bicycle  repairs.  Chas.  E. 
Lee,  Goderich,  Out.,  has  handled  this  line  for  some  little 
time  and  states  that  the  results  have  been  very  satis- 

factory. A  number  of  years  ago  he  went  in  to  handle 
bicycles  and  made  money,  but  prices  finally  got  so  low 
he  decided  to  give  it  up.  He  did  not  handle  the  repair 
business,  however,  there  being  another  man  in  the  town 
who  looked  after  that  end.  This  man  died  and  left  the 
shop  to  one  of  his  sons.  This  fellow  made  good,  but 
finall.v  went  West  and  sold  the  business  to  his  brother. 
The  brother  was  a  shiftless  sort  of  a  fellow  and  after 
trying  the  game  for  a  short  time,  looked  for  some  one 
to  purchase  the  business.  Mr.  Lee  saw  there  was 
money  to  be  made  if  the  thing  was  properly  looked 
after,  and  as  he  had  room  in  his  workshop  to  handle 
the  trade,  he  bought  the  business  and  put  his  foreman 
in  charge.  He  now  gets  all  the  repair  trade  in  the  town 

and,  then,  there  is  a  'big  business  to  be  done  in  sun- 
dries, such  as  tires,  rims,  handle  bars,  seats,  pedals,  etc. 

Another  feature  about  this  trade  is  that  it  brings  into 
the  store  the  young  people  who  are  interested  in  sport- 

ing goods.   This  means  increased  sales  in  this  line. 
Mr.  Lee  believes  that  a  good  business  can  be  done 

in  the  town  in  automobile  repairing  and  this  winter  he 
is  having  his  foreman  take  a  course  at  the  Seranton 
School  in  this  line.  At  the  back  of  his  store  is  a  large 
warehouse,  only  about  half  of  which  is  being  used, 
and  he  is  going  to  cut  this  in  two  and  fit  one  half  np 
as  a  garage. 

Goderich,  being  right  on  Lake  Huron,  is  a  popular 
summer  resort  and  autombile  tourists  flock  there  in 
large  numbers.  On  a  long  tour,  repairs  are  frequently 
necessary,  and  as  Goderich  is  quite  a  distance  from  any 
large  town  or  city  where  work  of  this  kind  can  be 
done,  Mr.  Lee  should  do  quite  a  nice  trade.  The  garage 
will  accommodate  four  cars.  It  is  not  Mr.  Lee's  inten- 

tion to  use  it  as  a  permanent  storehouse  for  cars,  but 
merely  for  those  needing  repairs. 

'Mr.  Lee  is  also  in  the  hotel  business.  He  owns  the 
Sunset  Hotel  in  Goderich.  This  is  a  100-room  house 
and  is  situated  on  the  shore  of  the  lake.  He  only  runs 

this,  however,  during  three  months  in  the  year — from 
the  middle  of  June  to  the  middle  of  September.  This 
spring  he  will  erect  at  the  hotel  a  large  shed  for  stor- 

ing automobiles.  This  will  help  him  in  securing  busi- 
ness at  the  garage  up  town. 

It  keeps  Mr.  Lee  busy  looking  after  all  these  enter- 

prises, but  work  is  his  hobby  and  he's  never  happy 
unless  he's  over  his  head  in  it. 

A  HARDWARE  BARGAIN  COUNTER. 

Why  not  run  a  5,  10  and  15  cent  department  in  your 

store,  to  get  rid  of  a  lot  of  that  small  "dead"  stock 
that  is  taking  up  valuable  room  on  the  shelves?  Har- 
land  Bros.,  Clinton,  Ont.,  are  doing  this,  and  state  it  is 
one  of  the  best  moves  they  ever  made.    A  short  time 

ago  they  built  a  long  counter  all  down  one  side  of 
the  store  and  divided  it  into  small  compartments. 
These  were  filled  with  a  large  variety  of  small  stuff, 
such  as  gimlets,  files,  small  knives,  chisels,  bottles  of 
oil,  and,  in  fact,  almost  every  small  hardware  article 
required  in  the  home.  Price  tickets  Avere  put  on  each 
compartment.  Not  only  were  articles  sold  at  the  even 
5,  10  and  15  cents,  but  also  at  3,  8,  12.  18  cents  and 
so  on. 

For  a  long  time  the  firm  had  quite  a  large  stock  of 
small  gimlets  on  hand.  These  were  put  on  this  counter 
and  in  a  short  time  were  cleaned  out  and  now  they  have 
to  buy  them.  People  often  need  a  gimlet,  but  fre- 

quently forget  to  buy  one  when  they  are  out.  'When 
looking  over  a  counter  of  these  small  goods  they  see 
one  at  3  or  5  cents,  they  are  almost  sure  to  buy.  Yet, 
if  the  goods  were  not  displayed,  they  would  seldom 
think  of  asking  for  one. 

SPECTACLES  IN  A  HARDWARE  STORE. 

While  in  a  hardware  store  in  a  western  Ontario  city 
recently,  a  representative  of  the  Journal  came  across 
a  novel  line.  A  man  came  in  and  after  buying  a  file 
and  some  nails  asked  the  merchant  if  he  had  any 
"specs."  The  Journal  man  Avas  rather  amused  at  the 
inquiry,  but  was  greatly  surprised  to  see  the  clerk  go 
and  fetch  a  drawer  partly  filled  with  them.  The  cus- 

tomer tried  several  pairs  and  finally  secured  one  that 
suited  him. 

When  asked  if  he  sold  many,  the  clerk  stated  they 
were  asked  for  about  twice  a  year.  Smoked  glasses 
and  goggles  are  sold  quite  often,  but  it  is  very  seldom 
the  ordinary  kind  is  asked  for.  The  stock  in  this  store 
had  been  on  hand  for  several  years,  the  man  who  for- 

merly owned  the  business  having  boiaght  them. 

HOW  TO  MARK  COST. 

Some  merchants  put  their  cost  mark  10  per  cent, 
above  invoice,  claiming  it  should  be  that  to  cover 

freight,  waste  and  loss,  says  Merchants'  Journal. 
Others  put  the  mark  20  to  25  per  cent,  more,  claiming 
that  this  represents  the  actual  cost  of  doing  business, 
and  that  your  cost  mark  should  show  this.  Others, 
again,  make  their  cost  mark  tally  exactly  Avith  their 
invoices,  figuring  that  their  discounts  should  take  care 
of  the  carriage. 

There  are  good  arguments  in  support  of  each  of  these 
methods,  like  the  old  unsettled  question  of  whether 
freight  should  be  considered  an  expense,  or  a  merchan- 

dising item.  It  is  open  to  debate  and  probably  always will  be. 

When  the  clerks  know  the  cost  mark,  the  moral  effect 

of  the  20  per  cent,  for  doing  business  that  must  event- 
ually be  figured  in.  is  beneficial,  if  any  shading  of  the 

prices  is  allowed.  But  that  is  of  not  as  much  force  noAV 
as  it  used  to  be. 
Exact  invoice  is  the  most  accurate  way  to  mark 
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goods.  Your  net  cost  mark  gives  you  information 
which  you  might  otherwise  have  to  hunt  up  on  the 
invoice  when  reordering,  and  it  makes  it  easier  at  stock 
taking.  On  the  other  hand,  figuring  a  profit  on  a  cost 
mark  which  shows  the  cost  of  the  goods  when  sold 

might  have  a  good  moral  effect  on  the  merchant  him- 
self, if  he  is  the  kind  of  a  merchant  who  is  inclined  to 

mark  goods  too  close  for  his  own  good  health. 

BUILDERS'  HARDWARE  DIFFICULTY. 
Hardware  merchants  in  Godericli,  Ont.,  are  up 

against  a  serious  proposition  in  selling  builders'  hard- 
ware. In  fact,  it  is  very  seldom  they  sell  any.  There 

is  a  lumber  and  planing  mill  in  the  town,  which  gets 
nearly  all  the  lumber  business  from  house  builders  and 
contractors.  To  encourage  people  to  buy  their  lumber, 
they  offer  them  all  hardware  necessary  in  the  comple- 

tion of  a  house  at  a  price  just  about  cost,  and  some- 
times they  sell  below  cost.  Mantels,  locks,  tile,  paints 

and  nails  are  sold  by  the  mill.  They  even  sell  glass. 
The  hardwareman  simply  cannot  get  a  look  in.  Shingle 
nails  can  be  bought  for  Si/o  cents  in  keg  lots  and  4  cents 
in  smaller  quantities. 

"A  short  time  ago,"  said  a  merchant  to  the  Journal, 
"we  had  a  man  come  in  and  look  at  some  locks.  The 
cheapest  we  had  was  65  cents.  He  went  to  the  mill  and 
bought  one  for  45  cents.  We  tried  and  tried  to  get 
a  similar  lock,  but,  for  some  reason  or  other,  were 

unable  to  do  so.  We  can't  find  out  where  they  buy 

them. ' ' 
Mail  order  competition  is  very  keen  around  that  sec- 

tion of  the  country,  particularly  with  the  farmers. 
They  will  send  to  the  cities  for  forks,  hose,  cutlery, 
etc.  The  town  merchants  cannot  do  much  to  eradicate 
this,  but  every  chance  they  get,  they  talk  to  some  one 
whom  they  know  has  been  buying  goods  in  the  city  and 
point  out  the  chance  a  person  takes  in  the  way  of  the 
goods  not  being  satisfactory,  while  if  purchased  near 
home,  the  article,  or  articles,  can  be  exchanged  if  not 
satisfactory. 

RECEIPTS  FOR  DELIVERED  GOODS. 

It  is  a  wise  policy  to  receive  a  signature  for  each 
parcel  that  is  delivered  to  either  factory  or  house. 
There  are  forms  made  especially  for  this  purpose,  com- 

bining sales  slip  and  delivery  receipt.  There  is  one 
drawback  to  this,  however.  Suppose  Mrs.  Smith  rings 
up,  orders  a  light  of  glass  and  wants  it  that  afternoon. 
You  send  it  up,  but  in  the  meantime  Mrs.  Smith  has 
gone  out,  and  if  the  system  of  securing  a  receipt  is  to 
be  strictly  adhered  to,  a  second  trip  is  necessary.  If 
it  is  a  long  trip,  the  driver  may  use  his  own  jiidgment 
and  leave  the  goods  at  the  back  door.  Mrs.  Smith 

comes  home  about  six  o'clock,  rings  up  the  store  and 
indignantly  inquires  why  the  glass  has  not  been  deliv- 

ered. You  have  to  hunt  up  the  driver  and  then  tell  the 
lady  that  her  glass  is  at  the  back  door.  She  goes  to 
take  it  in,  but  in  the  meantime  the  wind  has  blown  it 
down  and  she  finds  the  pane  in  a  thousand  pieces.  If 
it  is  winter  and  there  is  a  broken  window  in  the  house, 
she  becomes  very  peeved  if  you  will  not  make  a  second 

delivery  after  six  o'clock. 
When  delivery  is  made  to  a  factory  is  where  the 

receipt-securing  policy  has  its  advantages.  It  often 
saves  a  lot  of  time  and  money.  Suppose  a  firm  in  your 
town  or  city  rings  up,  orders  five  gross  of  screws  and 
wants  them  delivered  to  a  certain  department  in  the 
plant.  When  the  driver  gets  there  it  may  just  happen 
that  there  is  no  responsible  person  in  the  department 

at  the  time,  and  if  a  receipt  for  delivery  is  not  rquired, 
it  is  altogether  likely  he  will  throw  it  on  the  floor.  Soon 
after  some  boy  working  in  the  factory  comes  along,  sees 
the  package  on  the  floor,  and  after  untying  the  parcel 
puts  the  contents  away  with  the  other  sized  screws.  A 
couple  of  hours  after,  the  foreman  comes  along  looking 
for  the  screws  and  on  inquiry  learns  from  the  boy  that 
there  was  some  came  in. 

"How  many?"  asks  the  foreman. 
"I  don't  know,"  replies  the  boy. 
"Was  there  three  or  four  packages?" 
"Yes,  I'm  pretty  sure  there  were  four." 
A  note  goes  into  the  office  that  four  gross  of  screws 

have  been  received  and  when  the  biU  for  five  gross 
comes  in,  there  is  a  big  holler.  The  dealer  has  no 

receipt.    What's  he  going  to  do? 

A  SATURDAY  SALE  THAT  BRINGS  RESULTS. 

A  hardware  dealer  makes  a  feature  of  Saturday  sales 
that  draws  much  new  business.  Early  in  the  week  a 
large  corner  window  is  filled  with  articles  that  will  be 
specially  priced  the  following  Saturday.  These  articles 
range  in  price  from  5  cents  to  $2  and  include  both 
staples  and  novelties. 

Each  article  in  the  window  is  marked  with  the  price 
at  which  it  will  be  sold  on  Saturday,  so  that  every 
passerby  has  an  opportunity  to  look  in  and  see  if  there 
is  anything  that  he  wants — and  every  householder 
usually  finds  something  that  appeals  to  him. 

At  the  back  of  the  window  is  a  large  sign : 

Any  Article 
In 

Window 
Price 

Saturday 

The  merchant  also  advertises  in  the  newspapers  the 
articles  for  the  Saturday  sale.  These  sales  run  from 
$125  to  $500  every  Saturday,  and  instead  of  interfering 
with  the  regular  trade  of  the  store  they  stimulated  it 
by  bringing  in  people  who  had  never  before  visited  the 
place  and  brought  to  their  attention  the  complete  stock 
of  goods  that  were  effectively  displayed. 

ANNUAL  REUNION  OF  TRAVELLERS. 

The  directors  of  the  Thos.  Davidson  Mfg.  Co.,  Lim- 
ited, of  'Montreal,  were  the  hosts  at  an  enjoyable  lunch- 

eon held  in  the  Windsor  Hotel,  December  28,  the  oc- 
casion being  the  annual  reunion  of  the  travellers,  about 

thirty  representatives  of  this  body  having  foregathered 
from  all  points  of  the  compass. 

After  all  had  done  full  justice  to  the  excellent  menu 
provided,  the  Vice-President,  Mr.  T.  C.  Davidson,  who 
(in  the  unavoidable  absence  of  Mr.  Jas.  Davidson)  acted 

as  chairman,  proposed  the  health  of  "The  King"  which 
was  loyally  honored. 

Mr.  Edward  Goodwill  made  reference  to  the  recent 

opening  of  a  branch  w^arehouse  at  120  Duke  Street, 
Toronto,  under  the  management  of  Mr.  R.  C.  Warmin- 

ton;  this  should  prove  a  great  convenience  for  the  firm's 
customers  in  Toronto  and  other  Ontario  points,  who 

will  thus  be  enabled  to* secure  very  prompt  delivery 
Almost  all  of  the  knights  of  the  grip  added  their 

quota  to  the  "feast  of  reason  and  flow  of  soul,"  each 
succeeding  reminiscence  serving  to  freshen  the  memory 
of  another  traveller  who  had  some  equally  interesting 
tale  to  relate. 

The  health  of  the  president  and  directors  was  pro- 
posed by  Mr.  J.  N.  Warminton. 
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New  Goods  on  the  Market 

When  writiug  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 

The  Thos.  Davidson  Manufacturing  Company,  Lim- 
ited, Montreal,  Que.,  have  put  a  new  refrigerator  on 

the  market.  This  is  called  the  "Frost  River"  and  is 
made  entirely  of  galvanized  sheet  steel,  finished  in 
aluminum  tone,  with  solid  brass  locks  and  hinges.  Be- 

ing made  of  steel  it  cannot  warp,  s;hrink,  fall  apart  or 
decay.    There  are  no  seams  in  which  food  can  decay. 

Thus  there  is  no  disagreeable  order.  Perfect  insula- 
tion is  assured  by  the  thick  walls  of  Linofelt,  with  a 

%-inch  dead  air  space  between.  All  inside  parts  are 
removable  for  cleaning  and  the  shelves  are  of  tinned 
ware.  The  drip  pipe  has  been  carried  outside  the  body 
and  does  not  run  through  the  food  chamber,  which 
allows  the  shelves  to  be  fitted  close  to  the  back.  This 
refrigerator  is  made  in  two  sizes. 

Tobin  High  Speed  Bits  manufactured  by  the  Tobin 
Arms  Manufacturing  Company,  Limited,  Woodstock, 
Out.,  are  meeting  with  great  favor.    The  makers  claim 

that  this  bit  will  do  the  work  in  half  the  time,  with  half 
the  labor.  A  recent  test,  consisting  of  taking  a  solid 
piece  of  wood  and  boring  a  hole  with  each  of  three  bits 
(ordinary  type  auger  bit,  solid  stem  type  bit  and  a 

Tobin  High  Speed),  and  seeing  which  one  would  go 
the  farthest  in  60  turns,  resulted  in  favor  of  the  Tobin 
High  Speed  Bit.  The  ordinary  type  auger  bit  bored 
2%  inches;  solid  stem  type  bit,  Si/g  inches;  and  the 
Tobin  High  Epeed,  51/2  inches.  In  end  grain  -wood,  the 
Tobin  bored  61^4  inches  in  the  same  number  of  turns. 
The  reason  for  this  is  that  this  new  tool  has  double 

screw  point,  making  it  self-feeding  and  is  provided 
with  clearance  to  take  care  of  this  fast  cutting  and 
prevent  choking.  The  manufacturers  state  it  works 
even  faster  in  end  grain  than  in  cross-grain  wood. 

Every  Tobin  High  Speed  bit  is  guaranteed  b}^  the 
makers  and  dealers  are  instructed  to  return  money  to 
any  purchaser  who  proves  that  the  tool  Avill  not  do  all 
that  is  claimed  for  it. 

Folders  describing  this  bit  are  furnished  by  the  To 
bin  Company  for  distributions  to  mechanics  and  aid 
the  dealer  greatly  in  making  sales. 

Ontario  Lantern  and  Lamp  Company,  Limited,  Ham- 
ilton, Ont.,  have  introduced  a  new  table  lamp,  which 

they  have  called  the  "Stella."  This  is  a  solid  metal 
lamp  nickel  plated  throughout.  The  heavy  base  pre- 

vents tipping.    It  is  fitted  with  largest  size  "Banner" 

burner,  giving  a  large  l)right  light.  The  double  seamed 
well  removes  all  possibility  of  a  leak  and  its  large 
capacity  and  perfect  combustion  reduces  re-trimming  to 
a  minimum.  The  lamp  is  also  finished  in  rich  antique 
copper,  making  a  unique  table  ornament. 
Packham  &  Myers,  Dresden,  Ont.,  are  introducing 

their  new  Canada  "Steel"  Damper.  This  damper  is 
stamped  from  cold  rolled  steel  and  the  stems  are  drop 
forced,  Avith  sharp  point.    The  handle  is  plated.  It 

]has  a  positive  lock  with  no  chance  of  breakage.  The 
damper  is  made  in  all  sizes,  from  6  to  16  inches.  The 
makers  will  send  a  sample,  free  of  charge,  to  any  point 
in  Canada. 
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Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 

The  James  Stewart  Manufacturing  Company,  Wood- 
stock, issued  a  Christmas  card  last  month  Avhich  was 

unique  and  a  departure  from  the  conventional  Christ- 
mas card  or  calendar. 

On  the  first  page  of  an  eight-page  folder  Avas  a  quota- 
tion from  James  Russell  Lowell.  On  the  second  page 

was  a  truly  Scotch  message  in  prose  and  verse  from 
Chas.  E.  StcAvart,  President  of  the  James  otewart  Man- 

ufacturing Company,  and  a  miniature  likeness  of  Mr. 
Stewart  appeared  in  the  centre  of  the  initial  letter  at 
the  top  of  the  page.  The  third  page  bore  the  well- 
known  figure  of  the  "Good  Cheer"  waiter  bearing  a 
bumper  Christmas  pudding,  while  below  several  sprigs 
of  heather  were  attached  to  the  card  with  a  bow  of 
Stewart  plaid  ribbon,  and  on  the  back  page  of  all  was 
a  view  of  the  large  plant  operated  by  the  James  Stew- 

art Manufacturing  Company  at  Woodstock. 

The  greeting  card  brought  Mr.  Stewart  a  large  num- 
ber of  personal  acknowledgements  from  friends  in  all 

parts  of  Canada,  the  common  wish  of  all  being  that 
]912  would  bring  renewed  health  and  strength  to  Mr. 
Stewart,  he  having  been  unfortunate  in  having  to 

spend  a  considerable  portion  of  1911  under  the  doctor's care. 

The  Write  -  Away  Fountain  Pen  Company,  Berlin, 
managed  by  T.  A.  Witzel  of  the  Onward  Manufactur- 

ing Company,  have  begun  to  manufacture  a  modern 
priced  foimtain  pen  which  they  are  ofiEering  to  the  re- 

tail hardwaremen  as  a  line  to  sell  in  hardware  stores. 

The  "Write-Away"  is  constructed  on  a  new  principle, 
a  feed  plunger  allowing  only  enough  air  to  get  into 
the  barrel  to  regulate  the  flow  of  ink,  while  the  pen 
points  are  easily  detached  and  new  points  being  sup- 

plied in  boxes  at  10  cents  per  dozen.  Mounted  on  a 
card  a  dozen  of  the  pens  ought  to  sell  very  rapidly  in 
any  retail  store.  The  pen  also  has  an  advantage  as  an 
advertising  novelty.  For  instance,  John  Caslor,  To- 

ronto, treasurer  of  the  Ontario  Retail  Hardware  Asso- 
ciation, who  has  made  about  $600  during  the  past  two 

years  on  selling  and  renting  "Onward"  Vaccum  clean- 
ers, has  purchased  100  of  the  fountain  pens  with  his 

name  and  address  on,  he  giving  these  out  as  Christ- 

mas and  New  Year's  gifts  to  customers  instead  of  the 
conventional  calendars.    The  pen  retails  at  25  cents. 

The  1912  calender  issued  by  the  Horton  Manufactur- 
ing Company,  Bristol,  Conn.,  is  a  work  of  art.  The 

usual  custom  of  showing  somewhat  of  a  fishing  scene 

has  not  been  neglected.  The  picture  is  entitled  "The 
Honeymoon,"  and  shows  a  yoimg  couple  engaged  in 
preparing  their  evening  meal  on  the  bank  of  a  river. 
A  jumping  fish  is  shown  prominently  in  the  foreground. 

The  fourth  edition  in  the  New  Hampshire  Maid  ser- 
ies is  now  being  sent  out  to  the  trade  by  the  Pike 

Manufacturing  Company,  Pike,  N.H. ;  White  Mountain 
Freezer  Company,  Nashua,  N.H.,  and  the  Goodell  Com- 

pany, Antrim,  N.H.  The  cover  design  in  the  present 
issue  portrays  a  purely  typical  New  Hampshire  scene 
with  the  New  Plampshire  Maid  in  the  foreground  in 
Avait  for  the  Avary  deer.  The  front  covers  of  this  series 
of  folder  contain  no  advertising  matter  of  any  des- 

cription and  either  of  the  above  mentioned  companies 

will  be  glad  to  send  a  complete  set,  so  far  as  issued,  to 
anyone  interested. 

Some  hardware  dealers  have  misconstrued  the  mean- 

ing of  the  words  "Send  coupon  for  calendar"  in  the 
advertisements  of  the  Ontario  Lantern  and  Lamp  Com- 

pany, Hamilton,  Ont.,  appearing  in  the  journal.  Some 
of  our  readers  have  cut  the  whole  advertisement  and 
sent  it  to  the  advertiser  Avith  a  request  for  a  calendar. 
The  coupon  referred  to  in  the  advertising  is  enclosed 
in  each  lantern  and  is  in  the  form  of  a  post  card  ad- 

dressed to  the  makers. 

The  Oneida  Community,  Limited,  Oneida,  N.Y.,  and 
Niagara  Falls,  Ont.,  have  issued  a  magnificent  cata- 

logue of  "NcAvhouse"  and  "Victor"  game  traps.  Il- 
lustrations of  the  different  lines  of  traps  for  catching 

the  various  classes  of  game  are  finely  illustrated  and 

shoAV  clearly  the  good  points  of  this  firm's  products. 
A  complete  description  of  the  origination  of  the  "Ncav- 
house"  brand  is  given  and  makes  an  interesting  story. 
The  book  Avill  be  sent  to  any  Canadian  hardAvareman 
on  receipt  of  a  post  card  requesting  same.  The  accom- 

panying illustration  shoAA-s  the  strength  of  the  "Ncav- 
house"  trap.  This  trap  Avith  the  limb  groAvn  through 
it  Avas  found  by  a  man  on  his  farm  about  fifty  miles 
from  St.  Louis,  Missouri,  and  the  limb  Avhen  discov- 

ered Avas  groAving   fifteen  or  tAventy  feet   from  the 

ground.  The  trap,  as  told  by  the  chain  and  other  in- 
dications, must  be  at  least  thirty  years  old  and  is  in 

perfect  condition,  neither  the  jaws  nor  the  rivets  hav- 
ing given  Avay,  in  spite  of  the  tremendous  pressure. 

Oneida  Community,  Limited,  Oneida,  N.Y.,  have  is- 
sued a  128-page,  handsomely  illustrated  catalogue  of 

its  "Community"  silver  and  "Reliance"  plate.  A  new 
Avear-resisting  quality  has  been  added  to  both  these 
lines.  It  consists  of  a  circular  disc  of  pure  silver,  over- 

laid at  the  Avearing  point  of  every  spoon.  This  extra 
quality  now  makes  it  possible  to  guarantee  Community 
silver  for  50  years  and  Reliance  plate  for  25  years. 
The  catalogue  will  be  furnished  on  request. 

One  of  the  prettiest  1912  ".alendars  that  has  reached 
the  journal  office  is  that  of  the  Canadian  Shovel  & 
Tool  Company,  Hamilton,  Ont.  It  is  indeed  a  work  of 
art.  The  head  of  a  beautiful  Avoman  is  shoAvn  in  an 
oval,  mounted  on  Avhite,  Avitli  a  border  of  dark  brown. 
The  absence  of  advertising  matter  makes  it  fit  to  adorn 
the  walls  of  any  drawing  room.  It  is  being  sent  to 
all  their  customers. 

The  Consolidated  Fruit  Jar  Company,  New  Bruns- 
wick, N.J.,  manufacturers  of  moAving  and  sewing  ma- 

chine oilers,  as  Avell  as  special  lines  of  oilers,  have  issued 
their  1912  catalogue,  containing  description,  and  prices 
of  their  line.  This  firm  also  manufactures  fruit  jar 
trimmings,  can  screws,  sprinkler  roses,  bottle  caps, 
sprinkler  tops,  collapsible  tubes  and  all  kinds  of  sheet 
metal  goods. 

More  people  Avould  be  satisfied  to  take  things  as  they 
come  were  it  not  for  the  fact  that  most  of  the  things 
that  come  are  not  worth  waiting  for. 



46 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

Stoves  and  Housefurnishin 

o ne  or Several  Stove  Lines 

B\)  C.  A.  Eddy 

We  hear  a  great  deal  these  days  about  concentration. 
Magazines  of  business  have  numerous  articles  on  con- 

centration, and  hardly  one  convention  is  held  any  place 
during  the  year  at  which  the  subject  of  concentration 
is  not  given  careful  thought  and  attention. 

We  are  finding  out  to-day  that  it  pays  in  business  to 
concentrate  our  forces  along  certain  definite  lines. 
Scientific  management  teaches  us  that  no  matter 
whether  in  the  retail  store  or  factory,  concentration  of 
our  efforts  and  resources  is  the  straight  path  to  busi- 

ness success. 

If  ten  retail  stove  dealers  were  to  give  their  opinions 
as  to  whether  it  is  of  more  value  to  sell  one  stove  line 
than  several  lines,  we  would  filnd  they  had  varying 
opinions.  The  reason  for  tliis  is  to  a  great  extent  due 
to  the  fact  that  some  men  do  not  talk  from  actual  ex- 

perience, but  merely  from  hearsay.  Many  of  them 
have  tried  selling  several  lines,  and  they  know  what 
this  method  does  for  them,  but  they  have  not  concen- 

trated their  efforts  on  one  particular  line  so  as  to  know 
what  this  plan  will  mean  to  their  business.  The  dealer 
selling  several  lines  maintains  that  he  secures  a  better 
assortmefit  than  where  he  buys  of  one  manufacturer. 

Concentrate  on  One  Line. 

This  may  be  true  where  buying  of  the  manufacturer 
whose  product  is  limited  to  certain  styles  of  stoves,  but 
it  surely  is  not  the  case  of  the  large  manufacturer  who 
is  making  and  selling  under  one  brand  or  trade-mark 
a  stove  for  every  use  and  every  demand.  There  is  no 
question  but  a  great  many  dealers  have  made  successes 
of  their  stove  departments  by  concentrating  on  one 
good  line  of  stoves.  There  are  many  reasons  why  they 
should  be  successful  by  so  doing.  One  reason  is  because 
by  selling  one  line  only  they  can  give  it  their  best 
thought  and  attention. 

Good  business  men  have  found  that  it  is  only  by 
doing  one  thing  at  a  time  that  the  greatest  success  can 
be  obtained.  The  dealer  selling  one  good  line  of  stoves 
does  not  have  to  apologize  for  any  of  the  stoves  shown 
on  his  floor.  The  dealer  selling  several  lines  talks 
about  one  particular  make  of  stove,  and  in  order  to 
make  a  sale  it  is  necessary  for  him  to  convince  a  cus- 

tomer that  this  particular  stove  is  the  best  he  can  buy. 
If  the  customer  is  interested  in  some  other  make  of 

stove  on  his  floor  he  simply  has  to  start  at  the  begin- 
ning and  endeavor  to  sell  him  over  again.  The  experi- 
enced merchant  knows  that  this  is  a  waste  of  time,  and 

many  times  loses  sales  because  the  customer  then  be- 
comes undecided  as  to  which  stove  to  buy.  It  is  a 

method  contrary  to  the  principles  of  scientific  man- 
aarement. 

The  merchant  who  secures  the  selling  agency  for  a 
high-grade,  well-known  line  of  stoves  links  his  busi- 

ness to  a  proposition  that  will  prove  profitable  to  him. 
Where  he  is  selling  one  stove  line  he  has  only  this  one 

proposition  to  think  about.  He  can  study  it  carefully, 
his  clerks  can  become  well  posted  on  the  line,  become 
enthusiastic  over  it  and  impart  this  enthusiasm  to  cus- 

tomers, because  their  efforts  are  not  diverted  to  various 
makes  of  stoves. 

One-Line  Successes  in  Other  Lines. 

No  matter  what  some  merchants  say  about  their 
experience  in  selling  more  than  one  line  of  stoves,  it  is 
a  well-known  fact  that  the  greatest  successes  in  the 
stove  business  are  made  by  those  who  are  selling  and 
pushing  one  line  only. 
We  have  numerous  examples  of  clothing  dealers 

building  their  businesses  by  selling  one  well-known 
trade-marked  line  of  clothes.  We  know  of  haberdash- 

ers who  have  grown  from  proprietors  of  small  busi- 
nesses to  owners  of  large,  pretentious  stores  by  selling 

and  advertising  one  particular  make  of  shirts,  some 
special  line  of  collars,  an  exclusive  brand  of  hats,  etc. 
We  know,  too,  of  shoe  dealers  securing  the  selling 
agencies  for  a  well-advertised  line  of  shoes  and  staking 
their  reputations  on  this  line.  These  dealers  have  been 
successful  because  they  have  recognized  the  latter-day 
principles  of  concentration.  They  have  recognized  the 
fact  that  it  is  much  better  to  give  their  attention  to 
the  one  line,  advertise  and  push  it  and  be  known  as 
the  agents  for  this  one  line  in  their  city  rather  than 
spread  their  efforts  over  several  various  mediocre  lines. 

If  it  is  true  that  merchants  in  other  lines  of  business 

are  making  good  by  pushing  one  line  at  a  time,  it  is 
just  as  true  that  stove  dealers  can  be  successful  by 

adopting  the  same  tactics.  The  largest  stove  manu- 
facturers recommend  that  a  dealer  secure  one  good 

line  and  push  it  rather  than  several,  not  from  ulterior 
motives  exactly,  but  simply  because  their  experience 
has  shown  them  that  this  is  the  best  method  of  selling 
stoves. 

Assistance  from  Manufacturers. 

If  a  merchant  devotes  his  time  and  attention  to  sell- 
ing one  good  line  of  stoves  he  is  more  liable  to  secure 

greater  assistance  from  the  manufacturer  than  is  the 
case  if  he  is  trying  to  push  several  various  makes.  It 
is  only  natural  that  this  should  be  the  ease.  The  manu- 

facturer in  supplying  assistance  to  the  merchant 
naturally  turns  to  his  sales  records  to  determine  the 
amount  of  business  the  merchant  is  giving  him.  If 

reports  show  that  this  merchant  is  giving  the  manu- 
facturer all  his  stove  business,  he  is  much  more  liable 

to  get  the  attention  and  assistance  from  the  manufac- 
turer than  M'ould  be  the  case  if  he  was  doing  only  a 

small  amount  of  stove  business.  If  he  was  selling  sev- 
eral lines  he  would  find  that  from  none  of  the  manu- 

facturers would  he  be  able  to  secure  as  much  assistance 
as  would  be  the  case  if  he  Avas  pushing  the  one  line. 

Selling  one  good  line  of  stoves  is  a  great  builder  of 
confidence  in  the  minds  of  the  buying  public.  It  is  a 

good  thing  from  the  customers'  point  of  view  to  deal 
with  the  merchant  who  recommends  and  sells  one  par- 

ticular line  of  stoves.   He  knows  that  it  must  be  a  good 
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line  or  the  merchant  could  not  afford  to  give  his  time 
and  attention  to  this  one  proposition  to  the  exclusion 

of  all  others.  He  has  confidence  in  the  merchant's 
advertising  because  when  the  merchant  makes  a  state- 

ment he  does  not  need  to  modify  it  by  explaining  about 
another  stove  of  a  different  make  he  has  to  sell. 

One  merchant  who  is  a  great  believer  in  the  one-line 
proposition  and  has  built  up  a  good  stove  business  by 
this  method,  advertises  as  follows : 

"We  have  the.  exclusive  agency  in  this  city  and 
vicinity  for  the  Blank  line  of  Stoves  and  Eanges.  This 
is  the  only  line  of  stoves  we  sell.  After  much  experi- 

ence and  experiment^  we  found  it  better  both  for  our 
customers  as  well  as  ourselves  to  secure  one  good  line 
of  stoves  and  devote  our  attention  to  it.  We  made 
this  step  because  we  were  fortunate  in  securing  the 
agency  for  a  line  that  was  complete  in  every  detail, 
that  had  a  reputation  for  high  quality,  that  would  give 
the  best  of  service  and  was  sold  at  a  medium  price. 

' '  We  stake  our  reputation  of  twenty  years  on  this 
line,  and  linow  absolutely  that  it  cannot  be  equalled 
in  this  city.  You  may  find  that  other  stoves  sell  for 
lower  prices,  but  if  they  contained  the  same  qualit}' 
(which  they  do  not)  as  the  line  we  are  now  selling,  you 
would  have  to  pay  the  price  wei  ask  for  our  stoves. 
Remember  you  buy  a  stove  but  once  or  twice  in  a  life- 

time. You  will  save  more  money  by  paying  a  fair 
price  at  the  start  and  getting  a  good  stove  that  will 
last  for  .years  rather  than  buying  a  cheap  stove  that 
constantly  needs  costly  repairs. 

"We  stand  back  of  every  Blank  stove  we  sell, 
and  if  there  were  better  stoves  made,  we  would  sell 

them. ' ' 
This  kind  of  advertisement  creates  confidence  in  the 

mind  of  the  buyer,  who  feels  that  this  Blank  line  must 
be  all  right  else  the  merchant  would  not  risk  his  stove 
reputation  by  selling  it  to  the  exclusion  of  all  other 
lines. 

Value  of  Trade-Mark  Goods. 

The  merchant  who  secures  the  exclusive  selling 
agenc.y  of  a  line  of  stoves  bearing  a  well-known  trade- 

mark is  especially  fortunate.  People  are  beginning  to 
give  more  attention  to  trade-marked  goods  than  was 
the  case  some  years  ago.  They  have  found  that  the 
manufacturer  who  spends  thousands  of  dollars  to  ad- 

vertise his  line  and  to  make  his  trade-mark  known  to 
the  buyer  is  not  going  to  risk  the  money  he  has  in- 

vested by  making  goods  of  uncertain  quality.  The 
advertising  the  manufacturer  does  simply  introduces 
the  goods  to  he  public,  and  from  this  introduction  they 
are  convinced  it  would  be  to  their  best  interests  to  try 
them.  If  after  a  trial  the  goods  should  not  be  all 
claimed  for  them  in  the  advertising,  they  are  certainly 
not  going  to  buy  them  again.  In  that  case  the  manu- 

facturer's effort  to  make  permanent  customers  is wasted. 

You  can  see  from  this  that  no  intelligent,  far-seeing 
manufacturer  is  going  to  spend  thousands  of  dollars 
advertising  his  product  if  he  did  not  know  absolutely 
that  his  product  was  right  and  would  give  satisfaction 
to  users.  He  cannot  afford  to  take  chances  and  put 
inferior  quality  in  the  goods  he  is  advertising.  The 
very  fact  that  the  manufacturer  has  confidence  that  his 
line  will  make  good  and  backs  this  up  with  expensive 
advertising  is  an  assurance  to  the  customer  that  the 
goods  are  right. 

To-day  advertising  is  recognized  as  a  great  force  in 
business  building.  Manufacturers  have  found  that  by 
making  good  lines  of  goods  and  advertising  these  lines 
they  have  increased  their  bu.sinesses  to  an  extent  im- 

possible in  any  other  manner.  They  have  found  that 
by  advertising  they  could  reach  a  great  number  of 

people  and  tell  their  story  in  a  manner  impossible  with- 

out the  advertising.  They  have  found  it  the  quickest 
and  least  expensive  method  of  marketing  new  goods. 

Higher  Price  Fallacy. 

Some  merchants  seem  to  think  that  because  goods  are 
advertised  they  must  sell  for  higher  prices  than  unad- 
vertised  goods.  In  fact,  salesmen  travelling  for  houses 
that  do  no  advertising  use  as  an  argument  that  adver- 

tised goods  must  be  sold  for  higher  prices  in  order  to 
pay  for  the  advertising.  That  this  is  a  fallacy  has 
been  proven  times  without  number.  Every  good  busi- 

ness man  knows  the  profits  in  business  to-day  come 
from  the  volume.  To  get  this  increased  volume  the 

manufacturer's  goods  must  be  widely  known.  Adver- 
tising makes  goods  known.  This  causes  a  demand  and 

gives  the  volume  which  makes  decreased  manufactur- 
ing costs. 

There  is  no  question  about  it — securing  one  good 
stove  line  and  pushing  it  has  been  proven  to  be  the 
most  profitable  method  of  selling  stoves.  This  method 
is  becoming  more  popular  every  day  simply  because 
dealers  are  finding  the  great  advantages  in  their  con- 

centrating on  the  one  line.  If  it  is  true  that  hundreds 
of  the  largest  and  most  successful  stove  merchants  can 
devote  their  entire  time  and  energies  to  selling  one 
particular  line  of  stoves,  it  certainly  must  be  true 
that  thousands  of  other  merchants  can  do  the  same. 

Securing  the  confidence  of  the  people  in  your  com- 
munity and  then  making  good  by  selling  a  superior 

line  of  goods  is  the  secret  of  success  in  business  to-day. 
It  takes  work  to  build  up  a  business  in  these  days  of 
keen  competition,  but  after  this  business  has  been  built 
up  it  means  that  the  merchant  must  keep  everlastingly 
at  it,  working  night  and  day,  to  hold  the  confidence  of 
the  buyer.  In  no  better  manner  can  it  be  done  than  by 
concentrating  your  energies  on  special  lines  and  giving 
them  your  undivided  attention.— The  Hardware  Re- view. 

McCLARY  COMPANY'S  CONVENTION. 
The  salesmen  of  the  McClary  jNIanufacturing  Com- 

pany, London,  Ont.,  held  a  convention  on  December 

20,  and  were  greatly  benefited  by  each  other's  exper- 
iences Avhich  were  related  at  the  meeting. 

Several  changes  have  been  made  in  the  firm  to  take 
effect  the  first  of  the  year.  Mr.  W.  B.  Pope  is  now  in 
charge  of  the  Audit  Department  and  Inspector  of 
Eastern  branches  Mr.  W.  W.  Nobbs  has  been  promoted 
to  the  local  sales  department  and  traffic  department. 
Mr.  A.  M.  Smith  is  in  charge  of  the  branch  sales  de- 

partment. The  firm  have  recently  purchased  several  motor 
trucks  for  their  l)ranches-  which  will  greatl.y  facilitate 
the  delivery  of  goods  in  the  large  cities.  This  will  be 
appreciated  by  their  many  customers. 

MARSHALL-WELLS  COMPANY  GROWING. 

The  iMarshall-AVells  Hardware  Company,  Winnipeg, 
are  understood  to  have  purchased  a  site  for  a  whole- 

sale warehouse  at  Calgary,  although  an  official  an- 
nouncement has  not  yet  been  made.  The  question  of 

establishing  a  branch  warehouse  at  Vancotiver  is  also 
said  to  be  under  consideration. 

'The  Marshall-Wells  Company  have  placed  a  second 
special  cutlery  salesman  on  the  road  in  the  Western 
Provinces,  they  having  met  with  gratifying  success  as 
a  result  of  experiment  with  specialty  salesmen. 
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THE  TINSHOP 

CONNECTING   FURNACE   PIPES   TO  FURNACE 
TOPS. 

When  fi^rnaee  warm-air  pipes  are  to  be  connected 
to  furnace  hoods,  as  shown  in  A  in  the  accompanying 
illustration,  it  is  well  to  knoAV  the  different  methods 
Avhieh  are  used,  so  that  the  one  best  adapted  can  be 
employed  in  making  the  connections,  writes  William 
Neubecker  in  The  Metal  Worker.  As  every  collar  in 
most  cases  has  a  different  angle,  the  collars  are  usually 
trimmed  at  the  job  as  follows:  Run  a  line  or  spool 
wire  from  the  register  box  on  the  first  floor,  or  from 
the  stacks  leading  to  the  upper  floors,  to  the  bonnet 
or  hood,  as  indicated  by  the  dotted  lines,  a,  b  and  c, 
which  gives  the  proper  angle  at  which  the  collars  are 
to  be  cut  to  fit  against  the  hood. 

After  the  collar  has  been  fitted  accurately  it  is  held 
tightly  against  the  hood  and  a  pencil  mark  made  on 
the  hood  and  carefull}''  cut  out  with  the  circular  shears. 

SUGGESTIONS  ON  CONNECTING  FURNACE  PIPES  TO  TOPS 

Each  collar  is  marked  to  correspond  to  the  opening 
in  the  hood,  as  shown  by  1,  2,  3,  etc.,  as  shown.  The 
collars  can  now  be  joined  to  the  hood  by  either  one 
of  the  methods  shown,  A  showing  a  notched  or  dove- 

tailed collar;  B,  a  beaded  notched  collar  and  C,  a 
flanged  and  notched  collar. 

Note  in  the  collar  A  the  alternate  flanges  are  turned 
out  at  right  angles,  as  shoAvn,  so  that  Avhen  the  collar 
is  joined  to  the  hood,  as  shown  in  the  diagram  below 
C  in  the  accompanying  illustration,  the  edges  just 
turned  lie  tight  against  the  outside  of  the  hood  at  a  a, 
while  the  unturned  edges  are  turned  on  the  inside  of 
the  bonnet  at  b  b.  These  edges  are  dressed  down 
firmly,  which  secures  the  collar  ready  to  connect  with 
the  warm-air  pipe. 

When  the  collar  is  beaded  and  notched,  as  shown 
by  B,  this  collar  is  secured  to  the  hood,  as  shown  in 
the  diagram  in  the  upper  right-hand  corner  of  the 
illustration  at  A.  The  collar  is  set  in  the  opening  in 
the  hood,  Avith  the  bead  snugly  against  the  hood,  as 
shoAvn  by  a  a,  after  Avhich  the  flange  b  b,  AA^hich  is 
already  notched,  is  turned  OA^er  as  shoAvu  by  c  c.  The 
flanging  and  notching  of  the  collar  C  is  accomplished 
by  first  flanging  the  collar  x  at  b  and  b  until  this  flange 
fits  snugly  against  the  hood.  A  separate  collar  a  a  is 
noAV  riveted  to  the  main  collar  x  as  shoAAm  and  notched 
at  a. 

When  connecting  this  collar  to  the  hood  as  shown 
in  the  diagram  in  the  loAver  left-hand  corner  of  the 
illustration,  the  main  collar  A  is  set  tightly  against  the 
hood  as  shoAvn  by  e  e  and  the  notched  portion  b  b  of 
the  collar  B  Avhich  had  previously  been  riveted  to  the 
collar  A  at  a  and  a  is  then  turned  against  the  inside 
of  the  hood  at  c  and  c.  Of  course  it  is  understood  that 
the  seaming  at  x  and  y  is  not  done  until  the  collars 
have  been  joined  to  the  hood.  After  the  collars  were 
all  fitted  a  mark  Avas  made  at  1  on  the  hood  and  1 
on  the  easing  as  shoAAm,  after  Avhieh  the  hood  Avas 
removed  from  the  casing,  the  collars  secured  and  the 
hood  set  back  again  on  the  casing  in  its  proper  position 
as  shoAvn  by  the  marks  1  and  1  and  then  seams  x  and 

y  closed. 

SHEET  METAL  PRODUCTS  CO.'S  BANQUET. 
The  Sheet  Metal  Products  Co.  held  their  annual  ban- 

quet on  Thursday  evening,  December  28,  at  the  St. 
Charles  Cafe. 

After  partaking  in  a  substantial  manner  of  the  good 
things  provided  an  interesting  programme  of  toasts, 
songs,  etc.,  was  rendered  which  Avas  heartily  appre- 

ciated by  the  large  number  present,  among  Avhom  were 
the  Hon.  A.  E.  Kemp,  president  of  the  company;  Mr. 
W.  A.  Kemp,  vice-president:  Mr.  W.  J.  Hayes,  manager 
of  the  IMontreal  factory,  and  Mr.  F.  S.  Corrigan,  man- 

ager of  the  IMacDonald  plant,  Avho  presided. 
The  hit  of  the  evening  was  the  excellent  rendering 

of  an  original  A'oeal  selection  entitled  "The  Gay  Sales 
Manager"  set  to  the  tune  of  the  Drum  IMajor  bv  Mr. Thos.  Bell. 

The  verdict  of  all  present  at  the  close  Avas  that  it  was 
the  most  successful  one  yet  held. 

The  menu  card  was  most  elaborate  and  contained 
two  excellent  cuts  of  ]\Iessrs.  A.  E.  Kemp,  M.P.,  and 
W.  A.  Kemp,  the  vice-president  of  the  company. 

ONTARIO  FIRM  TAKES  WESTERN  CONTRACTS. 
Bernhardt  &  Gies,  Preston,  handled  cement  for  the 

first  time  this  year  and  disposed  of  tAvelve  cars,  this 
indicating  that  there  has  been  a  great  deal  of  construc- 

tion Avork  going  on  in  Preston  this  year.  Heating  con- 
tract AA'ork  has  been  particularly  liA^ely.  the  firm  haAnns: 

kept  tAvo  staffs  of  men  at  Avork,  one  in  Preston  and 

another,  under  Mr.  Gies'  charge,  on  several  contracts 
secured  at  Moose  Jaw. 
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$144.00  IN  CASH  PRIZES= 

Hardware  Merchants,  Travelling"  Salesmen,  Clerks,  Bookkeepers, 
etc.,  are  invited  to  send  contributions  to  CANADIAN  HARD- 

WARE, STOVE  &  PAINT  JOURNAL. 

COMPETITION 

CLOSING  EVERY  MONTH 

^  There  is  no  subject  so  im- 
portant to  Hardwaremen  as 

Window  Trimming".  Send  a 
photo  of  one  of  your  displays 
and  win  one  of  the  twenty 
prizes  offered  as  follows  : 

^  Every  live  retail  store  has 
some  successful  plans  for  g"et- 
ting  business,  of  canvassing 
for  orders,  keeping  track  of 
prospective  customers,  etc. 
Tell  us  your 

^  Tell  us  how  you  landed  an 
order  from  a  hard  customer  or 

how  you  or  some  other  sales- 
man "  Fell  Down."  Describe 

some  of  your 

Window  Dressing        Business  Methods        Selling  Experience 

Four  Competitions  closing 
April  I,  July  I,  Oct.  1,  Dec.  1 

Five  Prizes  each  time — 

$5,  $3,  $2,  $1  and  $1 

Four  Competitions  closing 
Feb.  1,  May  I,  Aug.  1,  Nov.  1 

Five  Prizes  each  time — 

$5,  $3,  $2,  $1  and  $1 

Four  Competitions  closing 

March  1 ,  June  I ,  Sept.  I ,  Dec.  1 

Five  Prizes  each  time — 

$5,  $3,  $2,  $1  and  $1 

And  for  every  photo  or  article  accepted  for  publication  (not  a  prize  winner) 

the  choice  of  a  dollar  cash  or  a  year's  subscription  to  CANADIAN 
HARDWARE,  STOVE  &  PAINT  JOURNAL  is  offered. 

EACH  CAN  LEARN  FROM  THE  OTHER 

Just  write  us  a  letter  outlining  the  ideas  you  wish  to  describe.    We'll  dot 
the  i's  and  cross  the  t's  for  you.  Address 

Canadian  Hardware,  Stove  &  Paint  Journal 

410  McKinnon  Building,  Toronto,  Ontario 

 TWELVE  PRIZE  COMPETITIONS=  = 
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Paint  and  Varnish  Trades 

CANVASSING  FOE  PAINT  BUSINESS. 

E.  K.  Owens,  S.  W.  Agent 

My  experience  in  selling  paint  is  that  you  can  work 
np  a  fine  shelf  goods  trade  by  letters,  newspapers  and 
circular  advertising  and  sell  some  house  jobs  this  way, 
Imt  if  you  want  to  capture  the  big  end  of  the  house 
]iaint  business  you  have  got  to  go  out  after  it. 

This  was  particularly  true  last  spring  when  the  aver- 
age property  owner  had  read  of  the  high  prices  of  oil 

and  if  you  mentioned  paint  in  the  store,  he  would  say : 

"Too  high.  Will  have  to  wait  until  paint  is  cheaper," 
and  would  go  in  the  air  about  the  trusts,  cornering 
the  oil  market,  etc.  Then  there  would  be  several  others 
standing  around  to  join  in  with  a  discouraging  line  of 
talk  about  high  prices.  Against  these  odds  it  is  hard 
to  sell  paint,  but  take  the  man  in  his  own  home  and 
you  have  a  chance  to  go  into  the  matter  intelligently 
without  interruption.  I  would  take  a  property  owner 
at  his  home,  show  him  how  badly  his  house  needed 
painting,  and  explain  that  the  longer  the  building  went 
without  painting  the  more  goods  it  would  take,  which 
would  more  than  make  up  the  increased  cost,  mention- 

ing that  the  advance  only  makes  a  difference  of  three 
to  five  dollars  on  the  ordinary  house.  The  shrewd 
property  owner  is  not  going  to  let  his  building  deter- 

iorate for  this  small  amount.  With  a  strong  line  of 
talk  like  this  I  could  land  the  job  three  out  of  five 
times. 

Another  good  point  in  canvassing  is  that  you  are 
right  on  the  ground  and  can  measure  the  building  and 
make  a  close  estimate  as  to  the  amount  of  goods  it  will 
take.  This  is  a  strong  feature  and  combined  with  help- 

ing select  some  attractive  color  scheme  goes  a  long 
way  toAvards  landing  the  job. 

DRAWBACKS  OF  A  POORLY  PAINTED  STORE. 
Good  clothes  do  not  make  the  man,  but  they  go  a 

long  way  toward  forming  good  impressions'  of  him. 
A  good  looking  store  does  not  make  the  store,  but  it 

is  a  great  inducement. 
These  are  two  important  factors — thev  either  draw 

trade  or  repel  it — and  what  merchant  can' afford  to  con- iduct  a  business  in  such  a  manner  as  will  turn  it  away. 
Attractiveness',  therefore,  in  the  store,  fixtures,  stock 
and  personal  appearance  of  the  help,  is  essential. 

It  is  gratifying  to  note,  during  travels  in  the  coun- 
try, says  the  Paint,  Oil  and  Drug  Review,  how  the 

country  merchant  is  awakening  to  the  advantages  of 
personal  appearance,  and  where  thirty  years  ago  he 
would  sit  out  in  front  of  the  store  on  a  pleasant  day 
whittling  a  stick  that  time  is  now  devoted  to  the  better- 

ment of  the  store.  The  repelling  power  is  even  recog- 
ni;  ed  here  away  from  cities. 

One  of  the  greatest  drawbacks  a  paint  dealer  can 
have  is  a  poorly  painted  front  to  his  store,  and  the  next 
is  the  inside  woodwork  "crying"  for  paint.  It  takes 
a  big  store  front  these  days  to  require  a  gallon  of  paint, 
and  the  usual  sized  front  can  be  covered  with  half  a 
gallon,  because  there  is  so  little  woodwork.  Therefore, 

as  far  as  expense  is  concerned,  a  paint  dealer  can  easily 
repaint  every  fall  or  spring,  and  this  Avould  largely 

be  a  "drawing  card."  Certainly  it  would  not  displease 
any  one,  or  prove  a  repeller  of  trade. 

Be  sure  the  clerks  are  trained  to  please.  An  un- 
kempt person,  or  one  who  chews  gum  or  tobacco,  should 

be  , placed  in  a  school  of  reform.  This  really  calls  to 

mind  the  "school  of  instruction"  that  every  merchant 
should  establish.  Such  a  system  overcomes  all  the 
undesirable  things  in  an  establishment.  It  may  take 
bime  and  be  troublesome,  but  it  improves  service  and 
this  begets  trade,  which  is  the  only  object  in  view.  It 
is  also  a  sure  cure  for  the  repelling  power. 

PAINT  FOR  FARMERS. 

Secretary  Wilson  of  the  United  States  Department 
of  Agriculture  recently  issued  a  bulletin  to  farmers  in 
regard  to  paints.  As  paint  dealers  in  Canada  may  be 
able  to  gather  some  talking  points  from  it  a  part  is 
herewith  reproduced  for  the  benefit  of  Journal  read- 

ers. In  addition  to  urging  the  proper  use  of  paints  for 
both  useful  and  ornamental  purposes,  for  he  does  not 
think  anything  too  good  or  attractive  for  the  farm 
homes,  the  Secretary  makes  the  following  suggestions: 

"Do  not  use  any  paint  containing  compounds  of  lead 
about  stables  or  outbuildings  where  the  fumes  from 
decaying  organic  matter  occur,  since  these  gases  are 
likely  to  darken  the  lead  paints.  Do  not  use  with  lead 
compounds  any  pigment  which  may  liberate  compounds 
of  sulphur.  For  example,  ultramarine  blue,  while  it 
contains  sulphur  in  a  form  which  may  be  set  free, 
is  a  beautiful  and  very  permanent  blue  and  may  be 
used  with  zinc  white,  but  should  not  be  used  with 
white  lead  or  any  other  lead  pigments.  Prussian  blue, 
on  the  contrary,  does  not  contain  sulphur  and  may  be 
used  with  lead  pigments. 

"Remember  that  turpentine  and  benzine  are  very 
inflammable,  and  especial  precautions  should  be  taken 
not  to  bring  paint  containing  these  substances  near 
any  light  or  open  fire. 

"]\Iany  jugments  are  poisonous,  and  the  workman 
should  be  particularly  careful  to  remove  all  paint  stains 
from  the  skin,  and  not  under  any  eirenmstances  allow 
any  of  it  to  get  into  his  month.  A  man  should  not 
eat  in  the  same  clothes  in  which  he  has  been  painting, 
and  before  eating  he  should  not  only  change  his  clothes, 
but  should  wash  all  paint  stains  from  his  skin.  It  is 
not  advisable  to  iise  turpentine  or  benzine  in  removing 
paint  stains  from  the  hands,  but  by  oiling  thoroughly 
with  linseed  oil,  or,  in  fact,  with  any  fatty  oil,  and 
then  thoroughly  Avashing  with  soap,  the  paint  may  be 
removed  provided  it  has  not  been  alloAved  to  dry  too 

thoroughh"  on  the  hands." 

WHAT  IS  GUM? 

The  popular  and,  indeed,  the  scientific  theory  about 
gum  has  generally  been  that  it  isi  a  natural  product  of 
certain  trees  and  plants.  But,  in  conformity  Avith  the 
germ  theory  of  disease,  it  is  also  suggested  that  gum 
is  the  result  of  disease  in  the  producing  tree  or  plant. 
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Talks  on  Paint  Selling 

No.  5 

you  to  secure  specially  desirable  and  difficult  business  and 

the  good-will  of  many  of  your  local  painters. 

VI.  Wareh  ouse  facilities  that  insure  prompt  de- 
liveries of  all  orders. 

VII.  The  entire  organization,  including  the  Dec- 
orative Department,  which  stands  back  of  every  agent 

prepared  to  help  solve  all  technical  and  other  problems 
in  the  handling  or  sale  of  any  S-W  Product. 

An  inquiry  now  may  link  all  these  forces  to  your 

store. 

The  Sherwin-Williams  Co. 
{of  Canada,  Limited) 

PAINT,  VARNISH  AND  COLOR  MAKERS 
LtNSCCO  OIL  CRUSHERS 

factories:    Montreal,  Toronto,  Winnipeg,  london.  eng. 
offices  and  warehouses:  m  o  ntr  e  a  l.  to  r  o  nto  ,  w 1  n  n  i  p  e  g  ,  wa  n  c  o  l' v  e  r lon  don  ,  eng. 

When  a  dealer  secures  the  Sherwm- Williams 

Agency,  he  also  acquires  the  following  business-buildmg 
co-operation : 

I.  Advertising  Literature  designed  and  written  by 
men  specially  trained  in  paint  and  varnish  sellmg. 

II.  Store  and  display  advertising  in  the  form  of 
window  trims,  cut  outs,  hangers  and  posters  which  make 

the  S-W  Agency  the  bulls-eye  of  attention. 

III.  The  big  national  advertising  campaigns,  in- 
cluding the  magazines,  farm  papers,  bulletin  boards,  etc. 

IV.  A  special  department  devoted  exclusively  to 
promoting  property  owners  and  other  consumers  by  mail 
for  the  agent. 

V.  Representatives  willing  and  capable  of  aiding 

It  Gives  a  Keen  Ed^e  to  Your  Selling  Talk 

To  know  the  goods  you  are  pushing  will  give  perfect  satisfaction.  That  no  matter 
how  enthusiastic  you  may  be  to  effect  a  sale  the  goods  will  be  as  good  as  you  say. 

Enthusiasm  with  the  ring  of  truth  is  half  the  selling  battle  and  it  takes  confidence 
in  the  quahty  to  give  enthusiasm. 

You  will  notice  if  you  watch  a  good  workman  how  he  tests  out  the  quality  of  the 
steel  and  the  cutting  edge  of  a  strange  tool  before  throwing  his  full  power  into  the  work. 

It  is  reflected  to  his  credit  that  he  will  use  none  but  the  best  tools. 

Every  salesman  naturally  uses  the  same  precaution  until  he  is  satisfied  that  he  can 
let  out  all  of  his  selling  power  without  misrepresenting  the  goods. 

MARTIN-SENOUR  PAINT 

100%  PURE 

will  supply  the  confidence  that  gives  enthusiasm  and  the  keen  .edge  to  your  selling 
talk. 

We  don't  say  that  Martin-Senour  Paint  is  the  best,  but  we  do  say  it  is  as  good  as 
can  be  made;  a  100%  Pure  Paint,  that  will  give  perfect  satisfaction  to  your  customers. 

Martin-Senour  Paint  will  help  you  put  more  ginger  in  your  sales  talk. 

All  good  things  come  to  those  who  help  themselves  and  you  Mr.  Dealer  can  get 
a  good  thing  by  writing  for  our  Martin-Senour  Paint  Proposition. 

THE  MARTIN-SENOUR  CO.,  Limited 
Pioneers  Pure  Paint 

MONTREAL CHICAGO WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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It  has  been  found  that,  by  making  an  meision  m 

the  limb  of  a  peach,  apricot,  plum,  cherry,  or  other 

tree  bearing  stone  fruit  and  inserting  a  bit  of  the  gnm 

under  the  edge  of  the  wound  an  immediate  formation 

of  gum  in  copious  quantity  takes  place. 
These  and  other  experiments  would  indicate  that 

gums  result  from  diseased  action  in  trees,  and  that 

the  disease  can  be  set  up  by  inoculation,  just  as  small- 

pox is  started  in  the  human  organism  by  similar  means. 
Different  diseases  in  different  trees  give  us  dissimihar 

gums,  as  arable,  tragacanth,  and  probably  many  resms 
and  gum  resins. 

A  flesh  wound  on  any  part  of  the  body  forms  an  in- 

let for  atmospheric  bacteria,  which  produce  inflam- 
mation, suppuration  and  the  outflow  of  pus.  Wounds 

on  trees  allow  of  the  ingress  of  peculiar  bacteria,  which 

produce  tree  fever  and  the  exudation  of  morbid  matter 

called  "gum." — Scientific  American. 

JOINS  LOWE  BROS.  STAFF 

J.  W.  Shorney,  vice-president  of  the  Toronto  Lead  and 
Color  Co.,  and  associated  with  this  company  for  the  past 
26  years,  transferred  his  interests  on  New  Years  to  Lowe 
Bros.,  Toronto,  with  whom  he  will  be  associated  in  future, 

J.  W.  Shornet,  Toronto 

devoting  his  energies  to  the  sales  and  executive  depart- 
ments. Mr.  Shorney  has  a  wide  connection  in  the  hard- 

ware, paint  and  manufacturing  trades  and  Lowe  Bros, 
staff  will  be  materially  strengthened  by  his  affiliation  with 

the  makers  of  "  High  Standard"  paints. 

PAINTS  FOR  THE  WINTER  TIME. 

Here  is  a  suggestion  says  a  writer  in  Hardware 

Trade,  that  is  worth  while.  A  winter  counter  for 

paints.  Instead  of  letting  the  paint  department  slum- 
ber peacefully  during  the  cold  weather  months,  stir 

it  up  and  make  some  money  out  of  it. 
The  winter  is  the  time  when  the  average  farmer 

has  plenty  of  s-pare  time  on  his  hands,  and  if  you  can 
suggest  something  to  him  that  will  keep  him  busy,  he 
will  thank  you. 

Buggies,  wagons,  implements,  all  need  a  coat  of  paint 
to  preserve  them,  and  the  time  to  do  that  work  is  when 
they  are  not  in  use.  So  make  a  small  shoAving  of  car- 

riage and  implement  paints  and  draw  Mr.  Farmer's 

attention  to  them  when  he  comes  in  to  get  warm  at 
the  stove  and  he  will  surely  respond  with  orders. 

In  addition  the  screens  which  have  been  replaced 
with  storm  sash  need  painting,  so  as  to  keep  them 
from  rusting,  and  a  few  cans  of  screen  paint  with  a 
neat  placard  will  do  the  business. 

Then  up  in  front  of  the  store  fix  out  a  table  and 

label  it,  "Your  choice  for  a  quarter."  The  following 
is  a  partial  list  of  the  items  that  can  be  profitably  put 
on  this  table,  Avhich  will  sell  themselves  and  make  you 
a  nice  profit.  Some  carry  a  pretty  long  profit,  some 
only  a  short  one,  but  the  average  is  well  worth  while. 
The  approximate  cost  is  also  given  to  show  you  .just 

where  you  are : — 
Article.  Cost. 

Vo-pint  Household  Paint  $0.14 
Vi-pint  Enamel  Finish  121/2 
y^-pint  Varnish  Stain  171/2 

i/'-pint  Wood  Stain  17  " i/>-lb.  Can  Wax  Polish  I6V0 

idb.  Crack  Filler  16  ̂ 1/,-pint  Stove  Pipe  Enamel  with  brush  121/2 
4-oz.  Bottle  Furniture  Polish  10 
1-pint  Furniture  Varnish  19 

^4-piiit  Aluminum  Enamel  15 
1/5-pint  Varnish  Remover  19 
Small  bottle  Gold  Paint  15 

Low-priced  brushes  of  various  kinds. 
In  addition  to  the  direct  profit  to  be  made  on  the 

goods  mentioned,  there  is  the  advertising  value  of  con- 
stantly keeping  before  your  customers  during  the  win- 

ter, the  fact  that  you  have  a  paint  department,  ready 
to  serve  them,  when  ever  the  need  arises. 

VARNISH  AND  THE  WEATHER. 

The  liardwareman  who  handles  paint,  and  how  fcAV 
there  are  who  do  not.  also  sells  a  considerable  quan- 

tity of  varnish.  No  matter,  says  Hardware  Trade,  what 
line  is  handled  nor  how  good  it  is,  there  will  surely  be 
some  complaints  from  time  to  time.  Often  these  com- 

plaints will  come  owing  to  the  fact  that  the  user  is 
ignorant  as  to  the  conditions  necessary  to  secure  the 
best  results. 

Varnish  is  very  susceptible  to  weather  influence  and 
a  temperature  of  about  70  degrees  Fahrenheit  should 

be  maintained  while  varnishing.  Cold  weather  sIoaa's 
the  drying  and  hardening  processes  and  dampness  of 
the  atmosphere  will  do  the  same.  A  great  excess  of 
the  latter  may  also  cause  cheap  varnishes  to  turn  white. 
Poor  light  and  insufficient  ventilation  Avill  make  the 
varnish  work  badly. 

When  the  weather  is  very  hot  varnish  will  not 
harden  as  quickly  as  it  otherwise  would.  Because  the 
weather  conditions  are  not  what  they  ought  to  be  when 
it  is  applied,  does  not  necessarily  mean  that  the  quality 
of  the  varnish  is  poor. 

Inferior  workmanship  is  also  a  fruitful  cause  of  un- 
satisfactory results.  Each  coat  of  varnish  must  be 

given  sufficient  time  to  properly  dry  and  harden  before 

the  next  is  applied.  Premature  application  of  the  sec- 
ond and  succeeding  coats  often  leads  to  very  bad 

results,  the  principal  trouble  being  known  as  "sweat- 

ing." 

As  has  been  mentioned  in  these  columns  before,  it  is 

always  a  good  plan  when  selling  paint  and  varnish 
to  inquire  of  the  customer  something  about  the  work 

contemplated.  A  few  words  of  instruction  diplo- 
matically spoken  will  save  many  a  complaint  and  much 

dissatisfaction. 
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Court  the  Retailer 

A.   B.  Lever 

It  is  often  said  that  the  dealer  merely  hands  over  the  counter  the 

article  or  commodity  that  the  customer  asks  for. 

Is  it  true  ? 

In  exceptional  cases  it  may  be  ;  as  a  rule  it  is  not  true. 

If,  as  a  rule,  it  were  true  it  would  be  just  as  well  to  place  penny-in- 

the-slot  machines  behind  the  counter ;  and  it  would  cost  less. 

He  would  be  an  unwise  merchant  who  would  refuse  to  sell  the 

customer  the  particular  brand  or  make  of  article  asked  for,  but  he  would 

be  equally  unwise  were  he  never  to  try  to  sell  merchandise  other  than 

that  specifically  asked  for. 

The  fact  of  the  matter  is  that  the  dealer  who  is  a  salesman  pushes 

those  goods  which  on  account  of  quality  or  price  pays  him  the  best 

either  in  profit  direct  or  in  satisfaction  that  is  given  the  customer. 

What  does  this  mean? 

Simply  and  solely  that  the  manufacturers  and  wholesalers  who  want 

the  retailer  to  distribute  their  goods  must  secure  his  sympathetic 

co-operation. 

And  the  best  way  to  get  the  sympathetic  co-operation  of  the  retailer 

is  through  the  trade  paper. 

The  retailer  "  marks,  learns,  and  inwardly  digests  "  the  contents  of 
his  trade  paper — advertisements  as  well  as  reading  matter. 

The  advertisements  he  digests  naturally  predisposes  him  in  favor  of 

the  firms  who  advertise,  and  even  if  he  may  not  always  order  direct  he 

has  been  put  in  a  receptive  state  of  mind  for  the  advent  of  the  traveler. 

Seed  always  takes  better  in  ground  that  has  been  prepared. 
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BRITISH  COLUMBIA  ASSOCIATION  EXPANDING. 

The  British  Columbia  Hardware  Dealers'  Associa- 
tion is  endeavoring-  to  widen  the  scope  of  its  influence 

and  at  its  last  meeting  at  North  Vancoaiver  on  Decem- 
ber 5,  a  committee  of  three,  Messrs.  H.  T.  Kirk,  New 

Westminster,  C.  Kennedy,  Vancouver,  and  George 

Blakeley,  New  Westminster,  was  appointed  to  call  on 
the  retail  hardwaremen  in  Chilliwack,  Eburne,  Coquit- 
1am  and  other  places  and  point  out  the  benefits  to  be 

gained  by  affiliating  with  the  Provincial  Association. 

Up  to  "the  present  the  British  Columbia  Association has  been  maintained,  and  its  benefits  enjoyed,  by  the 
hardwaremen  in  Vancouver,  Victoria  and  New  West- 

minster, and  possibly  Nanaimo,  and  it  is  an  excellent 

sign  of  progressiveness  for  the  Association  to  endeavor 
to  extend  to  other  hardwaremen  the  good  things  re- 

sulting from  getting  together  as  business  men. 
Hardwaremen  in  Kamloops  and  other  interior  towns 

wdll  likewise  be  welcome  and  any  desirous  of  becoming 
members  should  write  R.  D.  Dinning,  Secretary,  Van- 
couver. 

President  Harry  C.  Martin  presided  at  the  December 

5  meeting,  which  was  one  of  the  largest  reg-ular  meet- 
ings ever  held,  quite  a  number  of  travellers  being  guests 

of  the  retailers,  including  A.  L.  Teetzel,  McPherson  & 
Teetzel,  Vancouver;  P.  Martin,  Stratford  Mfg.  Co., 
Stratford,  Ont. ;  I.  Johnson,  Simplex  Mfg.  Co.,  Van- 

couver; W.  C.  Birdsall,  the  manager  of  E.  C.  Atkins 
6  Co.'s  new  branch  at  Vancouver;  A.  H.  Brush,  Mar- 

shall-Wells Hardware  Co.,  and  others. 
The  question  of  accepting  travellers  as  associate 

members  of  the  British  Columbia  Association,  on  the 
same  plan  as  has  proven  so  successful  in  the  Ontario 

Retail  Hardware  and  Stove  Dealers'  Association,  where 
a  nominal  fee  of  $1  yearly  is  charged,  was  urged  by 
Past  President  Kirk,  New  Westminster,  but  final  action 
was  left  'over  until  the  annual  meeting. 
A  discussion  on  price  cutting  resulted  in  some 

pointed  remarks  which  are  calculated  to  clear  the  at- 
mosphere and  result  in  the  elimination  of  future  cause 

for  complaint.  As  President  Martin  pointed  out,  the 
Association  meeting  is  the  proper  place  to  air  a  griev- 

ance. If  a  grouch  is  nursed  the  scratch  will  soon  be- 
come a  running  sore,  whereas  by  getting  together  and 

talking  things  over  grievances  can  be  righted  and  a 
living  profit  secured  by  all. 

Music  and  songs  contributed  by  the  retailers  and 
travellers,  and  the  refreshments  served  by  Vice-Presi- 

dent Paine,  of  Paine  &  McMillan,  North  Vancouver, 
helped  to  make  the  evening  enjoyable. 

WEIGHTS  AND  MEASURES  PETITIONS. 
''1  have  taken  the  time  to  call  on  the  merchants 

here  and  enclose  a  fully  signed  petition.  I  trust  the 
effort  to  abolish  the  charges  for  weights  and  measures 
re-inspection  will  be  successful  and  hope  that  every 
town  will  do  as  well  as  Alliston  with  the  petition.  I 
do  not  think  I  have  left  one  out  who  sells  by  weight 
or  measurement. ' ' — W.  B.  Clifton,  Alliston. 

So  writes  one  of  the  oldest  members  of  the  Ontario 

Retail  Hardware  and  Stove  Dealers'  Association  when 
sending  a  petition  signed  by  forty-one  merchants  in 
response  to  the  circular  letter  and  petition  sent  to  every 
hardware  merchant  in  Ontario  on  November  15. 

Mr.  Clifton  did  his  work  thoroughly — didn't  miss  a 
man — but  about  nine  hundred  hardwaremen  in  On- 

tario, equally  interested  with  Mr.  Clifton  in  having 

the  re-inspection  charges  abolished,  didn't  even  take 
the  trouble  to  sign  their  own  name  to  the  petition  form 
and  enclose  in  the  addressed  envelope  supplied  them. 

'Some  merchants  want  everything  handed  to  them  on 

a  silver  platter — and  then  they'd  kick  because  it  was 
plated  rather  than  sterling  silver. 

Here  are  some  of  the  names  of  those  who  have  sent 

in  petitions  signed  by  ten  or  more  names  :  Ed.  Wanless, 
Chatham ;  D.  A.  MacNab,  Orillia ;  F.  A.  Hoar,  Barrie ; 
L.  Baker,  Bobcaygeon;  W.  P.  MacPherson,  Prescott; 
W.  J.  Bowes.  Markdale ;  W.  D.  Stinson,  Omemee ;  Geo. 
Krauter,  Ethel ;  W.  M.  ̂ loote  &  Son,  Dunnville ;  John 
Armstrong.  Brigden ;  Johns  &  Trelford,  Southampton ; 
Murdy  &  Sutherland,  Lucknow ;  S.  Paul,  Bluevale ;  R. 
A.  Jelly,  Shelburne;  Fawcett  Hdwe.  Co.,  Tweed;  W.  L. 
Allen  &  Co.,  Cobourg;  Northern  Canada  Supply  Co., 
Cobalt;  S.  A.  Perrin,  Newcastle;  Chas.  W.  MuUett, 

Bancroft ;  Hugh  Sherk,  Ridgeway ;  Cameron  &  Cam- 
eron, Beaverton ;  Geo.  McLean,  Otterville ;  Clements  & 

Co.,  Milton;  J.  Henry  &  Son,  Orono;  D.  H.  MacKay, 
Kingsville ;  J.  S.  Allen,  Burlington ;  D.  Mistele,  Rodney ; 
MacDonald  &  Hay,  North  Bay ;  R.  W.  Metcalfe,  Hawke- 
stone ;  G.  F.  Frankland,  Toronto ;  S.  D.  Ross,  Brighton ; 
Karley  &  Purcell,  Athens ;  Bertram  Kriesel.  New  Dun- 

dee; A.  G.  Anderson,  Port  Dover;  J.  Wilcox,  Cooks- 
town;  Prank  A.  Wing.  Westport ;  H.  G.  Fitzgerald, 
Lakefield ;  H.  F.  G.  Fryer.  Blind  River ;  Reg.  F.  Scott, 
Forest;  Kewatin  Hdwe.  Co..  Kewatin;  D.  Teiman,  Dash- 
wood;  Franks  &  Watson,  Woodbridge ;  T.  ]M.  Nash, 

Welling-ton ;  C.  Worrod,  Tottenham,  and  C.  Richardson 
&  Son,  Harrow. 

STATUS  OF  "GIFT  "  YARDSTICKS. 
In  connection  with  the  agitation  for  the  abolition  of 

the  charges  for  the  re-inspection  of  weights  and  meas- 
ures the  question  has  very  rightly  been  asked  as  to  how 

it  is  that  anybody  is  allowed  to  give  away  uninspected 
yardsticks  free  Avhile  manufacturers  of  rules  and  tapes 
are  prevented  from  selling  yardsticks  unless  they  are 
brass  bound  on  the  ends  and  duly  inspected  before 
shipment. 

What  is  to  prevent  the  use  of  the  "gift"  yardsticks 
with  a  quarter  inch  whittled  off  at  each  end  by  un- 

scrupulous vendors  of  goods  sold  by  the  yard? 
And  how  much  revenue  is  lost  annually  by  retail 

hardwaremen  as  a  result  of  the  free  distribution  of 

these  "gift"  foot  rules  and  yardsticks? 
No  one  could  object  to  insurance  companies  or  other 

concerns  giving  away  rules  or  yardsticks  if  they  are 
inspected  the  same  as  the  goods  offered  for  sale  in  hard- 

ware stores  but  the  present  position  does  not  seem  to  be 
fair  to  either  retailers  or  manufacturers. 

DIRECT  RESULTS  FROM  HARDWARE  EXHIBIT. 

An  example  of  the  value  of  making  exhibits  at  hard- 
ware conventions  is  related  by  Past  President  Brockle- 

bank  of  the  Ontario  Retail  Hardware  and  Stove  Deal- 
ers' Association. 

"Last  year  at  Peterboro  we  saw  the  display  of  wash- 
ing machines  made  by  J.  H.  Connor  &  Son,  Ottawa. 

The  goods  were  new  to  us  but  we  liked  their  appear- 
ance and  workmanship  and  ordered  three  to  be  sent 

to  us.  They  came  along  in  March  and  in  eight  months 
we  have  sold  thirty-two  in  our  store  at  Arthur. 

"It  pays  us  to  study  the  displays  at  our  annual  con- ventions and  other  retailers  can  make  their  visit  to  the 

convention  each  year  eqiially  profitable." ]\Ir.  Brocklebank  retired  from  active  work  in  the 
Brocklebank,  Limited,  business  at  Arthur  last  spring 
and  went  farming  for  a  change.  He  has  noAV  sold  the 
farm,  however,  and  may  possible  get  back  into  the 
hardware  business  again.  Anyway,  he  will  be  at  the 
Guelph  convention  if  he  can  possibly  get  there. 
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G.  A.  Binns,  hardware  merchant,  Newmarket,  Ont., 

has  sent  out  a  useful  souvenir  in  the  shape  of  an  ex- 
pansive file  for  the  classification  and  safe  keeping  of 

valuable  documents,  papers,  receipts,  etc.  This  file 

has  a  stiff  cardboard  cover  and  inside  are  envelope- 
shaped  compartments  for  insurance  documents,  bills 

payable,  bills  receivable,  notes,  receipts,  and  a  compart- 
ment for  miscellaneous"  matter. 

Both  covers  present  Mr.  Binns'  advertisement  and 
on  the  back  one  a -cut  of  his  store  is  shown.  Tape  is 
wound  round  the  file  to  prevent  documents  falling  out. 

Mr.  Binns  believes  that  the  practice  of  sending  out 
calendars  is  overdone  and,  therefore,  always  sends  out 
some  useful  souvenir.  Last  year  this  was  in  the  shape 
of  a  verv  neat  match  holder. 

Chas.  Moffatt,  manager  of  Molfatt  Stove  Company 
branch  at  Winnipeg,  made  a  trip  East  before  Christ- 

mas. Mr.  Molfatt  has  made  arrangements  to  handle  a 
line  of  furniture  in  connection  with  Moffatt  stoves  in 
Western  Canada  during  the  coming  year. 

A.  E.  Karges,  manager  of  James  Stewart  Mfg.  Co., 

Winnipeg,  made  a  fortnight's  visit  to  Woodstock  and 
Toronto  during  the  holiday  season. 

N.  L.  Stewart,  manufacturers'  agent,  126  Wellington 
Street  West,  Toronto,  has  accepted  the  sales  representa- 

tion of  Clauss  Shear  Company  in  Ontario  and  will  call 
on  retailers  with  this  line  in  addition  to  the  well-known 
lines  of  Pindlay  stoves  and  White  ^lountain  refrig- 

erators which  he  also  represents. 

CLASSIFIED  ADVERTISEMENTS 

Advertisements  under  this  head  ten  cents 

per  agate  line  each  insertion.  About  ten 
words  to  one  line.   Remit  when  ordering. 

BUSINESSES  FOR  SALE 

T70R  SALE — First-class  hardwaie  and  tinsmith  business  in  good  country, 
^  Stock  about  .$4,500.  Owner  going  west.  Apply  R.  C.  THOMSON,  Mel- bourne, Ont. 

tfOR  SALE — Hardware,  Stove  and  Granite  Business.  Established  thirty years,  doing  a  splendid  business,  stock  will  run  about  seven  thousand 
and  in  line  shape.  Yearly  turnover  twenty  thousand  ;  good  store,  can  be 
rented  or  bought  :  fine  farming  country.  This  business  will  stand  closest 
inspection.  At  rate  on  the  dollar.  Wish  to  retire.  D.  FERGUSON,  Tees- water. 

TTARDWARE  STOVE  AND  TINWARE  BUSINESS  -  Established 
twenty-two  years,  doing  a  cash  business  last  year  of  forty-five  thousand. 

Stock  wiU  run  about  eight  to  ten  thousand,  good  shape.  This  is  a  money- maker to  a  good,  live  man.  Good  reasons  for  selling,  splendid  farming 
community.  If  interested  would  like  to  show  you  this  business.  Splendid 
store  can  be  rented  or  bought.    O.  B.  HENRY  &  Co.,  Drayton,  Ont. 

BUSINESS  CHANCE  IN  WESTERN  CANADA 
A  young  hardwareman  with  experience  is  wanted  to  take  charge  of  hard- ware store  in  new  town  in  Saskatchewan,  either  on  straight  salary  or 

on  a  basis  of  50  per  cent,  interest  in  the  business  in  addition  to  salary.  Must 
be  able  to  prove  reliability  and  capability.  Address  P.  H.,  Room  110  Mc- Kinnon  Building,  Toronto. 

SITUATIONS  VACANT 

CTEADY  employment  for  Tinsmith  who  wants  work  in  city. 
^    HARDWARE,  305  Roncesvalles  Ave.,  Toronto. MCLEAN'S 

WANTED— HARDWAREMEN— 2,  with  four  or  Ave  years'  experience, retail  or  wholesale,  for  laying  out  orders  wholesale  warehouse.  State 
experience  and  salary  wanted.    PEART  BROS.  HARDWARE  CO.,  LTD., 
Regina,  Sask. 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire Insurance  Agents 

15)4  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

ROSS  &  WRIGHT 
Insurance  Couniellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET,  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 

We  act  for  the  people  only,  assisting  in  the  adiustment  ot  fire  losses, 
us  when  your  loss  occurs Wire 

The  PARMENTER  BULLOCH  CO.  Limited 
GANANOQUE,  ONT. 

Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubu^r  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

SPECIAL  THREE  MONTHS  TRIAL  OFFER 
A  three  months  trial  will  convince  you  tliat  tliis  is  the  most 
thorough  and  practical  course  in  Slu-ct  Metal  Paltci  ii  Drafting  to 
be  had.  I  will  send  you  the  first  three  moiitlis  work,  consisting 
of  the  first  15  plates,  15A  in.  x  18i  in.,  with  inslruction  sheets  for 
15.00.  If  you  are  in  doubt  as  to  whether  this  course  is  what  .vou 
want,  you  may  give  it  a  three  months  trial  without  binding 
yourself  in  any  way  to  complete  the  full  25  months  course  unless 
you  wish  to  do  so.  The  Foundation  of  Pattern  Drafting  is  tauglit in  the  first  three  months  work.  Cut  out  this  advertisement  and 
enclose  with  a  post  oftice  order  for  $5.00  payable  to  G.  L.  Gray 
and  the  above  mentioned  three  months  drawings  and  instruction 
sheets  will  be  sent  you  at  ttiu  v  prciiaid.  This  offer  stands  good 
for  30  days  only  from  date  of  this  issue. 

3537  THIRD  AVENUE 
NEW  YORK  CITY GRAY'S  SCHOOL 

Our  line  of  Baby  Carriages,  Go-Carts, 

Collapsible  Go-Carts,  is   now  ready. 

AN  ADDED 

ATTRACTION 

Is  the  Children's  Sulky  line.  See  these 
before  completing  purchases. 

Travellers  now  on  the  road. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Kydd  Bros,  have  nearly  completed  their  new  
fonr- 

storev  building  at  175  Finder  St.  W.,  Vancouver,  B.  C
. 

They  will  occupy  the  whole  building. 

R.  H.  Wright  has  sold  his  grocery  stock  and  has 

opened  a  fine  new  hardware  store  at  469  16th  Ave., 
Vancouver,  B.  C. 

Carter  Bros.,  hardware  dealers,  Picton,  Ont.,  are  send- 

ing to  their  customers  a  nice  1912  calendar.  It  shows 

a  typical  summer  girl  on  board  a  yacht  and  is  entitled 

"Vacation  Days." 

The  Soo  Hardware  Company,  Limited,  have  been 

granted  Provincial  charter.  Capital  stock,  $40,000. 
Head  office,  Sault  Ste.  Marie,  Ont. 

The  Taylor-Forbes  Company,  Guelph,  made  a  large 

shipment  of  lawn  mowers  to  Europe  in  December  and 
several  car  loads  will  be  shipped  to  Western  Canada 

jobbers  in  January  and  February. 

F.  H.  Hayhurst,  manager  of  the  Gait  Art  Metal  Com- 

pany, has  resigned,  and  W.  H.  Lutz  is  acting  manager, 
with  L.  W.  Koser  as  sales  manager. 

The  Wells  &  Emmerson  Hardware  Company,  Port 

Arthur,  have  a  window  that  greatly  pleased  the  chil- 
dren. It  showed  Santa  entering  the  room  via  the  cliim- 

ney  route  and  the  tree  waiting  for  its  load.  Good  ideas 
in  the  gift  line  were  displayed. 

Fire  starting  in  Millburn  &  Millburn's  hardware 
store,  Hawarden,  Sask.,  completely  destroyed  Mander- 

son  &  Forgeson's  implement  and  garage  building  and 
several  'other  stores. 

C.  Edward  AVood,  formerly  sales  manager  for  the 
Dominion  Cartridge  Company  and  lately  with  the 
Standard  Arms  Company,  Wilmington,  Del.,  has  been 

appointed  special  sales  representative  in  Canada  for 

the  Peck,  Stow  and  Wilcox  Company,  tool  manufac- 
turers, Cleveland,  Ohio.  Mr.  Wood  is  well  known  to 

the  Canadian  trade  and  he  will  naturally  have  a  good 
many  well-wishers  in  this  country. 

There  is  an  opening  for  a  hardware  store  at  Elstow, 
Sask.  Write  the  secretary  of  the  board  of  trade. 

There  is  also  an  opening  for  a  hardware  store  at  Rip- 
ley, Alta. 

BUSINESS  CHANGES 

Eastern  Canada. 

'St.  John,  N.  B. — John  R.  Robertson,  of  Robertson, 
Foster  &  Smith,  Ltd.,-  deceased. 

Montreal. — Dominion  Window  Bolt  and  Steel  Latch 
Mfg.  Co.,  sold  to  Montreal  Hardware  Co. 

Manitoba. 

Durban. — S.  Harvey  has  admitted  his  son  as  partner 
and  firm  will  be  known  as  S.  Harvey  &  Son. 

Saskatchewan. 

Regina. — Winnipeg  Paint  and  Glass  Company  will 
establish  branch  here. 

Viewfield. — D.  McKnight  opened  store. 
Glen  Ewen. — ^^Chas.  Hames,  of  Winteringham  & 

Hames,  retiring,  Winteringham  continuing. 

New  Warren. — Monson  Hardware  Company  opened 
store. 

Earl  Grey — A.  C.  Beach  Co.,  Ltd.,  sold  to  Alex. 
Cruickshanks  and  Maynard  McPhee. 

Parkside. — Tutton  &  Tang  opened  store. 
Earl  Grey. — S.  A.  Youngberg  sold  to  John  Cleverley. 

Alberta. 
Manville. — ^Cecil  Frank  sold  to  J.  R.  Barnes. 
Gaspe. — Thorson  &  Hargreaves  sold  hardware  to  T. 

N.  Carruthers. 

Lethbridge. — Latimer  &  Hart,  hardware,  succeeded 
by  Sanderson  &  Hart. 

Moundville. — E.  H.  Ward,  groceries  and  hardware, 
opening  a  branch  at  Clyde. 

Lethbridge. — Latimer  &  Hart  succeeded  by  Sander- 
son &  Hart. 

DEATH  OF  C.  F.  GROVER. 

On  Christmas  night  death  removed  a  popular  and 
well  known  hardware  traveller,  in  the  person  of  Mr. 
C.  F.  Grover,  Avho  passed  away  at  his  home  in  East 
Roxborough  Street,  Toronto.  Mr.  Grover  had  not  been 
well  for  a  few  years  and  retired  from  active  work  about 
a  year  ago.  At  the  time  of  his  death  he  was  57  years 
of  age.  For  some  years  he  represented  Samuel,  Ben- 

jamin &  Company,  Toronto,  and  Frotheringham  & 
Workman,  Montreal.  In  more  recent  years  he  was 
with  H.  S.  Howland,  Sons  &  Company,  Toronto.  After 
being  with  the  latter  firm  for  a  number  of  years,  he 
ioined  the  staff  of  the  Dominion  Wire  Manufacturing 
Company,  IMontreal,  and  remained  with  this  firm  up 
till  the  time  it  was  merged  with  the  Steel  Company  of 
Canada. 

The  late  Mr.  Grover  travelled  mostly  in  Ontario, 
where  he  was  well  known  to  all  hardware  men.  He 

also  made  trips  to  the  Pacific  coast  and  had  a  wide  con- 
nection in  Western  Canada.  The  hardware  trade  all 

over  Canada  will  be  sorry  to  hear  of  Mr.  Grover 's 
death,  for  he  was  well  liked  and  respected  wherever 
he  was  known.  He  is  survived  by  a  widow  and  one 

son. 

ENTHUSIASTIC  MEETING  OF  PAINT  MEN. 

The  annual  convention  of  sales  representatives  and 
branch  managers  of  The  Martin-Senour  Company,  Lim- 

ited, was  held  at  Montreal  on  December  18,  19  and  20. 
The  meeting  was  one  of  the  most  successful  ever 

held,  the  spirit  of  enthusiasm  among  the  representa- 
tives of  the  company  Avas  never  so  much  in  evidence, 

and  all  were  enthusiastic  over  the  success  they  have 
met  with  during  the  past  year  and  the  prospects  for 
increased  business  during  the  year  to  come. 

PEART  BROS.  BRANCHING  OUT. 

J.  Walton  Peart,  of  Peart  Bros.,  wholesale  and  retail 
hardware  merchants,  Regina,  spent  ten  days  in  Toronto, 
St.  Marys  and  other  eastern  points  in  December.  One 

of  Mr.  Peart 's  objects  was  to  secure  tAvo  new  travellers 
for  their  wholesale  business,  which  has  surpassed  in 
volume  the  figure  set  as  a  high  Avater  mark  at  the 
beginning  of  the  year. 

Peart  Bros,  have  recently  purchased  for  $93,000  a 
fine  site  for  a  new  retail  store  to  be  erected  at  Regina 
in  a  year  or  so,  the  trend  of  population  being  aAvay 
from  their  present  location,  Avhich  is  on  a  valuable  site 
opposite  the  C.P.R.  depot.  A  site  has  also  been  secured 
at  SAvift  Current,  Sask.,  Avliere  a  branch  will  be  estab- 

lished shortly. 
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LOOK  FIRST  TO  QUALITY 

B-H  English  Paint IS  THE  HIGHEST  GRADE  PAINT  MADE 

70%  Pure  White  Lead 
(Brandram^s  B.B.  Genuine) 

30%  Pure  White  Zinc 

100%  Pure 
A  formula  guarantee  on  every  can 

You  will  easily  make  more  and  larger  sales  when  you  know  and  your 

customers  know  that  the  paint  you  are  handling  is  all  paint— the  highest  grade. 
Write  us  a  postal  for  prices  and  advertising  helps. 

ADDRESS  OUR  NEAREST  OFFICE 

BRANDRAM-HENDERSON 
^^^^ma^m  limited 

MONTREAL  -  HALIFAX  -  ST.  JOHN 
TORONTO  -  WINNIPEG 

J.  MOXON  6c  SON 
OXFORD  STOVES  AND  RANGES 

GENERAL  HARDWARE 
PAINTS.  OILS,  GLASS.  PUTTY.  ETC. 

SOLE  A0ENT8  IN  PRINCE  EOWAHD 
COUNTY  FOR 

WOOD  FIBRE  PLASTER 

PICTON.  ONT. 

Deoantier  6th'll. 
Pinohln-Johnson  &  Oo.  (Canada]  Limited. 

Toronto,  Ost. 

GeBtlemen:- 
have  now  on  our  shelves  the  stock  of  Plnchin-Johneon  Paint  ordered  from 

you,  and  are  very  proud  of  the  fine  appearance  It  makes.    It  Is  a  matter  of 
pleasure  for  the  writer  to  sit  In  a  Picture  Show,  as  he  often  does,  and  whan  the 
slides  are  put  on  advertlBlng  Plnchln-Johnson  Paint,  and  our  name  appears  as  Agents, 
to  hear  the  remarks.  "That's  the  new  Paint  Uoxon  4  Son  are  selling;    I  am  going  to 
try  It.    It  must  be  good  or  they  would  not  advertise  It  so".    Almost  dally  we  have 
parties  coming  in  from  the  country  asking  for  a  color  card  of  MISEEVA  Paints.  They 
have  seen  the  signs. 

We  have  handled  one  make  of  Paint  for  over  twelve  years  before  making  the  chaAge 
to  UISEBVA,  and  can  say  In  all  truth  that  we  have  had  more  enquiries  re  the  Plnohln- 
Johnaon  Paint  since  we  took  the  agency,  (and  t)ils  Is  only  a  few  months),  tlian  we  had 
for  the  other  Paint  ell  the  years  we  handled  It.    I  also  find  my  clerks  are  far 
better  satisfied.    They  speak  proudly  of  your  Counter  Album  showing  colors,  of  the 
oolOr  cabinet  to  hold  folders,  the  fine  arrangement  of  slats  and  window  displays, 
until  at  the  present  time  I  wonder  how  I  ever  got  on  and  did  a  paint  business  iti%h the  line  I  handled. 

We  have  already  booked  a  number  of  good  Jobs  to  be  painted  with  UIHEHVA  in  the 
Spring,  and  unless  we  mistake  greatly  next  Spring  will  be  a  banner  year  for  Plnchln- 
Johnson  MlllERVA  Paints  In  Ploton.  I  have  but  one  regret  In  making  the  change.  We 
had  quite  •  stock  of  the  other  line  of  Paint  we  handled  when  wo  took  your  agency.  I 
instructed  clerks  to  run  it  off  at  most  any  price  in  order  to  get  rid  of  it,  but 
since  the  advertising  of  UIinaiVA  Brand,  though  we  try  to  push  it,  we  find  it  a  hard 
proposition. 

I  once  wrote  to  The  Gumey  Foundry  Co.  of  Toronto  as  follows:-    "After  a  care- ful consideration  of  every  line  now  marketed  In  this  country,  1  have  come  to  the 
oonolusion  that  nothing  will  make  a  name  for  my  store  -  nothing  will  make  friends 
for  me  like  the  line  of  Stovee  and  Bangee  made  by  the  Gumey  Foundry  Co". 

I  might  say  in  conclusion  that  I  feel  the  same  regarding  MIIJERVA  Paints;  they 
appeal  to  me  as  being  two  winners  not  only  as  to  name,  but  backed  up  by  quality, 
and  we  only  hope  all  who  have  taken  the  agency  for  your  UIKHUVa  Paint  are  as  well 
satisfied  with  the  goode,  and  the  treatment  tendered  them  aa  we  are. 

Yours  truly. 

READ 

WHAT  THE 

"MINERVA" 

PAINT  AGENCY 

has  done  for  this  dealer — 
It  will  do  the  same  for  you  ! 

Write  for  particulars — It  will  pay  you. 

All  Minerva  Products  are  sold  in  Full  Imperial 
Measure  Cans 

Pinchin-Johnson  &  Co. 

(Canada),  Limited 

377-387  Carlaw  Avenue,    -  TORONTO 

Established  in  England  1834 

John  Uoxom  t  Son. 



58 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

THE  HARDWARE  MARKETS. 

Everything  is  ([uiet  after  the  holiday  rush  an'cl 
wholesalers,  as  well  as  the  retail  men  are  busily  en- 

gaged taking  stock.  There  are  a  few  orders  coming 
in  but  nothing  to  speak  of.  Trade  during  last  year 
was  excellent  and  the  outlook  for  1912  is  that  this  year 
will  eclipse  all  others. 

The  mild,  open  weather  greatly  affected  the  S'ale  of 
seasonable  and  sporting  goods,  such  as  skates,  hockey 
sticks,  sleigh  bells,  snowshoes,  toboggans,  etc.  In  other 
years  jobbers  have  had  to  send  sorting  orders  to  Ger- 

many for  skates.  This  year,  however,  a  great  many 
of  them  have  stocks  left  on  their  hands.  Dealers  have 
held  off  their  orders  being  in  a  quandary  as  to  what 
quantities  to  order.  With  the  advent  of  colder  weath- 

er, however,  trade  will  pick  up.  An  instance  of  how 
the  weather  has  affected  the  retailer  is  ahown  by  the 
fact  that  one  Toronto  firm  has  been  advertising  their 
skates  at  greatly  reduced  prices. 

Business  in  household  goods  has  slackened  since  the 
holiday  season,  but  some  good  orders  are  still  being 
received.  Retailers  are  too  busily  engaged  in  stock- 

taking to  order  any  goods  that  are  not  absolutely  re- 
quired. 

Not  a  great  deal  of  business  is  being  done  in  heavy 
hardware  or  builders'  hardware  since  the  weather  has 
turned  colder.  Nearly  all  orders  that  are  coming  to 
hand  are  from  city  retailers. 

Wire  and  wire  goods  are  moving  slowly,  but,  like 
other  lines,  nothing  startling  is  doing.  Prices  in  the 
States  recently  took  a  jump,  caused  by  the  extra  de- 

mand after  the  recent  depression.  So  far,  however, 
prices  in  Canada  remain  the  same  and  no  immediate 
change,  one  way  or  another,  is  looked  for. 

THE  METAL  MARKETS. 

The  metal  market  is  dull  and  there  is  little  doing 
in  any  line.  Manufacturers  are  busy  stock-taking  and 
are  content  to  get  along  with  present  stocks  and  are 
not  ordering  to  any  extent.  All  markets  are  firm,  how- 

ever, and  the  outlook  for  1912  is  bright. 
Copper  remains  firm  and  the  demands  is  excellent. 

Present  indications  point  to  a  strong  market  for  1912. 
Dealers  state  that  present  stocks  are  only  equal  to 
about  six  week's  supply  and  state  they  may  have  some 
"fireworks"  similar  to  those  experienced  on  tin  this year.  It  is  almost  certain  that  prices  will  not  come 
back  to  their  former  level. 

Tin  is  in  good  demand  in  spite  of  the  rising  prices. 
The  prices  on  the  primary  markets  have  slowly  risen 
and,  naturally,  affect  this  market,  till  now  the  present 
quotation  is  47i/o  cents.  High  prices  are  likely  to continue. 

Spelter  is  quiet  and  the  demand  only  fair.  The  big 
call  for  this  metal  has  eased  off.  Local  stocks,  how- 

ever, are  light. 

Very  little  is  being  done  in  antimony,  the  business 
being  confined  to  enquiries  only.  However,  from  these 
it  shows  manufacturers  are  still  interested. 

Enquiries  being  received  for  pig  iron  indicate  that 
business  next  year  will  be  brisk.  Very  little  is  being 
sold  at  present,  however.   Prices  remain  the  same,  viz.. 

Canadian,  $18.50  to  $19;  Middlesboro,  $19.75;  Glen- 
garnock  Scotch,  $22.75,  f.o.b.  Toronto. 

Prices  in  lead  remain  unchanged,  although  the  mar- 
ket possesses  a  firmer  tone.  The  demand  is  still  good, 

but  not  as  heavy  as  it  has  been.  Nevertheless,  quite 
an  interest  is  being  taken  in  this  metal. 

PAINT  AND  OIL  MARKETS. 

Business  in  all  lines  in  quiet,  and  dealers  are  busy- 
ing themselves  with  planning  their  1912  campaign. 

The  spring  business  will  soon  commence  and  the  rush 
and  hurry  will  be  on  again.  Already  a  number  of 
orders  have  been  received  for  1912  delivery. 

The  outlook  for  spring  is  somewhat  of  a  conundrum 
at  present,  for  dealers  do  not  know  just  how  things  are 
going  to  be.  While  some  time  ago  it  looked  as  if  lin- 

seed oil  would  be  cheaper,  it  now  looks  as  if  it  will  be 
strong.  The  present  prices  are  90  cents  for  raAV  and 
93  for  boiled.  IManufaeturers  do  not  seem  at  all  eager 
to  fill  orders  even  at  this  price.  The  loss  of  seed  in 
the  Northwest  and  the  depletion  of  stocks  in  the  Old 
Country  are  given  as  the  reason  for  the  change. 

Turpentine  is  likely  to  advance  soon,  and  would 
have  risen  before  this  had  it  not  been  for  the  large 
stocks  in  the  South  and  the  number  of  substitutes  on 
the  market.  Despite  the  fact  that  a  large  quantity  is 
being  held,  prices  in  Savannah  have  risen  several  cents 
and  will  go  higher.  Manufacturers  will  soon  be  in 
the  market,  and,  an  the  whole,  it  looks  as  if  high  prices 
will  prevail. 

White  lead  remains  unchanged,  but  there  is  a  feel- 
ing that  the  high  i)oint  has  not  yet  been  reached,  and 

it  is  altogether  likely  that  prices  will  go  even  higher 
than  they  are  now. 

Glass  is  still  in  good  demand ;  also  putty.  It  is  al- 
most certain  that  glass  will  be  higher  during  1912. 

The  only  reason  given  for  this  is  that  present  prices 
are  too  low — lower  than  the  market  warrants. 

Cummer-Dowswell,  Limited,  Hamilton,  Ont.,  have 
sent  to  all  their  customers  a  very  attractive  Chri.stmas 
greeting  card.  The  cover  of  the  card  is  decorated  with 

holly  and  has  the  old,  old  wish,  "A  Merry  Xmas  and 
a  Happy  New  Year."  Through  an  opening  that  has 
been  left  the  firm's  crest  is  shown.  Inside  is  a  verse 
which  reads.  "  We  may  build  more  splendid  habita- 

tions, fill  our  rooms  with  paintings  and  sculptures,  but 

we  cannot  buy  with  gold  the  old  associations." 

HARDWAREMEN  IN  MUNICIPAL  AFFAIRS 

Among-  the  Ontario  hardware  men  who  have  been 
elected  to  represent  their  cities,  towns  and  villages  in 
municipal  affairs  are  the  following  : 

As  Mayor — G.  W.  Ecclestone,  Bracebridge;  Wm.  Black, 
Durham;  J.  Gilpin,  Collingwood  ;  and  G.  D.  Forbes, 
Hespeler. 
As  Aldermen — H.  Occomore,  Guelph  ;  R.  C.  Chown, 

Bellevifie  ;  S.  Penfold,  Guelph  ;  Ed.  Wanless,  Chatham  ; 
A.  D.  Westman,  Chatham  ;  Fred  McBrien,  Toronto. 

As  Councillor — S.  D.  Doner,  Stayner  ;  J.  A.  Crow, 
Welland  ;  L.  Grill,  Hespeler. 

As  Reeve — J.  H.  Christie,  Owen  Sound  ;  C.  L.  Owen, 
Campbellford  ;  D.  Brocklebank,  Arthur  ;  and  W.  J. 
Heaman,  Exeter. 

As  School  Trustee — C.  Wig^le,  Amhertsburg  ;  Percy 
Chown,  Kingston  ;  Thos.  Marshall,  Dunnville. 
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Think  Over  This 

Metal  Ceiling  Matter 

h 

r 

h 

h 
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How  we 
bring  trade 
right  into 
your  store. 

How  we 
make  sure 
no  one  can 
out-class 

you. 

Over  Eleven 
Hundred 
New 
Designs 

Our  advertisings  campaign 
for  1911  will  bring  us  many 
inquiries  from  people  who 
would  buy  from  you  if  you 
had  the  Preston  Steel  Ceiling; 
agency.  Such  inquiries  we 
would  promptly  turn  over 
to  you. 

We  keep  our  assortment  ot 
designs  right  up  to  date.  We 
now  have  over  iioo  quick- 
selling  patterns  of  these  ceil- ings. 

At  our  factories  at  Preston 
and  Montreal  we  carry 
stocks  big  enough  to  prompt- 

ly fill  every  order.  Thus  our 
dealers  never  suffer  from 
delays. 

The  Metal  Shingle  &  Siding  Co.  Ltd. 

Factories — Preston,  Ont. ;  Montreal,  Que. 

Experience  Proves 

"QUEEN'S  HEAD" 

Galvanized  Iron 

to  be  without  an  equal. 

Have  your  jobber  supply  it. 

JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 
Makers  MONTREAL 

Bristol,  Newport  Managers  Canadian  Branch 

1 

One  Use  for 

Window  Envelope 

STATEMENTS  should  be  mailed  in  the  B-E 
WINDOW  ENVELOPE,  for  safety's  sake and  to  save  time.  ̂   Impossible  to  send 
Brown's  bill,  showing' special  prices  or  dis- 

counts, to  Smith — with  the  natural  but  embaras- 
sing-  results.  ̂   The  B-E  WINDOW  ENVELOPE 
automatically  insures  that  the  rig-ht  bill  will  go  to 
the  right  man.  No  address  required — hence  no 
stenographic  labor,  no  delay  in  mailing.  Prompt 
statements  mean  prompt  settlements. 

THE  B-E  WINDOW  ENVELOPE  is  made  from  stock 
to  match  regular  letter  head.  It  is  not  a  flimsy  make- 

shift. Send  for  samples  and  prices.  We  will  see  that 
you  are  supplied  through  regular  dealer  or  direct. 

Discounts  for  quantities. 

BARBER-ELLIS,  Limited 
62  Wellington  St.  W. Toronto 

EASYSET 

Store  Front  Construction 

Having  recently  secured  the  agency  for 
this  up-to-date  system  of  glass  setting  we 

are  prepared  to  fill  your  wants  in 

SIDEWALK  PRISMS 
STORE  FRONT  BARS 

PLATE  GLASS 
TRANSOM  GLASS 

For  transoms  we  can  supply  plain  or 
MAXIMUM  PRISM  in  sheets  or  in 

tiles  set  in  hard  metal  bar.  Let  us  figure 

on  your  next  specification. 

The 

Consolidated  Plate  Glass  Co. 

of  Canada,  Limited 

Winnipeg       Toronto  Montreal 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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PREVAILING  MARKET  PRICES. 
Toronto,  January  6th,  1912 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 

ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

METALS. 
Aluminum,    ingots    0  20 
Antimony,  per  lb   0  08 
Srass  rods,  V2  to  1  inch...  0  21 

Sheets,  up  to  20  gauge..  0  22 
Tubing,   1   inch,  base....  0  23 

Copper  ingots,  casting   0  llj 
Sheets,  plain,  14  oz.  base  0  22 
Sheets,  tinned,  14  oz.  base  20% 
Sheets,   plenished,    14  oz. 
base    0  28 
Sheets,  braziers    0  23 
Bars,  round  V4  to  2  in. .  .  0  21 

Black  Sheets,  28  gauge  base, 
Toronto    2  80 
Montreal    2  40 

Canada  Plates — 
Ordinary,    52  sheets,  To- ronto   2  90 
All  bright,   52   sheets   4  00 
Galvanized      Apollo  Ordinary 
18x24x52    4  45  4  35 

60    4  70  4  60 
20x28x80    8  90  8  70 
20x28x80     ....   9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....  3  30 

Galvanized  Sheets.  Fle\ir  Queen's do  Lis  Head 
16-20  gauge    ...  3  35        3  60 
22-24  gauge    ...   3  40        3  65 
26  gauge    3  80        4  05 
28  gauge   3  90  4  15 
^ess  than  case  lots  10  cents  per 
hd.  extra. 
Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — Black,  base,  1  inch   4  54 
Galvanized,  base,  1  inch   6  19 

Iron  Pipe  Fittings — Canadian  malleable,  40;  cast 
iron,  70  ;  standard  bushings,  70  ; 
headers  60  and  10  ;  flanged,  unions, 
70;  malleable  bushings,  65;  nipples, 
75  and  10;  malleable  lipped  unions, 65. 

Soil  Pipe  and  Fittings — Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10 ;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. Toronto 

Bar  Iron,  per  100  lb   2  05 
Forged  iron    2  20 Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 
Fire   steel    2  35 
High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1  18  25 
Middlesboro,  No.  3  ....  19  00 
Radnor    (charcoal)    ....  32  50 

Lead,  Canadian  pig   4  25 
Imported  pig,  100  lb   4  .S5 
Bar  pig    5  25 
Sheets,  base,  2%  Ib.sq.  ft.  5  00 
Pipe  and  waste   30  p.c. 
Traps  and  bends   50  p.c. 

Solder,    half    and    half,  lb., 241/2  26% 
Spelter,  foreign,  per  100  lb.  6  75 
Sheet  Zinc,  500  lb.  casks..  7  50 
Tin,  ingots,  100  lb   47  00 
Tin  Plates,  charcoal — 
MLS,  Famous  (equal  Bradley) 

Per  box 
I  C,  14x20  base    7  00 
I  X,  14x20  base    8  25 
I  X  X,  14x20  base    9  75 

"Dominion  Crown  Best" — Re- tinned. 
I    C,    14x20   base    5  50 
I  X,    14x20   base    6  50 
I  X  X,  14x20  base   ....  7  50 

"Allaway's     Best"    —  Standard 
Quality. I  C,  14x20  base    4  60 
I  X,  14x20  base    5  50 
I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 
I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin   9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs    7  00 

Tinned  Iron. 
72x30    up     to   24  gauge, 
case    lots   7  25     7  35 
72x30    up   to     26  gauge, 
case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — Heavy  Copper  and  Wire  lb.  11^4 
Light  copper  bottoms  ...  09%. 
Heavy    red    brass     ....   10  %i 
Heavy  yellow  brass    08% 
Light    brass    C6% 
Tea  lead    02% 
Heavy    lead    02% 
Scrap    zinc    0  04 
No.  1  wrought  iron  ....10  00 
Machinery      cast  scrap. 
No.  1   14  50 
Stove    plate   13  00 Malleable    9  00 
Miscellaneous  steel    6  00 

PAINTS  AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins   1   00     1  10 
Chemicals,    in   casks,   per   lb. — Arsenate  of  lead    0  09 

Sulphate  of  copper  (blue 
stone)    0  07 
Litliai'gc,  ground    0  oj Litharge,  flaked   0  of 
Green       copperas  (green 
vitriol)    0  01 
Sugar   of   Lead    0  09 

Colors  in  Oil — Venetian    red,    1-lb.  tins, 
pure    0  09 
Chrome,   yellow,  pure    ...   0  18 
Golden  ochre,  pure    0  11 
French  ochre,  pure   0  09 
Chronic  green,  pure    0  14 
French    permanent  green, 
pure    0  15 
Signwriters'  black,  pure.  .  0  17 Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10    0  15 
1  lb.  packages  (Brantford)  0  25 

Petroleum — Can.    Prime    white,    gal.  0  12 
U.S.   Water  white    0  13% 
U.S.  Pratt's  astral   0  15% Castor    oil,    per    lb.,  in 
bbls   0  08     0  09 
Motor  Gasoline,  single 
bbls   0  17% 
Benzine,  per  gal,  single 
bbls   0  15% 

Putty — ■  1st.  2nd. Bulk  in  casks  ....2  35  2  00 
Hulk  100  lb.  drums  ...  .2  70  2  40 
Bladders  in  barrels. . .  .2  90      2  60 

Beady  Mixed  Faints — Per  gallon,  qt.  tins.  1  65     2  00 
Red  Lead  (Dry)  — Genuine,    560     lb.  casks, 

per  cwt.    5  (HI 
Genuine,     100    lb.  kegs, 
per  cwt   5  .50 

Shingle  Stains — In  5-gallon  buckets   0  95 
Turpentine  and  Linseed  Oil — 

Pure     Turpentine,  single 
barrels   0  71 
Linseed  Oil,  single  barrel, 
raw    0  90 
Linseed  Oil,  single  barrel, 
boiled    0  93 

Rosin,  "G"  grade,  bbl.  lots, 100  lbs   3  60 

Varnishes,  per  gal.  cans — Carriage,  No.  1    1  50 
Pale   durable   body    3  50 
Finest   elastic   gearing    .  .  3  00 
Elastic   Oak    1  50 
Furniture,    polishing    ....  2  00 
Furniture,  extra    1  20 
Furniture,  extra  No.  1  .  .  0  95 
Light  oil  finish    1  35 
Gold  size  japan    2  00 
Turps   brown   japan    ....  1  60 
Baking  black  japan    ....  1  35 
Crystal  Damar    2  50 
Pure  asphaltum    1  40 
Oilcloth    1  50 

'  Lightning  dryer    0  85 Stovepipe       varnish,  % 
pints,,   per  gross    8  00 
Pure    white    shellac  var- 

nish, in  barrels    1  75 
Pure    orange    shellac  var- nish, in  barrels    1  70 

White  Lead  ground  in  oil — 
Canadian  pure,  less  than  tons.  6  90 
Canadian  pure,  ton  lots  6  75 
Canadian  pure,  five  ton  lots. .  6  60 

White  Zinc — Extra    Red    Seal,  V.M. 
(dry)    0  07% 
Pure,     in     25-lb.  irons (in  oil)    0  09% 

Window  Glass — United  Inches         Star  D.D. 
Under  26                   4  25  6  25 
26    to  40                    4  65  6  75 
41   to  50                   5  10  7  50 
51    to  60                   5  35  8  50 
61    to  70                   5  75  9  75 
71    to  80                    6  25  11  00 
81    to  85                   7  00  12  50 
86   to  90    15  00 
91    to  95    17  50 
96   to  100    20  50 
Toronto,  25  p.c. 

Miscellaneous — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 
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0  09% 

Pine  tar,  %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,   gilders,  bolted..  1  00 
Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,   Taylor  Forbes    .  .  0  05  % 
Bolts  and  Nuts — 

Carriage  bolts,  70  p.c. ;  ma- chine bolts,  %  and  less,  60,  10  & 
10;  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; blank  bolts,  60;  bolt  ends,  60; 
sleigh  shoe  bolts,  %  and  less, 
60  and  10;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  4%c  per lb.  off. 
Nuts,  hexagon,  all  sizes,  4%c  per lb.  oflf. 
Stove  rods,  per  lb.,  5%  to  6c. Stove  bolts,  80. 

Chain — Proof  coil,  per  100  lb.  ii4 
in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 and  5. 

Forges — 
Blacksmith's  portable,  135 
lbs   9  85 

Horse  Nails — $2.80  per  box  base  No.  9  ard 
larger. 

Horseshoes — Iron,  light  &  me- dium, No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No. .  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  $6.00. 
Toecalks  Standard,  J. P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 

Wire  NaUs  base    2  30 
Cut  nails — Montreal,  $2.40;  To- ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'    nails,   33  1-3  p.c. Pressed  spikes,  %  diameter,  per 100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;  No.  13%,  $4.10;  No.  14, 
$4.25;  No.  15,  $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 lbs.  extra. 

Clothes  Line  Wire~Xo.  19,  §2.00  per 
100  ft. 

Coiled  Spring  Wire — High  Carbon,  No.  9,  $2.25;  No. 
12,  $2.40,  Montreal. 

Fine  Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b.   Montreal — 100   lbs..  No. 
9,  $2.25,   base.     In     car  lots 
straight  or  mixed. 

Poultry  Netting — 2-in.    mesh,  19 
w.g.,  60  and  2%  p.c.  Other  sizes, 60  and  5  p.c. 

Smooth  Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. Galvanized,  barb    2  30 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- vanized, $2.85. 
Wire  Rope — Galvanized,  Ist  grade, 6  strands,  24  wires,   %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 100   feet   f.o.b.  Toronto. 

Wrought  Staples — Galvanized   2  85 
Plain    2  60 

Vises,  per  lb   0  12 
Hinged  pipe  vise,  25  lbs.  3  55 Saw  vise    4  50     5  00 
Blacksmiths',  60;  parallel,  45 

per  cent. 
GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per doz   12  50     14  00 Axes  —  Single  bit, 
per  doz   6  00       9  00 Double    bit,  per 
doz   10  00    12  00 
Bench  axes    6  75     10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  3  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition--"Dominion"  Rim  Fire Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Rcgall"  Dense  Smoke- 

less Powder,  "Imperial"  Shells, both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 

p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows :  Chill- ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c.  per 
lb. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — Double  straphangers,  doz. 
sets   6  50 Standard  jointed  hangers, 
doz.  sets    6  45 
Steel,  track,  1  x  3-16  in. (100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 45  and  10  p.c. 
Cow  bells,  65  p.c. 
Sleigh   bells,   shaft   and  hamei, 
pair,  22c.  up. 
Sleigh  bells,  body  straps,  each, $1.15  up. 
Farm  bells.  No.  1.  $1.65. 
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It  must  always  be  the  right  paint.  No  man  will  try  to  build  up  his  business  on 
any  other  foundation.  A  trade  gained  the  first  year  will  be  lost  in  the  second 
unless  there  is  in  every  can  sold,  an  effective  argument.  It  is  a  serious  risk  to 
treat  the  paint  business  lightly. 

RAMSAY'S  PAINTS 
have  been  known  all  over  Canada  since  1842.  The  sign  of  the  paint  man  on 

this  "ad  "  is  a  guarantee  in  your  store.  A  guarantee  for  purity,  a  guarantee  for 
simple  old  fashioned  satisfaction  to  every  user  of  paint.  Ramsay's  Paints  are 
nicely  labelled,  properly  advertised  and  properly  sold.  We  invite  you  to 

be  an  agent  for  Ramsay's  Pamt. 

A.  Ramsay  &  Son  Co. Montreal 
Paint  Makers  since  1842 

Western  Distributors 
A.  McBride  &  Co.,  Limited       Revillon  Bros.,  Limited       Bogardus,  Wickens,  Begg,  Limited 

CALGARY  EDMONTON  VANCOUVER 

Will  You  be  Ready  When  the  Painting  Season  Opens  up- 

Ready  to  Serve  Your  Customers  at  a  Moment^s  Notice  ? 

When  your  customers  want  to  paint  their  homes  they  cannot  wait  for  the 

order  to  come  from  the  factory.  Time  is  too  valuable — besides  the  "man 

across  the  street"  may  have  the  goods  ready  to  send  out  by  the  next  delivery. 
Be  prepared  for  Spring ;  have  your  stock  of 

Canada  Paint  Company 
PAINTS,  COLORS  AND  VARNISHES 

in  good  order.    Don't  let  your  stock  run  low  on  a  single  line.    This  will 
be  a  record  paint  season. 

To  dealers  who  are  not  satisfied  with  their  paint  sales  and  paint  profits  we 

have  quality  brand  products  and  effective  advertising  to  offer.  This  with 
the  nearly  50  years  reputation  will  bring  money  to  your  cash  register.  This 
is  the  time  to  inquire. 

Write  for  Price  List  and  Particulars 

The  Canada  Paint  Company,  Limited 
MONTREAL TORONTO WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Bolts  and  Nnts — 
Carriage  Bolts,  common  new  *1 list.  , 
Carriage  Bolts,   %   and  smaller, 70  p.c. 
Carriage   Bolts,    7-16    and  up. 

Carriage  Bolts,  Norway  Iron  (^6 
list),  60  p.c. 
Machine  Bolts,  %  and  lesi,  80, 
10  &  10  p.c. 
Machine  Bolts,  7-16  and  up, 
60  p.c. 
Plough  Bolts,   55,   5   &   10  p.c. Blank  Bolts,  60  p.c. 
Bolt  Ends,  6  Op.c. 
Sleigh  Shoe  Bolts,   %  and  lesi, 60  and  10  p.c. 
Sleigh    Shoe    Bolts,    7-16  and larger,   55   and  05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4%c  per lb.  off. 
Nuts,  hexagon,  all  sizes,  4%e 
per  lb.  off. 
Stove  rods,  per  lb.,  5  %c  to  6e. 
Stove   Bolts,  80. 

Building  Paper,  Etc. — 
Tarred  slater's  paper,  per roll    0  70 
O.K.  paper.  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 
ft.  roll    0  45 
Tarred  Fibre,  No.   1,  per 
400  ft.  roll    0  55 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll    0  *5 
Dry  Cyclone,  15  lbs  0  45 
Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos  building  paper, 
per  100  lbs   4  00 
Heavy  straw,  plain  &  tar- 

red, per  ton  37  00 
Carpet  Pelt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 
per  100  lb.   1  80 
Pitch,  Boston  or  Sydney, 
per  100  lbs   0  70 
Pitch,  Scotch,  per  100  lbs.  0  65 
Heavy  Fibre,  32  &  60,  per 
100  lbs   3  00 
2  ply  Ready  Roofing,  per 
square    0  70 
3  ply  Ready  Roofing,  per 
square    0  95 
2  ply  complete,  per  roll.  1  15 
3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 
per  gal   0  15 
Liquid   ,  Roofing  Cement, 
tins    0  20 
Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 
doz   1  25 
Refined  Coal  Tar,  per  bar- rel   4  50 
Shingle  varnish,  per  barrel  4  50 
Caps,  per  lb   0  06 
Nails,  per  lb   0  05 
Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 
Wrought  brass,  45  p.c.  off  re- vised list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought   steel    fast   joint  and 
loose  pin,   70  p.c. 

Cement — Portland,  bags  per bbl  1  55     1  65 
Cold  Chisels,  5x6  in.,  doz.  2  20 

Bevel  edge,  1  inch,  doz. .  .  2  50 
Conductor  Pipe — 2  inch,  in  10  ft.  lengths..  3  80 
3  "  "  .  .  4  00 
4  "  "  .  .  5  28 
5  "  ••  .  .   7  26 
6  "  "  .  .  8  80 

Door  Knobs — Canadian,  45  and  10 
per  cent. 
Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  and  10  er cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — 
Single  sets,  each    1  80 
Double  sets,  each    3  25 
Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 
Carpenters'  6  inch,  doz...  5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,    8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per cent. 

Eavetrough — 
8  in.  in  100  ft.  lengths..  2  90 
10  ■•  "  .  .   3  15 
12  ••  "  .  .  3  68 
15  ••  "  .  .  5  25 

Factory  Milk  Cans — 
Milk  cans  and  pails,  40  p.c. 

Hand  delivery  and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery    trimmings,     75  and 
12%  p.c. 

Files  and  Basps — 
Disston's,  Great  Western  Amer- ican, Kearney  &  Foot,  Arcade, 
J.  Barton  Smith,  Eagle,  McClel- lan.  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), 27%. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,   doz   1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,    doz   7  riO Farriers  hammers,  10  oz., 
doz   5  60 
Tinners    setting,     V2  lb., 
doz  4  50 
Machinists,  V2  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. and  over    0  06 
Sledge,  Masons,  5  lbs.  and over    08 
Sledge,  Napping,  up  to  2 lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — Sidewalk  and  stable  scrapers, 
net,  $2.25. 
Wood    hay    rakes,    40    and  10 
per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50  per  cent. 
Heavy  T  and  strap,   4-in.,  100 
lbs.   net,   $7.25;    Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw  hook   and  hinge,  $3.50, 
$4.50. Crate  hinges  and  back  flaps,  65 and  5  p.c. 
Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. Hooks — Bright  wire  screw  eyes,  60 

p.c. 
Bright  steel  gate  hooks  and 
staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove   pipe   eyes,    kitchen  and 
square  hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 
Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 and  5. 
Locks  and  Keys— Canadian  50  and 

19  per  cenc. 
Mallets — •  Tinsmith',    2%  x 

514  in.,  per  doz   1  25 
Carpenters',    round  hick- ory,,  6   in   1  95 
Lignum   Vitae,    round,  5 
inch    2  40 
Caulking,  No.  8,  oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% cents  per  lb. 
Drilling  hammers,  6  cents  per 
lb. 

Crowbars,   3  %    cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,   5   gallon,   per  doz., 
$10.00. Davidson   oilers,   40  p.c. 
Zinc  and  tin,   50  p.c. 
Coppered  oilers,   50  p.c. Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,   fancy,     30   to     35  per cent. 

Eope  and  Twine — Sisal  rope    0  08% 
Pure  Manilla  rope  ...  0  10% 
"British"   Manilla    ...  0  08% 

Cotton,  3-16    inch  and larger    0  24 
Russia   Deep    sea    ....  0  16 
Jute    0  09 
Lath    Yarn,    single.  ...  0  08 
Lath  Yarn,   double    ...  0  08% 

Sisal   bed  cord,   48  feet, 
per   doz  0  65 

Sisal    bed    cord,    60  feet, 
per   doz   0  80 Sisal   bed    cord,    72  feet, 
per   doz   0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 
lb   0  27 
Wrapping,  cotton,  3-ply twine    0  26 
Wrapping,    cotton  4-ply twine    0  30 
Mattress  twine,  per  lb.  0  45 
Staging   twine,    per   lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 10. 

Iron  Burrs,  60  and  10  and  10 

per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12  %  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Bivet  Sets — Canadian,  35  to  37% 
per  cent. Sad  Irons — Mrs.    Potts,  No. 
55,  polished,  per  set  0  85 
Mrs.  Potts,  No.  50,  nickle- 
plated,  per  set   0  95 
Mrs.    Potts,    handles,  jap- 
aned,   per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  50 
Asbestos,   per   set    1  50 Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  %  lb.  each,  per 
100    lbs   2  40 
Solid,  3  to  30  lbs   1  60 

Sash  Cor* — No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   85  and  10 
Wood,  R.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  .  .70  and  10 
Wood,  R.H.,  bronze..  65  and  10 Drive  screws   85  and  10 
Set,   case  hardened..  60 
Square  cap   50  and  05 
Hexagon    cap   45 
Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — Flat  head,  iron  and  brass,  35 
per  cent. Fillister  head,   iron,    30;  brass, 
25  per  cent. 

Shovels  and  Spades — - Canadian,  No.  1  and  2  grade,  60 and   21^  p.c. 
No.  3  and  4  grade,  50  and  2% 
per  cent. 

Soldering  Irons — Base,   per  lb.,   28  cents. 

Sap  Spouts — 
Bronzed  Iron  with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs...   5  70 
Bed,  100  lbs.,  No.  14   6  75 
Blind,  per  lb   0  12 
Coopers'    staples,    45    per  cent. Bright    spear    point,      75  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..  8  18 
Nestable,  40  per  cent. 
5  and  6-indi  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz...  1  35 Thimbles,  70  p.c. 
Carpet  tacks — blued,  80  and  10 

p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  Hi  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90 ;  brush,  blued  and  tinn- ed, bulk,  70  and  10 ;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tijcks,  35;  leather  car- pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10;  trunk  nails,  tin- ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 
75 ;   saddle  nails,   in  papers,    10 ; 

saddle  nails,  in  bulk,  15 ;  tufting 
buttons,   22   line  in  dozens  only, 
60;     zinc     gluziers'     points,  5; double  pointed  tacks,   papers,  90 
and  10;  double  pointed  tacks,  bulk, 
55 ;    clinch  point   shoe   rivets,  45 and   10;   cheese  box  tacks,  87%; 
trunk   tacks,    80   and   20 ;  'straw- berry box  tacks,  80  and  10. 
Thermometers — i'in  case  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. Plain    and    retinned,     75  and 

121/2. 

Traps  (steel  game)  —  Newhouse, 
30  per  cent. 
Hawley  &  Norton,  40,  10  and  5 

per  cent. Victor,  60  and  5  per  cent. Oneida    Jump    (Star),    50,  10, 
and  5  per  cent. 

Wheelbarrows — Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  32  40 

Wrought  Iron  Washers — Canadian, 
50  per  cent. 

Wire   Cloth — Painted    Screen,  in 
100-ft.  rolls,  $1.65  per  100  iq. 
ft.;    in    50-ft.    rolls,    $1.70  per 
100  sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 

$9.00. HOUSEFUENISHINGS. 
Stoves  and  Ranges — Gas  ranges,  50  per  cent. 

Stoves   and   ranges,    50    and  5 

per  cent. Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Bange  Boilers — 30-gallon,  Stan- dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15;  18x36,  $1.95. Flat  rim  enameled  sinks,  16x24, 
$2.65;  18x30,  $3.10;  18x36,  |4.15 

Enameled  Ware — White  ware,  75 

per  cent. London  and  Princess,  50  per cent. 

Canada,  Diamond,  Premier,  50 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  steel.  60  and  10  per  cent. Premier  steel  ware.  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. Hollow  ware,  tinned  cast,  50 
per  cent.  off. Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- tles,  50  p.c. 
Copper  tea  and  coffee  pots,  45 
per  cent. Copper  pitts,   40  per  cent. 

Galvanized    Ware — Dufferin  pat- tern pails,  50  per  cent. 
Flaring  pattern,   50  per  cent. Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  35  per  cent.— 
Copper  bottom  tea  kettles  and boilers,   35  p.c. 
Coal  hods,   40  per  cent. 
Boiler  and  tea  kettle  pitts,  40 

per  cent. Stamped    Ware — Plain,     75  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto, 
Hamilton,  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  Ot- tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machines — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re-act.   per  doz.  77  50 Dowswell    52  50 
New   Century,    Style   A..  101  25 Ideal  Power   180  00 
Daisy    73  25 
Stephenson    74  00 Puritan  Motor   165  00 
Connor,  improved    52  50 Ottawa    55  00 
Connor  Ball  Bearing ....  112  50 Connor    Gearless  Motor 
Washer   180  00 

Wringers — Royal   Canadian,    11  in., doz   47  75 
Eze,  10  in.,  per  doz.   .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 20  per  cent. 
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STOCK 

INTERNATIONAL 

VARNISH  PRODUCTS 

This  means  greater  satisfaction  and 

better  goods  for  your  customers. 

Their  satisfaction  is  Trade  Insurance — 
Permanent  Patronage  for  you. 

Floor  Finish Finishes 

White  Enamel Stains 

All  International  Varnish  Products  are 

sold  in  full  Imperial  Measure  Cans. 

1 

Canadian  Factory  of  Standard  Varnish  Works 
TORONTO  WINNIPEG 

New  York 

Chicago 

London 

Berlin 

Brussels 

Melbourne 

M-L  Paints 

Best  meet  all  the  requirements  of 
all  paint  users  for  all  paint  uses. 
Is  it  any  wonder  they  sell  so  well  ? 

Floorglaze 

Is  the  floor  finish  most  people  want.  Easy  to  sell 

it  because  it's  so  hard  to  excel  it.  Ten  pleasing 
shades.  In  pints  and  quarts,  also  half  gallon 
and  gallon  sizes. 

Elastilite  Varnish 

Is  the  most  brilliant  and  durable  for  inside  or  out- 

side use.  Best  to  sell — best  to  use- 

You'll  find  it  pays  to  carry  the 
complete  line. 

Get  particulars  from 

IMPERIAL  VARNISH  & 

COLOR  CO.,  LIMITED 

8  to  24  Morse  St.,  Toronto 
108  Princess  St., Winnipeg 524  Beatty  St., 

Vancouver 

Quality  sells  our  Glass 

When  buying  Window  Glass,  see 

that  you  get  the  world-wide  brand 

Manufacturers  of  all  kinds  of  British 

Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 

Cast,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 
MONTREAL 
WINNIPEG 

TORONTO 
VANCOUVER 

Works:    St.  Helens,  England 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 

ALUMINUM  WARE. 
Northern   Aluminum   Co.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

AUGER  BITS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

AXES. 
Allan    Hills     Edge    Tool  Works, 

Gait. 
James  Smart  Mfg.  Co.,  Brockville. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove     &   Heater  Co., 

Hamilton. 
Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 

BRUSHES. 
Boeckh  Bros.    Co.,  Toronto. 
Thomas  Bryan,  Limited,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. Belleville  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

Cowan   &   Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton     Stove    &   Heater  Co., 

Hamilton. 
National  Hardware   Co.,  Orillia. 
Peterboro    Lock   Mfg.    Co.,  Peter- boro. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

CASH  REGISTERS. 
Dominion   Register   Co.,  Toronto. 
National    Cash    Register    Co.,  To- ronto. 

CHURNS. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cummer  Dowswell   Co.,  Hamilton. 
D.  MaxweU  &  Sons,  St.  Marys. 

COAL  CHUTES. 
Clare  Bros,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 

CLOTHES,    MANGLES  AND 
WRINGERS. 

Cummer   Dowswell,    Ltd.,  Hamil- ton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COW  TIES  AND  CHAINS. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 
Oneida   Community,    Ltd.,  Niagara 

Falls,  Ont. 
CUTLERY. 

H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis   Bros.,  Montreal. 
Rice  Lewis  «  Son,  Toronto. 

DOOR  HANGERS. 
Canada    Steel    Goods    Co.,  Hamil- ton. 
Taylor  Forbes  Co.,  Guelph. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Sheet   Metal    Produce     Co.,  To- ronto. 

ENAMELED  WARE. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 
McGlary  Mfg.  Co.,  London. 
Sheet   Metal  Products     Co.,  To- ronto. 
FIRE   PLACE   BASKETS,  AND- IRONS, ETC. 
Enterprise    Foundry     Co.,  Sack- ville,  N.B. 
James   .Stewart  Mfg.   Co.,  Wood stock. 

FURNACES    (Warm  Air). 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &   Milne,  Hamil- ton. 
Can.    Heat.    &    Vent.    Co.,  Owtn Sound. 
W.  J.  Copp  &  Son,  Orillia. 
Clare  Bros.,  Preston. 

Down  Draft  Furnace  Co.,  Gait. 
Enterprise    Foundry      Co.,  Sack- ville,  N.B. 
Findlay  Bros..  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove   &   Heater  Co., 

Hamilton. 
Hall   Zryd  Foundry  Co.,  Grimsby. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.  Norsworthy  Mfg.  Co.,  St. 

Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
FURNITURE  SHOES  (Sliding). 

Onward  Mfg.  Co.,  Berlin. 
GALVANIZED  IRON. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- ronto. 
B.  &  S.  H.  Thompson,  Montreal. 

GAS  CONTROLLERS. 
Westwood  Bros..  Toronto. 

GAS  RANGES. 
Burrow,   Stewart  &  Milne,  Hamil- 

ton. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove    &   Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore   Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 
Supreme  Heating  Co.,  Welland. 

GLASS. 
Consolidated  Plate  Glass  Co.,  To- ronto. 
Pilkington  Bros.,  Montreal. 

GUNS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

HARNESS  GOODS. 
B.  F.  Ackerman,  Son  &  Co.,  Peter- boro. 

HANDLES. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HINGES. 
Canada    Steel    Goods    Co.,  Hamil- ton. 
Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS. 
J.  H.   Still   Mfg.  Co. 

ICE   CREAM  FREEZERS. 
McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products      Co.,  To- ronto. 

JOIST  HANGERS. 
Taylor  Forbes  Co.,  Guelph. 

KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works, 

Gait. 
LAMPS   AND  BURNERS. 

Ontario  Lantern  and  Lamp  Co., Hamilton. 
LANTERNS. 

Thos.  Davidson  Mfg.  Co.,  Mont- real. 
Ontario  Lantern  &  Lamp  Co., Hamilton. 
Sheet  Metal  Products  Co.,  To- ronto. 
E.  T.  Wright  &  Co.,  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  cS:  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Ricc-Kiiight-  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. 
Belleville  Hardware  &  Lock  Mfg. 

Co.,  Belleville. 
Hamilton  Stove  &  Heater  Co., Hamilton. 
National  Hardware  Co.,  Orillia. 
James  Smart  Mfg.  Co.,  Brock- ville. 
Taylor  Forbes  Co.,  Guelph. 
METALS    (Sheet  and  Ingots). 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg    Co.,  London. 
Sheet    Metal    Products    Co.,  To- ronto. 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. 

NAILS  (Wire) 
U.  S.  Steel  Products  Co.,  Mont- real. 

OILERS. 
Thos  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products      Co.,  To- ronto. 

OIL  STONES. 
Pike  Mfg.  Co.,  Pike,  N.H. 

OIL  STOVES. 
Thos.    Davidson    Mfg.    Co.,  Mont- real. 

McClary  Mfg.  Co.,  London 
Queen   City  Oil   Co.,  Toronto. 
Sheet    Metal    Products    Co.,  To- ronto. 

OIL  PUMPING  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 
National   Equipment   Co.,  Toronto. 
ORNAMENTAL  IRON  WORK. 

Canada    Wire   Goods    Co.,  Hamil- ton. 
OVEN  DOOR  SPRINGS. 

U.  S  steel  Products  Co.,  Mont- real. 
PAINTS  AND  VARNISHES. 

Brandram  Henderson,  Ltd.,  Mont- real. 

Canada  Paint  Co.,  Montreal. 
Canadian  Oil  Companies,  Toronto. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 
International  Varnish  Co.,  To- ronto. 

Glidden  Varnish   Co.,  Toronto. 
Lowe  Bros.,   Ltd.,  Toronto. 
Martin-Senour   Co.,  Montreal. 
Benjamin    Moore   &    Co.,  Toronto. 
Ohio  Varnish   Co  ,  Cleveland. 
Pinchin  Johnston  Co.,  Toronto. 
.Tames   Robertson   Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
John  Lysaght,   Ltd.,  iSristol,  Eng., 

and  Montreal. 
PLUMBING  GOODS. 

James    Morrison    Brass    Mfg.  Co., Toronto. 
PNEUMATIC  WATER  SYSTEMS. 
National   Equipment   Co.,  Toronto. 

RAZORS  (Safety). 
Gillette   Safety   Razor   Co.,  Mont- real 
International  Distributing  Co., 

Montreal. 
RAZOR  HONES. 

Pike  Mfg.  Co.,  Pike,  N.  H. 
REGISTERS   (Warm  Air). 

Canadian  Heating  &  Ventilating 
Co.,   Owen  Sound. 

Clare  Bros.,  Preston. 
Ferrosteel  Co.,  of  Canada,  Bridge- 

burg. 

Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co..  London 
James    Stewart    Mfg.    Co.,  Wood- stock. 
James  Smart  Mfg.  Co.,  Brock- ville. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- burg. 

ROOFING  (Metal). 
Metallic   Roofing  Co..  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

ROOFING  (Prepared). 
Brantford  Roofing  Co.,  Brantford 
Canadian  Supply  Co.,  Toronto. 
Standard   Paint    Co.,      of  Canada, 

Montreal. 
REFRIGERATORS  AND  ICE 

CHESTS. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- ronto. 

RULES  AND  TAPES. 
Lufkin  Rule  Co.,  of  Canada, 

Windsor. 
SAD  IRONS 

Dover  Mfg.  Co.,  Canal  Dover, 
Ohio. 

Taylor  Forbes  Co.,  Guelph. 
SAFES. 

Goldie-McCulloch    Co.,  Gait. 
SAWS. 

E.   C.   Atkins  &  Co.,  Hamilton. 
SCALES. 

Burrow,  Stewart  &  Milne,  Hamil- 
ton. SCREEN  CLOTH. 

B.  Greening  Wire  Mfg.  Co., Hamilton. 
SCREW  AND  BOLT  CASES 

American  Bolt  and  Screw  Case 
Co.,  Dayton,  Ohio. 

SHOVEL  SAND  SPADES. 
Lundy  Shovel  &  Tool  Co.,  Peter- boro. 

SILVERWARE. 
Oneida   Community,   Ltd.,  Niagara Falls,  Ont. 

SHEET  METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto 
B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
Dominion  Cartridge  Co.,  Montreal. 
H.   S.   Howland  Sons  &   Co.,  To- 

ronto. 

Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

STOVES   AND  RANGES. 
D.  J.  Barker  &  Co.,  Picton. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow   Stewart  &   Milne,  Hamil- ton. 

W.  J.  Copp,  Son  &  Co.,  Fort  Wil- 
liam. 

Thomas  Davidson  Mfg.  Co.,  Mont- real. 

Doherty  Mfg    Co.,  Sarnia. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise     Foundry  Company, 

Sackville,  N.B. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall-Zryd  Foundry  Co.,  Grimsby. 
Adam   Hall,  Peterboro. 
Hamilton    Stove    &    Heater  Co.. Hamilton. 
McClary    Mfg.    Co.,  London. Moffat    Stove    Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Specialties      Manufacturing  Co., Grimsby. 
James  Smart  Mfg.  Co.,  Brock- ville. 

James  Stewart  Mfg.  Co.,  Wood- stock. 
Supreme  Heating  Co  ,  Welland. 

STOVE  CEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 

U.  S.  Steel  Products  Export  Co'.; Montreal. 
TENTS   AND  AWNINGS. 

J.  J.  Turner  &  Son.  Peterboro 
TOOL  GRINDERS. 

Pike  Mfg.  Co.,  Pike,  N.H. 
Taylor  Forbes  Co.,  Guelph. 

TOOLS. 
Allan  Hills  Edge  Tool  Works, Gait. 

TRAPS. 
Oneida  Community,  Ltd.,  Niagara Falls,  Ont. 

VACUUM  CLEANERS. 
Onward  Mfg.   Co.,  Berlin. 
Page  Wire  Fence  Co.,  Walkerville. 
U.  S.  Steel  Products  Export  Co., Montreal. 
Universal    Vacuum    Cleaner  Co., Montreal. 

VALVES. 
James  Morrison  Brass  Mfg.  Co., Toronto. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.   Connor  &   Son,  Ottawa. 
Cummer    Dowswell,    Ltd.,  Hamil- 

ton 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor   Forbes    Co.,  Guelph. 

METAL  WASHBOARDS. 
Meakins   &   Sons,  Hamilton. 

WHIFFLETREES  (Steel). 
Canada  Steel  Goods  Co.,  Hamilton. 
WHOLESALE  HARDWARE. 

H.  S.  Howland,  Sons  &  Co.,  To- ronto. 

Kennedy  Hardware  Co.,  Toronto. 
Lewis   Bros  ,    Ltd.,  Montreal. 
Rice  Lewis   &   Son,  Toronto. 
Peart    Bros.,      Limited,  Regina, 

Sask. 
Peterboro  Hardware  Co.,  Peter- boro. 

WIRE  FENCING. 
Page  Wire  Fence, Co.,  Walkerville. 
U.   S.   Steel  Products   Co.,  Mont- real. 

WIRE  GOODS. 
Canada   Wire   Goods     Mfg  .  Co., Hamilton. 
B.  Greening  Wire  Co.,  Hamilton 

WOODENWARE. 
Meakins   &   Sons,  Hamilton. 
American  Woodenware  Co.,  Toledo. 
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Paint  and  Varnish  Removers 

MR.  DEALER  :  When  you  buy  Paint  and  Varnish  Remover  remember  that  QUALITY  is  more  important  than  Price- 
A  good  Paint  Remover  is  a  help  to  the  painter  ;  a  poor  Paint  Remover  is  a  nuisance.  The  fact  that  all  the  leading  manu- 

facturers of  paint  and  varnish  in  Canada  and  the  United  States  who  handle  paint  removers  at  all  are  licensees  of  this  com- 
pany and  manufacture  under  our  patents  is  the  strongest  possible  testimony  that  the  only  practical,  satisfactory  and  efficient 

removers  dn  the  market  to-day  are  those  covered  by  our  patents. 

SEE  THAT  EVERY  CAN  IS  MARKED  "LICENSED  UNDER  CANADIAN  PATENT  No.  78,586" 
The  above  Canadian  patent  corresponds  to  our  U.  S.  patent  No.  714,880j  which  is  the  basic  patent  under  which  modern 
paint  removers  are  manufactured.  The  following  well-known  and  highly  respected  Canadian  companies  sell  paint  and 
varnish  remover  manufactured  in  Canada  under  our  patents  : 

Name  of  Brand 

The  Sherwin-Williams  Co.,  Montreal,  Canada  "Taxite" 
International  Varnish  Co.,  Ltd.,  Toronto,  Canada  "Klensa"  m 
Pratt  &  Lambert,  Inc.,  Bridgeburg,  Ontario,  Canada  "Expedite"  m 
British  American  Paint  Co.,  Victoria,  B.  C.  "Bapco" 
Mount  Royal  Color  and  Varnish  Co.,  Montreal,  Canada  "Scrape-off" 
James  Robertson  Co.,  Ltd.,  Toronto,  Canada  "Robertson's  Paint  and  Varnish  Remover" 
Sanderson  Pearcy  Co.,  Ltd.,  Toronto,  Canada  "Devolite" 
Stewart  &  Wood,  Toronto,  Canada  "Solvo" 
Martin-Senour  Company,  Ltd.,  Montreal,  Canada      "Martin-Senour  Paint  and  Varnish  Remover" 

The  character  and  standing  of  these  companies  is  a  guarantee  to  you  that  the  paint  remover  sold  by  them  is  the  best  that  can  be  produced. 

You  taJ^e  no  risk  u^hen  you  buy  one  of  the  licensed  brands  of  removers.     The\)  are  harmless  and  efficient. 
The^  contain  no  carbolic  acid  or  alkali.     They  are  neutral 

Chadeloid  Chemical  Company 

100  William  Street 
NEW  YORK,  N.Y. 

No.  130.  Low-priced  Forge  for  light 
repair  work,  rivet  heating  and  farm  use. 

No.  150.  Light  Bail- Bearing  Drill.  We 
carry  a  complete  line of  Blacksmith  Drills.  _ 

The  Famous  "Buffalo  200 
Silent  Blower,"  191 1  Model, 
14-inch.  Fan,  is  commanding' he  attention  of  the  entire 
blacksmith  world  on  account 
of  its  wonderful  performance. 
Gives  22%  more  blast  and 
works  as  easily  as  the  best 
of  12-inch  blowers. 

"MADE  IN  CANADA" 

Blacksmith,  Horse  Shoer, 
Tinsmith  and  Farm  Blow- 

ers, Forges,  Drills. 
Contractors,  boiler-makers,  bridge 
builders,  raih'oads,  mills,  factories, tinsmiths,  fiiriners  and  people  in  a 
dozen  other  occupations  use  Buffalo 
blacksmith  tools.  Let  us  put  before 

you  infoi'mation  which  will  help  you  get  your  share  of  their  busi- ness with  very  little  effort  on  your  part.    Drop  us  a  line  now. 

Canadian  Buffalo  Forge  Co.,  Limited 
MONTREAL 

No.  4  B.  Punch  and 
Shear.  All  sizes.  For 
hand  and  power. 

No.  625.  The  World's Standard  Rivet  Heat- 
ing Forge. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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DOMINION 
MADE 

-.^._,IS  A  NAME  AND  TRADE-MARK 
STANDING  FOR  THE  VERY  BEST 

IN  THE  LINE  OF 

Measuring  Tapes  and  Rules 

Our  extensive  advertising  in  Canada  has  created  a  demand 
that  every  progressive  dealer  should  be  able  to  satisfy. 

WlNDJ50R.0Nr. 

Stop  that  Night  Work! 

The  daylight  hours  should  be  sufficient  in  which  to  do  your 

bookkeeping.  And  still,  many  nights  each  month  you  are  chained 

to  your  chair  and  your  desk,  posting,  totaling  accounts,  making  out 

statements,  doing  any  one  of  a  dozen  things  with  your  books. 

You  want  information  about  your 
way  around  to  get  it.    The  short  way 

business,  yet  you  are  going  the  long 
the  one  adopted  by  more  than 

70,000  merchants  in  all  parts  of  Canada  and  the  United  States.  These  have 
found  that  by  the  use  of  The  McCaskey  Gravity  Accounts  Register  System 
their  posting  and  totaling  are  done  at  the  time  the  sale  is  made.  They  have 
no  statement  to  make  or  mail  at  the  end  of  the  month  because  each  sale-slip  is 
an  itemized  account  of  the  goods  purchased  and  each  shows  the  total 
indebtedness  to  date. 

The  McCaskey  System  has  been  approv- 
ed by  expert  auditors  and  accountants  Only as  the  natural,  logical  and  most  scientific  „  . 

method  ol  handling  accounts,  yet  is  so        One  W riling 
simple  that  with   it  anyone   can  keep 

The  McCaskey  System  cuts  out  useless  bookkeeping,  prevents  forgetting  to  charge, 
prevents  errors  and  disputes  with  customers  over  their  accounts,  acts  as  an  automntic  col- 

lector, is  an  automatic  credit  limit  preventing  over-buying  and  over-selling,  and  protects 
the  user  against  loss  of  insurance  in  case  of  fire. 

The  McCASKEY 

SYSTEM 

accurate  records  of  goods  bought  and 
f^irst  and  sold,  merchandise  on  hand,  cash  on  hand 

5////  the  best        and  in  bank,  accounts  payable  and  any 
other  that  may  be  desired. 

You  owe  it  to  yourself  to  investigate  the  merits  of  the  McCaskey  proposition. 
A  letter  or  postal  card  will  bring  you  information  without  any  obligation  on  your side  to  purchase. 
Or,  tear  out  this  advertisement,  sign  your  name  and  address,  when  it  reaches  us  we  ll know  you  want  information. 

DOMINION  REGISTER  CO.,  Limited 
90-98  Ontario  St.,  Toronto,  Canada 

Branches :  New  York,  Boston,  Pittsburg,  Chicago, 
Minneapolis,  Kansas  City,  San  Francisco, 
Atlanta,  Memphis,  Washington. 

519-521  Com  &  Produce  Exchange,  Manchester,  England. 
The  McCaskey  Register  Co.,  Alliance,  Ohio,  U.S.A. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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When  turning  over  a  new  leaf  make  a  note  that 

you  will  consult  us  before  issuing  your  next  order  of 

Designing 

Engraving  or 

Photographing 

Our  work  is  unequalled  and  the  price  right. 

Yours  for  Prosperity 

Legg  Bros.  Engraving  Co. 

5  Jordan  Street  Toronto,  Ont. 

El 

1 

in 

Telephones  Main  957  and  958 
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"  That  was  a  two-dollar  bill  I  gave  you !  " 

"You're  mistaken,  sir,  but— 

"I  am  NOT — and  I  want  my  correct  change/ 

Angry  discussion  follows.     Everyone  is  familiar  with  scenes  of  this  kind. 

But  did  you  ever  notice  that  disputes  of  this  kind  always  occur  in  stores 

that  haven 't  a  National  Cash  Register  ? 
It  is  because  the  National  Cash  Register  protects  customer,  clerks  and 

merchant  against  mistakes  and  misunderstandings  of  all  kinds,  that  it  is  con- 
sidered so  essential  a  part  of  the  equipment  of  every  well-conducted  store. 

Successful  Merchants  Put  a  Receipt  in  Every  Parcei. 

For  Booklet  and  Price  List,  write 

NATIONAL  CASH  REGISTER  CO. 

Head  Office  and  Factory  for  Canada  at  TORONTO 

F.  E.  MUTTON,  Canadian  Manager 

We  manufacture  Cash  Registers  in  various  styles  and  prices  to  suit  every  pocket  and  every  business  from  $13 

to  $870.   We  guarantee  to  supply  a  better  Cash  Register  for  less  money  than  any  other  concern  in  the  world 



Convention  Number 

Why  Not  Sell  Saws  that  You  are  Proud  of  ? 

Saws  of  Real  Quality 

that  Pay  a  Profit 

We  Help  You 

to  Sell 

FINEST 

ON  EARTH 

E.  C.  Atkins  &  Company 

Makers  of  Sterling  Saws 

Vancouver  Branch 

109  Powell  Street Hamilton,  Ontario 

f 
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Let's  Get 

and 
SE 

GILL 

Safety 

The  Livest 

Specialty  on 

I 

Canadian  purses  are  filling — Canadian  purse-strings  are  loosening.  An  ever- 

increasing  number  of  your  customers  want  the  BEST — and  are  willing  to  pay  for  it. 

He  is  the  wise  dealer  who  makes  his  bid  for  business  on  the  ground  of  quality 

and  service  rather  than  on  cheapness. 

It  is  better  business,  any  way  you  look  at  it,  to  sell  a  man  a  GILLETTE  Safety 

Razor  at  $5.00  or  more,  than  it  is  to  send  him  away  with  a  cheap,  foreign  made 

make-shift.  You  make  more  profit  at  the  time,  and  you  sell  something  with 

which  your  customer  will  be  pleased  instead  of  disappointed.  Besides,  if  he  buys 

a  GILLETTE  from  you,  he  will  COME  BACK— partly  for  blades,  but  more 

because  he  will  be  favorably  impressed  with  the  goods  you  recommend. 

The  Gillette  Safety  Razor 

Office  and  Factory:  63  St.  Alexander  St.,  Montreal 

KNOml  THS 
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Fogether 

-■L  the 

TTE 

Razor 

[iardware 

he  Market 

We'll  be  at  the  Convention  at  Guelph,  and  we  hope  you  will  too,  for  we  thor- 
oughly enjoy  meeting  and  thanking  personally  those  good  friends  of  ours  who 

have  helped  so  much  in  making  the  GILLETTE  business  such  a  success. 

It  is  hoped  you  will  have  some  suggestions  that  will  help  us  to  handle  our  part 

of  the  business  better,  and  we  will  be  delighted  to  pass  on  to  you  some  thmgs 

we  have  learned  smce  the  last  Convention  on  how  a  Hardware  Dealer  can  make 

more  money  out  of  the  GILLETTE. 

You'll  be  more  than  welcome  at  our  Booth,  as  usual,  and  if  we  can  do  anythmg 
to  make  the  Convention  more  enjoyable  for  you  it  will  be  a  real  pleasure  to  us. 

'ompany,  of  Canada,  Limited Offices  also  in  New  York,  Chicago,  London,  Eng.,  and  Shanghai,  China 
Factories  in  Montreal,  Boston,  Leicester,  Berlin  and  Paris 
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You  Do  Your  Customer  a  Real: 

One  of  the  MAXWELL 

Machines  for  House 

The  woman  who  buys  a  MAXWELL  Hand  or  Power  Washer — 

a  "  Favorite  "  Churn — a  MAXWELL  Food  Cutter—finds  that  with 
its  aid  she  can  do  her  housework  quicker  and  more  easily.  The  man 

who  buys  a  MAXWELL  Lawn  Mower  is  surprised  that  it  runs 

with  so  Httle  effort.  Both  are  delighted  with  the  way  MAXWELL 

Machines  stand  up  to  the  work  year  m  and  year  out. 

I  AX  WELLS 

JEWEL' 

Maxwell's  "PURITY" 
Food  Cutter 

Is  radically  diflerent  from  the  ordinary. 
The  barrel  is  in  two  closely  titting 
sections,  clamped  together  in  working 
position  in  the  frame  by  one  set-screw. Loosen  this  screw  and  the  barrel  slips 
out  and  comes  apart,  releasing  worm, 
cutting  knife  and  disc.  Every  ))art  is 
then  easily  accessible  for  cleaning,  jus- 

tifying the  name,  "  Purity." 

Maxwell's  "MODEL" 
Food  Cutter 

Is  an  exceptionally  good  machine  of  the 
usual  type.  The  action  is  clean  and 
easy,  and  the  wide  variety  of  cutting 
knives  fits  it  for  every  kind  of  work. Made  in  sizes  to  suit  the  needs  of  the 
family  of  two  as  well  as  those  of  the 
hotel  and  boarding  house.  Knives  for 
the  smaller  sizes  are  made  of  pressed 
steel,  while  the  larger  ones  are  cast. 

Maxwell's  "JEWEL" Food  Cutter 
To  your  customers  who  want  a  well- made  Food  Cutter  at  a  reasonable  price, 

recommend  the  "JEWEL."  It  has  the quality  and  finish  characteristic  of  all 
M.\XWELL  products,  while  it  is  priced 
within  easy  reach  of  everyone.  It  is 
made  in  four  sizes,  with  a  full  range  of 
discs,  is  simple  in  construction  and  easy to  clean. 

We  are  the  only  manufacturers  of  Food  Cutters  in  Canada, 

and  we  guarantee  the  MAXWELL  Cutters  to  he  superior 

quality  and  finish   to  any  of  foreign  manufacture m 

David  Maxwell  &  Sons,  St  Mary  s,  Ont. 
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Service  Every  Time  You  Sell 

Line  of  Labor- Saving 

and  Garden  Use 

The  Hardware  Man  who  features  the  MAXWELL  Line  finds  for  it  a 

ready  demand.  This  is  created  partly  by  our  advertising  to  the  public, 
more  by  the  repeated  and  hearty  recommendations 

which  MAXWELL  users  give  their  friends. 

Thus  the  selHng  expense  in  handhng  the  MAX- 
WELL Line  is  low,  and  the  prestige  which  it 

gives  your  store  is  high. 

keen 

but 

and 

much 

 ^ — — ' 

I 

Maxwell's  "PURITAN" 
Motor  Washer 

The  little  water  motor,  neat,  compact 
and  finely  finished,  works  effectively  on 
a  very  low  pressure,  so  that  it  gives 
satisfaction  anywhere  and  everywhere 
that  water- works  are  established. 
The  tub  and  washing'  mechanism  are just  the  same  as  in  the  old  favorite 

' '  Pui'itan  "-  and  you  could  have  no  better proof  of  their  high  quality. 

Maxwell's  "CHAMPION" 

High  Speed  Washer 
Made  of  Red  Cypress — the  wood  that 

lasts  a  lifetime— with  both  crank  and  top 
lever  drive,  heavy  balance  wheel  and 
extension  wringer  attachment  which 
allows  practically  the  whole  top  to  open. 
The  ■'  Champion  "  catches  the  fancy  of the  woman  who  sees  it  for  tlie  first  time, 

and  earns  the  warm  recommendations 
of  the  woman  who  uses  it. 

Maxwell's  "ELECTRIC" 
Washer  and  Wringer 
A  pratical  labor-sa\'er— not  a  toy  or  an experiment.  Note  the  few  working 

parts—the  single  belt — the  covered  gears throughout,  so  that  the  clothing  cannot 
possibly  be  caught.  There  s  nothing 
complicated  about  the  machine  any- 

where—nothing' to  get  out  of  order— .sim- 
ply put  the  plug  in  the  ordinary  electric light  socket  and  it  worlis  away. 

The  MAXWELL  Line  also  includes  nine  styles  of 

Wheelbarrows,  Lawn  Mowers,  several  other  types 

of  Washers,  Wringers,  Churns  and  other  specialties 

David  Maxwell  &  Sons,  St.  Mary's,  Ont. 
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TORSIL  METAL 

The  Stamping  of  Torsil  Metal  on  Spoons  and  Forks 

conforms  with  the  Gold  and  Silver  Marking  Act 

Tipped  Pattern 

Spoons  and  Forks  made  of  Torsil  Metal  are  guaranteed  solid  metal  throug-hout.  Torsil  Metal  is  a 
solid  White  Metal,  combining-  durability  and  strength,  no  coating-  to  wear  off,  will  not  rust,  for  hard 
usage  will  g-ive  perfect  satisfaction. 

For  Hotels,  Restaurants,  and  family  use,  where  customer  does  not  wish  to  go  to  the  expense 
of  plated  goods,  Torsil  Metal  is  without  a  parallel.  ^ 

As  there  is  no  plate  to  wear  off,  any  Silver  Powder,  Chalk  or  Electroine  can  'be  used  to  clean 
them  ;  the  more  they  are  cleaned  the  whiter  and  more  beautiful  they  become. 

Light  Weight  Hea\  y  ̂\  eight 
Teaspoons,  small,  per  dozen  $  .78 
Teaspoons,  medium,  per  dozen  96  $1.60 
Teaspoons,  large,  per  dozen                             1.16  2.00 
Dessert  spoons,  per  dozen                                2.22  3.00 
Table  spoons,  per  dozen                                 2.70  3.50 
Dessert  forks,  per  dozen                                 2.22  3.00 
Medium  forks,  per  dozen                                2.70  3.50 

For  discount  off  above  prices  write  your  jobber. 
Torsil  Metal  Spoons  and  Forks  are  tied  up  in  sets  of  six,  packed  one  dozen  in  an  olive  green  box 

and  nicely  labelled. 

If  you  cannot  buy  this  line  from  your  jobber  write  us  direct  for  our  prices  and  a  sample  spoon  ;  the 

sample  spoon  will  not  cost  you  anything",  and  we  would  like  you  to  try  it  with  a  file  and  see  how  hard  it 
is,  and  generally  to  compare  it  with  any  other  similar  line  that  you  may  be  now  handling. 

The  Toronto  Silver  Plate  Co.,  Limited 

Silversmiths  and  Manufacturers  of  Electro  Silver  Plate 

Factories  and  Salesrooms 
WEST  KING  STREET,  TORONTO 

Winnipeg  Show  Room 
ALBERT  STREET E.  G.  GOODER'.AM President 
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Spring  1912 

Screen  Doors  Lawn  Mowers 

Screen  Windows  Lawn  Trimmers 

Green  Wire  Cloth  Lawn  Rollers 

We  were  never  better  equipped  to  handle 

orders  for  seasonable  lines — a  few  of  which 

we  name  on  this  page — than  at  present. 

Large  stocks  arrive  daily  and  by  placing 

your  orders  early  you  will  benefit  by 

promptitude  in  execution  and  can  rely  on 

complete  filling  of  same.  Send  orders 

now,  statmg  date  of  shipment  desired. 

The  result  we  feel  confident  will  prove 

entirely  satisfactory. 

Garden  Hose  Harvest  Tools 

Hose  Reels  Garden  Tools 

Lawn  Sprinklers  Wheelbarrows 

RICE  LEWIS  &  SON,  LIMITED 

TORONTO  CANADA 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  Journal 
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Important  Announcement 

TO  THE  HARDWARE  DEALERS 

OF  CANADA 

Early  this  spring  we  shall  be  ready  to  supply  you 

with  a  complete  line  of  highest  grade 

"WONDER-SHINE  WARE" 
PURE  ALUMINIUM 

KITCHEN  UTENSILS,  ETC. 

"Made  in  Canada" 

These  will  be  sold  through  the  trade  only  and 

not  peddled  to  the  consumer. 

Please  hold  your  orders  until  you  receive  our  cata- 

logue or  see  our  samples.  It  will  pay  you.  Our 

prices  will  be  right. 

These  goods  will  all  be  made  in  Canada  in  our  own 
factory. 

Write  us  to-day  telling 

about  your  requirements 

Wonder-Shine,  limited 

Manufacturers  of  Household  Specialties 

220  KING  STREET  WEST  TORONTO,  ONTARIO 

243 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Samson  Easily  Leads 

In  Quality,  Material  and  Workmanship.  None  but  goods  of  the 

very  highest  grade  are  good  enough  to  carry  our  Trade  Mark. 

Every  dealer  owes  it  to  himself  and  to  his  customers  to  get  better 

acquainted  with  the  merits  of  the  "Samson"  Line.  "Samson" 

Ready  Roofing,  Hardware,  "Samson"  Farm  and  Garden  Tools, 

"Samson"  Mechanics'  Tools,  Sporting  Goods,  etc.,  all  warranted  to 

give  satisfaction.     Don't  hesitate,  we  stand  behind  this  brand. 

Send  Us  Your  Orders  Now 

H.  S.  Howland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY  TORONTO  OUR  PRICES  ARE  RIGHT 

GRAHAM  NAILS  ARE  THE  BEST 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Dominion 

Rifle  and  Revolver 

Cartridges 

Cartridges  for  every  variety  of  game  and  any  make 

of  firearm.  Recommended  by  expert  marksmen 

for  target  shooting  and  by  experienced  guides  and 

sportsmen  for  all  kinds  of  hunting. 

Game  Getting,  BulFs-eye  Kind 

You  will  make  no  mistake  in  buying  Canadian  made 

ammunition  as  it  is  absolutely  guaranteed  to  you  as 

equal  in  every  respect  to  any  manufactured. 

High  uniform  velocity,  flat  trajectory  and  close 

grouping  of  shots  combined  with  its  absolute  depend- 

ability and  the  ecomomical  less-duty  price  make  a 

combination  you  can't  beat. 

Shoot  a  box  and  prove  our  guarantee. 

Hits  Hard  and  Kills 

Catalogue  Sent  Free  Upon  Request 

Dominion  Cartridge  Company 
Limited 

Montreal       -  Canada 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Success  to  the  Guelph  Convention. 

That  our  friends  and  the  many  visitors  to  the  Guelph  Convention  may 

become  thoroughly  acquainted  with  and  fully  understand  the  Superior 

Qualities  and  Points  of  Especial  Merit  that  are  embodied  in  making 

a  Success,  w^e  .have  arranged  to  have  a  special  representative  from  the 

factory,  together  with  two  or  three  of  our  own  salesmen  there  to  point  out 

and  explain  the  Practical  Advantages  of 

SUCCESS  ALL  METAL  REFRIGERATORS. 

The  Most  Sanitary       The  Most  Convenient       The  Most  Economical 

WE  SUGGEST 

If  you  have  not  sold 

the  success,  that  you  hold 

your  order  until  your  trip  to 

the  Convention  where  you 

will  have  an  opportunity  to 
see  and  learn  about  the 

Success. 

Then  place  your  or- 
der there  with  our  sales- 

man, not  overlooking  Suc- 
cess All-Steel  Portable  Ice 

Chests,  which  are  so  con- 

venient for  automobile,  boat- 

ing and  picnic  parties. 

WE  SUGGEST 

If  you  have  handled 

this  line,  to  place  Your 
Order  Now  with  our 

salesman  or  send  in  a 

Mail  Order 

at  once 

By  doing  so  you  will  have 
your  stock  and  can  make 

your  display  before  the 
actual  buying  commences. 

Not  a  Splinter  of  Wood  About  Them. 

Aluminum  Finish  Outside,  White  Enamel  Inside;  Galvanized  Ice  Chamber, 
Brass  Trimmings  ;  Brass  Combined  Lever  Latch  and  Lock, 

Ball  Bearing  Steel  Casters 

The  Doors  Shut  Tight  into  Grooves  and  Cannot  Swell  nor  Bind ;  Insulation  Perfect, 

All  Parts  Removable  for  Cleaning. 

Don't  Fail  to  see  the  Success  Refrigerators; 
You  might  learn  something  new  about  refrigeration. 

WE  ARE  SOLE  AGENTS  FOR  CANADA 

LEWIS  BROS..  Limited  Montreal 

Montreal Toronto Vancouver 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  Journal 
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Consult  Us  for  Your  Requirements 

in 

Wire  and  Wire  Products 

Head  Office  and  Works: 

Collingwood, 
Ontario 

Branch  Office: 

608  Temple  Building, 

Toronto,  Ont. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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N07-C 
"BAILEY"  ADJUSTABLE  IRON  PLANES. 

The  "  BAII^EY "  Iron  Plane,  manufactured  solely  hy  the Stanley  Rule  &  Level  Co.,  has  been  recognized  as  Standard  the 
World  Over  for  more  than  forty  years. 
The  Handle  and  Knob  are  made  of  highly  £ini.shed,  thoroughly 

seasoned  Rosewood.  The  English  Steel  Cutter  is  tempered, 
ground,  and  honed,  ready  for  use,  is  adjustable  both  endwise  and 
sidewise,  and  bedded  to  the  heel  of  bevel.  The  width  of  mouth 
can  be  varied  by  changing  the  setting  of  the  Frog.  Bottoms, 
either  flat  or  corrugated  (see  cut  7C)  as  desired.  The  number 
with  a  "C"  designates  Corrugated  Bottoms. No. Type Length 1 Smooth 51/2  in. 
2  or 2  C 

7  " 
3  " 

3  C 

8  " 
4  " 

4  C 

9  " 
4V2  " 

4y2C 

10  " 5  " 
5  c 

Jack 
U  " 

" 

15  " 6  " 
6  C Fore 

18  " 7  " 
7  C Jointer 

22  " 8  " 
8  C 

24  " 

Cutter 
IVi  in. 

1%  " 
1%  " 

2  " 
23/8  " 

2  " 2V4  " 23/8  " 

2%  " 2%  " 

Weight 

Lbs. 

2% 

1% 

7% 
Price 

Each $1  50 2  00 
2  10 
2  20 
2  50 
2  50 
3  00 
3  25 
3  75 4  50 

STANLEY  CONCEALED  RATCHET  BRACES. 
The  novel  features  of  design,  together  with  the  highest  quality 

of  workmanship  and  material,  place  this  tool  in  a  class  by  it- self as  to  strength,  durability  and  convenience  of  operation,  as 
well  as  presenting  a  neat  appearance  and  protecting  the  user's hands  perfectly.  The  Cam  Ring,  which  governs  the  Ratchet,  is  in 
line  with  the  Bit — a  great  advantage  in  working. There  is  a  complete  protection  of  the  Ratchet  parts  from 
moisture  and  dirt,  and  oil  or  grease  for  lubrication  is  retained 
for  a  long  time. 

The  interchangeable  Ratchet  mechanism  may  be  taken  apart 
by  removing  one  screw,  and  as  readily  put  together  again. 

The  main  Spindle  Bearing  is  one  inch  in  diameter. 
The  Clutch  is  backed  by  a  very  strong  spring,  insuring  a  se- cure lock.  Five  teeth  are  in  engagement  when  working  as  a 

ratchet,  and  ten  teeth  when  locked. 
The  two-piece  clutch  is  drop-forged,  machined  and  hardened. 
On  the  cut,  the  Spindle  with  ratchet  gear  attached,  the  two- piece  clutch,  and  the  clutch  spring  are  shown  separately,  and 

they  are  likewise  shown  assembled  in  section. 
These  Braces  are  made  in  two  styles,  differing  only  in  the 

head,  one  being  Metal  Clad  (the  entire  bottom  of  the  head  being 
encased  in  metal). 

Both  numbers  are  Nickel  plated,  have  Cocobolo  Head  and 
Handle,  ball-bearing  Head,  drop-forged  Alligator  Jaws,  ma- chined and  hardened  and  held  open  by  a  spring. 
No. 
91 1  Metal  Clad  Head 
82 1    Regular  Head 

6  in. 

$2  17 2  00 
2  17 2  00 

10  in. 
2  34 

12  in.    14  in. 
2  50  2  67 

2  17    2  34    2  50 

N2.I40 

"BAILEY"   ADJUSTABLE   BLOCK  PLANES. 
The  highest  type  of  Block  Plane  manufactured.    They  are 

made  with  the  "  Handy  "  feature  and  have  adjustable  mouths. Cutters  are  adjustable  endwise  and  sidewise. 
No.  Lgth.  Cutter Finish Price 

Each 

9% 

6  in. 
1%  Ul. 

Japanned 
$1  10 

9% 

6  " 

1%  " 

Rosewood  Handle 1  30 
15 

7  " 

1%  " 

1  20 

151/2 

7  " 

1%  " 

Rosewood  Handle 1  40 
16 

6  " 

1%  " 

Nickel  Tmgs. 1  25 
17 

7  " 

1%  " 

1  35 
18 

6  " 

1%  " 

Knuckle  Joint 
1  30 19 

7  " 

1%  " 

1  40 

LOW  ANGLE  ADJUSTABLE  BLOCK  PLANES. 
Especially  adapted  for  working  across  the  grain. 

No.    Lgth.    Cutter  Finish 
60l.<>   6  in.      ly  in.  Japanned 
65y2     7  "  15/8  "  "  ^ 60  6  "  lyo  "  Nickel  Tmgs  1  able  endwise 
65      7  "       1%  "  "        "      '    and  sidewise 

[  Adj.  throats. J  Cutters  adjust- 

Price 

Each 

$1  10 
1  20 
1  25 1  35 

STANLEY  PLUMBS  AND  LEVELS. 
Stanley  Plumbs  and  Levels  are  made  of  thoroughly  seasoned 

stock;  "Handy"  Grip  on  the  side,  glasses  carefully  proved, with  central  position  indicated  by  two  indelible  lines ;  heavy 
brass  trim,  and  general  fine  finish.  New  adjustments  for  both 
Level  and  Plumb  Glasses  are  shown  in  cut.  Top  Plates  have  to 
be  removed  before  adjustments  can  be  made.  Level  Adjust- 

ment is  regulated  by  screws  engaging  in  metal  threads. 
The  various  numbers  made  depend  on  kind  of  wood  used, 

whether  brass  tipped,  brass  lipped  at  level  glass,  and  the  length. 
We  give  below  a  few  numbers  mentioning  the  above  variations. 

Our  catalogue  shows  a  great  variety  of  Plumbs  and  Levels  for 
all  uses. 
No.  NON-ADJUSTABLE  LEVELS.      Price  each 
102    Hardwood    10  to  16  in.  $0  43 
104    Hardwood    12  to  18  in.  64 

NON-ADJUSTABLE   PLUMBS  AND  LEVELS. 
0    Hardwood    24  to  30  in.      '  83 03    Hardwood    Brass  Tips    24  to  30  in.  123 

1%   Mahogany   Bra.ss  Tips     Brass  Lips     12  to  18  in.  123 
ADJUSTABLE  PLUMBS  AND  LEVELS. 

2  Hardwood    Brass  Lips     24  to  30  in.  123 
3  Hardwood    Brass  Tips    24  to  30  in.     1  38 
4  Hardwood    Brass  Tips     Brass  Lips     24  to  30  in.     1  60 
5  Hardwood  Brass  Tips  Brass  Lips  24  to  30  in.  1  88 
9    Mahogany   Brass  Tips     Brass  Lips     24  to  30  in.    2  30 

10  Mahogany   Brass  Tips     Brass  Lips     24  to  30  in.     2  70 
11  Rosewood    Brass  Tips     Brass  Lips     24  to  30  in.     3  59 

Plumbs  and  Levels  Nos.  5  and  1 0  are  triple  stock. 

New  Britain. Conn. U.S.A. 
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How 

Much 

Business 

Did  You  Lose 

Last  Year  by  NOT  Being 

Able  to  Supply  Motor  Accessories  ? 

^  The  owners  of  automobiles  and  motor  boats  are  good  customers  to 

have.  They  are  quahty  buyers  and  don't  kick  at  price  if  quality  goes 
with  it,  and  they  are  continually  in  need  of  motor  accessories,  spark 

plugs,  carburetors,  batteries,  magnetos,  etc. 

^  So,  why  not  stock  a  supply  of  these  for  the  coming  season  and  make 

displays  with  the  show  cards,  etc.,  with  which  we  furnish  you.  Push 

these  goods  and  make  a  nice  turnover  in  a  new  department. 

^  We  are  the  largest  supply  house  in  Canada  for  motor  accessories  and 

carry  complete  lines.  Get  in  touch  with  us  NOW  and  be  ready  for  the 

spring  demand. 

AND  REMEMBER 

We  DO  Protect  the  Dealer.  Always. 

Get  in  touch  with  our  nearest  house 

Ask  them  for  our  catalogue 

The  Canadian  Fairbanks-Morse  Company 

Fairbanks  Standard  Scales       Fairbanks-Morse  Gas  Engines 
Safes  and  Vaults 

Limited 

Montreal  Toronto 

Winnipeg 

Saskatoon 
Calgary 

Vancouver 

Ottawa 

St.  John,  N.  B. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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CANADIAN  SHOVEL  and  TOOL  CO.,  Limited,  HAMILTON 

See  our  Exhibit  of 

"BULL  DOG"  and  "FOX"  Solid  Shank 

Shovels  and  Spades 

"MOOSE"  and  "BLACK  CAT"  Scoops 
and 

"BLACK  CAT"  Hollow  Back  Shovels 
at  the 

HARDWARE  TRADES 

EXHIBITION 

Montreal,  Feb.  27  to  March  1,  1912 

The  solid  neck  socket  shovel  made  by  us  under  the 

"Skelton"  patent  from  one  piece  of  bar  steel  without 
weld  IS  without  an  equal  on  the  Canadian  market. 
The  advantages  of  the  spht  D  handle  over  the  old 
style  wooden  handle  is  best  indicated  by  the  constantly 
increasing  demand  for  our  shovels  fitted  with  the  spht  D. 

If  you  cannot  see  our  display  at  the  Montreal  Hard- 
ware Trades  Exhibition  write  any  of  our  selling  agents 

for  a  copy  of  our  latest  catalogue. 

J.  C.  McCARTY,  New  York,  General  Sales  Agent 
J.  H.  ROPER,  w.  A.  McLaughlin,  n.  j.  dinnen  &  co.,         john  burns, 

Montreal  St.  John,  N.  B.  Winnipeg,  Man.  Vancouver,  B.  C. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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BURMAN'S  CLIPPERS 

HAND  CLIPPERS 

POWER  CLIPPERS 

Sheep  Shearing  Machinery 

Clippers  of  all  kinds 

They  ARE  the  Best 

They  are  the  sort  that  bring  repeat  orders  and  new  business 

because  every  user  is  a  satisfied  user.  They  are  as  perfect 

m  design  and  workmanship  as  is  possible  to  make  them. 

We  keep  a  large  stock  of  clippers  and  parts  in  Montreal  and 

can  ship  within  half  an  hour  of  receipt  of  order. 

Your  jobber  probably  has  them  but  if  not 
a  postcard  will  bring  ̂ ou  a  catalog  from 

B.  &  S.  H.  THOMPSON  &  CO.,  LIMITED 

MONTREAL 

Sole  Agents  for  Canada 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Fm  Ahead  of  My  Tail 

But  the  Tale  is  Coming 

Don't  Get  Switched  Off 

Mr.  Dealer 

Have  you  investigated  our  Original  Adver- 

tising Plan  and  Get  Action  Selling 

Service  on  Mule-Hide  Roofing  (not  a 

kick  in  a  million  feet)  whereby  we  can 

increase  your  business  25%  to  50%.    If  not  you  owe  it  to  your  business  to  do  so. 

For  the  benefit  of  those  who  have  not^heard  about  it 

We  are  holding  the  tale  for  a  few  days 

and  invite  you  to  visit  our  Exhibit  at  the  Hardware  Convention  at  Guelph, 

when  it  will  be  a  pleasure  to  go  into  our  Get  Action  Selling  Service  with  you 

the 

Head  of 

my  Glass 

Remember 

Mule-Hide  Roofing  (not  a  kick  in  a  million  feet)  is  sold  absolutely  to  one 
dealer  in  a  town  and  is  backed  up  with  a  10  year  Iron  Clad  Guarantee 

without  any  Ifs  or  Ands 

DELAYS  DON'T  PAY         OUR  PROPOSITION  DOES 

That's  why  we  invite  you  to  call 
at  our  exhibit  and  let  us  show  you 

The  Dominion  Roofing  Co.  of  Canada,  Ltd. 

TORONTO  CANADA 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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TARBOX  BROS.,  MANUFACTURERS,  TORONTO 
When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Machine  with  the  "Double  Tank" 

Best  by  Every  Test 

A  letter  of  interest  to  Hardware  Dealers 

published  below,  which  speaks  for  itself 

The  Onward  Mfg.  Co.,  Oshawa.  Ont.,  Jan.  1 2th,  1912 
Berlin,  Ont. 

Gentlemen : 
In  regard  to  the  Triumph  Electric  Vacuum  Cleaners  that  we 

have  sold  would  say  that  they  are  giving  the  very  best  of  satisfaction, 
and  we  may  say  that  we  take  pleasure  m  advising  every  retail  hard- 

ware merchant  to  take  up  this  line  and  push  it.  It  is  a  line  that  is 
purchased  by  the  very  best  people  in  any  community,  consequently  the 
sales  are  nearly  all  on  a  cash  basis.  The  profit  allowed  the  retailer  is 
a  handsome  one,  and  there  is  no  chance  of  any  price  cutting.  More- 

over we  might  say  that  we  have  found  you  willing  and  anxious  to  co- 
operate with  us  in  every  way,  and  the  business  we  have  had  in  this  line 

has  been  very  satisfactory  from  every  standpoint.  We  would  like  to 
point  out  to  the  hardware  merchant  that  a  few  days  intelligent  work 
in  pushing  this  line  will  net  him  more  actual  profit  than  many  weeks  of 
hard  labor  in  selling  many  other  lines  that  the  trade  is  compelled  to 
handle.  It  takes  a  little  nerve  to  start  but  the  Vacuum  Cleaner  is  a  sure 
seller,  that  is  if  you  get  the  Onward  Tnumph,  or  Onward  Automatic, 
made  in  Berlin.  There  are  other  kinds,  but  if  any  fellow  wants  to 
take  a  chance  on  a  hand  Power  Machine  of  another  make  for  a  five 
dollar  bill,  tell  him  to  send  along  the  five  and  we  will  send  it  to  him 
EXPRESS  PREPAID.  Yours  truly, 

JOHN  BAILES  &  SONS 
Per  F.  J.  BAILES. 

Meet  Us 

at  the 

Guelph 

and 

Montreal 

Conventions 

"ONWARD"  HAND  POWER 

Don't  fail  to  inspect  our  Exhibit  and 

secure  Agency  for  our  Machines. 

It  will  pay  you  to  investigate. 

Our  free  circular  and  discounts 

upon  request 

MANUFACTURED  ONLY  BY 

"ONWARD"  TRIUMPH  ELECTRIC 
(Weighs  only  35  lbs.) 

The  neatest,  most  practical  Electric  Vacuum  Cleaner 
on  the  market 

Onward  Manufacturing  Co.    -    Berlin,  Can. 
Largest  Builders  of  Hand  and  Electric  Power  Vacuum  Cleaners  in  Canada 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 



20 CANADIAN  HARDWAE.E,  STOVE  &  PAINT  JOURNAL 

See  Our  Interesting  WISS  Exhibit  at  the 

Ontario  Retail  Hardware  Convention 

at  Guelph,  February  19th  to  23rd 

also  at 

Montreal  Hardware  Trades  Exhibition 

at  Montreal,  February  27th  to  March  1st 

An  Object  Lesson  in 

WISS  SHEAR  MAKING 

The  "STEELFORGED"  Process 

RESULT  No.  2— All  the  world  recognizes  WISS 
Shears  as  "best" — superior  even  to  the  best  French, 
German  and  Sheffield  made  goods. 

{You  can  prove  this  by  asl^ing  an^  high  grade  cutler.) 

RESULT  No.  3 — Absolute  satisfaction  to  your  customers 

as  well  as  to  yourselves.  When  you  talk  "quality"  you 
talk  "profit."    Wiss  products  are 

We  will  illustrate  the  Wiss  Superiority. 

You  can  see  the  main  processes  by  which  we  weld  a 

high  carbon  crucible  steel  cutting  edge  onto  a  frame  that's 
as  tough  as  tungsten. 

RESULT  No.  1— Blades  of  the  greatest  possible  dura- 
bility ;  scissors  of  the  maximum  keenness. 

The  Easiest  to  SeU.     The  Most  Profitable  to  Handle 

Write  To-day  for  Catalogue  and  Information  , 

J.  WISS  &  SONS  CO.   -   NEWARK,  N.J. 
Manufacturers  of  High  Grade  Shears  and  Scissors,  Razors,  Cutlery  since  1848 

Toronto  Office:  145  Wellington  Street  West 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Bowser  Way 

To  Handle  Paint  Oils 

Do  you  suppose  we  could  have  induced  so  many  of 

your  business  associates  and  competitors  to  invest  their 

money  in 

Bowser  Paint  Oil  Systems 

if  it  was  not  a  good  investment  ? 

Many  of  the  largest  hardware  and  paint  stores  in  the 

Dominion  are  using  Bowser  equipment  for  retailing  oils. 

If  it  makes  money  for  them  it  will  just  as  surely  make 

money  for  you. 

It  doesn't  make  any  difference  how  much  you  handle 
nor  how  small  your  business  there  is  a  Bowser  system 

adapted  to  your  needs  in  size  and  price — you  can  buy 

one  tank  and  pump  or  you  can  get  a  battery  and  every 

system  will  pay  for  itself. 

The  paint  season  will  be  upon  you  soon.  Why  not  get 

ready  now  so  you  can  get  a  better  profit  hereafter.  Don't 
be  satisfied  with  just  a  living  profit,  get  all  the  profit. 

This  is  the  first  floor 

style.  You  can  get  the 
basement  style  if  you 

want  it.  The  tanl^s  are 
then  in  the  basement  with 

the  pumps  onl^  on  the 

first  floor. 

First  Floor  Outfit  Cut  No.  109,  for  Paint  Oils 

Don't  wait  any  longer.  Drop  a  card  to-day 
for  our  free  book  No.  5  N.     Do  It  Now. 

S.  F.  Bowser  &  Co.,  Inc. 

66-68  Fraiser  Ave.,  Toronto 
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MADE  IN  CANADA ■ 

Great  Western 

Arcade 

American 

Globe 

Eagle 

Kearney  &  Foot 

McLellan 

J.  B.  Smith 

MADE  IN  CANADA ' 

NICHOLSON 

FILES 

AND 

RASPS 

1 

^  In  1 864  the  Nicholson  File  Company  had  a  local  market 

of  1 00  dozen  files  daily. 

^  In  1911  our  output  was  1 6,000  dozen  per  day.  Nicholson- 
made  Files  and  Rasps  being  recognized  as  the  Standard 

in  all  parts  of  the  world  where  files  are  used. 

^  The  reason  why  more  Nicholson  Files  and  Rasps  are  sold 

than  any  others  is  that  they  are  known  to  the  user  to  do  Better, 

Faster  Work  and  Last  Longer.  Every  file  user  wants  the 
best  when  the  best  costs  no  more  than  inferior  brands. 

^  Nicholson  Files  and  Rasps  are  made  of  steel  specially 

manufactured  from  specifications  adopted  by  us  after  the  most 

thorough  investigation,  different  grades  being  used  for  files  to  be 

utilized  for  various  purposes. 

^  Nicholson-made  Goods  are  a  profitable  line  to  handle 

because  your  customers  already  know  them  to  be  efficient,  clean 

cutting  and  durable. 

(Dominion  Works) 

Port  Hope Ontario 
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"WE  ARE  HERE 

See  our  Exhibit  in  Booths  18,  19 

and  20  at  the  Hardware  Exhibition 

at  Guelph 

The  TOBIN  ARMS  MFG.  CO.,  Limited 

WOODSTOCK,  ONTARIO 
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See  The  Rivets 

Every  dealer — and  every  housewife,  too  — 
knows  only  too  well  how  rivets  work  loose  and 

sometimes  pull  out. 

Take  hold  of  the  handle  of  a 

"Wear-Ever" 

aluminum  utensil  —  test  the  rivets 

for  yourself.  They  are  large- 
headed  and  firmly  grip  the  handle 

to  the  utensil. 

Feel  the  thickness  and  strength  of 

a  "Wear-Ever"  utensil.  It  is 

Stamped  from  thick,  hard 

sheet  aluminum.  It  will  not 

dent  readily. 

The  inside  is  hardened  by  electricity,  which  makes  the  metal  darker,  harder,  less  liable  to  be 

discolored  by  food  or  water  containing  alkali  or  iron,  and  more  easily  cleaned  than  would  be 

possible  if  the  utensils  were  not  so  finished. 

Any  man  who  has  handled  "Wear-Ever"  ware  will  tell  you  that  there  are  few  "come- 

backs" from  "Wear-Ever"  utensils.  The  utensils  stay  sold — and,  because  they  give  en- 
during satisfaction,  they  bring  more  customers  to  the  store — women  who  by  experience  know 

that  "Wear-Ever"  is  the  mark  of  quality. 

"Wear-Ever"  is  the  well  made,  well  known,  widely  demonstrated  and  advertised  brand. 

We  have  booklets  telling  how  to  demonstrate  and  advertise  cooking  utensils.  Write  for  them. 

The  Aluminum  Cooking  Utensil  Co. 

Dept.  27.    NEW  KENSINGTON,  PA. 

(  New  Kensington,  Pa. 
Distributing  Warehouses  :  -[  East  St.  Louis,  111. 

y  Portland,  Ore. 
Distributing  Agents  for  Canada 

NORTHERN  ALUMINUM  CO.,  LTD.,  TORONTO 

Branch  Offices :  Boston,  New  York,  Philadelphia,  Pittsburgh,  Baltimore,  Cincinnati,  Chicago Detroit,  Minneapolis,  New  Orleans. 

KM TA  C  U  Co 
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Mr.  Canadian  Furnace  Man 

Before  you  conclude  your  arrangements  for  1  9 1  2  we  want 

you   to  look  carefully  into   the  special   features  of  tfie 

ENTERPRISE 

BLAZER 

FURNACE 

MADE   IN   FOUR  SIZES 

This  furnace  has  been  on  the  market  for  four  years,  and 
durmg  that  time  has  been  introduced  into  and  is  now 

being  freely  sold  in  every  province  in  Canada. 

We  can  give  no  stronger  evidence  of  its  excellence  than 
the  fact  that  each  season  the  sales  have  more  than  doubled 

over  the  preceding  one.  There  must  be  a  reason 
for  this. 

The  Blazer  is  the  result  of  many  years  of  experience,  is 
built  for  service  and  has  numerous  special  features  that 
commend  it  to  practical  furnace  men,  who  are  looking  for 
the  best. 

PATENT  FIRE  POT 

NOTE  THIS  Lbs 

No.  250  Fire  Pot  weighs  135 

No.  350    "     "       "  175 
No.  450    "     "       "  250 
No.  550    "     "       "  350 

Fisher's  Patent  Fire  Pot  (used  exclusively  in  the  Blazer), 
places  it  ahead  of  all  others,  and  this  is  only  one  of  its 

many  improvements. 
Ask  for  circular  which  illustrates  and  describes  this  and  its 

many  other  advantages  fully.    It  is  very  convincing. 

Also  ask  for  booklet  covering  testimonials  for  every  province 
in  the  Dominion. 

It  is  still  more  convincing  because  it  gives  the  opinions 
of  those  using  them  from  Cape  Breton  to  Victoria,  B.C. 

The  man  who  handles  the  BLAZER  can  build  up  an 
exclusive  Furnace  business  in  his  section,  which  will  be  a 

source  of  permanent  profit  and  a  business  bringer. 

We  want  a  live  agent  in  every  centre  where  it  is  not 

already  placed. 

Ask  for  our  exclusive  agency  plan        Write  to  day 

THE  ENTERPRISE  FOUNDRY  COMPANY 

Manufacturers  of  High  Grade  Ranges  and  Furnaces 

SACKVILLE  NEW  BRUNSWICK 
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mm 

WIRE  ROPE 

FOR  MOVING  BUILDINGS 

HAULING  THRESHING  MACHINES 

HAY  FORK  ROPES,  Etc. 

We  Manufacture  All  Kinds  of  Wire  Rope 
For  All  Purposes. 

Wire  Rope  Fittings Wire  Rope  Grease 

THE  B.  GREENING  WIRE  CO.,  Limited 

Hamilton,  Ont.  Montreal,  Que. 

ENIN 

STEEL  WIRE  CHAIN 

If  you  are  interested  in  chains  examine  carefully  the  perfect  mechanical 

construction  of  "  Greening's."  It  is  the  most  perfect  chain  made. 
We  make  it  in  13  sizes.  We  use  it  exclusively  in  all  our  Halter, 

Dog,  Tie  Out,  Cattle,  Trace  Chains,  etc.  You  will  make  no  mistake 
in  handling  our  line  exclusively. 

Correspondence  solicited. 
We  send  cuts  with  table  of  breaking  strain. 
Samples,  etc.,  upon  request. 

THE  B.  GREENING  WIRE  CO.,  LIMITED 

Hamilton,  Ont. Montreal,  Que. 
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FROST  RIVER  REFRIGERATORS 

Made  Entirely  of  Sheet  Steel— Galvanized 

Cannot  be  Excelled  for  Household  Refrigeration  Purposes 

SANITARY  CONSTRUCTION 

The  exterior  case  is  japanned  white, 
beautifully  finished  with  neatly  decorated 
panels  and  corner  scrolls. 

The  Food  Chamber  is  coated  with 
white  enamel,  thoroughly  hardened  and 
baked  on  in  an  oven  of  high  temperature. 

Fitted  with  Tinned  Wire  Shelves. 

All  inside  parts  are  removable  for 
cleaning  purposes. 

The  drip  pipe  for  the  waste  water 
has  been  carried  outside  the  body  and 
does  not  run  through  the  Food  Chamber  — 
as  usual  in  other  refrigerators. 

This  improvement  enables  the  shelves 
to  be  fitted  close  to  the  back — allowing 
more  room  for  food,  also  making  it  much 
easier  to  wipe  out  and  clean  the  compart- ment. 

TWO  SIZES 

Number  22  Height  Width  Depth 
Outside  dimensions  49  2.5  18  inches 

Food  Chamber  22        21         15^  " 
Ice  capacity  100  lbs. 

Number  24 

Outside  dimensions       52         27^      20^  " 
Food  Chamber  25        23  17 

Ice  capacity  125  lbs. 

DURABILITY — The^all  steel  body  cannot  warp,  shrink,  crack,  fall  apart  or  decay — and  without  abuse 
a  "Frost  River"  Refrigerator  will  last  through  a  generation. 
ODORLESS — -Not  a  fragment  of  wood  is  utilized  inside  or  out.  There  are  absolutely  no  seams  or 
crevices  to  harbor  dirt  or  bacilli  and  cause  foul  odors. 

ICE  ECONOMY  AND  INSULATION — They  are  very  economical  on  ice  owing  to  perfect  insulation 
being  thoroughly  assured  by  thick  walls  of  linofelt  with  a  ̂   inch  dead  air  space  between.  The  latter 
being  the  best  insulation  known  to  modern  science. 

TRIMMINGS — The  locks,  hinges  and  handle  are  of  solid  brass.  They  are  also  fitted  with  Roller 
Bearing  Casters  and  are  therefore  ver}'  easy  to  move. 

ATTRACTIVE — Delightfully  Dainty  and  Clean  in  appearance  they  secure  the  attention  of  the  average 
housekeeper  immediately  on  sight. 

Write  for  prices — and  order  early  to  insure  prompt  delivery 

MADE  BY 

THOS.  DAVIDSON  MFG.  CO.,  Limited 
MONTREAL  TORONTO  WINNIPEG 
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ILLUS^I 

HIGH  GRADE 

QUIGK-GAREFj 
PRICE  RIGH 

VICE 

RKMANSHIP 

IVERV  QtTHE 

E  THAT  COUMTS 

KS 

958 

5  JORPAM  3%  TOMflTO  CAHAPA 
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SOUVENIR 

Complete  Line 

Prompt  Deliveries 

Send  us  Specifications  of 

your  1912  requirements 

and  get  our  special  prices 

on  year's  business. 

The  Hamilton  Stove  &  Heater  Co.,  Limited 

HAMILTON 

Western  Branch  Tildcii,  Gurncy  &  Co.,  Limited 

WINNIPEG         CALGARY  VANCOUVER 

■HB^agHiBiiiBH^Bni 

Successors 
to 

Gurney  Tilden 
Company 

I 

REGISTERS 
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DOES  THIS 

The  "American  Artisan"  of  Jan.  6th,  1912,  in  an  editorial 

concludes  its  argument  in  the  followmg  words: — 

"There  is  another  feature  that  is 

of  affording  a  higher  degree  of  hum 

hit  with  the  trade,  or  at  least 

proper  importance  humidit) 

If  You  are 

Come  to  the 

Hardware  Convention 

at  Guelph 

and  see  the 

The  furnace  which,  during  the 

atmosphere.  The  humidity 

to  none. 

i 

THE  JAMES  STEWART 

Western  Warehouse 

156  LOMBARD  ST.,  WINNIPEG,  MAN. 
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MEAN  YOU  ? 

)n  The  Practical  Side  of  the  Humidity  Question 

*^orth  considering:  it  is  the  improvement  of  warm  air  furnaces  in  the  direction 

city.  The  manufacturer  who  works  along  this  line  will  be  likely  to  make  a 

t)ith  those  in  the  trade  who  are  thoughtful  enough  to  rate  at  its 

2S  an  element  of  value  in  Heating." 

One  of  the  Thoughtful  Ones 

"GOOD  CHEERS 

Circle  Waterpan 

WARM  AIR  FURNACE 

)ast  two  seasons,  has  become  noted  for  its  soft,  gentle  heat  and  restful,  soothing 

lorn  its  big  Circle  Waterpan  is  the  secret,  added  to  a  furnace  construction  second 

If  You  Cannot  Get  to  the  Convention,  Write  us 

IMANUFACTURING  CO^ 

WOODSTOCK,  Ontario 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 



32 CANADIAN  HARDWARE,  STOYE  &  PAINT  JOURNAL 

Every  Range  is  just  as 

good  as  the  Grate! 

And  that  is  the  chief  reason  why 

you  should  stock  and  recommend  the 

"Champion"  Range 
with  the  famous  "Champion" 
Grate.      This   grate    gives  better 

combustion  than  any  other,  be- 
cause it  is  more  open  and  more 

easily  shaken.  The  cross-wise,  non- 
warping  bars  prove  an  irresistible 
selling  feature. 

SEND  FOR  CATALOGUE  TO-DAY 

D.  J.  BARKER  &  CO. 

PICTON,  ONT. 

COWAN  &  BRITTON 

HINGES— BUTTS— HARDWARE 

UNIFORM  DEPENDABLE  QUALITY 

The  cost  of  Cowan  &  Britton  goods  is  about  the  same  as  that  paid  for  inferior 
lines.    Specify  Cowan  &  Britton  make  when  ordering  from  your  jobber. 

FACTORY  AND  HEAD  OFFICE GANANOQUE,  CANADA 

W„ct„,„  R»„,»=»„t»ti„»c  '  D.  PHILIP,  291^  Portage  Ave.,  Winnipeg. Western  Representatives  ,  ̂   QGILVIE,  P.O.  Box  1259,  Vkncouver,  B.C. 
Look  for  the  above  brand 

Satisfied  Customers 

Mean  Future  Profits 

Hardwaremen  whd  do  plumbing'  work  cannot 
afford  to  use  cheap  supplies.  Complaints  from 
customers  are  not  only  annoying'  but  they  cost 
money  in  lost  business. 

MORRISON'S  BRASS  GOODS 
are  known  thi  ougfhout  Canada  as  the  best  expei  t 
workmen  can  make  with  the  highest  grade  of 
materials. 

The  trade  mark  "J.M.T."  on  a  valve  is  a 
guarantee  that  your  customer  will  be  satisfied 
and  your  profits  assured. 

In  closet  combinations  you  will  find  these  lines 
to  be  thoroughly  s?itisfactory. 

"Elgin"  Washdown, 

"Simplex"  Syphon  Jet  and 
"Astoria"  Square  Back  Syphon  Jet 

The  James  Morrison  Brass 

Manufacturing  Co.,  Limited 

"  ELGIN  ■ 93-97  Adelaide  St.,  W. Toronto,  Ontario 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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See  Our  Full  Line  of 

LADDERS,  LAWN  SWINGS,  Etc. 
In  Booth  No.  71  at  the  i 

HARDWARE  CONVENTION  AT  GUELPH  ̂  
'  And  at  the  Montreal  Hardware  Trades  Exhibition 

:3 

Stratford 

Extension  and  Step 

Ladders  are  strong- 

ly constructed  and 

can  be  recommend- 

ed for  the  very 
hardest  use. 

Order  Summer  Lines  Now 

There's  a  good  trade  to  be  done  in  every  town  or 

village  m  Lawn  Swings,  Boyer's  Gliding  Settees, 
Suspended  Porch  Seats,  Park  and  Garden  Seats, 

Camp  and  Verandah  Furniture,  Folding  Chairs  and 
Tables,  etc. 

Have  the  Goods  When  you  Need  Them 

We've  Just  Issued  a  Fine  New  Catalogue — Send  for  a  Copy. 

STRATFORD  MFG.  CO.,  LIMITED 

STRATFORD  ONTARIO 

IT'S  TIME  TO  ORDER 

Hay  Fork  Handles 

SPRING  WILL  SOON  BE  HERE 

"J.  H.  Still"  hay  fork  handles  are  made  from  Northern  White  Ash,  which  is  considered 
superior  to  any  other  ash  grown.    They  are  all  nicely  finished  and  well  waxed. 

The  name  "J.  H.  Still"  stands  for  the  very  best  values  obtainable  in  wood  handles  for 
Axes,  Hammers,  Forks,  Shovels,  Picks  and  other  tools  and  each  article  we  produce  repre- 

sents the  very  best  value  for  the  money. 

Experience  shows  that  one  of  the  most  important  features  of  this  line  of  business  is  accurate 
grading,  and  we  accordingly  pay  great  attention  to  this  feature.  We  are  specialists  in  our 
lines,  and  our  manufacturing  system  is  so  economically  organized  that  we  can  naturally 
quote  the  lowest  prices  obtainable. 

Write  us  for  complete  catalogue  and  trade  discounts 

J.  H.  Still  Manufacturing  Co.,  Limited 

St,  Thomas       -       -  Canada 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Our  Exhibit  of  Household  Labor  Savers 

At  No.  25  Hardware  Avenue,  Guelph  Convention, 

Sunlight  New  Century  **  B  "  Reliance 

Cummer-Dowswell,  Limited,  Hamilton,  Ontario 

LET'S  GET  TOGETHER!  b^crDo-H 
Read  this.    It  may  mean  a  Thousand  Dollars  to  you. 

Did  you  ever  stop  to  think  of  the  many  dollars  you  could  make  by  selling 

Preston  Metal  Ceilings  and  Sidewalls? 

"  THE  BEST  IN  FIFTY  MILES  AROUND  " 

You  didn't  ?  Then  think  of  it.  Right  now  you  can  make  those  many  dollars  if  you  get  busy  and  boom 
the  metal  ceiling  trade.  The  housewife  is  planning  to-day  to  do  her  spring  house-cleaning  and  is  making 
her  plans  for  her  decorations.     And  right  now  is  the  time  for  you  to  see  her  and  help  her  plan. 

We  will  furnish  all  the  necessary  literature  for  you  to  show  designs.  If  you  will  send  us  the 
dimensions  we  will  suggest  designs  and  give  estimates.  When  you  get  the  orders  we  will  give  you  com- 

plete plans  for  erecting  the  materials.     Write  us  for  suggestions.     We  are  ready  to  give  them  to  you. 

Ask  us  for  our  catalogs  and  trade  price  lists.    Please  mention  Canadian  Hardware,  Stove  &  Paint  Journal. 

The  METAL  SHINGLE  &  SIDING  CO. 

PRESTON,  Ontarto  and  MONTREAL,  Quebec 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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S.  M.  P. 

Galvanized  Anti-Rust  Steel  Buckets 

Extra  Heavy 

Each  pail  has  our  label  on,  which  is  a  guarantee  of 

quality,  and  is  artistically  decorated  with  two  red 

bands,  giving  it  a  most  attractive  appearance.  Manu- 

factured in  the  Straight  and  Flaring  Patterns. 

STRAIGHT  PATTERN  FLARING  PATTERN 

Prices 

on 

Application 

No.  160 
12  inches  across  top 

No.  140 
14  inches  across  top 

One  Dozen  in  a  Bundle 

The  Sheet  Metal  Products  Company 
of  Canada,  Limited 

Successors  to 

KEMP  MANUFACTURING  COMPANY 

Montreal  TorOntO  Winnipeg 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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"Rome"  Design 

BUILDE
RS' 

HARDWA
RE 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  Furnace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 
Bungs,  etc.,  etc. 

Send  for  complete  descriptive 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

Command  the  Trade  by 

Handling 
Goods 

OUR  LINE 

Has  been  extended  greatl\-  and  every  dealer 
should  see  the  improvements  and  new  lines  we 
have  in  Children's  Sidewalk  Sulkies,  Carriages 
and  and  Collapsible  Go-carts. 

787 
House  Carriage 

1278 
Sidewalk  Sulky 

For  Steel  body  Express  Wagons  our  "Artillery 
Car"  is  giving  best  of  satisfaction. 

Travellers  nom  on  the  road,  or  write 

The  Gendron  Mfg.  Co.,  Limited 
Toronto,  Canada 

2 

I  —  Statements 

Another  Use  for 

Window  Envelope 

INVOICES  should  be  mailed  in  the  B-E  WIN- DOW ENVELOPE,  so  that  each  day  s  ship- 
ments may  be  invoiced  before  closing  time. 

^  Nothing  speaks  more  clearh'  of  clean-cut,  up- 
to-date  methods  than  the  receipt  of  invoice  be- 

fore the  arrival  of  goods.  Nothing  bothers  "  the 
trade  "  so  much  as  to  have  shipments  come  in 
before  the  invoice — holds  up  delivery,  checking, 
etc.  ̂   The  B-E  Window  Envelope  does  your 
addressing  free  of  charge — with  no  labor  and  no 
delay.    The  "Window"  does  it. 

Procurable  in  stock  to  match  re^lar  letter  head.  Send 
for  samples  of  this  new  envelope,  and  details  of  this 
modern  manner  of  mailing.     Discounts  for  quantity. 

BARBER-ELLIS,  Limited 

62  Wellington  St.  W.       -      -  Toronto 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  Journal 
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PEASE 

FURNACE 

Our  motto  is  not  "How  Cheap"  but  "How 
Good"  can  we  make  it. 

The  result  of  practicing'  this  motto  is  our 
unblemished  reputation  for  the  last  36 years 

of  prciducing'  the  best  furnace  in  every  way. 

"Ask  the  man  who  has  one" 

Write  for  a  copy  of  our 
new  illustrated  catalogue 

Let  our  Heating  Engineering  Department 
help  you  free  of  cost  on  any  heating  problem 
you  ma\'  have  to  solve. 

PEASE  FOUNDRY  COMPANY. 

Toronto  Winnipeg 

Western  Representatives  : 
PEASE- WALDON  COMPANY,  Limited,  WINNIPEG 

Flat  Rolled  Steel 

BEST  BRIGHT  FINISH 
11 

Just  the  stock  for  nickel  plating, 

stove  rings,  facings,  corner  pieces. 

All    widths,    thicknesses  and 

tempers. 

Send  for  Illustrated  Booklet 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

Here's  a  Tip  to 

Hardwaremen 

Get  the  Laundries  m 

your  town  interested  in 

WATERPROOF 

LEATHER 

BELTING 

^^^^^  It  is  exactly  the  requisite 

for  driving  the  washers  and  extract- 

ors, because  moisture  and  steam 

has  absolutely  no  effect  on  it. 

Made  especially  for  this  class  of work  by 

ESTABLISHED  1876 

MONTREAL 
511  William  St. 

TORONTO 
27  Melinda  St. 

ST.  JOHN,  N.  B. 
89  Prince  William  St. 

WINNIPEG 
244  Princess  St. 

VANCOUVER 
217  Columbia  Ave. 

For  Over  Thirty-Jive  Years 

the  Makers  of  the  Best  Belts 

This  DOES  make  a  difference  to  you. 
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CRESCENT 

HINGES 

BRAND 

BUTTS 

BUILDERS'  ̂ .  HARDWARE 

Barn 

Door 

Hangers 

Parlor 

Door 

Hangers 

Staples 

Latches 

Gate 

Hooks 

Corrugated  Strap  and  Tee  Hinges 
and 

Light,  Medium,  and  Heavy  Strap 

and  Tee  Hinges 

Canada  Steel  Goods  Co.    Hamilton,  Can. 
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GUELPH,  the  City  Famous  for  its  Municipal  Ownership 

THE  MAYOR  AND  CORPORATION  of  the  City  of  Guelpli  extend  a  most  hearty  invitation 

to  the  Members  of  the  Ontario  Retail  Hardware  and  Stove  Dealers'  Association  to  visit  the  Royal 
City  during  the  Seventh  Annual  Convention  to  be  held  in  Guelph  on  Feb.  20,  21,  22  and  23,  1912. 

Guelph  as  a  Manufacturing  Location 

A  Few  of  the  Features 

Excellent  sites  are  available  for  factories,  free.    These  are  situated  on  or  off  the  railways,  as  required. 
Cash  bonuses,  and  loans  at  low  rate  of  interest. 

All  important  railways  have  first-class  passenger  service  here. 
In  addition  to  having  an  active  City  Council  and  Board  of  Trade,  the  city  maintains  a  distinct 
department  for  encouraging  and  developing  its  industrial  and  manufacturing  interests.  Every 
encouragement  is  extended  any  enterprise  that  will  aid  in  the  extension  and  building  up  of  the  city 

Communications  are  solicited.       Information  cheerfully  furnished. 

Write,  Wire  or  Phone  to 

R.  McDonald,  industrial  Commissioner,  City  Hall,  Guelph,  Ont. 
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IF  YOU  WANT  TO  SEE 

The  strongest  gate  made ; 
The  gate  that  is  acknowledged  to  be  the  best  in  America ; 
The  gate  that  gives  you  the  best  profit  for  handling ; 
The  gate  that  is  sold  on  the  most  liberal  selling  plan. 

See  our  exhibit  at  the  Hard- 

ware Convention  in  Guelph. 

Canadian  Gate  Company^  Limited,  Guelph,  Ontario 

GUELPH 

SPRINGS  AND  AXLES 

Are  Warranted  to  Give  Satisfaction 

Heavy  Ribbed  Springs  and  Axles  for 

Platform,  Lorry  and  Drays 

ANCHOR  BRAND 
Established  1872 

Anchor  Express  Axles  are  unsurpassed  for  Express  and  Dray 
Wagons  of  all  kinds,  they  have  case  hardened  Boxes  and  Spindles. 
Use  them  on  your  next  job  and  you  will  be  amply  repaid. 

Send  for  Catalogue 

Guelph  Spring  &  Axle  Co.,  Limited 
GUELPH ONTARIO 
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The 

Bond  Hardware  Co.,  Limited 

Guelph 

Wholesale  Hardware  Merchants 

Shelf  and  Heavy  Hardware 

Builder's  Hardware 

Cutlery  and  Fine  Tools 

Carriage  Goods 

Bar  Iron  and  Steel 

Iron  Pipe  and  Fittings 

Enquiries  Appreciated 

Orders  Promptly  Filled 

Railroads  out  of  Guelph  in  six  directions  assuring 

excellent  service  by  The  Bond  Hardware  Co.  to  all 

Western  Ontario. 

The  Bond  Hardware  Co./  Limited 

Guelph 
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CANADA^S  LARGEST 

In  GUELPH,  The  1912 

Seasonable 

It*s  Time  to  Order  Screen 
Door  Hinges 

And  the  kind  to  order  are  the  reliable  "T.  F."  Lines  which 
have  given  your  customers  such  good  satisfaction  in  former 

years. 

The  No.  20  spring  hinge  illustrated  is  a  hold-back  hinge  and 
is  unequalled  anywhere  for  qualify.  It  w^ill  last  as  long  as 
any  screen  door,  the  springs  being  made  of  the  best  crucible 
steel,  oil  tempered,  and  the  castings  from  the  finest  grey  iron. 
When  you  buy  our 
Canadic .anadian  made  hmges 

you  can  afford  to 
guarantee  the  goods 
as  our  long  years  of 

reputation  are  behind 
the  lines  we  manufac- 
ture. Taylor-Forbes  No.  20 

Spring  Hinge 

The  Only  Canadian  Made  Floor  Hinge 

For  simplicity  and  high  quality  the  "Chief"  Spring- 
Floor  hinge  is  unexcelled.  It  is  not  necessary  to  cut 

up  any  part  of  the  floor  to  adjust  the  "Chief"  to  the 
door.  All  the  carpenter  has  to  do  is  to  cut  out  a  small 
piece  at  the  bottom  corner  of  the  door  and  make  a 
slight  mortice  for  the  strap  end  of  the  hinge.  The 
entire  weight  of  the  door  rests  on  the  ball  bearings  and 
allows  the  door  to  swing  freely  and  easily  without 
jarring. 

If  your  jobber  cannot  supply  you  with  the  "Chief, 
write  us  direct  for  prices.  We  assure  you  a  good  profit 
and  every  hinge  has  our  guarantee  to  be  the  ynost  per- 

fect on  the  market  to-day. 

Every  Attention  will  be  Given  to  Hard- 
waremen  who  Visit  our  Big  Plant 

During  the  Retail  Hardware  Convention Taylor-Forbes  Chief  Spring  Floor  Hinge 

TAYLOR-FORBES 

Taylor-Forbes  Co.,  246  Craig  St.,  Montreal 
H.  G.  Rogers,  53  1-2  Dock  St.,  St.  John,  N.  B. 
Canadian  United  Mfrs.  Agency,  London,  Eng. GUELPH 
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CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 43 

lARDWARE  INDUSTRY 

CONVENTION  CITY 

Suggestions 

Make  "Quality"  Your  Selling 
Argument  This  Year 

The  '  'impress" Ball  Bearing  Lawn  Mower — the  easy  run- 
ning lawn  mower — is  the  best  seller  on  the  Canadian  market. 

It  is  an  open  cylinder  machine  and  the  workmanship  and 
quality  of  material  used  are  the  best  that  can  be  obtained. 

You  can  buy  a  cheaper  machine,  but  none  that  will  carry  a 
better  profit  for  you  and  give  your  customer  better  satisfaction. 

The  Taylor-Forbes  Company  are  the  largest  Canadian  man- 

ufacturers of  lawn  mowers  and  we  guarantee  the  "Empress" 
to  be  the  best  and  most  satisfactory  mower  for  Canadian 
Hardwaremen  to  sell. Empress  Lawn  Mower 

Demand  for  "Western"  Tool  Grinders 
Steadily  Increasing 

For  Durability,  Efficiency  and  Economy  no  hand  tool  grinder  will  give  greater 

satisfaction  than  the  "Western."  It  is  noiseless,  dirtless  and  chainless  besides 
being  the  lightest  running  and  longest  lived  grinding  machine  on  the  market. 

Its  cut  gears  are  encased  and  friction  is  reduced  to  the  minimum.  The  wheel 

is  a  corundum  grinder,  7  x  1  inches,  and  every  part  of  the  machine  is  made  of 

the  finest  material  and  is  very  easy  to  handle.  Grinders  are  packed  one  in  a 

box  and  weigh  only  twenty  pounds. 

There  are  profits  for  retailers  who  sell  this  line,  and  if  you  cannot  get  it  from 

your  jobber  write  us  for  prices.    If  your  jobber  cannot  supply  you  we  can. 

Study  the  Variety  and  Good  Quality  of 

the  Many  Lines  we  Manufacture  in 

our  Booth  in  the  Hardware  Exhibition 

Western  Tool  Grinder 

OMPANY, 

CANADA 

LIMITED 

H.  F.  Moulden  &  Son,  Travellers'  Bldg.,  Winnipeg,  Man. 
W.  A.  MacLellan,  Vancouver,  B.  C. 
J.  B.  H.  Rickaby,  Victoria,  B.  C. 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Faint  Journal 
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EVERY  HARDWAREMAN 

Should  Have  a  Good  Fire-proof  Safe 

How  Would  You  Stand 

If  your  place  of  business  was  destroyed  by  fire?  The  loss 

of  your  accounts  and  business  records  would  cost  you 

many  times  the  price  of  a  good  Fire-proof  Safe. 

The  protection  of  your  books  is  equally  as  important 

as  the  insuring  of  your  buildmg  and  contents. 

Our  Safes 

are  positively 

Fire-Proof. 

They  have 

stood  the  test 

of  all  of  Can- 

ada's great 
fires. 

Our  Safes 

have  always 

preserved their  contents 

no  matter 

how  hot  the 

fire  nor  how 

long  it  lasted. 

If  you  are  coming  to  the  convention  at  Guelph,  we 

shall  be  glad  to  meet  you  at  our  Exhibit  and  talk  over 

your  requirements,  or  we  will  gladly  mail  you  our 

catalog  and  all  particulars. 

The  Goldie  &  McCuUoch  Co.,  Limited 

Gait Ontario Canada 

WESTERN  BRANCH: 
248  McDermott  Ave.,  Winnipeg,  Man. 

MARITIME  PROVINCES: 
13-15  Dock  St.,  St.  John,  N.  B. 

QUEBEC  AGENTS: 
Ross  &  Greig,  412  St.  James  St.,  Montreal,  Que. 

BRITISH  COLUMBIA  AGENTS : 
Robt.  Hamilton  &  Co.,  Vancouver,  B.  C. 
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Convention  Notice 

We  shall  illustrate  our  full  line 

Axes  Hammers 

Chisels  Picks 

Draw  Knives  Crow  Bars 

Adzes  Lumbering  Tools 

Buy 

Canadian  Goods 

Allan  Hills  Edge  Tool  Co. 

Gait,  Ont. 

E.  SCHOFIELD  N.  J.  DINNEN 
Canadian  Express  Bldg.  141  Bannatyne  Ave. 
Montreal  Winnipeg 

Eastern  Representative  Western  Representative 
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Ihere IS  a  lendency 

Among  Hardwaremen  to  consider  that  the  manufacturers  of 

Sheet  Metal  Building  Materials  do  not  protect  and 

assist  them  to  market  this  hne. 

Ine oalt  Art  Metal  l^ompany 

INUIllUCIo     clllUJIlg     lis     UCol     L-UolVJIllClO    SUIIIC    Ul     lllC     Idl  gCol 

1 — 1  avriiA/'ar^^    1         l^^vc    in    1  Infafir^  an/H    fn^^c#=*    nrmc     Kd^r^    r\  r\ I  IdlUVVClIC    1-/CC11C10    111    v^llldlHJ      dllU    lllCSC    lllllls     lldVc  llO 

such  cause  of  complaint  to  offer,  principally,  because  they 

demonstrate  by  constantly  going  after  business  that  they  are 

entitled  to  this  protection  and  assistance. 

We  like  to  do  business  with  the  Hardware  people  and  would  like  to 

meet  you  at  our  booth  at  the  Guelph  Convention 

Couch  Hammock 

Hangs  from  the  ceiling  parallel  with  wall,  woven  spring  bed,  well-made  mattress,  combination 
chain  and  rope  stringing 

Other  Hammocks  in  Rib,  Tapestry  and  Jacquard  weaves  in  all  qualities 

MANUFACTURED  IN  CANADA  BY 

The  Gait  Robe  Co.,      Gait,  Ont. 
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Rates  $2.00  to  $2.50  With  Bath,  $2.50  to  $3.50 

NEW  WELLINGTON  HOTEL 

E.  B.  CLANCY  Proprietor 

GUELPH 

Opposite  C.P.R.  Depot Two  Blocks  from  G.  T.R.  Depot 

Just  across  the  road  from 
G.  T.  R.  Depot,  City  Hall 
and  Winter  Fair  Building 

All  rooms  steam  heated  and  supplied  with  hot 
and  cold  running  water.  American  plan  $2.00 
per  day.     Rooms  with  bath  $2.50  per  day. 

KING  EDWARD  HOTEL,  GUELPH 
JAMES  JOHNSTON,  PROPRIETOR 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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BRUSHES 

Assortments  of  Brushes  in  neat 

display  boxes  convenient  for  the 
Hardwareman 

Varnish  Brushes  that  re- 

tail for 

5c.  10c.  15c.  20c.  25c. 

at  a  good  profit  for  the 

storekeeper.     Can  be 

Doug  ht  th  rough  any 

Hardware  Jobber  or  from 

MEAKINS  &  SONS 

TORONTO HAMILTON WINNIPEG 

Wright's  No.  4 
Cold  Blast  Lantern 

For  1912 

With  patent  wire  bail 
undetachable  handle 

With  ears  tightly  clinched  around 
tubes  and  soldered. 

No  opening's  in  tubes  to  wear  larger or  affect  the  Cold  Blast  draft. 
Handle  cannot  possibly  become  loose 

Wright's  No.  25 
Reflector  Cold  Blast 

Let  us  send  you  a  sample  order  of 
these  Lanterns,  so  that  you  may  judge 
them  for  yourself. 

E.  T.  WRIGHT  &  CO.  (H  G  wH,ht) 
HAMILTON,  CANADA 

Winnipeg  distributing  agents — Merrick-Anderson  Co.,  Winni- 
peg, Man. Vancouver  distributing  agents — Macpherson  &  Teetzel,  Van- couver, B.C. 

Toronto  agent— F.  B.  Wilson,  33  Maitland  Street. 
Winnipeg  agents — W.  Reynolds  &  Co. 

This  is  our  No.  4  fitted  with 
reflector  hood 
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A  Carborundum  Dealer  is  the  dealer  who  sells  more 

sharpening  stones 

Our  representative  at  the  Guelph  and  Montreal  Con- 

ventions will  be  glad  to  show  you  reasons  why  you 

should  handle  these  ever  selling  products 

Carborundum  products  include  Sharpening 

Stones  for  every  sharpening  need— Carbor- 

undum Niagara  Grinders,  Carborundum 

Razor  Strops,  etc. 

Nearly  every  jobber  in  the  Dominion  handles  them 

The  Carborundum  Company 

Niagara  Falls,  N.Y. 
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MADE  IN  CANADA  MADE  IN  CANADA 

TO  THE  HARDWARE  TRADE  OF  CANADA : 

Rogers— I  wan  Pattern— 4",  6",  7",  8",  9",  10",  12" 

We  offer  a  complete  line  of  Post  Hole  Augers 
and  Diggers.    The  Erie  line  will  put  you  right. 

Erie  Digwell  Pattern 

7",  8",  9" 

Iwan's  Pattern— 4",  6",  7" 
9",  10",  12" 

Erie  Universal  Digger Erie  Gibbs  Digger Brie  Champion 
Digger Erie  Eurelta 

Digger 

Erie  Vaughan  Pattern 
4",  5",  6",  7",  8"  9",  10" 

Erie  Hercules 
Digger 

All  of  the  above  patterns  made  in  St.  Thomas,  made  right, 
at  right  prices.    We  shall  be  pleased  to  have  inquiries. 

Erie  Iron  Works,  Ltd.,  Manufacturers,  St.  Thomas,  Ont. 

MADE  IN  CANADA MADE  IN  CANADA 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 



CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

Mr.  Hardwareman: 

DO  YOU  KNOW  that  customers  stay  longer — 
do  their  shopping  better  and  buy  more  in  a  wel 

lighted  store. 

That  people  consciously  or  unconsciously  avoid  a 

dark  store  and  are  attracted  to  a  bright  cheerful  in- 
viting one. 

That  better  light  will  suggest  to  your  clerks  to  keep  your  stock  neat  and  your  store  clean. 

And  that  the  above  being  true,  a  better  lighted  store  will  also  increase  your  business 

NOW  THEN  what  you  need  is  more  light  for  less  money.  A  light  that  will  make  your 
store  as  bright  as  day,  one  that  will  attract  customers  and  increase  your  sales. 

THE  R-K  LIGHTING  SYSTEM  is  a  complete  gas  plant,  that  is  always  ready  to  use, 
one  that  is  absolutely  under  your  control.  It  will  produce  from  500  candle  power  up  of 
pure  white  brilliant  light  at  an  average  cost  of  one  cent  per  hour  for  500  c.p.  It  is 
permitted  by  all  insurance  companies,  is  easy  to  operate,  costs  little  to  install  and  pays  for 

itself  in  a  few  years.    Can  be  installed  in  any  store — no  matter  where  you  live. 

It  is  used  in  preference  to  electricity  by  a  large  number  of  hardware  dealers,  among 
them  are :  Howell  Hardware  Co.,  of  Goderich ;  G.  A.  Binns,  of  Newmarket ;  F.  Y.  Braith- 

waite,  Blind  River;  M.  Weichel  &  Sons,  Elmira;  D.  Cinnamon,  of  Lindsay,  and  many 
others. 

Each  system  is  fully  guaranteed  for  five  years  to  give  perfect  satisfaction.  We  will 
guarantee  to  give  you  twice  the  light  you  at  present  have  for  less  money  than  you  now  pay, 

no  matter  what  you  at  present  use — gas — electricity — acetylene  or  coal  oil  lamps. 

Write  today  for  Booklet  "  S  "  and  allow  us  to  show  you  how  to  have  more  light  for 
less  money.    Costs  nothing  to  inquire. 

A  New  Portable  Table  Lamp 

We  have  just  placed  on  the  market  a  new  portable  table  lamp  that  is  a  complete  gas 
plant  in  itself.  This  is  for  the  farmer,  for  summer  cottages,  and  private  residences  in  the 
smaller  towns.  We  want  a  hardware  dealer  in  every  town  to  handle  this  lamp. 

This  will  prove  a  profitable  addition  to  your  regular  line  and  sells  well.  One  firm  has 
already  sold  over  a  dozen  to  their  regular  customers.  Each  lamp  gives  200  c.p.  of  light  and 

burns  with  a  mantle  same  as  city  gas — no  wick  required.  Write  today  for  wholesale 
prices  and  agency. 

RICE-KNIGHT,  LIMITED 
86  Richmond  Street  E. 

TORONTO 

P.  O.  Box  487 

REGINA 
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The  Steel  Company  of  Canada 
Limited 

BRAND 

Lead 

Excels  in  Purity  and  lasting  qualities 

Pig  Iron,  Stove  Bolts,  Rivets,  Band  Steel 

DISTRICT  SALES  OFFICES: 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLennan,  Vancouver,  B.C.  H.  G.  Rogers,  St.  John,  N.  B. 
J.  B.  H.  Rickaby,  Victoria,  B.C.  Geo.  D.  Hatfield,  Halifax,  N.S. 

BANNER  ALL  BRASS  LAMP  BURNERS 

Made  With 

Covered  Base 

It  is  put  in  the  BANNER  for 

YOUR  PROTECTION. 

Does  not  collect  dirt,  dead 

insects,  or  inflammable  material. 

ONTARIO  LANTERN 

&  LAMP  CO.,  Limited 

Head  Office  and  Factory: 

HAMILTON,  ONTARIO 

Sold  by  All  Jobbers 

MONTREAL,  WINNIPEG,  VANCOUVER 
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LEEKNOTT 

ROOFING 

•Weatherproof- 

PRODUCTS 

SANKOTE 

ROOFING 

The  Best  Roofing  Proposition  for  Retailers 

We  co-operate  with  our  customers  by  assisting  them  to 

close  orders.    Write  for  our  proposition — it  will  pay  you. 

Roof  of  Beatty  Bros.,  Limited,  new  factory  at  Fergus,  Ont.,  roofed  with  three-ply  Leeknott  Roofing. 

LEEKNOTT  roofing  will  satisfy  the  most  exact- 
mg  customers ;  it  being  made  from  the  best  long 
fibre  wood  felt,  thoroughly  saturated  with  genuine 
Trinidad  Asphalt.    It  is  guaranteed  absolutely. 

SANKOTE  asphalt  roofing  is  lower  in  price 

but  is  made  expressly  for  Canadian  climatic  con- 
ditions. It  has  a  sand-coated  surface  and  is 

everlastingly  waterproof. 

In  Quality,  Selling  Helps  and  Margin  of  Profit 
we  can  interest  you.     Write  for  our  proposition 

CANADIAN  SUPPLY  COMPANY 

220  KING  STREET  WEST,  TORONTO 
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No.  44    3  Way  Prism 

No.  114 — Single  Pendant  Prism 

No.  43— Plain  Lens 

3  STYLES  OF 

GLASS 

used in  our 

Interlocking  Sidewalk  System 

"  Canadian  Manufacture  " 

Plastic  compound  around  top  of 

glass  is  furnished  when  desired, 

this   prevents  shaling   of  glass 

WRITE  US 

THE  HOBBS  MANUFACTURING  CO.,  LIMITED 

GLASS 

London 
Toronto 

Montreal 
Winnipeg 

BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863 

Twelve  Medals  of  Award  at 

INTERNATIONAL 

Expositions 

INCORPORATED  1895 

Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

Copy  of  Catalogue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 

THE  IMPROVED 

KEYSTONE  DEHORNING  CLIPPER 

HAS  NO  EQUAL 

And  is  an  excellent  line  for  retail  liardwaremen  to  sell  as  it  is  a  hig-h-grade  article 
and  carries  a  good  margin  of  profit.  Dehorning  cattle  makes  them  much  safer,  the 
danger  from  going  by  Ijulls  being  removed.  Dehorned  cattle  fatten  much  quicker, 
the  advantage  to  shippers  being  apparent.  The  Keystone  is  a  strong  clipper,  cutting 
from  four  sides  at  once.  You  can  guarantee  it  with  confidence,  as  it  has  35  years 
of  successful  use  behind  it.    If  your  jobber  cannot  supply  you,  write  me. 

MANUFACTURED  BY 

R.  H.  KcKENNA,  219  Robert  St.,  Toronto 
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THE "GEM" 

WASHER 

HIGH  SPEED  FLY  WHEEL 
RAPID    ACTION  DASHER 

For  smooth  running, 

easy  working  and 
rapid  action  this  ma- 

chine has  no  superior. 

The  Dasher  causes 

a  great  agitation  in 
the  water,  and  the 
clothes  are  cleansed 
very  quickly. 

"  Gem  "  Washer 
tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 

Manufactured  by 

J.  H.  CONNOR  &  SON,  Limited 
OTTAWA ONTARIO 

Our  New  Stand  for  Displaying 

PIKE  TOOL  GRINDERS 

is  a  winner  in  every  sense  of  the  word. 
It's  made  a  hit  with  other  hardware 
dealers — why  not  with  you? 
Full  information  gladly  furnished  by 

PIKE  MANUFACTURING  COMPANY 

PIKE,  N.H.,  U.S.A. 

THE 

STERLING  BANNER 

RANGE 

To  The  Retail  Stove 

Dealers  of  Canada 

We  take  pleasure  in  announcing'  to  the  trade  that 
during  the  Hardware  Convention  at  Guelph  we 
will  introduce  to  the  trade  three  new  and  distinct 

lines  of  Ranges  which  consist  of  the  following' : 

The  BANNER  CHIEFTAIN  Range 

A  strictly  high  class  steel  range  in  every  detail. 

The  PERFECT  BANNER  Range 
An  attractive  steel  range  at  a  most  popular  price. 

The  ALERT  BANNER  Range 

A  special  cast  iron  range  which  will  be  a  leader 
in  its  class. 

These  various  lines  must  be  seen  to  be  fully 
appreciated  and  we  extend  to  you  a  hearty 
welcome  to  inspect  these  ranges. 

The  Down  Draft  Furnace 

Company,  Limited 

GALT  ONTARIO  CANADA 
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Are  you  going  after  the  good 

Heating  Contracts  this  year? 

Why  not  send  for  booklets  about  the 

KELSEY 
WARM 
AIR GENERATOR 

S  to  1  6  Zig-Zag  Heat  Tubes,  each  with  8  to  9 
square  feel  of  heating  surface,  make 

the  Kelsey  most  powerful. 

SO  that  you  may  KNOW  WHY  it  has  the  greatest  and 
most  effective  heating  surfaces  ;  why  it  warms  great 
volumes  of  air  properly  and  most  economically  and  dis- 

tributes evenly,  and  has  many  other  advantages  which 
would  enable  you  to  get  the  good  business. 

Send  also  for  Booklets  describing  the  Canadian  Air  Warmer 

THE  TROPIC 

and  our  complete  line  of  Heaters. 

We  make  the  most  complete  line  of  Heating  Goods  for  warm  air 
Send  for  Particulars  regarding  Agency 

THE  JAMES  SMART  MFG.  CO.,  Limited 

Brockville,  Ontario 

THE  EMPIRE 

A  POWER  GRINDSTONE  FOR  the  FARM 

This  machine  is  designed  especially  for  farm  use  in  connection  with  a  gasoline  engine.  The  stone 
is  GENUINE  Berea  grit.  The  frame  and  trough  are  cast  iron  and  will  not  rust  out.  It  is  fitted 
with  our  detachable  fixture,  steel  shaft,  ball-bearings,  pulley  and  hand  crank  and  the  price  is  popular. 

Cleveland 

THE  CLEVELAND  STONE  CO. 
Chicago New  York 
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"Reliability  in  Rubber" 

RUBBER  GOODS 

For  the  Hardware  Trade 

We  make  Hose  of  all  kinds,  Packings 

to  suit  every  requirement,  Beltmg  for 

all  purposes,  Tubmg,  Valves,  Valve 

Discs,  Force  Cups  and  Plumbers'  Sup- 

plies, Wringer  Rolls,  Rubber  Mats  and 

Matting,  Interlocking  Rubber  Tiling, 

etc.,  etc. 

The  Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO MONTREAL HALIFAX WINNIPEG CALGARY VANCOUVER 

These  Representatives  will  call  upon  you  in  Ontario  ; 
T.  W.  McKENNEY,  Western  Ontario 
H.  E.  WILES,  Eastern  Ontario 

E.  H.  MINNS,  North  of  North  Bay 
C.  D.  SCOTT,  City  of  Toronto. 

Tiling,  Mats  and  Matting— J.  W.  SHAW 
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Moorish  Design  Cast  Register 

Sell 

These 

Registers 

Are  you  familiar 
with  the  merits  of 

Empire  Special.     New  Design 

The  Empire  Line 

Sidewall  and  Floor  Registers  and  Faces 

Wie  have  a  complete  line  and  a  most  attractive 
proposition  for  dealers 

The  Empire  Special 

Is  a  very  neat  and  up-to-date  design  with  tlie  largest  area  for  the 
size  of  any  I'egister  on  tlic  market  and  a  popular  seller.  Made in  the  following  sizes 

7  X  10  shallow         7  x  10  deep  10  x  12  deep 
8  X  10  shallow         7  x  12  deep  10  x  13  deep 
9  X  12  medium        8  x  13  deep  12  x  14  deep 

We  ha\'e  added  to  our  line  faces  the  same  design  as  Empire  Side- wall  Registers  in  sizes  7  x  15,  7  x  24,  7  x  30. 

CANADIAN  HEATING  &  VENTILATING  COMPANY 

OWEN  SOUND      -      -  ONTARIO 
CHRISTIE  BROS.,  LTD. 

1824  Dundas  Street  Toronto 
M.  C.  DREW  &  SON 

Vancouver 
CHRISTIE  BROS.  CO.,  LTD. 

Park-Henry  Streets,  Winnipeg 

See  Our  Exhibit 

OF 

SELF  MEASURING 

OIL  STORAGE  SYSTEMS  and 

PEERLESS  WATER  SYSTEMS 

AT  THE 

Retail  Hardware  Exhibition  at  Guelph 

An  unique  feature  of  the  Exhibit  will  be  our  300  series  Silent 
Electric  House  Pump  in  actual  operation. 
Every  hardwareman  will  recognize  in  it  the  ideal  pumping 
plant  for  rural  homes. 

Ask  us  for  Bulletins  describing  oar  Systems 

National  Equipment  Company,  Limited 
21-27  Lombard  Street,  Toronto 
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HICKORY MAPLE 

See  our  Exhibit  of 

HANDLES 

At  the  Guelph  Convention 

We  will  be  pleased  to  show  you 

the  kind  of  goods  we  manufacture 

and  at  the  same  time  promise  that 

the  goods  you  buy  from  us  will 

be  as  perfect  in  material  and  finish 
as  the  ones  in  our  exhibit. 

We  Manufacture 

Axe,  Adze,  Pick,  Sledge  Ham- 
mer, Cant  Hook,  Peevie,  Spike 

Maul,  Hay  Fork,  Manure  Fork, 

Rake,  Hoe,  Shovel,  Broom  and 
all  Small  Tool  Handles. 

Rolling  Pins,  Beef  Pounders, 

Potato  Mashers 

WHIFFLETREES 

DOUBLETREES 

NECK-YOKES 

A  copy  of  our  New  Illustrated 
Catalogue  will  he  sent  to  any 
one    in  the  trade  on  request. 

W.  C.  Crawford  Co. 

Limited 

Successors  to  W.  C.  Crawford 

Tilbury  Ontario 
Established  in  1892 

ASH OAK 

USE 

Leap  Year's  Extra  Day 
To  Oil  Up 

Hero  Quality 

Oilers 

REPRESENT 

A  Long  Leap  Forward- 
Better  Than  Ever  Before 

Mowing  Machine  Oilers 

1  %  inch  opening — "The  Smooth  Thread" 

No.  1100  Standard  Tin 

1120  Largest  Made  To-day 
1130  Body  and  Bottom  one 

Piece 
1140  Standard  Copper 

1150  Same  but  heavier 

1160  Distinctive 

No.  1130 
"The  Spring  that  won't 

come  out." The 

Hero  Manufacturing 
Company 

Philadelphia,  Pa. 
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Close  Inspection 

Of  our  goods 

gives  us  more 

customers  than 

any  other  agency 

that  we  employ. 

We  have  a 

booth  at  the 

Hardware 

Convention 

Guelph,  in 

February. 

live  us  a  ca 11. 

The  Lundy  Shovel  & 

Tool  Co.,  Limited 

Peterborough,  Ont. 

Agents  for  Ontario 
N.  B.  MISENER,  TORONTO 

Agents  for  Quebec 
MESSRS.  DELORME  BROS.,  MONTREAL 

Agents  for  British  Columbia 
E.  E.  CRANDALL,  VANCOUVER,  B.C. 

Agents  for  Manitoba  and  Saskatchewan 
TEES  &  PERRSE,  Limited,  WINNIPEG 

Agents  for  Alberta 
TEES  &  PERRSE  of  Alberta,  Limited,  CALGARY 

J.  J.  TURNER 

&  SONS 

The  Largest  Manufacturers 
in  Canada  of 

Tents,  Flags, 

Awnings,  Sails, 

Horse  Blankets 

Waterproof  Goods 

Coal  Bags  and 

every  description  of 

Camping  Goods 

Send  us  your  orders  for  Tents  and  keep 

them  in  stock.    They  are  put  up 

in  bags  to  keep  them  clean. 

Success  to  the  Hardware 

Convention,  from 

J.  J.  TURNER  &  SONS 

REGINA 
Sask. 

PETERBOROUGH 

Ont. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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See  our  Display  of 

TRAPS  AND  SILVERWARE 

At  the  Guelph  Convention 

■Hi 

1^ 

VICTOR  TRAPS 

Spring  Trapping  will  Help  Your  Sales 

Look  over  })our  stock  ̂ "<^  be 

prepared  to  meet  the  demand 

Oneida  Community,  Ltd.,  Niagara  Falls,  Ont. 
Also  makers  of  Newhouse,  Hawley  &  Norton,  and  Oneida  Jump  Traps. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Rin£s  steadily  for  5  minutes,  intermittently  for  10. 

HALF  a  dozen  Big  Ben  in  your  s
tore 

window  will  add  life  and  ginger  to 

the  brightest  display. 

With  every  half  dozen  you'll  get  a  com- 
plete set  of  Window  Display  Helps.  If 

you  make  it  a  full  dozen  order,  you'll  get 
a  solid  mahogany  display  stand  and  two 

sets  of  display  helps. 

.    In  broken  and  dozen  lots^  $2.20  less  5%.    In  case  lots  of  24^  $2.10  less  5  %. 

The  Western  Clock  Mfg.  Co. 

La  Salle,  Illinois 

Big  Ben  advertisements  are  appearing  in 

the  leading  Canadian  Magazines  and  in  all 

the  United  States  Magazines  having  a  Can- 
adian circulation. 

The  retail  Canadian  price  has  been  fixed  at  $3.00.  You 
may  sell  him  for  more  if  you  wish  but  you  may  not  sell  him 
for  less, 

Big  Ben  is  carried  in  stock  by  53  Canadian  wholesalers. 
The  publishers  of  this  magazine  will  send  you  the  list 
on  request. 

Wben  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Bring  Your  Ideas  The  measure  of  success  which 
to  the  Convention.         will  attend  the  convention  of 

retail  hardwaremen  and  stove 
dealers  which  opens  in  Gnelph  on  the  19th  inst.,  will 
depend  upon  the  freedom  with  which  those  attending 
it  rub  shoulders  and  exchange  ideas. 

It  is  the  experience  of  everyone  who  has  condescend- 
ed to  rub  shoulders  Avith  his  felloAvs  that  the  act  of 

doing  so  causes  prejudices  to  vanish  and  warm  friend- 
ship to  develop.  With  friendship  comes  confidence. 

And  the  concomitant  of  this  is  an  exchange  of  helpful 
ideas  and  experiences  in  regard  to  business  methods. 
Many  merchants  have  made  many  dollars  by  ex- 

changing ideas  with  fellow  business  men.  And  there 
is  no  better  place  than  a  convention  for  practicing  it. 

He  who  in  going  to  a  convention  leaves  his  ideas  be- 
hind the  counter  of  his  own  store  may  as  well  stay  at 

home.  The  benefit  he  Avill  derive  will  be  almost  nil, 
for  ideas,  like  happiness,  are  doled  out  on  the  exchange 
basis.  One  has  to  give  as  well  as  take.  And  he  who 
freely  gives  freely  receives. 

When  a  7'etailer  is  not  prepared  to  grow  he 
ought  to  be  prepared  to  go  out  of  business. 

Sheet  Metal  The  sheet  metal  business  has 
Possibilities.  almost  limitless  possibilities  for 

the  hardware  man  who  is  ener- 
getic enough  to  get  after  it. 

There  are  ceilings,  dwellings,  barns  and  out  build- 
ings of  various  kinds  everywhere  which  should  have, 

and  many  of  them  would  have,  coverings  of  sheet 
metal  if  the  advantages  to  be  derived  from  having  it 
done  had  been  brought  home  to  their  oAvners. 

Sheet  metal  covering  is  economical  and  attractive, 
and  these  facts  only  need  to  be  brought  home  Avith 
sufficient  force  to  materially  increase  its  use. 

Supposing,  for  example,  that  hardware  men,  their 

clerks  and  delivery  men,  throughout  the  country,  were 
to  go  about  for  a  month  or  so  with  their  eyes  open 
for  buildings  on  Avhieh,  or  in  which,  sheet  metal  might 
be  used  to  advantage,  and  that  Avhenever  they  saw  any 
such  they  Avere  to  make  a  note  of  it  and  then  compile 
a  list  of  same.  One  thing  is  certain,  eA^ery  hardware- 
man  Avould  soon  possess  a  valuable  list  of  possible  cus- tomers. 

The  results  which  Avould  be  obtained  from  such  a  list 
Avould,  of  course,  largely  depend  upon  the  use  to  Avhich 
it  Avas  put.  If  it  is  alloAved  to  be  forgotten  in  the 
pigeon  hole  of  a  desk  it  had  been  better  that  it  had 
never  been  compiled. 

Fortified  Avith  such  a  list  the  first  step  should  be  to 
place  bright  and  interesting  advertising  talks  in  the 
local  newspapers  regarding  the  utility  and  economy 
of  sheet  metal  ceilings,  sidings  and  roofings.  That 
Avould  excite  interest.  Utilize  the  windoAV  for  the  same 

purpose.  Then  Avrite  letters  and  circularize  with 

bright,  "reason  Avhy"  literature;  and  don't  be  satis- 
fied Avith  doing  it  once.  Do  it  until  it  brings  results. 

No  doubt  the  manufacturers  Avould  contribute  a  supply 
of  literature  AAdiich  might  be  used  to  supplement  that 
AA'hich  is  prepared  by  the  retailer.  This,  plus  personal 
calls  upon  possible  customers,  will,  we  believe,  pay 
every  hardAvareman  in  the  country. 

He  who  plans  may  not  get  all  the  customers  he 
seeks,  but  he  prevents  rust  from  accumulating . 

Wholesalers  and  Peace  has  recently  been  declared 
Retailers  at  in  a  protracted  battle  between 
Loggerheads.  the  manufacturers  of  hardware 

and  the  retail  dealers  in  Ger- 
many. The  fight  began  early  last  summer  over  the 

eternal  question  of  supplying  department  and  co-opera- tive stores. 
For  some  time  there  had  been  bad  blood  between 

the  tAvo  organizations,  but  the  immediate  cause  of  the 
outbreak  of  open  hostilities  was  a  circular  sent  out  by 

the  manuf actiirers '  union  absolving  its  members  from 
any  longer  complying  Avith  the  agreement  made  Avith 
the  retail  federation  in  regard  to  abstaining  from  sup- 

plying department  and  co-operatiA^e  stores.  The  manu- 
facturers justified  their  action  by  declaring  that  not 

only  Avas  it  getting  more  difficult  to  comply  Avith  +he 
conditions  of  the  agreement,  on  account  of  -the  in- 

crease in  the  number  of  department  and  co-operative 
stores,  but  that  the  business  received  from  the  con- 

federated retailers  did  not  compensate  them  from  the 
loss  in  the  other  direction. 

A  gauntlet  throAvn  doAvn  in  this  Avay  Avas  naturally 
picked  up  by  the  retailers.  They  immediately  organ- 

ized a  boycott,  AA'hile  the  manufacturers,  on  the  other 
hand,  openly  allied  themselves  Avith  the  department 
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stores.  They  furthermore  prevented  the  retailers  from 

holding  their  exhibition  of  hardAvare  goods  in  connec- 
tion with  their  annual  convention. 

About  a  month  ago,  after  both  parties  had  lost  suffi- 
cient money  to  bring  them  into  a  compromising  spirit, 

the  breach  was  healed.  The  compromise  was  based  on 
an  agreement  to  the  effect  that  the  manufacturers 

would  not  "knoAvingly"  sell  to  the  objectionable  price- 
cutting  stores.  As  a  safe-guard  against  further  hos- 

tilities a  committee  was  formed,  consisting  of  four 
members  from  each  organization,  to  whom  all  disputes 
will  hereafter  be  assigned  for  settlement. 

The  incident  shows  the  advantage  of  organization 
both  to  retailers  and  manufacturers. 

//  the  chief  aim  of  an  association  oj  retailers 
is  not  the  proinotiou  of  efficiency  in  business 
methods  its  usefulness  is  small  indeed. 

Dishonesty  That  the  Secret  Commissions 
in  Business.  Act  hasn't  been  the  means  of 

crushing  out  all  crookedness  in 
business  is  shown  by  the  recent  experience  of  a  Ham- 

ilton manufacturer. 

A  certain  paint  concern  Avas  trying  to  get  the  busi- 
ness of  the  manufacturer  for  goods  used  on  his  pro- 

duct. Samples  Avere  supplied  for  testing,  and  the 
evening  before  the  order  was  to  be  given,  the  factory 
superintendent  received  a  nice  box  of  cigars  with  the 
compliments  of  the  paint  salesman. 
When  the  order  Avas  solicited  the  manager  called  in 

the  superintendent  and  asked  him  hoAV  the  test  had  re- 
sulted, and  if  it  Avould  be  better  to  place  an  order  for 

the  ncAv  line.  The  superintendent's  reply  caused  con- 
fusion, hoAvever,  he  producing  the  box  of  cigars  and 

relating  how  he  had  been  asked  to  see  that  the  trav- 
eller who  made  the  gift  wouldn't  "get  the  Avorst  of 

it."  
' 

Where  qixality  is  put  into  the  goods  and  the  make 
is  Avell  knoAvn  as  a  result  of  consistent  advertising  in 
Avhich  the  trade  mark  or  brand  name  is  featured  as  a 
guarantee  that  the  goods  are  all  that  they  are  claimed 
to  be,  it  is  unnecessary  to  stoop  to  such  practices  as 
petty  bribery. 

And  business  bought  by  bribery  is  very  likely  to  be 
lost  by  trie  same  methods. 

More  money  is  often  lost  bv  staying  aivay  from 

retailers'  conventions  than  is  made  by  remain- 
ing at  home. 

Use  Judgment  A   Toronto   hardware  jobber 
in  Ordering.  tells  of  an  experience  recently 

Avith  a  retailer  AA^hose  careless- 
nes  in  ordering  was  the  cause  of  considerable  annoy- 

ance to  all  concerned. 

The  retailer  secured  an  order  from  a  lumbering  firm 

for  supply  of  coke  shovels  listed  in  a  Montreal  jobber's 
catalogue,  the  lumberman  intending  to  use  them  for 
snoAv  shovels. 

The  Toronto  jobber  received  a  telegraph  order  for 
snow  shovels  for  a  size  not  listed  on  any  catalogue. 
As  the  order  was  a  rush  one  he  sent  the  nearest  snow 
shovel  made  to  the  size  specified.  Back  they  came, 
however,  with  the  explanation  that  what  was  Avanted 
was  a  coke  s'hovel  of  the  size  specified. 

The  retailer's  customer  suffered  needless  delay,  the 
retailer  aa^ou  a  repiitation  for  carelessness,  and  the  job- 

ber Avas  out  a  double-headed  freight  bill — all  due  to 

the  loose  methods  used  by  the  retailer  in  placing  the 
order. 

Too  much  care  cannot  be  taken  in  ordering  goods 

and  every  order  should  be  checked  to  see  that  no  mis- 
take can  be  made  by  the  shipper. 

Enthusiasm  can  never  be  driven  into  clerks. 

It  is  on  I V  developed  by  encouragement. 

The  Things  Stock-  Stock  that  lingers  on  the 
Taking  Unearth.  shelves  is  a  brake  on  business. 

Stock-taking  brings  such  mer- 
chandise into  the  limelight.  EA'ery  year  adds  to  the 

age  of  carried-over  merchandise  and  detracts  from  its 
value.  This  is  obvious  to  every  business  man.  And 
the  equally  obvious  thing  to  do  is  to  decide  upon  ways 
and  means  of  moving  it  out  at  the  first  opportunity. 
If  it  be  seasonable  goods  it  may  not  be  possible  to 
move  them  under  any  condition  at  unseasonable  per- 

iods.   Action  must  be  regulated  by  circumstances. 
If  conditions  are  not  unfavorable  the  sooner  action 

is  taken  the  better.  The  first  step  as  a  rule  is  to  reduce 
prices  to  a  figure  that  is  likely  to  induce  people  to 
purchase.  It  may  be  that  profit  Avill  have  to  be  wiped 
out  altogether.  But  it  is  better  to  stand  an  immediate 
loss  and  get  ready  cash  that  can  be  utilized  to  ad- 

vantage in  many  Avays  in  the  average  business,  than 
to  alloAV  the  goods  to  gradually  eat  up  both  principal 
and  interest  in  some  out  of  the  way  corner  in  the 
store. 

Bargain  counters  might  be  created  and  attractiA^e 
AvindoAV  displays  made  Avith  price  tickets  much  in  eAd- 
dence.  Then  the  coping  stone  to  the  campaign  should 

be  a  judicious  use  of  printers'  ink  in  the  shape  of  cir- 
culars and  newspaper  adA^ertisements. 

Where  there  is  a  AA'ill  there  is  a  Avay  for  the  ener- 
getic and  resourcefiil  merchant  to  move  the  most  ob- 

durate of  even  half  dead  merchandise. 

An  easy,  smiling  countenance  helps  the  hard- 
imrefnan  to  get  and  keep  cjtstomers. 

Business  At  nearly  cA^ery  gathering  of 
or  Booze.  men  aAvay  from  home  influence 

there  are  some  AA'ho  seek  relax- 

ation by  listening  to  the  ringing  of  the  hotel  man's cash  register. 

A  Toronto  hardAvare  traveller  tells  of  hoAV  a  sales- 
man for  a  jobbing  house  lost  two  good  customers  at 

one  of  the  retail  hardAvare  conventions  by  being  hyp- 
notized by  the  cash  register  bell.  When  he  left  the 

range  of  its  soimd  he  Avasn't  in  a  fit  condition  to  do business. 

The  annual  conventions  of  the  Ontario  Retail  Hard- 

AA^are  and  Stove  Dealers'  Association  are  becoming 
Avidely  recognized  as  splendid  meeting  places  for  pro- 
sressiA^e  retailers  AA^ho  Avish  to  talk  over  business  ex- 

periences AA'ith  felloAV  retailers  from  othei  parts  of  the 
province,  Avhile  the  exhibition  held  in  connection  AAdth 
the  convention  contains  displays  of  the  latest  goods 
being  offered  to  the  trade,  the  amount  of  buying  being 
on  the  increase  from  year  to  year. 

All  Avho  have  the  best  interests  of  the  hardAvare 

trade  at  heart,  therefore,  Avill  give  business  the  prefer- 
ence over  "booze"  at  the  Guelph  couA^ention,  and 

make  this  year's  gathering  the  biggest  and  best  of 
the  successful  series  of  conA^entions  held  by  the  Ontario 
Association. 



Seated  around  the  table  from'left  to  right:— W.  F.  Macpherson,  Prescott;  Weston  Wrigley,  Toronto  (Secretary);  H.  Occoiiiore,  Guelph  (2nd  Vice); John  Caslor,  Toronto  ( Treasurer) ;  Win.  Magladery,  New  Liskeard ;  W.  W.  Bennett,  Gananoque ;  D.  McNab,  Orillla ;  M.  S.  Madole,  Napanee  (1st 
Vice);  R.  C.  Chown,  Belleville  (President);  C.  W.  Conn,  Tillsonburg ;  and  K.  W.  Blacktnore,  St.  Thomas. 

Record  Breaking  Convention  at  Guelph  Predicted 

Ample  Accommodation  Available  for  all  who  attend — Large  Increase  in 
Number  of  Manufacturers  who  will  make  Exhibits — The  Program 
Outlined — Low  Railway  Rates  available 

The  seventh  annual  convention  of  the  Ontario  Re- 
tail Hardware  and  Stove  Dealers  Association,  which  is 

to  be  held  in  Guelph,  February  20  to  23,  will  be  a 
record  breaker  in  many  respects.  The  attendance  is 
expected  to  be  greater  even  than  at  the  London  con- 

vention while  the  number  of  exhibits  will  be  double  as 
many  as  at  London  and  about  half  as  many  again  as 
were  gathered  together  in  the  big  armories  at  Peter- 
boro  a  year  ago. 
The  conventions  of  the  Ontario  Association  have 

been  a  series  of  successes  but  the  greatest  of  them  all 
will  undoubtedly  be  that  to  be  held  in  the  Royal  City 
during  the  third  week  in  February.  Travellers  from 
all  parts  of  the  province  report  that  scores  of  retailers 
will  attend  the  Guelph  convention  for  the  first  time, 
while  fcAv  who  attended  previous  conventions,  and  can 
get  away  from  their  business  this  year,  will  miss  the 
1912  gathering. 
An  increased  attendance  is  looked  for,  also,  from 

other  provinces,  and  inasmuch  as  single  fare  rates  will 
obtain  from  all  points  in  Canada  east  of  Fort  William, 
the  conditions  are  made  easy  for  both  Eastern  and 
Western  hardwaremen  who  wish  to  see  the  biggest 
hardware  show  ever  held  in  Canada  and  rub  shoulders 
with  the  most  progressive  of  Ontario  hardAvaremen. 

Single  Fare  Railway  Rates. 

The  Eastern  Canadian  Passenger  Association  has 
granted  the  same  concessions  as  last  year  when  single 
fare  rates  prevailed.  Retailers,  travellers,  jobbers, 
manufacturers,  clerks  or  ladies,  in  fact,  anyone  attend- 

ing the  convention,  are  entitled  to  a  free  return  ticket 
if  300  or  more  of  those  in  attendance  secure  railway 
certificates  from  their  local  agent  when  purchasing 
their  ticket  to  Guelph.  These  certificates  are  to  be 
deposited  with  the  vising  officer  in  the  Convention 

Secretary's  office  at  Guelph,  and  after  being  filled  in 
and  a  fee  of  25  cents  paid  to  the  railway  representa- 

tive a  free  return  ticket  will  be  given  by  the  ticket 
agent  in  return  for  the  certificate. 

Tickets  will  be  good  for  the  trip  to  Guelph  from 
February  15  to  21  inclusive,  returning  up  to  February 27. 

If  the  travelling  salesmen  assist  their  retail  custom- 
ers by  travelling  on  convention  certificates  in  as  large 

numbers  as  at  previous  conventions  there  is  no  doubt 
about  the  free  return  trip  being  obtained. 

There  should  be  at  least  300  or  400  retailers  in  at- 
tendance at  the  Guelph  convention,  while  there  will  be 

equally  as  many  manufacturers'  and  jobbers'  repre- 
sentatives present,  each  of  the  90  firms  exhibiting  be- 

ing represented  by  from  one  to  eight  or  ten  of  their 
staff.  In  addition  to  these,  Guelph  will  be  a  inecca 
for  hardware  travellers  during  the  convention,  prob- 

ably 50'  or  100  being  present  representing  firms  which 
will  not  be  making  exhibits. 

Reception  Committee. 
A  Reception  Committee  with  Past  President  J.  R. 

Hambly  as  chairman,  and  past  presidents  D.  Broekle- 
bank,  D.  Cinnamon,  W.  G.  Scott,  F.  C.  Lariviere,  Mayor 
Thorpe,  Alderman  H.  Oecomore,  John  M.  Taylor  and 
T.  Keating,  Avill  meet  the  various  trains  and  see  that 
incoming  hardwaremen  are  properly  directed  to  the 
hotels  or  private  homes  they  desire  to  locate  in. 

Guelph  will  be  a  hard  place  to  get  lost  in,  the  main 
thoroughfare,  Wyndham  Street,  being  very  wide  and 
only  about  three  blocks  long.  The  C.P.R.  station  and 
New  Wellington  Hotel  are  located  at  one  end  and  the 
City  Hall,  Grand  Trunk  Station  and  King  Edward 
Hotel  at  the  other. 

Hotel  Accommodation. 

Guelph  has  a  reputation  for  handling  large  crowds 
during  its  Annual  Winter  Fair  when  probably  10,000 
visitors  are  looked  after  during  Fair  week.  There 
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should  not,  therefore,  be  very  mueh  diffteulty  in  secur- 
ing accommodation  for  600  or  700  hardAvaremen. 

The  Retail  Hardware  Association,  learning  from  the 

experience  of  previous  years  when  visitors  crowded 
into  the  hotel  selected  as  official  headquarters,  decided 

this  year  not  to  name  any  headquarters,  and  as  a  re- 
sult each  of  the  dozen  hotels  in  Guelph  should  receive 

their  quota  of  visitors  and  make  overcrowding  iin- 
necessry. 

The  New  Wellington  Hotel,  with  its  large  rotunda, 
will  undoubtedly  be  a  popular  stopping  place  for  large 
numbers  of  travellers  and  retailers,  but  the  King  Ed- 

ward Hotel',  located  just  across  from  the  convention 
and  exhibition  hall,  and  equipped  with  hot  and  cold 
water  in  every  room,  ought  to  be  an  equally  popular 
rendezvous.  To  assist  those  who  desire  to  secure 
accommodation  in  advance,  a  list  of  Guelph  hotels 
with  their  accommodation  and  rates  is  reproduced 
herewith : — 

List  of  Guelph  Hotels. 
Wellington,  70  rooms,  150  persons,  $2  to  $2.50. 
King  Edward,  62  rooms,  150  persons,  $2  to  $2.50. 
American,  40  rooms,  30  persons,  $1.50. 
Victoria,  39  rooms,  20  persons,  $1.50. 
Commercial,  52  rooms,  50  persons,  $1.50. 
Albion,  42  rooms,  20  persons,  $1.50. 
Union,  23  rooms,  20  persons,  $1.50. 
Western,  40  rooms,  30  persons,  $1.50. 
City,  40  rooms,  25  persons,  $1.50. 
Priory,  26  rooms,  15  persons,  $1.50. 

Queen's,  40  rooms,  15  persons,  $1.50. 
Grand  Central,  20  rooms,  40  persons,  -$1.50. 
In  addition  to  the  hotels  a  list  of  50  private  homes, 

each  willing  to  entertain  from  one  to  four  guests,  will 
be  kept  in  the  City  Hall  by  R.  MacDonald,  Publicity 
Commissioner,  and  those  wishing  to  obtain  private 
house  accommodation  in  advance  can  secure  suitable 
locatit)ns  by  corresponding  with  Mr.  Maedonald. 

Convention  Daily. 

As  at  the  Peterboro  convention,  the  Canadian  Hard- 
ware, Stove  and  Paint  Journal  will  issue  a  daily  con- 

vention paper,  giving  programme  of  events  fi'om  day 
to  day,  with  a  report  of  the  previous  day's  proceed- 

ings. The  welcome  extended  to  the  Convention  Daily 
and  the  appreciation  it  met  with,  has  been  evidenced 
during  the  past  month  by  the  large  number  of  requests 
which  have  been  made  as  to  whether  or  not  the  Con- 

vention Daily  would  be  a  feature  at  the  Guelph  con- 
vention. Its  value  having  been  proven,  the  Conven- 

tion Daily  can  be  again  looked  for. 

The  Exhibition  Hall. 

As  carpenters,  painters  and  decorators  will  be  busy 
in  the  Winter  Fair  building  the  week  before  the  con- 

vention takes  place,  erecting  booths,  decorating  them 
with  bunting  and  placing  signs  to  indicate  the  loca- 

tion of  the  various  exhibits,  all  of  this  work  is  to  be 
completed  by  Thursday  previous  to  the  convention,  and 
on  Friday,  Saturday  and  Monday  exhibits  will  be  piit 
into  place  by  those  representing  the  exhibits,  assisted 
bv  workmen  engaged  by  the  Retail  Hardware  Asso- 
ciation. 

The  Exhibition  hall  is  well  heated  and  will  be  well 

lighted  by  rows  of  arc  and  100  candle-power  Tungsten 
lamps,  in  addition  to  which  many  of  the  booths  Avill 
be  connected  for  special  lighting  or  for  electric  signs, 
and  special  gas,  water  and  electric  connections  will 
also  be  made  to  the  different  booths  to  provide  power 
for  demonstrating  gas  ranges,  washing  machines, 
pumping  engines,  electric  irons,  etc. 

Two  Buildings  in  One. 
The  convention  meetings  Avill  be  held  in  the  City 

Hall  and  the  exhibition  in  the  Winter  Fair  building, 
the  two  buildings  being  connected  together,  and  thus 
both  convention  and  exhibition  Avill  be  under  one  roof. 

The  distribution  of  badges,  which  is  always  a  fea- 
ture at  the  opening  of  every  hardware  convention,  Avill 

take  place  in  the  Council  Chamber  in  the  City  Hall, 

Avhere  the  Secretary's  office  ̂ vill  be  located.  The  con- 
vention meetings  Avill  be  held  on  the  second  floor  of 

the  City  Hall,  the  room  being  large  enough  to  accom- 
modate probably  500  people. 

The  entrance  to  the  Winter  Fair  building  will  be 
through  the  Market  building  in  the  rear  of  the  City 
Hall.  In  this  IMarket  building  a  number  of  Gait  hard- 

ware manufacturers  have  grouped  their  exhibits  to- 

gether and  the  display  of  "Gait  Made  HardAvare"  will 
be  one  of  the  features  of  the  conA'ention.  Upstairs  in 
the  Winter  Fair  building,  the  exhibits  Avill  be  arranged 

in  two  long  aisles  in  the  form  of  a  letter  "U"  there 

Where  the  Convention  is  to  be  held 

being  in  all  about  110  booths,  all  of  AA'hich  will  be 
occupied  by  displays  of  goods  sold  in  hardware  stores 
or  articles  used  in  properly  equipping  retail  stores  to 
handle  business  to  the  best  possible  adA^antage. 

List  of  Exhibitors. 
A  fortnight  ago  three  booths  reserved  for  displays 

of  metal  rooting,  etc.,  were  giA^en  up  by  the  firms  to 
Avhom  they  had  been  allotted  and  this  necessitated  a 
ijlight  re-arrangement  of  the  booths  in  the  main  hall. 
A  study  of  the  list  beloAV  Avill  shoAV  that  practically 

every  aA'ailable  space  in  the  Exhibition  hall  has  been 
taken  up  by  firms  aa^Iio  desire  to  exhibit  their  products 
^"0  retail  hardAvaremen  AA'ho  Avill  attend  the  convention. 
1  to  4.    Taylor-Forbes  Co.,  Guelph. 
5.  F.  W.  Bird  &  Son,  Hamilton. 
6.  Ohio  Varnish  Co.,  Cleveland. 
7.  Dominion  Register  Co.,  Toronto. 
8.  J.  Wiss  &  Son,  Newark. 
9.  E.  C.  Atkins  &  Co.,  Hamilton. 
10.  Pinchin,  .Johnston  Co.,  Toronto. 
11.  Pratt  &  Lambert,  Bridgeburg. 
12.  Canadian  H.  W.  .Johns-Manville  Co.,  Toronto. 
13.  National  Equipment  Co.,  Toronto. 
14.  Dominion  Eoofing  Co.,  Toronto. 
15.  Benjamin  Moore  &  Co.,  West  Toronto. 
16.  Gendron  Manufacturing  Co.,  Toronto. 
17.  Standard  Paint  Co.  of  Canada,  Montreal. 
18  to  20.    Tobin  Arms  Manufacturing  Co.,  Woodstock. 
21,  22.    Oneida  Community,  Ltd.,  Niagara  Falls. 
23.  International  Varnish  Co.,  Toronto. 
24.  Page  Wire  Fence  Co.,  Walkerville. 
25.  Cummer-Dowswell,  Ltd.,  Hamilton. 
26.  S.  F.  Bowser  &  Co.,  Toronto. 
27.  Imperial  Varnish  &  Color  Co.,  Toronto. 
28.  Boeckh  Bros.,  Ltd.,  Toronto. 
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29, 
31. 
32. 
33. 34, 
36. 
37. 
38. 
39. 
40. 41, 

43. 
44. 
45. 
46. 
47. 
48. 
49. 
50. 
51. 
52. 
53. 

30.    Martin  Senour  Co.,  Montreal. 
Stanley  Eule  &  Level  Co.,  New  Britain,  Conn. 
Glidden  Varnish  Co.,  Toronto. 
Brantford  Eoofiug  Co. 

35.    D.  Maxwell  &  Sons,  St.  Mary's. 
Gurney  Foundry  Co.,  Toronto. 

Aspinwall  Manufacturing  Co. 
Parker  &  Whyte,  Winnipeg. 
Whyte  Ehrhardt  Co.,  Toronto. 

42.    Success  Manufacturing  Co.,  Gloucester,  Mass.,  (Lewis 
Bros.,  Montreal). 

Dover  Manufacturing  Co.,  Canal  Dover,  O. 

W.  C.  Crawford  Company,  Tilbury. 
Pike  Manufacturing  Co.,  Pike,  N.H. 
Gillette  Safety  Eazor  Co.,  Montreal. 
Lutkin  Rule  Co.,  Windsor. 
Canadian  Carbon  Co.,  Toronto. 
Turpentine  Producers  Ag-ency,  Toronto. 
Lundy  Shovel  &  Tool  Co.,  Peterboro. 
Sovereign  Mit,  Glove  &  Eobe  Co. 

80. 

81, 

83. 

84, 

86. 
87. 
88. 
89. 

Northern  Aluminum  Co.,  Toronto. 
82.    Clare  Bros.,  Preston. 
Sanderson  Harold  Co.,  Paris. 

85.    Mofeat  Stove  Co.,  Weston. 
Harriston  Stove  Co.,  Harriston. 
James  Stewart  Manufacturing  Co.,  Woodstock. 
J.  H.  Connor  &  Son,  Ottawa. 
Hall  Zryd  Fdy.  Co.,  Hespeler. 

90,  91.    McClary  Manufacturing  Co.,  London. 

In  office  and  store  equipment  room,  60  x  20  feet- 
Walker  Bin  &  Store  Fixture  Co.,  Berlin. 
Ontario  Desk  &  Supply  Co.,  Elmira. 
Monarch  Tj'pewriter  Co.,  Toronto. 
National  Cash  Eegister  Co.,  Toronto. 

In  the  Market  building — 
Shurly  &  Deitrich  Co.,  Gait. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Canadian  Brass  Co.,  Gait. 
Canadian  Potato  Machinery  Co.,  Gait. 
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54.  Brandram  Henderson  Co.,  Montreal. 
55.  Carborundum  Co.,  Niagara  Falls,  N.Y. 
56.  Buffalo  Sled  Co.,  Preston. 
57.  Ontario  Lantern  &  Lamp  Co.,  Hamilton. 
58.  Canadian  Yale  &  Towne  Co.,  St.  Catherines. 
59.  60.    Lowe  Bros.,  Ltd.,  Toronto. 
61.  Onward  Manufacturing  Co.,  Berlin. 
62.  Gutta  Percha  &  Eubber  Manufacturing  Co.,  Toronto. 
63.  Steel  Trough  &  Machine,  Tweed. 
64.  Down  Draft  Furnace  Co.,  Gait. 
65.  Canadian  Heating  &  Ventilating  Co.,  Owen  Sound. 
66.  67.    Wondershine  Co.,  Toronto. 
68,  69.    D.  Moore  Co.,  Hamilton. 
70.  Dunlop  Tire  and  Eubber  Goods  Co.,  Toronto. 
71.  Stratford  Manufacturing  Co.,  Stratford. 
72.  Invincible  Fencing  Steel  Co.  of  Canada,  Hamilton. 
73.  Wm.  Buck  Stove  Co.,  Brantford. 
73%.    Louden  Manufacturing  Co.,  Guelph. 
74.  Canadian  Gate  Co.,  Guelph. 
75.  Gilson  Manufacturing  Co.,  Guelph. 
76.  Imperial  Steel  &  Wire  Co.,  Collingwood. 
77.  78.    Queen  City  Oil  Co.,  Toronto. 
79.    Burrow,  Stewart  &  Milne,  Hamilton. 

Gait  Eobe  Co.,  Gait. 
Goldie  &  McCulloch,  Gait. 
Gait  Art  Metal  Co.,  Gait. 
Kaiting  Washing  Machine  Co.,  Gait. 

Hours  of  Exhibition. 

The  Exhibition  is  to  open  on  February  19,  and  all 
exhibits  should  be  in  place  by  Monday  afternoon.  On 
Monday  night  Exhibition  Hall  is  to  be  thrown  open  to 
citizens  of  Guelph,  complimentary  tickets  being  dis- 

tributed to  the  mechanics  in  the  various  Guelph  factor- 
ies, a  supply  also  being  placed  in  the  hands  of  local 

hardwaremen  for  distribution. 

On  Wednesday  night  and  Thursday  afternoon  the 
Exhibition  will  also  be  open  to  the  public,  admittance 
being  by  ticket  in  order  to  ensure  the  attendance  only 
of  those  who  seek  information. 

The  Exhibition  Hall  will  be  open  to  hardwaremen 

only  on  Tues'day,  "Wednesday,  Thursday  and  Friday 
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mornings,  while  on  Tuesday  night  the  hall  will  be  open 
to  hardwaremen  only  until  9.30  p.m. 

Convention  Programme. 
The  opening  session  of  the  convention  will  be  held 

at  2  p.m.  Tuesday  afternoon,  February  20,  the  order 
of  business  including  civic  Avelcome,  reception  of  spe- 

cial guests,  President's  address  and  officers  reports,  re- 
ports of  standing  committees  and  appointment  of  con- 

vention committees,  followed  by  a  discussion  on  par- 
liamentary questions  effecting  the  hardware  trade,  such 

as  parcels  post  question  and  abolition  of  the  special 
charges  on  weights  and  measures.  Major  Gurrie,  M.P. ; 
W.  G.  Weichel,  M.P. ;  Richard  Plain,  M.P. ;  and  Thos. 
Marshall,  M.P.P.,  have  signified  their  intention  of  be- 

ing present  at  the  convention  unless  parliamentary 
business  necessitates  their  presence  at  Ottawa  or  To- 
ronto. 

The  Wednesday  afternoon  meeting  of  the  conven- 
tion will  he  given  over  to  a  discussion  on  retail  sales- 

manship. Manufacturers,  jobbers  and  travellers  will 
be  given  the  privilege  of  the  floor  to  discuss  with  mem- 

bers of  the  Association  the  best  plans  for  increas- 
ing the  volume  of  trade  by  retail  hardwaremen  in 

competition  with  mail  order  houses,  and  other  influ- 
ences harmful  to  the  development  of  trade  in  regular 

trade  channels. 

A  committee  composed  of  Messrs.  A.  A.  Bittues,  Gil- 
lette Safety  Razor  Co.,  Montreal;  Tom  Wright,  H.  S. 

Rowland  Sons  &  Co.,  Toronto;  E.  Holt  Gurney,  Gurney 
Foundry  Co.,  Toronto;  C.  F.  Smallpieee,  Taylor-Forbes 
Co.,  Montreal,  and  Milton  Bergey,  Lowe  Bros.,  Toron- 

to, will  co-operate  with  President  Chown  in  arranging 
the  Wednesday  afternoon  programme.  Each  member 
of  the  committee  will  be  expected  to  outline  his  views 
on  the  subject  under  discussion,  and  retailers  are  ex- 

pected to  see  that  manufacturers  and  travellers  do  not 
have  the  discussion  all  their  own  way. 

James  Purvis,  Sudbury,  will  also  give  a  short  talk  on 
the  treatment  of  travelers  by  retailers. 

Question  Box  Feature. 
On  Wednesday  night  retailers  will  get  together  on 

the  Question  Box  discussion,  and  in  addition  to  the 
list  of  c[uestions  outlined  in  the  January  issue  of  the 
Journal,  many  other  problems  of  interest  to  the  trade 
have  been  suggested  for  discussion. 

A  committee  composed  of  Alderman  Wanless,  Chat- 
liam,  chairman;  Wm.  Magladery,  New  Liskeard;  F.  E. 
Hendershott,  Mount  Forest;  D.  Chalmers,  Palmerston; 
J.  W.  Zavitz,  Wallaceburg;  James  Macgregor,  Caledonia; 
and  A.  R.  Dundas,  Cobourg,  will  sort  the  questions 
and  endeavor  to  have  them  discussed  systematically. 
It  is  also  suggested  that  preceding  or  following  the 
Question  Box  discussion  that  a  half  hour  be  devoted 
to  a  discussion  on  how  to  eliminate  wastes  in  the  man- 

agement of  retail  hardware  stores. 

Executive  Session. 

Thursday  afternoon  meeting  of  the  Association  will 
be  open  to  retailers  only,  the  business  being  the  deal- 

ing with  reports  of  the  various  convention  committees, 
discussion  of  trade  problems  and  the  annual  election 
of  officers. 

Smoking  Concert. 
On  Tuesday  night,  the  first  night  of  the  convention, 

the  Exhibition  Hall  will  be  closed  at  9.30  and  retailers 
and  travellers  will  gather  together  in  the  City  Hall 
for  an  hour's  social  intercourse.  A  committee  com- 

posed of  J.  S.  Weichel,  Elmira;  W.  J.  Carter,  Picton; 
Geo.  Ecelestone,  Bracebridge;  A.  Gingerich,  Wood- 

stock, and  E.  B.  Westwood,  Toronto,  will  be  in  charge 

of  the  Smoker  and  will  provide  tobacco  and  a  pro- 
gramme of  music  and  song. 

Progressive  Euchre  Party. 

No  meetings  will  be  scheduled  for  Thursday  night, 
and  Exhibition  Hall  will  be  closed,  the  programme  be- 

ing the  progressive  euchre  party  in  the  City  Hall. 
Many  valuable  prizes  have  been  offered  by  exhibitors 
to  be  awarded  to  those  securing  the  highest  number 
of  points,  and  the  committee  in  charge  will  also  see 
that  a  suitable  booby  prize  will  be  available  for  the 
one  whose  score  card  tallies  up  most  strongly  on  the 
wrong  side.  The  pri;;es  to  be  competed  for  will  be  on 
exhibition  in  the  various  booths  during  the  conven- tion. 

Adam  Taylor,  Taylor-Forbes  Co.,  Guelph;  T.  Keat- 
ing, Bond  Hardware  Co.,  Guelph;  Ed.  Brocklebank, 

Arthur;  W.  J.  Bell,  Beeton ;  W.  T.  Earl,  Oneida  Com- 
munity, Ltd.,  Niagara  Falls,  Ont.  ;  Mr.  Allen,  Carbor- 

undum Co.,  Niagara  Falls;  and  J.  H.  Conover,  Martin- 
Senour  Co.,  Toronto  ;  will  be  in  charge  of  the  card  party. 

Window  Dressing  Feature. 

Arrangements  had  been  completed  by  the  Execu- 
tive Committee  to  bring  W.  J.  Illsey,  the  expert  win- 
dow trimmer  for  the  J.  H.  Ashdown  Hardware  Com- 
pany, Winnipeg,  who  served  his  apprenticeship  in  the 

hardware  business  at  Picton,  Out.,  to  Guelph  to  give 
an  address  on  construction  and  arrangement  of  win- 

dow displays  and  to  give  practical  demonstrations  in 
the  windows  of  the  Guelph  hardware  stores.  A  change 
of  plans,  however,  has  been  necessitated  by  the  pro- 

motion of  Mr.  Illsey  from  his  position  of  head  salesman 
in  the  Ashdow^n  store  at  Winnipeg  to  the  position  of 
manager  of  the  retail  department  of  the  J.  H.  Ash- 
down  Hardware  Company's  branch  at  Calgary.  ̂ Ir. 
Illsey  will,  therefore,  be  unable  to  attend  the  Guelph 
convention  and  a  committee  composed  of  E.  A.  Whit- 
ten,  Bracebridge  ;  Geo.  IMathewson,  Toronto  ;  Mr.  Black, 
Bond  Hardware  Company,  Guelph ;  T.  Flitcroft,  Stan- 

ley Mills  &  Co.,  Hamilton;  S.  M.  MeClung,  Trenton, 
and  H.  E.  Paterson,  Drayton,  have  been  asked  to  ar- 

range special  window  displays  in  the  Guelph  hard- 
ware windows  and  to  announce  their  programme  in 

the  Convention  Daily  of  the  Canadian  Hardware,  Stove 
and  Paint  Journal. 

The  Convention  Badge. 

The  Taylor-Forbes  Company,  whose  factory  at 
Guelph  is  the  largest  manufacturing  industry  in  Can- 

ada, are  preparing  a  novel  badge  to  be  Avorn  by  all 
in  attendance  at  the  convention.  Everybody  can  have 
a  souvenir  ring  as  a  miniature  farm  bell,  made  in  the 
Taylor-Forbes  plant,  is  suspended  from  an  attractive 
ribbon  and  name  plate. 

Ladies  at  the  Convention. 

As  already  stated  the  convention  railway  rates  in- 
clude the  ladies  accompanying  hardwaremen  attending 

the  convention. 
An  increasing  number  of  ladies  are  noted  each  year, 

and  at  Guelph,  where  good  private  home  accommoda- 
tion can  be  easily  obtained,  the  number  ought  to  be 

larger  than  ever  before. 
No  special  programme  has  been  arranged  for  the 

ladies,  but  Mayor  Thorp,  of  Guelph,  will  see  that  a 
trip  to  the  Model  Farm  and  Macdonald  Institute  will 
be  arranged  if  the  ladies  at  the  convention  get  together 
and  organize  a  committee. 

All  convention  meetings,  the  Exhibition,  and,  of 
course,  the  progressive  euchre  party,  will  be  open  to 
all  ladies  in  attendance. 
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Net  Year's  Convention. 
Belleville  is,  so  far,  the  only  place  in  the  running 

for  the  1913  convention,  although  an  application  has 
been  made  to  the  military  authorities  to  see  if  the  To- 

ronto armories  can  be  obtained  if  it  is  decided  to  hold 
the  convention  in  Toronto. 

Secretary  Wrigley  visited  St.  Catharines,  Niagara 
Falls,  and  Hamilton  in  January  and  not  one  of  the 
three  places  have  suitable  buildings  in  which  to  hold 
the  convention  and  exhibition.  Outside  of  Toronto 
and  Belleville,  London  and  Ottawa  are  the  only  pos- 

sible convention  cities  in  Ontario. 

If  Belleville  isn't  chosen  the  1913  convention  city  it 
will  not  be  President  Chown's  fault.  The  Belleville 
City  Coimcil  and  Board  of  Trade  have  taken  the  mat- 

ter up  and  will  send  a  deputation  to  Guelph  to  extend 
an  official  invitation  and  offer  the  use  of  the  big  arm- 

ories, 80  X  175  feet  in  size,  Avith  a  lecture  room  with 

a  capacity  of  about  300.  The  Opera  Hous'e,  imme- 
diately adjoining  the  armories,  is  also  available,  while 

The  Walker  Bin  and  Store  Fixture  Company,  Berlin, 
will  display  a  number  of  wall  cabinets,  counters  with 
nail  bins,  etc.,  and  their  display  in  itself  will  be  worth 
going  quite  a  distance  to  see. 

In  addition,  however,  the  Ontario  Desk  and  Supply 
Company,  Elmira,  will  exhibit  office  and  typewriter 
desks,  filing  cabinets,  etc.,  and  the  Monarch  Typewriter 
Company,  Toronto,  will  show  a  line  of  their  machines. 

The  National  Cash  Register  Company,  and  the  Do- 
minion Register  Company,  Toronto,  will  again  show 

their  labor  and  money  saving  equipment  for  keeping 
track  of  cash  sales  and  charge  accounts. 

S.  F.  Bowser  &  Company,  Toronto,  and  the  National 
Equipment  Company,  Toronto,  will  show  oil  storage 
systems,  Avhile  the  latter  will  also  show  a  new  electric 
pump  which  is  certain  to  attract  a  lot  of  attention 
from  retailers  in  country  and  suburban  districts. 

In  addition  to  these  displays  many  hardware  and 
paint  manufacturers  will  exhibit  cases  or  have  speci- 

ally arranged  displays  of  their  goods,  while  some  of ■  m
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JG STORE 

THIS  HARDWARKMAX  DOES  NOT  BELIEVH:  IX  ATTEXDIXG  COXVENTIOXS 
He  waits  for  buyers  of  nails  and  grindstones,  mid  allows  the  departmental  and  drug  stores  to  steal  away  the  trade  he  might  get  on  profitable 

sjiecialties  if  he  would  but  "brush  up"  his  store  and  his  methods 

just  across  the  road  is  the  well-known  Quinte  Hotel 
capable  of  looking  after  200  delegates  itself. 

Belleville  has  several  hardware  industries,  the  Belle- 
ville Hardware  and  Lock  Manufacturing  Company,  the 

Belleville  Rolling  Mills  (Steel  Company  of  Canada), 
and  the  Lehigh  Portland  Cement  Company.  None  of 
them  are  exhibiting  at  the  Guelph  convention,  how- 
ever. 

Belleville  is  112  miles  east  of  Toronto,  as  far  east  as 

London  was  west  of  the  Queen  City.  The  G-.T.R.  and 
C.N.R.  have  direct  connections  with  Toronto  and  the 
C.P.R.  are  to  build  a  line  during  the  coming  year. 
While  many  hardwaremen  from  Western  Ontario 

might  hesitate  to  attend  a  convention  at  Belleville, 
the  loss  would  be  partly  made  up  by  an  increased  at- 

tendance from  points  in  the  Eastern  part  of  the  pro- 
vince. 

STORE  EQUIPMENT  DISPLAY. 
One  of  the  features  of  the  Retail  Hardware  Exhibi- 

tion at  Guelph  this  year  will  be  a  display  of  store 
equipment,  such  as  has  never  before  been  seen  at  one 
of  the  Ontario  conventions. 

the  stove  and  Avashing  machine  manufacturers  will 
demonstrate  their  lines  in  actual  operation. 

The  hardware  exhibition  during  the  convention  at 
Guelph  Avill  be  a  good  place  to  go  for  selling  ideas  as 
well  as  being  an  excellent  place  to  place  orders  for 
ncAV  lines,  exhibitors  being  prepared  to  ship  through 
any  Canadian  jobbing  house  specified  by  the  buyer. 

WILLING  TO  CRAWL  TO  GUELPH. 

I  was  very  sorry  that  I  could  not  attend  our  annual 
convention  held  at  Peterboro  last  year,  but  if  I  can 
crawl  I  am  going  to  be  in  line  at  Guelph  this  year.  I 
think  every  hardwareman  in  the  province  should  make 
it  a  point  to  attend  these  conventions  as,  Avithout  a 
doubt,  they  are  invaluable  to  every  retailer,  and  every 
man  that  attends  is  ahvays  bound  to  pick  out  some- 

thing that  Avill  be  of  material  benefit  to  him  in  his 
OAvn  business.  In  this  year's  convention  I  hope  they 
will  keep  the  "Question  Box"  in  the  limelight,  as  I 
think  there  is  where  Ave  hardwaremen  exchange  views, 

and  it  is  certain  to  be  of  benefit  to  us  afterwards. — 
J.  S.  Weichel,  Elmira. 



Subjects  for  Discussion  at  Guelph  Convention 

Heavy  losses  resulting  from  neglect  to  properly  care  for  stock  and  have 
a  careful  system  to  keep  track  of  tools  loaned,  charge  accounts,  etc. 

WASTE  IN  THE  HAEDWARE  STORE. 

By  R.  C.  Chown,  Belleville 

The  modern  hardware  merchant  fully  realizes  to-day 
that  he  cannot  conduct  his  business  noAV  as  he  did 

twenty-five  years  ago.  Business  methods  are  rapidly 
changing  with  the  growth  and  expansion  of  our  coun- 

try, and  the  expenses  of  conducting  a  business  are 
gradualh^  creeping  up,  while  profits  are  snrely  but 
steadily  on  the  decrease.  It  behooves  every  one  of  us, 
therefore,  to  look  well  to  the  management  of  our  biisi- 
ness  so  as  to  eliminate  all  the  little  leaks  which  have 

a  tendency  to  reduce  our  profits  on  the  year's  oper- ations. 

There  are  many  little  leaks  which  the  hardware  mer- 
chant should  particularly  guard  against  so  as  to  keep 

his  stock  in  good  shape  and  protect  himself  from  losses 
occasioned  by  carelessness  in  handling  stock. 

Take,  for  instance,  the  display  and  care  of  all  such 
goods  as  razors,  scissors,  pocket  knives,  hand  saws, 

carpenters'  squares  and  all  other  articles  of  similar 
nature.  These  goods'  should  be  properly  arrayed  so 
as  to  enable  you  to  serve  your  customer  with  as  little 
handling  as  possible,  because  it  is  often  found  when 
putting  them  away  that  the  perspiration  from  the  buy- 

er's hands  have  left  their  imprint  on  these  goods',  and 
if  not  given  immediate  attention  you  will  find  when 
serving  another  customer  that  they  are  damaged  by 
becoming  rusty. 

Goods  Damaged  in  Display. 
Care -should  also  be  taken  with  goods  shown  in 

window  so  that  goods  arrayed  in  the  window  Avill  not 
be  affected  by  the  sun  in  the  summer  and  the  frost  in 
the  winter. 

The  hardware  men  have  no  doubt  many  instances 
where  goods  have  been  damaged  in  this  way.  Case 
carvers,  carpet  sweepers,  fishing  tackle,  and  other  art- 

icles placed  in  the  window  during  the  summer  months 
will,  when  taken  out  of  the  window  be  found  to  have 
the  lining  in  carver  cases  faded,  the  paint  of  the  car- 

pet sweepers  blistered,  and  the  fishing  tackle  with  no 
life  in  it  and  practically  useless.  Then  in  the  winter 
cross-cut  saws,  axes,  hockey  skates,  silverware,  etc., 
will  become  rusty  or  lose  its  brilliancy  if  the  best  of 
care  is  not  taken  to  prevent  damage  to  the  goods. 

Have  all  Goods  Properly  Marked. 

Money  is  also  lost  every  year  by  not  having  all  goods 
properly  marked  so  that  every  salesman  in  the  store 
will  know  exactly  Avhat  they  are  worth  without  look- 

ing up  invoices  and  inquiring  the  price  while  the  cus- 
tomer stands  waiting  to  be  served.  This  is  bad  policy, 

as  it  gives  a  bad  impression  to  the  customer  of  your 
methods  of  doing  business. 

Another  problem  that  confronts  the  retailer  is  to  be 
posted  on  all  the  goods  in  his  store  and  the  location 
of  each  article  so  that  sales  will  not  be  lost  through 
carelessness  and  goods  overbought  while  .stocks  are 
stored  away  in  some  other  department. 

Many  sales  are  lost  every  year  by  seasonable  goods 
not  being  brought  to  the  front  and  properly  displayed 
where  eu.stomers  will  be  .sure  to  be  reminded  of  them. 
This  is  the  policy  adopted  by  the  large  departmental 

stores  and  there  are  many  lessons  along  this  line  we 
can  learn  from  their  methods  of  doing  business. 

These  are  some  of  the  methods  we  should  endeavor 
to  watch  closely  so  that  our  losses  can  be  reduced  to  a 
minimum,  our  profits  made  larger  at  the  end  of  our 

year's  business,  and  our  reputations  as  business  men 
stand  high  in  the  community. 

INTERCHANGE  OF  IDEAS  GOOD. 
By  E.  W.  Brocklebank,  Arthur 

Meeting  with  hardware  dealers  in  nearby  towns  and 
getting  acquainted  with  them  has  the  tendency  to  re- 

duce price  cutting,  for,  as  we  know  each  other  better, 
there  is  not  the  same  feeling  that  other  dealers  are 
opposition,  but  friends,  and  all  in  the  business  to  make 
a  fair  profit. 

The  interchange  of  ideas  in  doing  business  is  a  great 
feature  of  the  convention.  No  two  men  do  business 

exactly  the  same  and  each  can  give  the  other  exper- 
ience that  is  helpful. 

The  question  box  properly  taken  part  in  by  all  im- 
parts information  and  ideas  that  could  hardly  be 

gained  otherwise. 
The  Hardware  Exhibition  is  a  feature  that  must 

appeal  to  all  as  being  very  helpful.  The  new  lines  on 
the  market  for  the  hardware  dealers  are  nearly  all 
there,  and  in  no  other  way  can  we  see  them  and  have 
the  opportunity  of  examining  them  and  of  learning  the 
good  or  bad  features  of  them  to  such  advantage  as  at 
(*ur  convention. 

I  have  never  met  a  dealer  who  attended  any  of  our 
past  conventions  but  wanted  to  go  again. 

GET  FRIENDLY  WITH  YOUR  COMPETITOR. 

(By  F.  W.  Otton,  Carrie 

Hardware  retailers  can  derive  many  benefits  by  at- 
tending the  Hardware  Convention  at  Guelph,  and  the 

meeting  of  your  competitor  and  getting  intimately  ac- 
quainted, is  to  my  mind  Avortli  the  price  of  admission 

— ^the  expense  and  time  taken  to  attend  the  convention. 
\^ou  get  to  know  your  competitor  and  he  knoAvs  you, 
and  if  you  make  up  your  mind  to  be  courteous  and 
friendly  with  him,  it  does  you  both  good.  You  get 
ideas  from  one  another  and  you  ultimately  arrange  to 
help  one  another  in  many  ways. 

The  hardware  dealers  from  Stayner,  Penetang,  Elm- 
vale,  Bradford  and  similar  towns  should  attend  the 
convention  at  Guelph,  where  they  will  have  an  oppor- 

tunity of  visiting  one  of  the  largest  hardware  factories 
in  Canada,  and  this  in  itself  will  be  a  great  education, 
as  we  can  see  how  many  of  the  lines  we  sell  from  day 
to  day  are  manufactured. 

SHORT-WEIGHT  SASH  WEIGHTS. 

We  have  had  a  great  deal  of  trouble  Avith  our  sash 
Aveights,  and  the  trouble  recently  seems  to  be  on  the 
increase,  writes  E.  M.  Moore,  of  the  Barrett  Hardware Company. 

The  manufacturers  are  not  at  all  careful  to  produce 
weights  that  run  close  to  the  marked  weights.  Prices 
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are  rather  low,  but  they  have  been  lower,  and  we  do 
not  think  there  is  any  excuse  for  any  manufacturer 
sending  out  a  14-pound  weight  that  only  weighs  12 
pounds,  a  5-pound  weight  that  weighs  4  pounds,  or 
a  10-pound  weight  that  weighs  71/2  pounds,  and  we 
think  there  should  be  a  little  agitation  among  manu- 

facturers of  weights  on  account  of  this  deficiency. 
We  do  not  think  the  manufacturers  realize  the 

trouble  caused  by  sending  out  weights  of  so  much  var- 
iation. It  is  hard  to  handle  sash  weights  in  a  retail 

way,  and  when  a  sash  weight  goes  out  on  a  job  and 
will  not  carry  the  sash,  the  man  that  is  doing  the  work 
is  angry,  and  the  contractor  is  angry,  and  then  after 
a  while  the  dealer  gets  provoked  at  the  man  that  made 
the  weights. 
We  give  you  below  a  memorandum  of  the  weight  of 

some  sash  weights  that  have  been  received  lately  from 
United  States  manufacturers  which  will  explain  this 
matter  further: — 

30 — 5  lb.  weights  weigh. 
4—4  lb.  9—41/2  lb. 
1—31/2  lb.      12—41/2  lb. 
4— 43^  lb. 

Total  130  lb.— 20  lb.  short. 

30 — 10  lb.  weights  weigh. 
1—71/9  lb.        6—9  lb. 
1—73^  lb.        4—9%  lb. 
6—81/2  lb.        8—91/2  lb. 
3—  83/4  lb.        1—93^  lb. 
1—10  lb. 

Total  weight  2701/2  lb.— 291/2  lb.  short. 
30 — 14  lb.  weights  weigh. 

1—  12  lb.  9—131/.  lb. 
4—  121/^  lb.       5—14  lb. 
2—  12%  lb.  2—141/2  lb. 
6—13  lb.         1—1434  lb. 

Total  weight  401  lb.— 19  lb.  short. 

Editor's  Note. — Complaints  have  been  heard  recent- 
ly of  short  weight  on  sad  irons,  cobblers'  sets,  and 

other  articles  of  hardware.  The  whole  subject  could 
be  discussed  to  advantage  at  the  Guelph  convention. 

LOSSES  IN  THE  CREDIT  DEPARTMENT. 

W.  F.  Macpherson,  Prescott 

The  credit  department  is  certainly  responsible  for 
steady  losses,  which,  without  eternal  vigilance,  are 
bound  to  occur.    These  happen  through : — 

(a)  Failure  to  charge  goods. 
(b)  Not  marking  on  sales  slips,  by  whom  procured, 

and  when  settlement  is  promised,  when  a  stated  agree- 
ment is  made,  which  is  necessary  to  prevent  disputes. 

(c)  Through  neglect  to  collect  small  accounts; 
promptly,  as  they  are  generally  contracted  by  people 
who  will  not  come  back,  as  long  as  they  owe  the  ac- 

count, and  spend  their  cash  somewhere  else. 
(d)  Through  not  having  enough  backbone  to  refuse 

credit  to  the  class  of  people  referred  to,  and  hold  them 
as  cash  customers. 

In  the  stock  department  I  would  like  to  have  dis- 
cussed in  the  Journal  or  at  the  convention,  losses  in 

handling  oils,  breakage  in  window  glass,  storage  of 
axe  handles  and  fork  handles  to  prevent  warping  and 
rendering  same  unsaleable,  etc. 

Another  loss  is  made  by  many,  in  the  desire  to  in- 
crease the  volume  of  sales,  at  the  sacrifice  of  fair  pro- 

fits. In  this  connection  I  would  like  to  have  the  views 

of  members  as  to  advisability  of  making  leaders  out 

of  such  staple  lines  as  nails,  glass,  horse  shoes,  etc. 

If  sufficient  time  can  be  given  to  this  feature,  it  wiU 
surely  be  an  education  to  each  and  every  member  pre- 

sent, and  I  hope  to  see  a  bumper  convention. 

KEEPING  CHECK  ON  GOODS  CHARGED. 

A  subject  that  ought  to  be  taken  up  for  discussion 
at  our  convention  is  the  problem  of  keeping  check  on 

goods  going  out  that  are  to  be  charged.  In  conver- 
sation with  Mr.  Morgan,  of  the  Peterboro  Hardware 

Company,  in  their  store,  he  remarked  that  their  losses 
were  quite  heavy  through  the  neglect  of  clerks  to 
charge  goods,  and  I  opine  that  most  hardware  dealers 
are  up  against  the  same  hardship. — W.  J.  Carter,  Pic- ton. 

SHOULD  BEAVER  BOARD  BE  STOCKED? 

A.  M.  Watt,  of  Watt  &  Bate,  St.  Catharines,  would 
like  to  know  what  experience  other  hardware  men 
have  had  with  Beaver  board.  He  has  made  a  number 
of  sales  but  hesitates  to  put  in  a  stock  as  each  job  calls 
for  special  sizes,  and  unless  a  very  large  stock  is  car- 

ried the  sizes  wanted  would  have  to  be  secured  on 
special  order.  Customers  are  well  pleased  with  the 
material  for  partitions  in  residences,  club  houses,  fac- 

tories, etc.,  and  the  trade  is  increasing. 

PEN  DROPS  FROM  MEMBERS. 

"The  writer  cannot  fail  to  attend  the  Guelph  con- 
vention this  year  as  he  is  going  back  to  his  own  coun- 

ty."— ^W.  D.  Dewar,  Dewar  &  Ryan,  Pembroke. 
"I'll  have  to  miss  this  year's  convention.  I'd  like 

to  come  again  but  it's  my  partner's  turn  so  Mr.  Bate 
will  represent  us."— A.  M.  Watt,  Watt  &  Bate,  St. 
Catharines. 

"I'll  be  down  at  Guelph  all  right,  but  not  for  the 
whole  convention  as  I  want  my  clerk  to  get  some  of 

the  benefits,  and  we  will  divide  the  time  between  us." 
—P.  E.  Hendershot,  Mt.  Forest. 

"I  hope  to  have  the  pleasure  of  attending  the  con- 
vention at  Guelph,  and  think  it  is  up  to  every  retailer 

in  the  hardware  business  to  attend  same.  The  last  two 
conventions  I  attended  were  very  profitable  to  my 
clerks  and  myself." — Frank  A.  Child,  Cochrane,  Ont. 
"Am  planning  to-be  with  you  this  year  and  hope 

to  see  a  whopper  attendance." — A.  R.  Dundas,  Co- 
bourg. 

"I  may  not  be  able  to  come  to  Guelph  on  account 
of  my  County  Council  duties,  and  if  so  this  will  be  the 
first  convention  I  have  missed  since  the  beginning.  I 
thoroughly  enjoy  the  meetings  both  for  the  pleasure 

and  the  business  standpoints." — A.  E.  Bottum,  Bob- 
caygeon. 

R.  Hawkins,  Sudbury,  when  renewing  his  member- 
ship in  the  Association  for  1912,  enclosed  a  dollar  for 

the  membership  of  C.  F.  Ready,  salesman  in  his  store. 

"One  of  our  firm  will,  as  always,  be  at  the  conven- 
tion."— Sylvester  Bros.,  StoufPville. 

James  Purvis,  Sudbury,  one  of  the  Association's 
pioneer  members,  expects  to  attend  the  Guelph  conven- 

tion. "Unless  the  district  idea  is  carried  out,"  writes 
Mr.  Purvis,  "the  Association  is  of  little  use  to  New 
Ontario  dealers.  Our  business  is  as  distinct  from  the 
hardware  business  of  Southern  Ontario  as  it  is  to  the 
business  of  an  English  ironmonger.  About  all  we  can 
do  is  to  meet  you  more  favored  fellows  and  have  a 

good  time." 
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Guelph's  Hardware  Stores Something  About  the  Men  Who  Run  Them 
and  Some  of  the  Methods   They  Employ 

The  Boud  Hardware  Compauy,  or  as  it  was  then 

known,  John  M.  Bond  &  Company,  Avas  founded  by 
the  late  John  Martin  Bond  in  1868.  The  business  was 

successful  from  its  inception  and  soon  a  large  busi- 
ness was  built  up  reaching  from  Guelph  northward. to 

the  lakes.  In  1905  it  was  decided  to  form  a  joint  stock 

company  with  Mr.  J.  M.  Bond  as  president,  W.  G. 

Bond,  first  vice-president ;  T.  A.  Keating  ,  second  vice- 
president;  J.  S.  MiUar,  Secretary-Treasurer.  In  the 
year  following  Mr.  J.  M.  Bond  died  and  W.  G.  Bond 
withdrew  from  the  business. 

A  new  company  was  then  formed,  D.  T.  Symons  of 

Toronto  becoming  president,  T.  A.  Keatinge,  vice-pre- 
sident and  manager ;  J.  S.  Millar,  Secretary-Treasurer, 

and  W.  G.  Howell  came  in  as  manager  of  the  retail 
department. 

The  company  does  a  large  wholesale  business  in 
shelf  and  heavy  hardware  covering  all  the  central  and 
northern  parts  of  the  province  with  a  corps  of  ener- 

getic travellers. 
In  view  of  their  increased  business,  about  a  year  ago 

the  executive  officers  decided  to  take  over  the  entire 
block  occupied  jointly  by  them  and  W.  J.  Thurston, 
shoe  dealer,  tlius  doubling  their  Moor  space.  They  tore 
out  the  diviiiiiiu  walls,  replacing  tliem  by  steel  Deams 
supported  by  inassive  iron  columns  and  put  in  an  en- 

tire new  front,  bringing  the  entrance  to  the  centre  of 
the  store  with  a  pair  of  magnificent  show  windows  on 
each  side  fronting  on  three  streets. 

These  windows  are  a  feature  of  the  stor:'  and  will  be 
of  interest  to  all  visitors  at  the  conventioji. 

In  the  retail  store  tlie  entire  north  side  is  covered 
by  a  handsome  qiiai  ter  cut  oak  cabinet  containing  over 
seven  lumdretl  drawers  and  is  devoted  entirely  to  tools 
and  general  shelf  liartlware. 

In  the  centre  of  the  store  is  the  cutlery  and  silver- 
ware department.  Back  of  the  cutlery  department  are 

the  sporting  goods  and  the  south  side  is  given  over  to 
nickel  and  brass  goods,  enamelled  ware  and  general 
household  hardware. 

Back  of  the  store  proper  are  the  spacious  offices  on 
one  side  and  on  the  other  the  paint  and  varnish  de- 

partment, where  a  complete  stock  of  reacb^  mixed 
I)aint,  varnishes  and  stains  is  kept. 

This  firm  also  makes  a  specialty  of  oilcloths  and  lino- 

leums, and  a  special  section  fronting  on  St.  George's 
Square  and  forming  an  arcade  into  the  main  store  is 
filled  entirely  with  these  goods.  The  feature  of  this 
department  is  the  manner  in  which  the  linoleum  is 
displayed,  heavy  iron  racks  lining  the  walls,  in  each 
of  which  eight  or  ten  rolls  is  carried,  making  for  econ- 

omy of  space  and  at  the  same  time  displaying  the  goods 
to  best  advantage. 

The  three  upper  flats  are  devoted  to  the  wholesale 
end  of  the  business,  and  are  filled  with  an  immense 
stock  of  all  kinds  of  general  hardware  and  carriage 
goods. 

In  the  rear  is  the  iron  house,  where  a  heavj^  stock 
of  all  kinds  of  bar  iron  and  steel  is  carried.  They  also 
have  two  large  warehouses  on  Cork  Street  stocked  with 
carriage  woodwork,  iron  pipe  and  cement. 
The  company  extends  a  cordial  invitation  to  all 

visitors  to  the  convention  to  inspect  their  store  and 
to  make  use  of  their  premises  and  office  facilities  in 
every  way.  *    *    #  * 

H.  Occomore,  stoves.  tinAvare  and  kitchen  hardAvare. 
came  to  Guelph  from  Toronto  12  years  ago  and  Avorked 

as  a  mechanic.  Eight  years  ago  he  purchased  his  pre- 
sent business  and  in  that  time  has  worked  up  a  large 

and  profitable  trade.  He  attributes  his  success  to  giv- 
ing good  value  for  the  money  received  and  giving 

everyone  a  square  deal.  The  ''one  price"  system  is 
the  rule  in  Mr.  Occomore 's  store.  "If  you  sell  one  man 
a  stove  a  little  cheaper  than  to  another,  you  are  bound 

to  get  into  trouble  in  "many  ways,"  said  he. 
Mr.  Occomore  does  a  large  tinsmithing  trade,  and, 

unlike  a  lot  of  other  hardware  men,  makes  it  pay;  in 
fact  he  regards  it  as  the  best  paying  part  of  his  busi- 

ness. He  gives  the  department  very  close  attention 
and  sees  that  his  men  are  all  kept  going.  If  Avork  is 
slack  at  any  time,  he  sets  the  men  at  odd  jobs,  such  as 
making  elboAvs,  etc.  He  has  a  system  of  checking  the 

men 's  time  and  Avork  Avhereby  he  can  tell  in  a  moment 
Avhen  he  is  losing  money. 
A  new  five-year  lease  of  the  store  has  just  been 

closed  and  with  it  he  secured  the  lease  of  the  flat 
above  it,  thus  doubling  his  floor  space.  This  upper 
flat  Avill  be  used  as  a  store  room  and  shoAV  room  for 

fire  places,  grates,  andirons,  etc.,  into  which  business 
Mr.  Occomore  expects  to  launch  in  the  near  future. 
There  are  four  large  AvindoAvs  in  this  upper  flat,  insur- 

ing plenty  of  light.  A  platform  Avill  be  erected  on  a 
level  with  the  sills,  Avhich  Avill  permit  of  excellent  dis- 

plays being  made. Mr.  Occomore  handles  a  line  that  other  stove  men 
could  sell  Avith  profit.  As  most  of  his  business  is  done 
with  ladies,  he  has  laid  in  a  stock  of  aa^Uoav  baskets 
and  sundries  and  states  he  has  a  good  sale  for  them. 

The  big  feature  of  Mr.  Occomore 's  store  is  the  ncAV 
windoAvs  he  has  recently  put  in  the  front  of  the  store. 

'Iliis  Avas  done  just  after  the  Chi'istmas  rush  Avas  OA'er. 
Formerly  the  Avindows  extended  right  to  the  ceiling. 
NoAV,  hoAvever,  he  has  put  in  a  platform  about  four 
feet  from  the  top  and  is  thus  enabled  to  use  a  lot  of 
.«pace  that  Avas  formerly  going  to  Avaste.  Then,  too, 
the  AA'indows  have  been  moved  back  further,  giving 
more  room.  Although  the  glass  is  really  one  sheet,  a 
strip  of  Avood  has  been  run  along  on  the  outside,  on  a 
line  Avith  the  platform,  to  give  it  the  appearance  of 
being  two  separate  panes.  A  raised  platform,  oak  fin- 

ish, and  sloping  doAA'n  toAvards  the  edges,  has  been 
put  in  each  AvindoAV.  The  interior  Avails  of  the  AvindoAV 
are  sheeted  Avitli  Paroid  roofing  in  the  natural  finish 

and  panelled  off'  Avith  oak  strapping  giving  a  A^ery 
good  effect. 

The  AvindoAvs  from  the  platform  doAvn  are  cased  in 
Avith  murenese  glass  and  a  sliding  sash,  sufficiently 

large  to  permit  the  entry  of  a  stoA'e  or  a  refrigerator 
has  been  put  in. 

To  ensure  perfect  ventilation  holes  have  been  made 
at  the  base  of  the  AvindoAvs  on  the  outside  through 
AA'hich  the  cold  air  comes  up  from  the  outside.  Then 
a  small  pipe  leading  to  the  room  above,  has  been  in- 

stalled, AA'hich  keeps  the  AviudoAv  interior  ahvays  cold, 
thereby  insuring  AvindoAvs  free  from  frost. 

Two  transoms  Avhich  Avere  formerly  above  the  doors 
have  been  taken  out  and  put  out  to  the  street  line 
thereby  making  the  upper  deck  a  continuous  straight 
front  from  side  to  side. 
An  interesting  feature  which  hardAvare  men  Avoidd 

do  well  to  adopt  is  a  device  Mr.  Occomore  has  in- 
stalled to  turn  off  his  outside  light  automatically  at  a 

certain  time  each  night. 

G.  A.  Richardson,  one  of  the  oldest  hardAvaremen  in 
the  city,  knoAvs  the  business  from  A  to  Z.  He  learned 
the  business  Avith  the  late  Mr.  A.  McBain,  remaining 
Avith  him  for  five  years.   He  then  Avent  on  the  road  for 
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the  Guelph  Carriage  Goods  Company  and  after  four 
years  of  this  work  s'tarted  in  the  retail  business  on  his 
own  account  in  1885.  Ten  years  later  he  moved  into 
his'  present  store. 

x\  general  line  of  shelf  hardware,  paints,  cutlery  and 
sporting  goods  is  carried,  and  quite  a  large  trade  is 
done  with  farmers,  particularly  during  the  binder  twine 
season. 

Mr.  Richardson  uses  every  available  space  for  dis- 
play purposes  and  is  a  great  believer  in  the  use  of 

silent  salesmen,  having  several  in  use  in  the  store.  A 

little  shelf  projects  "from  under  the  counter  one  one side  of  the  store  on  which  can  be  made  effective  dis- 

plays of  food  choppers,  sad  irons',  etc.  On  the  other 
side  hooks  have  been  put  in  from  which  are  hung 
brush  brooms,  etc. 
A  few  years  ago,  Mr.  Richardson  ripped  out  the 

and  repair  farm  implements  and  make  and  repair  farm 
waggons. 

The  carriage  end  of  the  business  is  under  the  saiper- 
vision  of  Mr.  George  Penfold,  and  here  everything  in 
the  line  of  waggons,  from  a  wheelbarrow  to  a  hearse 
is  made.    The  repair  trade  runs  into  large  figures. 

Mr.  Samuel  Penfold  is  in  charge  of  the  retail  hard- 
ware department,  but  being  an  alderman  on  the  city 

council,  he  is  away  from  the  store  a  good  part  of  the 
time,  and  the  bulk  of  the  work  falls  on  his  son,  ?Ier- bert. 

At  the  back  of  the  blacksmith  shop  is  a  large  car- 
penter shop  in  which  all  the  machinery  is  run  by  elec- 

tric power.   The  upstairs  is  occupied  by  the  paint  shop 
and  as  a  store  room  for  surplus  hardware  stock. 

#    *    *  * 

McCormack  &  Robinson  started  in  the  stove  busi- 

Store  front  of  H.  Occoiiiore  &  Co.,  Guelph.    Note  the  striking  effect  of  tlie  upper  ph\tforni 

counter  on  one  side  of  the  store  and  put  in  sliding 
glass  door  and  shelving.  In  this  he  displays  his  sil- 

verware. Not  many  retailers  have  adopted  this  plan, 
but  as  it  displays  the  articles  to  good  advantage  and 
also  adds  greatly  to  the  appearance  of  the  store,  it 
could  well  be  followed.  Mr.  Richardson  at  first  thought 

of  putting  it  in  along  the  same  lines  as  a  silent  sales- 
man but  believed  it  better  to  have  it  opening  from  the 

front  than  from  the  back. 

Messrs.  George  and  Samuel  Penfold  started  in  the 
carriage  making  business  in  Guelph  31  years  ago,  and 
five  years  later  added  a  line  of  farm  implements.  In 
order  to  buy  their  carriage  hardware  cheaper,  they 
decided  to  go  into  the  retail  hardware  business,  and 
15  years  ago  put  in  their  first  stock.  They  now  do  a 
large  farming  trade  owing  to  the  fact  that  they  handle 

ness  in  Guelph  in  1900.    Two  years  ago  Mr.  Robinson 
quit  the   business,  but  the   firm  name   remains  un- 

changed.   Mr.  McCormack  has  worked  in  the  stove 
business  since  he  was  knee  high  to  a  grasshopper,  start- 

ing first  with  Richard  House,  St.  Catharines,  Ont. 

In  the  11  years  the  firm  has  been  in  business  1,100 
stoves  have  been  sold. 

Besides  the  stoves,  kitchen  utensils  are  handled,  and 
a  large  business  is  done  in  sheet  metal  work.  The  firm 
has  handled  several  large  contracts  in  this  line,  one  of 
the  latest  being  the  work  on  a  new  school.  Two  gangs 
of  men  are  constantly  employed — one  bunch  in  the 
workshop  preparing  the  material  and  another  on  the 

job. 

Warm  air  furnaces  are  handled  and  Mr.  McCormack 
is  also  agent  for  a  vacuum  cleaner. 



Hardware  Exhibition  at  Montreal 
Big  list  of  Exhibitors  for  first  attempt— Ontario  Hardwaremen 
to  hold  Meeting  on  Leap  Year  Day  at  Montreal  Exhibition— 
A  big  Convention  of  Quebec  Retailers  expected. 

A  meeting  of  the  Ontario  retail  hardwaremen  in  at- 
tendance at  the  Hardware  Convention  at  Montreal, 

February  27  to  March  1,  Avill  be  held  on  Thursday' February  29  (Leap  Year  Day). 
The  suggestion  was  made  that  as  many  Eastern  On- 

tario hardwaremen  who  have  not  attended  any  of 
the  Ontario  conventions  will  probably  take  advantage 
of  the  low  railway  rates  to  Montreal  to  attend  the 
Hardware  Exhibition  in  that  city,  that  the  Ontario 
Association  should  send  a  delegation  to  attend  the  Que- 

bec convention  and  hold  a  meeting  of  the  Ontario  re- 
tailers present. 

The  delegation  to  be  sent  will  be  named  at  the 
Guelph  convention,  but  Eastern  Ontario  hardwaremen 
who  cannot  attend  the  Guelph  convention  are  urged 
to  visit  the  exhibition  at  Montreal,  and  attend  the 
meeting  of  Ontario  retailers  in  the  65th  Regiment 
Armories  at  Montreal,  on  Thursday,  February  29,  at 2.30  p.m. 

There  will  be  some  special  features  in  connection 
with  the  Montreal  exhibition  which  all  hardwaremen 
who  cater  to  the  building  trades  will  be  particularly 
interested  in,  while  there  are  also  some  very  fine  hard- 

ware and  paint  factories  at  Montreal  which  are  well 
worth  paying  a  visit  to. 

List  of  Exhibitors. 

The  list  of  exhibitors  at  the  Montreal  Hardware  Ex- hibition is  as  follows: 

5.    Stanley  Eule  &  Level  Co.,  New  Britain,  Conn. i'lke  Manufacturing  Co.,  Pike,  N  H Edward  Lloyd,  Ltd.,  Montreal. 
Stmson-Eeeb  Builders'  Supply  Co.,  Montreal. Cummer  Doswell,  Hamilton. 
Onward  Manufacturing  Co  ,  Berlin. 
Carborundum  Co.,  Niagara' Falls  N.Y. 
Pratt  &  Lambert,  Buffalo,  N.Y.  ' Thomas  Davidson  Co.,  Ltd.,  Montreal. 
The  Corbin  Lock  Manufacturing  Co.,  New  Britain,  Conn. Canadian  Shovel  &  Tool  Co.,  Hamilton. Brandram-Henderson,  Ltd.,  Montreal. 
Paterson  Manufacturing  Co.,  Montreal. 
Smith  Hardware  Co.,  Ltd.,  Montreal. 
J.  Wiss  &  Sons,  Newark,  N.J. 
Gillette  Safety  Bazor  Co.,  Montreal. 
Tobiu  Arms  Manufacturing  Co.,  Woodstock 
B'rantford  Boofing  Co.,  Brantford. Martin-Senour  Co.,  Montreal. 
Gendron  Manufacturing  Co.,  Toronto. 

33,  34.    National  Acme  Manufacturing  Co.  Montreal 35.  Shurly  &  Dietriteh,  Gait. 
36.  Dunlop  Tire  &  Rubber  Co.,  Ltd.,  Montreal. 37.  Stratford  Manufacturing  Co.,  Stratford. 
38.  39.    David  Maxwell  Co.,  St.  Mary's. 
40.  Standard  Sanitary  Co.,  Toronto." 41,  42.    Taylor-Forbes  Co.,  Montreal 
43.    R.  S.  Muir  &  Co.,  Montreal. 
4.5.    Alex.  Bremner  Co.,  Montreal. 

6. 
7. 

8. 
9. 

15. 
16. 
17. 18. 

19. 20. 

21. 22. 

23. 
24. 25. 

26. 28. 
29. 

32. 

lUontreal  Hardware  Trades  1 
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Special  Railway  Rates. 

An  attendance  of  about  200  Quebec  retail  hardware- 
men  is  expected  and  arrangements  are  being  made  with 
the  Eastern  Canadian  Passenger  Association  for  spe- 

cial railway  rates  on  the  convention  certificate  plan. 
The  low  rates  to  Montreal  Avill  be  available  from  any 

point  in  Ontario,  Quebec  or  the  Maritime  Provinces, 

the  probable  rate  being  fare  and  one-third.  Ask  for 
a  convention  certificate  and  buy  a  one-way  ticket  to 
Montreal.  A  return  ticket  will  then  be  given  at  the 
reduced  rate  secured. 

Convention  Programme. 

Secretary  Beaudry  reports  that  an  interesting  pro- 
gramme is  being  arranged  for  the  retailers  who  attend 

the  convention,  the  French-Canadian  retailers  being 

always  alive  to  their  interests  in  legislative  matters. 
And  with  Fred  C.  Lariviere  available  there  should 

be  a  "Question  Box"  discussion,  instructive  alike  to 
both  English  and  French  speaking  hardwaremen. 

The  presence  of  the  delegation  representing  the  On- 
tario Association,  and  the  meeting  of  the  hardware- 

men  from  Ontario  on  Thursday,  February  29,  will  also 

help  in  making  the  convention  programme  more  in- 
teresting than  in  any  previous  year. 

The  Exhibition  an  Attraction. 

As  at  the  Ontario  conventions  the  visiting  retailers 

are  to  be  given  ample  time  to  inspect  the  displays 

made  bv  the  various  hardAvare  manufacturers  in  the 

Exhibition  Hall  and  to  make  purchases  of  the  special 

lines  and  new  goods  shown  in  the  different  exhibits. 

The  Taylor-Forbes  Company,  Guelph,  are  to  supply 

several  hundred  badges  for  the  Montreal  convention, 

similar  in  design  to  those  worn  at  the  Guelph  conven- tion. 

GRAND  TRUNK  CONNECTIONS  TO  GUELPH. 

The  Grand  Trunk  Railway  is  advantageously  suited 

to  offer  the  best  possible  train  service  to  hardware- 

men  attending  the  convention  at  Guelph,  February 

19  to  23,  under  the  auspices  of  the  Ontario  Retail 

Hardware  and  Stove  Dealers'  Association. 

Guelph  is  on  the  main  line  of  the  Grand  Trunk 
between  Toronto  and  Sarnia  and  no  changes  have  to 

be  made  at  junction  points.  Besides  the  new  Grand 

Trunk  depot  at  Guelph  recently  put  into  service,  is 

situated  just  across  the  road  from  the  City  Hall,  Avhere 
the  convention  is  to  be  held. 

Cafe  and  dining  car  service  is  also  given  on  prac- 
tically every  main  line  train  passing  through  Guelph 

so  that  time  can  be  saved  and  passengers  can  eat 

breakfast  or  supper  on  the  train  instead  of  trying  to 

secure  a  meal  at  a  hotel  in  Toronto  while  making  con- 
nections. Special  cars  will  also  be  put  on  Grand 

Trunk  trains  for  the  convenience  of  those  going  to 
and  returning  from  the  Guelph  convention. 

Connections  From  Eastern  Ontario. 

Passengers  arriving  at  Toronto  from  Brockville, 
Gananoque,  Kingston,  Belleville,  Cobourg,  Port  Hope 
and  intermediate  stations  at  6  a.m.  and  7.30  a.m.  can 
leave  for  Guelph  at  7.00  a.m.  arriving  at  Guelph  8.38 
a.m.,  also  leaving  Toronto  8.55  a.m.  arriving  at  Guelph 
10.48  a.m. 

Passengers  arriving .  at  Toronto  at  9.40  a.m.  may 
leave  Toronto  1.00  p.m.  and  3.40  p.m.,  arriving  at 
Guelph  at  2.50  p.m.  and  5.40  p.m.  respectively.  Those 
arriving  at  4.30  p.m.  may  connect  for  Guelph  at  5.00 
p.m.  arriving  at  Guelph  6.27  p.m.,  or  leave  Toronto 

7.00  p.m.  arriving  at  Guelph  8.48  p.m.  Those  who 
would  not  be  able  to  arrive  in  Toronto  until  10.00 
p.m.  may  leave  at  11.00  p.m.  arriving  at  Guelph  12.55 a.m. 

From  Northern  Points. 

Passengers  arriving  from  Midland,  Port  Hope,  Peter- 
boro  or  Lindsay  at  12.10  p.m.,  5.45  p.m.,  9.20  p.m.,  or 
10.25  a.m.  could  make  connection  with  various  trains 
leaving  Toronto  mentioned  above. 

Passengers  arriving  at  Toronto  at  7.30  a.m.,  10.10 

a.m.,  3.10  p.m.  and  7.55  p.m.  from  North  Bay,  Burk's 
Falls,  Huntsville,  Gravenhurst,  Orillia  and  intermed- 

iate stations  may  also  make  connection  at  Toronto  as 
outlined  above. 

From  the  Niagara  Peninsula. 
Passengers  arriving  at  Hamilton  at  8.45  a.m..  10.50 

a.m.  and  8.50  p.m.  from  Buffalo,  Niagara  Falls,  St. 
Catharines,  etc.,  may  leave  Hamilton  for  Guelph  8.20 
a.m.  arriving  Guelph  10.43  a.m. ;  leave  Hamilton  3.33 
p.m.  arriving  Guelph  6.00  p.m.;  leave  Hamilton  7.15 
p.m.  arriving  Guelph  10.05  p.m.,  and  leave  Hamilton 
9.08  a.m.  arriving  Guelph  2.35  p.m. 

Passengers  arriving  from  Stratford  and  western 
points  can  arrive  at  Guelph  5.54  a.m.,  8.38  a.m.,  10.48 
a.m.,  3.10  p.m.,  5.55  p.m.,  and  8.20  p.m. 

Tickets  will  be  on  sale  at  all  G.T.R.  stations  from 
February  15  to  21  good  to  return  up  to  February  27. 
Unless  a  convention  certificate  is  obtained  from  the 

local  agent  from  whom  the  ticket  is  purchased,  how- 
ever, the  single  fare  rate  guaranteed  if  300  or  more 

certificates  are  presented  will  not  be  obtainable. 

EXCELLENT  C.P.R.  SERVICE  TO  CONVENTION. 

The  annual  convention  of  the  Ontario  Retail  Hard- 
Avare  Association  this  year  will  be  held  at  Guelph,  and 
a  large  attendance  is  expected  of  members  from  all 

parts  of  the  province,  as  this  year's  convention  pro- 
mises to  be  the  most  STiccessful  in  the  history  of  the 

Association. 
The  C.P.R.  will  issue  tickets  on  certificate  plan  on 

account  of  the  Retail  Hardware  Association  as  here- 

tofore. Delegates  must  purchase  one-way  firs't-class 
tickets  and  procure  Avith  same  standard  certificate 
Avhich  must  be  signed  by  the  Secretary  and  presented 
to  the  ticket  agent  at  Guelph,  who  will  issue  return 
transportation  in  accordance  with  certificate  plan  ar- 

rangement. Dates  of  sale  wU\  be  February  15  to  21, 
and  will  be  good  to  return  until  February  27. 

Trains  leave  Toronto  via  C.P.R.  for  Guelph  at  7.20 
a.m.,  8.00  a.m.,  4.30  p.m.,  5,45  p.m.  and  7.20  p.m., 
arriving  9.58  a.m.,  6.23  p.m.,  8.00  p.m.,  and  9.30  p.m. 
Returning  trains  leave  Guelph  6.40  a.m.,  9.26  a.m.,  2.00 
p.m.,  4.42  p.m.,  and  7.15  p.m..  arriving  at  Toronto  8.50 
a.m.,  11.35  a.m.,  3.55  p.m.,  6,45  p.m.,  and  9,30  p.m. 

After  the  close  of  the  cOnA^ention  it  is  likely  a  num- 
ber of  the  delegates  Avill  desire  to  attend  the  conven- 
tion to  be  held  at  Montreal  on  February  28,  29  and 

]\rarch  1,  and  by  travelling  C.P.R  they  can  leave 
Guelph  at  7.15  p.m.  arriving  at  Montreal  the  folloAv- 
ing  morning  at  8.05  a.m.,  or  they  can  leave  Guelph  at 
9.26  a.m.  arriving  Toronto  at  11.35  a.m.  and  connect 
Avitli  train  from  Union  Depot  to  Montreal  at  10.30 
p.m.,  or  from  North  Toronto  to  Montreal  at  10.00  p.m. 

All  through  trains  are  equipped  Avith  electric  lighted 
sleepers,  and  the  service  from  North  Toronto  has 
electric  lighted  sleepers  and  compartment  cars  run- 

ning through  to  Montreal  and  OttaAva  AAatliout  change, 
affording  the  highest  excellence  in  train  service. 



76 CANADIAN  HARDWAKE,  STOVE  &  PAINT  JOURNAL 

iness  and  Store  Management 

HARDWARE  BUYING  PRINCIPLES. 

3i/  Fred  Kansleiner. 

How  often  we  have  heard:  "Goods  well  bought  are 
half  sold."  Just  as  often  we  have  asked  ourselves, 
"Is  this  true?"  And  the  answer  came  back  always 
the  same,  Yes !  No  ! 

It  is  true  of  standard  brands,  bought  at  market 

prices',  in  such  sizes,  styles  and  quantities  as  suits  our 
trade. 

But  it  is  not  true  'of  new  goods,  new  styles,  or  new 
sizes,  unfamiliar  to  our  trade  or  the  community  in 
Avhich  we  are  located. 

There  are  five  principles  that  a  bviyer  must  always 
bear  in  mind — namelj^: — 

1.  The  merit  of  an  article. 
2.  Is  there  a  demand? 
3.  If  no  demand,  can  such  be  created? 
4.  And  the  most  important  one — Quantity. 
5.  Speculative  buying. 
For  a  better  understanding  of  the  subject  we  will 

consider  these  principles  in  their  numerical  order. 
This  requires  on  the  part  of  the  buyer  a  practical 

knowledge.  He  must  be  able  to  determine  as  to  whether 
the  article  offered  is  as  good  or  better  than  one  al- 

ready in  stock  or  sold  by  a  competitor.  If  higher  in 
price,  is  it  really  Avorth  the  difference,  as,  for  instance, 
painted  and  galvanized  screen  wire  cloth? 

This  calls  for  a  thorough  acquaintance  among  the 
trade  and  community;  he  needs  must  know  the  wants 
of  his  customers  and  their  tastes.  For  what  will  sell 
in  one  city  will  not  sell  in  another,  or  even  in  another 
part  of  the  city. 

This,  you  no  doubt  will  say,  belongs  to  the  selling 
force ;  and  so  it  does,  to  a  large  extent — especially 
in  the  larger  stores  where  the  buying  and  selling  force 
are  two  distinct  forces,  and  yet  even  here  the  respon- 

sibility largely  rests  on  the  buyer — for  it  is  he  that 
must  put  before  the  selling  force  the  merits  of  the  art- 

icle and  plan  and  devise  the  schemes  needed  to  place 
the  article  before  the  public-,  he  and  he  alone  must 
knoAv  whether  sTich  a  demand  can  be  created  as  will 
make  the  selling  of  the  article  profitable  either  in  itself 
or  through  its  being  a  trade  that  will  sell  other  and 
more  profitable  lines. 

Here  Ave  come  to  the  great  stumbling  block  and  pit- 
fall of  the  retail  merchant,  for  often  goods  overbought 

destroys  profit  and  fills  our  shelves  with  dead  stock, 
while  underbuying,  especially  of  seasonable  goods, 
leaves  us  Avithout  stock  to  supply  the  demand.  In 

s'oods  of  standard  make  and  goods  of  every-dav  con- 
sumption, this  does  not  cut  much  figure,  for  if  over- 

bought they  can  be  disposed  of  in  course  of  time,  and 
if  underbought  you  can  replenish.  But  of  ncAv  lines 
and  seasonable  goods,  it  is  entirely  another  proposition. 
In  seasonable  goods,  I  have  ahvays  found  it  a  good 
plan  to  keep  a  record  of  the  purchases  of  the  preceding 

;''ears  and  closely  Avatch  how  the  line  is  moA'ing.  If 
demand  is  good  and  increasing  from  year  to  year,  it 
is  a  safe  deal  to  buy  and  the  beginning  of  the  season 

to  buy  as  much  as  has  been  sold  the  preceding  year. 
But  if  demand  is  decreasing,  due  either  to  changed 
conditions  or  styles,  then  it  is  Avise  to  buy  only  in  such 
quantities  as  can  be  surely  disposed  of ;  for  it  is  a  long 
way  more  profitable  to  lose  the  sale  of  1-6  dozen  than 
to  carry  OA^er  2  dozen. 

Speculative  Buying. 

By  speculative  buying,  I  mean  anticipating  our 
Avants,  3,  6  or  9  months  ahead,  AA^hen  market  prices  are 
low  and  prospects  of  adA^ances  are  in  sight.  This  is  a 
risky  proposition,  and  one  no  merchant  of  limited  capi- 

tal should  indulge  in,  for  frequently  he  will  strain  his 
credit  and  tie  up  money  that  could  be  used  to  better 

How  Bailes  &  Soils,  of  Ushawa,  pushed  the  A'acuum  Cleaner  business 

advantage  in  discounting  invoices  on  short  order  buy- 

ing. 

There  Avas  a  time  AA^hen  speculative  buying  could  be 
indulged  in  by  the  average  merchant  both  safely  and 
profitably.  But  such  is  not  noAV  the  case,  for  Avith  the 
metal  industries  and  all  other  raw  materials  in  control 
of  trusts  or  combinations,  one  has  not  ground  upon 
AA^hich  to  base  his  .judgment  relatiA^e  to  advances  or  de- 

clines. Witness  the  action  of  nails,  scrcAA^s,  butts,  poul- 
try netting,  etc. — all  declining  during  the  last  year, 

yet  in  the  face  of  advances  of  raAv  material.  While 
linseed  oil  advanced  to  a  point  higher  in  December 
than  it  has  been  known  for  tAventy  years,  and  this  in 
the  face  of  a  good  crop  of  flaxseed. 

It  has  ever  been  my  custom  to  speculate,  except  on 
nails,  Avire  and  screens,  and  then,  and  only  then,  Avhen 
r  felt  that  the  price  Avas  rock  bottom,  and  I  had  busi- 

ness in  sight  where  T  could  dispose  of  my  stock  quickly 
AA'hen  prices  had  advanced. 
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Let  us  discuss  the  question:  "When  are  goods  well 

bought?  Is  it  price?  Is  it  quantity?  Is  it  quality, 

or  is  it  all  three?"  I  think  I  hear  you  say,  "All  three." 
For  what  would  our  extra  10  per  cent,  amount  to,  if 
we  had  to  buy  20  do;;en,  to  get  it  and  perhaps  only  be 
able  to  sell  ten  dozen  in  a  year?  What  would  it  profit 
us  to  buy  five  dozen,  thereby  getting  the  exclusive  sale, 
only  to  find  our  competitor  with  a  similar  line  which 
he  could  sell  10  per  cent,  cheaper.  Why  should  we 
buy  a  high  class  hammer  to  retail  at  60  cents  when  oui 
trade  demands  a  hammer  at  35  cents? 

Price,  quantity  and  quality  slioidd  all  be  considered 

'■ — and  happy  is  the  buyer  who  can  strike  all  three 
right. 

This  brings  us  down  to  the  final  thought — the  one 
cardinal  principle,  that  must  always  govern  a  success- 

ful buyer:  Judgment;  here  is  the  kernel  in  a  nut-shell. 
For  he  who  only  follows  his  good  judgment  will  be  a 
successful  and  profitable  buyer,  while  he  who  is  gov- 

erned by  the  purchases  of  his  competitors  or  by  state- 
ments of  wily  salesman,  as  to  what  they  sold  in  other 

stores  or  cities,  will  sooner  or  later  find  himself  on  the 
rocks  of  destruction. 

In  conclusion,  let  me  give  you  a  few  buying  rules : — 
First — Be  sure  the  article  offered  has  merit,  either 

in  quality  or  usefulness. 
Second — That  there  is  a  demand,  or  that  a  profitable 

demand  can  be  created. 

Third — That  the  price  is  such  as  will  allow  you  to 
place  it  before  your  trade  at  a  reasonable  and  usefid 
price  and  yet  net  you  a  living  profit. 

Fourth — Never  buy  a  large  quantity  of  a  new  thing 
just  for  the  sake  of  exclusive  sale,  for  you  can  never 
sell  everybody  in  a  community  anyway,  so  it  is  better 
to  buy  in  small  lots  and  let  your  fellow  merchant  get  a 
little  profit,  too. 

Fifth — When  you  have  tried  out  a  brand  or  line  and 
it  has  proven  successful,  stick  to  it. 

Sixth — Don't  forsake  your  old  friends  for  new,  just 
because  you  are  offered  nails  five  or  ten  cents  below 
market ;  for  you  can  rest  assured  that  this  is  not 
prompted  by  benevolence,  but  simply  is  a  bait. 

Seventh — Buy  manufacturers'  brands,  and  be  happy. 

GETTING  AFTER  VACUUM  TRADE. 

John  Bailes  &  Sons,  Oshawa  and  Cobalt,  Ont.,  are 
hardware  merchants  who  believe  in  going  out  after 
business  instead  of  waiting  for  it  to  come  to  them. 
They  handle  a  complete  line  of  hardware ;  in  fact  their 

motto  or  trade  mark  is:  "If  it's  hardware,  we  have 

it." This  firm  recently  started  to  handle  sliding  furni- 

ture shoes  and  the  "Triumph"  electric  vacuum  clean- 
er, two  lines  manufactured  by  a  Berlin,  Ont.,  firm. 

"These  are  two  lines,"  said  Mr.  Frank  Bailes,  "that the  hardware  trade  cannot  well  afford  to  overlook. 
They  command  the  attention  of  the  very  choicest  trade 
in  any  town  or  city,  with  the  result  that  sales  are 
nearly  always  on  a  cash  basis,  or  practically  so.  More- 

over they  pay  the  retailer  a  handsome  profit,  and  while 
they  need  to  be  shoAvn  and  advertised  in  order  to  ob- 

tain the  best  results,  our  experience  with  them  has 
been  such  that  our  net  profits  on  our  1911  sales  on 
these  lines  amounted  to  considerably  more  than  those 
on  many  other  lines  M^e  handle,  and  that  demand  much 

greater  investment.    They  sure  are  trade  winners." 
During  Christmas  time  the  firm  made  a  window  dis 

play  of  vacuum  cleaners  and  advertised  the  line  in 
the  town  papers.    They  did  not  stop  here,  however, 

but  selected  a  list  of  the  most  probable  purchasers  in' the  town.  As  this  machine  retails  at  $125,  the  list  had 
to  be  a  select  one.  When  as  good  a  selection  as  pos- 

sible had  been  made,  one  of  the  members  of  the  firm 
would  call  on  each  person,  expound  the  good  points 
of  the  machine  and  give  an  actual  demonstration  of  its work. 

"The  time  we  spent  in  this  work  was  well  spent,'' 
said  Mr.  Bailes,  "for,  as  a  result  of  a  short  canvass, we  sold  five  machines.  On  each  one  of  these  we  made 
a  margin  of  $25.  A  few  days  spent  in  intelligently 
pushing  this,  or  a  similar  line,  will  net  any  dealer  more 
actual  profit  than  many  weeks  of  hard  labor  in  selling 

other  lines  he  is  compelled  to  handle." 
Another  incident  shoAving  that  it  pays  to  go  out 

pfter  business  was  related  liy  Mr.  Bailes.  A  short  time 
after  he  started  handling  furniture  shoes,  he  decided 
to  call  on  the  McLaughlin  Carriage  and  Motor  Car 
Company  in  his  tOAvn  and  solicit  an  order  to  equip  all 
their  office  furniture  Avith  these  articles.  He  was  suc- 

cessful, and  as  the  office  is  a  large  one  and  contains  a 
lot  of  furniture,  the  order  ran  into  quite  a  nice  sum. 

GETTING  AFTER  BUSINESS. 

W.  F.  McPherson,  Prescott,  Out.,  who  has  one  of 
the  most  compact  hardware  stores  in  Eastern  Ontario, 
as  will  be  seen  in  the  accompanying  picture,  recently 
secured  an  order  for  brass  tags  for  equipping  all  the 

The  well  arranged  interior  of  AV.  F.  McPherson's  store 

rooms  in  the  local  hotels.  In  conversation  with  one 

of  the  hotel  men,  Mr.  McPherson  learned  that  he  re- 
quired tags  to  be  attached  to  his  door  keys.  On  in- 

quiry, Mr.  McPherson  learned  that  l)rass  tags  could  be 
secured  from  a  stamping  works  in  Hamilton  and,  after 
securing  an  order  from  the  first  hotel  man,  he  ean- 
A^assed  the  others,  with  the  result  that  several  addi- 

tional orders  Avere  secured. 

Mr.  McPherson  makes  it  a  point  to  change  his  Avin- 
doAV  trims  regularly  each  week  and  believes  that  a 
neatly-arranged  store  and  an  attractive  window  dis- 
ply  is  one  of  the  best  advertisements  a  retail  hard- 
Avare  man  can  have. 

Mr.  McPherson  adopted  as  one  of  his  NeAV  Tear  re- 
solutions, the  folloAving: — 

"Count  that  day  lost,, 
Whose  loAV  descending  sun 
Sees  goods  sold  at  less  than  cost 

And  b\isiness  done  for  f\in." 
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Window  and  Newspaper  Advertising 

Do  You  Value  Your  Store  Front? 

By  W.  S.  French 
What  are  your  show  windows  for? 

"Why  do  you  pay  a  high  rental  for  every  foot  of street  frontage? 
Do  you  believe  in  clean-cut  store  front  with  the  all- 

glass  effect. 
Do  frosted  windows  in  winter  help  your  display 

and  eventually  sell  your  hardware? 
Do  you  consider  dust-covered  show  window  displays 

in  summer  pleasing? 
Do  broken  plates  in  your  store  fronts  pull  business? 
Do  you  particularly  enjoy  the  annual  expense  of 

painting  your  front  with  the  ultimate  result  of  tear- 
ing it  out  and  installing  anew? 

Shall  I  answer  for  you?  It  would  be  no  difficult 
problem  realizing  the  wonderful  power  of  a  modern 
store  front  I  fully  understand  your  view-point. 

The  subject  of  trade  pulling  store  fronts  is  com- 
paratively new.  Only  a  few  years  ago,  and  even  to- 

day, it  is  true  with  the  merchant  who  is  asleep  on  the 
job,  the  front  served  simply  to  let  in  a  little  light  and 
to  keep  out  the  rain  and  cold.  Your  grandfather  did 
not  have  an  attractive  store  front,  but  yours  must  be. 

Individuality. 

You  are  exerting  every  means  to  bring  biisiness  to 

your  door — you're  trying  to  make  your  store  attrac- 
tive, and  sightly.  Special  prices  are  offered,  exclusive 

of  improvement  and  development,  only  material  of  the 
highest  quality  can  be  found  upon  your  shelves  and 
many  other  features  distinguish  j^our  store  from  that 
of  your  competitor. 

And,  after  all,  each  merchant  strives  to  accomplish 
the  same  thing — Individuality. 

Granting  that  these  different  points  can  be  assem- 
bled into  the  one  word,  the  one  result,  individuality, 

tell  me  hoAV  you  can  better  accomplish  this  than  by  an 
attractive,  modern  store  front. 

Isn't  it  your  ambition  to  prevail  upon  passers-by 
to  step  inside  yoiir  store?  Once  they  are  inside  the 
door  it  is  then  simply  tip  to  your  salesmen  and  your 
merchandise  to  make  the  sale.  All  you  can  possibly 
ask  of  your  store  front  is  to  show  them  your  mer- 

chandise in  such  a  Avay  as  to  sufficiently  interest  the 
people  to  learn  more  about  it,  or,  better  still,  to  step 
inside  and  investigate. 

True,  many  sales  are  all  but  consummated  right  in 

■  the  window,  but  it  is  hardly  fair  to  expect  that  in 
every  instance.  If  your  show  windows  gain  and  hold 
the  attention  of  passers-by  long  enough  to  let  the  sub- 

ject "soak  in,"  then  they  are  working  for  you  in  the 
proper  way. 

Clear  Windows  in  Winter. 

Without  a  doubt  you  have  done  some  experimenting 
Avith  your  show  windows  to  prevent  the  glass  from 
frosting  and  sAveating  in  Avinter  and  AA'ithout  success. 
This  seems  to  be  the  uniA^ersal  opinion — drill  holes  at 
the  top  and  bottom  of  the  glass  and  you  Avill  solve  the 

l)roblem.  The  idea  is  good  as  far  as  it  goes,  but  by 
close  observation  and  specialized  study  into  this  sxih- 
jeet,  this  method  of  prevention  has  been  found  to  be 
most  ineffective. 

"WHAT'S  IN  A  NAME?" 

'Comparisons  are  ahvays  interesting  and  when  Avorked 
into  a  windoAv  display  AA'ith  a  little  humor,  cA^en  Hie 
most  dignified  can't  seriously  object.  This  is  whi-t  the 
Doolittle  Bros.  Company,  Painesville,  Ohio,  accom- 

plished when  they  put  in  a  AvindoAv  that  made  a  play 
on  Avords. 

"A¥hat's  in  a  name?"  the  card  in  the  Avindow  read 
and  below  Avas  shoAvn  a  coil  of  rubber  hose,  one  pair  of 

Unique  AVindow  Trim  of  Carpenters'  Tools  of  the  Ross Hardware  Co.,  Ltd.,  Moose  Jaw 

men's  hose,  tAvo  garden  lioes;  also  a  paper  file  and  an 
ordinary  mill  file;  a  horse  bib  and  a  baby's  bib;  a  door 
check  and  a  bank  check;  pieces  of  cut  glass  and  pieces 
of  window  glass ;  bachelor  buttons  and  door  buttons ; 

mariners'  compass  and  a  pair  of  winged  dividers; 
clothes  AA^ringer  and  hog  ringers.  There  was  also  shoAvn 

a  door  knocker  AA'ith  a  card  Avhich  read  "We  hope  there 
are  no  other  knockers  in  Painesville."  A  grindstone 
crank  bore  the  inscription  "Are  there  any  other  cranks 

in  Painesville?" 
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VALUE  OF  A  PAINT  DISPLAY  WINDOW. 

Windows  that  are  dressed  in  one  article  and  one  line 
of  goods  style  are  the  windows  that  make  the  money, 
for  they  are  always  carefully  watched  by  keen  buyers, 
says  an  authority. 

There  is  no  stock  that  makes  up  a  better  window 
display  than  paints.  It  is  very  easy  to  adapt  it  to 
the  valuable  suggestion  above.  With  paints  it  gets  its 
chance  to  talk  straight  to  the  public. 

While  it  is  true  the  window  cannot  always  be  given 
up  to  this  line,  yet  it  is  an  extensive  one  and  it  should 
be  given  every  other  change  for  one  branch  of  the 
line  or  another,  because  there  is  such  a  variation. 
Remember,  there  is  no  landlord  living  who  would 

knock  off  a  penny  of  rent  because  your  window  did 
not  pay.  Therefore,  the  only  way  to  make  that  penny 
is  to  increase  the  usefulness  of  the  space.  Too  many 
clerks  and  merchants  are  dead  to  the  window  display 
idea.  The  large  department  stores  spend  a  thousand 
dollars  a  week  just  for  a  window  setting  that  will  only 

up  his  mind  that  he  will  try  so  and  so,  there  is  the 
door  at  side  of  window  for  him  to  enter,  whereas  on 
an  average  there  is  ten  to  thirty  minutes'  walk  be- 

tween the  newspaper  reader  who  has  made  up  his 
mind  to  try  the  article  advertised  and  the  door,  which 
in  many  cases  is  never  reached  if  the  reader  passes 

that  of  a  competitor." 

USE  YOUR  WINDOWS. 

You  would  not  rent  a  store  and  let  it  lie  vacant  if 
you  knew  how  to  utilize  the  space  so  that  it  would 
make  money  for  you,  and  yet  how  many  men  in  busi- 

ness fail  to  take  advantage  of  the  opportunity  which  is 
open  to  them  to  make  a  profit  from  their  store  windows. 
You  are  paying  rent  or  taxes  on  your  store  front, 

.just  the  same  as  you  are  for  other  portions  of  the 
building,  and  you  ought  to  get  full  value  on  your  in- 

vestment. Make  your  windows  talk  for  you,  to  get  in 
people  who  perhaps  otherwise  would  not  enter  your store. 

A  striking  display  of  Christmas  Goods  in  the  store  of  the  Bond  Hardware  Oo.,  Guelph 

be  used  once  and  then  thrown  away.  They  also  re- 
gard the  value  of  a  dressed  window  so  highly  that 

many  dress  their  windows  after  midnight.  With  those 
who  use  extra  large  plate  glass  windows,  where  the 
risk  of  breakage  is  great,  the  merchants  has  in  storage 
several  extra  polished  plates,  so  in  case  of  breakage 
the  window  will  not  be  out  of  service  beyond  a  few 
hours.  In  other  words,  they  regard  the  window 
display  as  one  of  the  most  valuable  things  around  the 
store. 

Smart  paint  pulling  window  shows,  says  the  Paint, 
Oil  and  Drug  Review,  get  you  to  be  known  as  an  enter- 

prising merchant ;  it  develops  good  business,  and  that 
means  increased  profits.  Give  up  the  old  fogy  idea 
that  a  window  can  be  dressed  without  cost.  Remem- 

ber, it's  advertising,  so  spend  a  little  money  to  get  a 
novelty  of  some  kind  that  will  attract  people. 

One  authority  says:  "I  think  it  is  this  costing  so 
little  that  is  against  the  window  as  an  advertising  med- 

ium. It  does  not  seem  or  look  so  important  as  a  col- 
umn in  a  local  paper,  whereas  it  is  more  important  in 

every  way;  for  directly  the  prospective  customer  makes 

Encourage  one  of  your  clerks  to  study  up  ideas  on 
window  dressing  and  see  what  a  lot  of  interest  you 
can  create  in  special  lines  of  goods. 

A  VALUABLE  SUGGESTION. 

In  the  December  issue  of  the  Journal  we  showed  a 
window  display  of  cutlery  and  cut  glass  by  C.  H. 
Smith,  with  D.  W.  Douglas,  Campbellford,  Out.  A 
novel  feature  of  this  window  was  a  wooden  rod  ex- 

tending clear  across  the  window,  and  into  which  had 
been  stuck  jack-knives.  Below  each  knife  tacked  on 
the  board  was  a  price  ticket. 

G.  H.  Clark,  hardware,  Niagara  Falls,  Ont.,  saw  this 
reproduction  and  tried  the  plan.  He  put  in  a  cutlery 
windoAv  and  had  a  thin  board  running  across  the 
front.  He  inserted  the  knives  in  the  board,  put  on 
lirice  tickets,  and  states  that  the  results  far  exceeded 
his  expectations.  He  sold  knives  he  had  had  in  stock 
for  some  little  time  and  is  very  grateful  for  the  ̂ g- 

gestion. 
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The  Ad.  Critic 

Sj;  5.  M.  L.  Pica 

That  advertising  in  both  matter  and  typographical 

appearance  is  greatly  improving  is  quite  evident  to 

anyone  who  cares  to  glance  back  over  the  last  five 

or  ten  years.  To  look  back  over  a  short  period  niay 

not  probably  give  one  much  satisfaction,  as  the  im- 

provements that  are  taking  place  are  of  such  slow  pro- 
gress that  one  needs  to  hark  back  for  a  somewhat 

fengthy  period  in  order  to  perceive  that  there  has 

really  been  a  growth  in '  this  respect.  There  really 
needs  to  be  more  thought  given  both  to  the  prepara- 

tion of  copy  and  to  the  setting  up  of  the  advertisement 

when  the  copy  is  in  the  hands  of  the  printers.  There 

is  still  a  great  deal  of  slovenly  copy  and  composition. 

Advertising,  in  order  to  get  the  best  results,  needs  to 

be  given  care  and  thought  as  well  as  other  depart- ments of  business  enterprise. 

In  the  advertisements  which  I  have  selected  for  criti- 
cism in  this  issue  are  same  fairly  good  ones,  but  at 

the  same  time  most  of  them  show  a  neglect  of  care 

both  in  the  preparation  of  copy  and  in  the  work  of 
the  printers. 

J.  R.  Hambly,  Barrie  (original  9  x  6%).  This  adver- 
tisement is  of  about  the  right  proportion  for  the  matter 

it  contains  and  its  composition  is  on  the  whole  of  such 
a  nature  as  to  attract  readers  and  excite  a  desire  for 

the  articles  advertised.  I  think,  however,  that  on  the 

whole  the  advertisement  would  have  been  more  effec- 
tive had  its  matter  been  confined  to  electric  goods  and 

heaters,  or  else  have  been  arranged  in  a  little  different 

way  so  that  each  class  Avould  have  been  set  up  dis- 
tinctly by  itself  in  departments,  after  the  manner,  for 

example,  the  department  stores  lay  out  their  adver- 
tising. I  would  suggest  that  if  the  top  line  had  been 

left  out  and  the  words  "Light  and  Heat"  given  the 
first  place  the  appearance  of  the  advertisement  would 

have  been  improved.  An  idea  as  to  prices  would  also 

have  increased  the  advertising  value  of  the  announce- 
ment. 

Lawlor  &  Cain,  Fredericton,  N.B.  (original  2  x  41/2). 
The  chief  objection  I  have  to  this  advertisement  is  the 

way  it  has  been  set  up  by  the  printers.  The  line 

"Hardware  of  all  kinds"  is  superfluous  as  everybody 
knows  that  a  hardware  dealer  carries  "hardware  of 
all  kinds."  An  advertisement  to  be  effective  must  be 
specific. 

R.  Chestnut  &  Sons,  Fredericton,  N.B.  (original  614 
X  61/2)-  This  is  an  effective  advertisement  and  is  on 
the  whole  well  set  up.  I  suggest,  however,  to  Chestnut 
&  Sons,  that  when  they  are  giving  instructions  to  the 
printers  that  they  request  that  the  same  series  of  type 
be  used  throughout  the  advertisement  as  far  as  pos- 

sible. I  mean  by  that,  type  of  the  same  character  al- 
though different  in  size.  The  smaller  type,  for  ex- 

ample, would  have  looked  much  better  if  it  was  of  the 
same  character  as  that  used  in  the  second  line  of  the 
advertisement. 

Cunningham's,  Limited,  (original  111/2  x  824) .  This 
is  on  the  Avhole  a  good  advertisement.  Its  strong  point 
is  the  prices  which  are  given.  It  would  have  been 
strengthened  possibly  had  a  smaller  illustration  been 
used  in  the  centre  and  the  five  lines  under  the  illus- 

tration left  out.  Then,  again,  I  think  it  would  have 
been  better  had  the  first  two  lines  also  been  left  out, 

namely  "Cunningham's,  Limited,  Hardware."  The 
words,  "January  Sale,"  would  have  then  been  on  the 
top  of  the  advertisement.  These  changes  which  I  sug- 

gest would  not  have  only  made  the  advertisement  more 
attractive,  but  Avould  have  given  more  space  for  a 
couple  or  more  panels  such  as  have  been  effectively 
used  in  the  advertisement. 

Grandview  Sheet  Metal  Works  (original  6  x  414)- 
This  is  an  advertisement  which  in  both  mechanical  ap- 

pearance and  composition  is  good,  and  might  be  util- 
ized by  other  advertisers  as  the  basis  for  preparing 

similar  advertisements. 

The  Williard  HardAvare  Co.,  Chatham,  Ont.  (origin- 
al 534  X  51/2)-  This  is  a  well  written  and  effective  ad- 

vertisement, and  is  a  sample  of  what  can  be  done  in  a 
simple  way.  If  the  printers  had  done  their  part  as 
well  as  the  writer  of  the  advertisement  had  done  his, 
its  artistic  appearance  would  have  been  enhanced  and 
its  effectiveness  increased. 

J.  A.  W.  Allan  &  Co.,  Newmarket,  Ont.  (original  5^4= 
X  4I/0).  This  space  has  not  been  utilized  to  good  ad- 

vantage. To  ask  people  to  merely  see  electric  light  fix- 
tures is  not  convincing.  Probably  everybody  knows 

that  the  firm  carries  electric  fixtures  in  stock,  but  it  is 
the  information  about  these  fixtures  which  brings  eus- 
omers  to  the  store.  When  there  are  too  many  varieties 
of  type  used  it  certainly  does  not  add  to  its  typograph- 

ical appearance. 

E.  Messervy,  Lougheed,  Alta.,  (original  4i/o  x  4I/2). 
This  advertisement  is  too  much  of  the  nature  of  a  card. 
Probably  everyone  in  the  neighborhood  of  Lougheed 
knoAvs  that  this  dealer  carries  stoves  and  ranges,  but 

he  doesn't  give  any  particulars  about  them  in  the  ad- 
vertisement. Notice  by  way  of  contrast  the  stove  ad- 

vertisement of  the  Collingwood  Hardware,  Limited, 
in  the  last  issue  of  Canadian  Hardware,  Stove  and 
Paint  Journal. 

Wells  &  Emmerson,  Port  Arthur,  Ont.,  (original  IV^ 
x  6-34).  This  firm  is  not  afraid  to  use  space  to  adver- 

tise a  twenty-five  cent  article,  and,  no  doubt,  it  proved 
a  seller.  It  is  a  good  sample  of  concrete  advertising 
which  is  the  kind  that  is  effective. 

ART  IN  BUSINESS  LETTER  WRITING. 

my  Mollis  W.  Field 
There  is  a  common  form  of  Avant  advertisement  in 

the  papers  coming  from  the  business  man  and  directed 

to  the  bright  young  man  who  "can  conduct  the  firm's 
correspondence  and  obtain  results."  Did  it  ever  occur 
to  you  that  in  this  commonplace  Avant  of  the  average 
business  house  the  manager  of  that  business  is  asking 
lor  a  little  something  more  than  literature,  and  on  the 
side  exacting  of  the  really  capable  correspondent  for 
the  house  a  pile  of  knowledge  of  men  and  things  large 
enough  to  make  of  him  an  author  of  about  two  out  of 

the  six  "best  sellers"? 
Ordinarih'  the  average  of  the  business  letter  that 

one  receives  from  any  line  of  business  is  a  little  too 
dead  and  cold  to  hold  without  pincers,  while  in  the 
matter  of  verbiage,  spelling,  punctuation  and  para- 

graphing it  suggests  a  brain-fagged  tvpewriter  writ- 
inor  in  her  sleep.  Tou  place  tAvo  old  friends  together 
who  for  ten  years  have  been  livin<?  .500  miles  apart 
without  having  met  in  that  time.  Each  of  them  may 
be  far  above  the  aA^erage  in  knoAvledge  and  intelligence. 
For  ten  vears  theA^  have  been  correspondiner  regularlA^ 

writing  becanse  they  have  AA'anted  to  Avrite  and  keen 
in  touch  Avith  each  other.  But  Avithin  an  hour  both  of 
them  will  have  agreed  that  it  is  good  to  get  together 
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"to  talk  things  over;  letter  writing  is  so  unsatisfac- 

tory." When  this  is  a  commonplace  observation  between 
two  old  friends  who  have  known  how  to  write,  have 
been  anxious  to  keep  up  the  correspondence ;  have  been 
in  closest,  friendliest  touch  that  letter  writing  had 

made  possible  to  them — don't  you  see  what  the  busi- 
ness man  is  asking  for  in  the  personality  of  the  man, 

''capable  of  conducting  the  firm's  correspondence  and 
producing  results"?  It  is  admitted  that  there  are  cer- 

tain businesses  that  cannot  be  conducted  save  through 
the  personality  of  men  appearing  in  person  to  the  cus- 

tomer. On  the  other  hand,  there  are  businesses  that 
live  largely  through  mail  correspondence.    But  as  the 

amount  seems  small  and,  too,  they  saved  the  money 
that  would  have  been  spent  on  larger  space,  yet  a 
man  should  increase  his  sales  each  year  he  is  in  busi- ness. 

In  view  of  this,  Messrs.  Otton  &  Son  will  this  year 
go  back  to  their  old  custom. 

A  DEALER'S  USE  OF  CIRCULARS. 
A  writer  in  the  Hardware  Reporter  says  that  he 

Icnew  a  hardware  dealer  in  a  small  town  who  doubled 
his  holiday  business  in  a  poor  year  by  sending  out 
printed  circulars  with  some  very  low  prices  on  a  few 
desirable  items.    With  this  circular  there  went  an  im- 

THE  TWO  Bia  ITEHS 

Light  and  Heat 
Can  be  Reduced  V«iy  Materialfy 

By  Asking  us  to  Supply  Your  Needs 

FOR  LIGHT 
Our  TunEvUn  Ijktppi  w(tl  give  you  i I.  teta  n Try  t e  light  for  40  tq  Uo  (rer  « 

FOR  HEAT The  nr»t  unilderallon  Is  the  Heater.  Our  Hae  ol  Cul  and  Woml 
Healer*  cannot  be  equalled  <n  price  and  fuet  savlag  qualitiea. Call  and  see  them. 

Some  people  He  awake  olghta  trying  to  Mlve  the  Holiday  girt  problem 

Ow*  Silverware,  Cut  Glass,  Cutlery 
and  Hammered  Brass 

Offcf  sugfeatlona  that  make  this  problem  very  cosy,  VMfiM 
and  acceptable  gifts  for  Isdie*  and  gcntkmea,  boyi  «ad  ̂ rta. Shop  early  whlle.the  selection  Is  good, 

J   R.  HAMBtY 

SAFETY  RAZORS 

HARDWARE  OF  ALL  KINDS 
LAWLOR  &  CAIN  - 

PORTLAND  CEMENT  WORK 
Can  Be  Done  in  Winter 

''Canada"  Portland  Qement W  BUGS  AND  WOODEN  BARRELS,  - And  wc  can  give  you  Ihe  ntMssary  InformaKon  as  lo  t\ovi  \9 60  the  Work, 

R.  Chestnut  &  Sons 
WHOLESftLE  AND  RETAIL  HARDWARE, 

CUNNINGHAM'S  EIMITED 
Hardware 

JANUARY  SALE 

Beginning  Sat.  January  7th,   Ending  Sat.  January  20th 
Ting  on  the  prices  of  our  Housekeeping  Hsr*- Come  anjscc  ihe  GENUINE  REDUCTIONS wire.  There  Is  only  ooc  conclusion  you  can  come That  you  never  btfore  bad  the  opporiunlry  to  buy 

All  Our  Stock 
of  Enameled 
Ware  and  Tin- ware Will  be 
Reduced  20% 

Cotlery  and 
Silverware 

Prices  Marked 

Down  ̂* 

20  per  cent 

'^^^^^^ 

100  Savory 
Roasters  at 
Each  95c 

Hot  Pout 
Electric  Irons 

H.75 

Whet)  you  are  m  don  t  overlook  ibe  prices  our  Mock  of  beating  stoves  are  selling  »r— everyone  redpwA OAK  HEATERS,  AJHTIGHT  HEATERS,  HOT  BLAST  HEATERS  AND  COAL  OIL  STOVES. 
Boys'  Wagons.  Antov,  Irish  Muls  and  Vdacipcdea  wQI  seO  for  wythlng  that  wtn  nM  ns  above  their  taU- 

AGENTS  PGR  McCLftBrs  FAMOUS  KOOTENAY  RANGED 

CUNNINGHAM'S  LIMITED Private  Exchangs'^y.  7800  _  1012-16  GianyiOs  StiMt 
Hardware  —  Heating  Plambing 

Don't  Let  Yobt  Money 

Ga-  Up  h  Smoke il^immon'^    -  | i  Giiaraifteed  i 

i  Beady  (loDfiqg  | 
I $lt75  pgp  108  sq.ft. I 
X  Best  qualily  of  {lare  asphalt  higtil;  re  | 
I  camnuided  by  fire  undcrwrilen.  Kaib  { I  aod  cement  wilh  each  roll.  ^ 
'  ■\  ply.  gaaranltcd  f«r  5  years,  per  si^,  •  *  : 
•  ,2  ply,  guaranteed  for  7  years,  per  sq.  >  >  S^-W  : 
•  i  ply  goaraDteed  (or  12  years,  per  s^.  •  ' 

iTheWillard  Hardware  Cs.j 

HARDWARE  STOR6 

SEE  OUR 
ELECTRIC  LICHTFIXTUflES 

Sy  Buying  From  Us 

\  FaB  Line  of  ■ I  Electric  LigM  Supplies  | 
Faintr,  Oils,  Glass,  Etc. 

J.  A.  W.  ALUN  &  COMPANY MCWMARItCT. 

Messefvys 

Stoves  ®.  Ranges 

e.  NiessgRVY 

Samples  of  Retail  Hai'dware  AcU'ertising— See  opposite  page  for  ci-itieisiu 

personally  conducted,  business  needs  the  letter,  so  the 
letter  business  calls  for  occasional  personal  representa- 

tions, which  leaves  the  head  of  a  correspondence  desk 
in  possession  of  a  long,  weighty  lever  which  he  must 
use  carefully  and  deftly  to  his  needs. 

A  COSTLY  EXPERIMENT. 

Ever  since  they  have  been  in  business,  H.  H.  Otton 
&  Son,  hardware,  Barrie,  Ont.,  have  used  increased 
advertising  space  during  Christmas  time.  Last  year, 
however,  more  as  an  experiment  than  anything  else, 
they  did  no  extra  advertising,  but  just  filled  their 
contract  space  with  seasonable  advertising.  When 
everything  Avas  totalled  up,  they  found  their  sales 
were  just  70  cents  less  than  the  year  previous.  This 

itation  typewritten  letter  signed  in  ink  by  him,  calling 
the  attention  of  the  trade  to  the  bargains  he  offered, 
and  asking  for  a  personal  visit  from  each  one  that  he 
might  convince  them  what  a  fine,  desirable  line  of 
goods  he  carried.  Then  when  customers  came  he  not 
only  sold  them  the  bargain  articles  but  some  good  items, 
such  as  carvers,  safety  razors,  cutlery  and  such  like, 
on  which  he  made  a  profit.  Kemember  that  this  is  an 
advertising  age,  and  that  it  pays  to  get  into  the  lime- 

light, unless  you  want  to  drift  into  a  dark  corner  and 
l)e  forgotten.  Keep  your  customers  posted  all  the  time 
as  to  prices  at  which  they  can  buy  goods  of  you,  and 
always  have  a  bargain  counter  going.  Remember  that 
the  catalogue  houses,  the  5  and  10-cent  stores,  the  de- 

partment stores,  and  the  racket  stores  do  this  thing 
all  the  time  and  make  it  pay. 
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Card  Writing  Suggestions 

Card  writing  as  an  adjunct  to  business-getting  meth- 
ods is  gradually  growing  in  importance.  While  in  this 

respect  we  in  Canada  are  not  perhaps  so  far  advanced 
as  the  United  States,  yet  we  are  undoubtedly  grad- 

ually improving. 
The  illustration  herewith  given  is  from  a  recent 

issue  of  the  House  Furnis'hing  Review.  The  letters 
can  be  made  either  Avith  the  pen  or  brush,  and  with  a 
little  practice  can  be  made  by  the  veriest  tyro  in  card 
writing. 

This  is  in  reality  a  fancy  or  irregular  letter  taken 
from  the  Roman  alphabet.  It  is  a  style  of  letter  that 
can  be  made  quickly  because  of  its  irregularity,  which 
means  that  one  does'  not  have  to  be  as  particular  in 
their  work  as  is  the  case  in  making  letters  with  per- 

fectly straight  lines. 
Here  are  the  practical  card  writing  hints  taken  from 

the  same  paper  that  will  be  helpful  to  you  from  time 
to  time. 

All  heavy  and  shading  oil  colors  used  on  silk  or 
satin  should  be  mixed  with  naphtha  to  prevent  them 
from  spreading.  For  gilding  use  clear  asphaltum 
thinned  out  M'ith  a  gold-size  Japan  and  a  few  drops  of 
turpentine.    Asphaltum  is  a  thick  transparent  color 

abcdeiT^hyklnv 

n  o  p  q  vst  u  vwxy  z 

Samples  of  Lettering.    Practice.on  them 

that  dries  rapidly  and  leaves  a  gloss.  It  is  used  by 
some  card  writers  for  show  work,  if  a  rich  gloss  is 
wanted  it  should  be  used  as  thick  as  possible  as  too 
much  turpentine  will  spoil  the  gloss. 

Bronze  powder  can  be  bought  in  many  colors  at 
various  prices,  but  the  colors  mostly  used  by  card 
writers  are  gold  and  silver  (aluminum).  It  is  advis- 

able to  keep  this  powder  in  small  bottles  as  it  is  easier 
handled  in  this  way  and  this  will  also  keep  it  free 
from  moisture.  This  powder  can  be  mixed  with  mucil- 

age and  water  the  same  as  you  mix  dry  colors  for 
card  work,  but  the  best  results  can  be  secured  by 
using  the  bronzing  fluid  Avhich  comes  in  small  bottles 
and  is  inexpensive.  A  bronze  fluid  can  be  mixed  with 
varnish  and  turpentine.  Another  method  of  applying 
bronze  is  to  first  paint  the  surface  to  be  covered  with 
shellac  diluted  in  alcohol  and  sprinkle  the  dry  bronze 
over  this. 

For  lettering  with  oil  colors  on  glass  the  color  most 
used  is  black.  One  way  of  mixing  this  is'  to  use  dry 
lamp  black  with  the  best  coach  varnish,  grinding  it 
thoroughly  with  the  palette  knife.  Thin  with  equal 
parts  of  varnish  and  turpentine. 

For  temporary  use  a  sign  can  be  mixed  with  dry 
color  water  and  glue  as  explained  in  previous  less'ons. 

Unless  you  use  the  prepared  sisrn  writers'  muslin, 
cotton  sheeting  must  be  dampened  before  being  let- 

tered. This  can  be  done  with  a  ST)onge  and  the  paint 
■applied  Avhile  damp.    A  good  paint  for  this  purpose 

can  be  mixed  with  equal  parts  of  boiled  oil  and  Japan 
and  thinned  with  turpentine.  A  red  sable  rigger  will 
answer  for  outline  work  and  a  wide  flat  brush  for 
fill-ins.  Shading  colors  can  be  applied  without  any 
danger  of  spreading  when  the  cloth  is  almost  dry. 

J.  H.  ASHDOWN  COMPANY'S  NEW  WAREHOUSE. 
The  establishment  for  the  new  Avarehouse  at  Saska- 

toon, Sask.,  by  the  J.  H.  Ashdown  HardAvare  Company, 
Limited,  Winnipeg,  has  removed  one  of  the  heaviest 
handicaps  which  the  retailer  in  that  vicinity  has  to 
overcome,  namely,  that  of  distance  from  source  of 
supply,  which  forces  him  to  carry  a  much  larger  stock 
than  would  otherAAnse  be  necessary,  thus  keeping  con- 

siderable capital  idle  AA'hen  it  should  be  active.  For- 
merly, dealers  in  Western  Provinces  had  to  secure  their 

supplies  from  the  Winnipeg  warehouse.  The  establish- 
ment of  the  new  house  in  Saskatoon,  however,  has  re- 

moved this  handicap,  and  the  saving  in  time  and  freight 
rates  cannot  be  over  estimated. 

The  ncAv  biailding  is  six  stories  high,  Avith  basement. 
It  is  constructed  along  the  very  latest  lines  and  equip- 

ped throughout  Avith  the  most  modern  appliances  for 
handling  and  storing  harclAvare.  The  rear  of  the  build- 

ing is  right  close  to  the  main  line  of  the  C.N.R.  and  is 
only  tAvo  blocks  from  the  centre  of  the  city.  It  con- 

tains over  33,000  square  feet  of  floor  space,  not  inchid- 
ing  basement  and  loading  platform.  On  the  north  side 
is  a  yard  for  storing  the  heaA^ier  and  rougher  stock. 
Here  all  the  local  loading  is  done.  The  raihray  load- 

ing platform  has  capacity  for  handling  four  cars  at 
one  time. 

Spacious  offices  are  located  on  the  second  floor.  Here 
the  fittings  throughout  are  the  very  latest  for  the  ex- 

peditious handling  of  orders.  The  remaining  space  in 
the  building  is  used  for  storing  the  many  lines  car- 

ried by  the  firm.  The  basement  is  used  for  the  heavy 

stocks  and  the  upper  stories  for  the  A-arious  lines  of 
shelf  and  floor  hardAvare.  A  hoist  and  a  long  spiral 
slide  are  used  for  moving  goods  from  one  corner  to another. 

The  Saskatoon  Avarehouse  is  under  the  management 

of  Mr.  J.  Noel  Niven.  Mr.  NiA^en  has  had  eighteen 
years  experience  in  the  hardware  business  and  is  emin- 

ently fit  for  the  responsibilities  AA^hich  fall  upon  the 
shoulders  of  the  head  of  such  an  establishment.  Asso- 

ciated Avith  him  in  the  office  is  Mr.  D.  A.  Hanes,  who 
holds  the  position  of  office  manager. 

BROWN  BOGGS  COMPANY'S  NEW  FACTORY. 
The  BroAvn  Boggs  Company,  Limited,  Hamilton,  Ont., 

manufacturers  of  tinsmith  and  canning  machinery,  is 
contemplating  an  extensive  enlargement  of  its  plant, 
and  for  that  purpose  is  negotiating  for  the  purchase 
of  six  acres  of  land  in  the  eastern  part  of  the  citv,  on 

the  line  of  the  G.T.R.  and  T.H.  &  B.  Raihvays.  "  The company  is  at  present  located  at  the  corner  of  King 
William  Street  and  Victoria  Avenue,  and  if  present 
plans  go  through  will  move  from  that  section  of  the 
city  as  soon  as  the  east  end  plant  is  erected.  The  capi- 

tal of  the  concern  aahII  be  increased  to  $500,000,  and 
it  is  the  intention  to  install  an  up-to-date  plant  and 
pay  more  attention  to  the  manufacture  of  larger  bolts, 
presses,  shears,  etc. 

QUICKLY  MADE  TOOL  FOR  BENDING  PIPE. 
A  pipe  bender  can  be  made  by  boring  a  fcAv  holes 

in  a  piece  of  oak  plank  and  inserting  heaA'y  bolts  or 
short  pieces  of  pipe  for  pegs,  about  Avhich  the  pipe  may 
be  bent  as  desired. 
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The  Office  End 

Where  the  Costs  are  Figured 
and  the  A  ccounls  Looked  After 

FIGURE  PROFITS  ON  SELLING  PRICE. 

"Let  well  enough  alone"  lias  a  very  comfortable 
sound,  but  there  is  nothing  in  it  which  enables  a  man 
to  get  ahead. 

Most  retailers  are  satisfied  with  their  methods.  They 

think  they  are  making  money.  But  here  is  a  letter 

which  suggests  a  reason  for  the  many  failures  among 
these  same  satisfied  retailers.  The  story  was  told  in 

a  letter  to  the  service  department  of  a  large  manufac- 
turer of  store  equipment. 

This  paper  has  often  tried  to  point  out  the  necessity 
for  figuring  profits  on  the  selling  price,  but  the  story 
so  strongly  illustrates  the  point  that  we  print  it  for 
what  it  is  worth. 

The  retailer's  name  cannot  be  given.  He  thought 
until  a  week  or  so  ago  that  he  was  going  to  make  a 
good  profit  this  year  in  addition  to  his  salary,  but  he 
has  discovered  that  he  has  actually  lost  $1,125. 

"I  started  the  year,"  he  said,  "with  $1,100  in  the 
bank  and  a  stock  inventory  of  $3,450.  Doing  a  cash 

business,  I  had  no  outstanding  accounts,  and  my  ac- 
counts payable  amounted  to  only  $550.  Assets,  $4,550. 

Liabilities,  $550. 

"My  business  for  the  year  aggregated  $40,600.  My 
stock  inventory  at  the  end  of  the  year  is  $3,250.  My 
bank  balance  is  $600.  Accounts  payable  against  me 

aggregate  $975.  I  have  drawn  nothing  from  the  busi- 
ness except  my  salary  of  $100  a  month.  Assets,  $3,850. 

Liabilities,  $975. 

"I  found  that  my  cost  of  doing  business  was  22  per 
cent.,  including  my  salary.  I  figured  that  I  should 
make  a  profit  of  10  per  cent,  and  marked  all  my  goods 
for  that  profit. 

"I  made  my  purchases  carefully  so  that  my  stock 
did  not  pile  up.  I  handled  only  such  goods  as  I  was 
able  to  move  and  could  make  the  10  per  cent.  on. 

"But  I  find  my  inventory  smaller,  my  bank  balance 
smaller,  and  my  debts  bigger  at  the  end  of  the  year. 

"I  expected  a  profit  above  expenses  of  $2,500.  I 
thought  I  had  that  profit,  but  my  year-end  statement 
shows  that  I  have  lost  $1,125. 

"Can  you  tell  me  the  answer  to  this  puzzle?" 
His  mistake  was  this :  He  took  his  cost  of  doing  busi- 

ness and  his  profit  from  the  cost  price.   He  should  have 
taken  both  from  the  selling  price. 

He  has  less  money  in  the  bank.  He  owes  more.  He 
has  less  stock.  He  has  not  made  10  per  cent — that 
is  plain.  Instead,  he  has  lost  the  amount  of  the  de- 

crease in  stock  and  cash  and  the  amount  of  the  in- 
crease in  debts. 

"Why?  The  service  department  of  the  manufacturer to  whom  he  wrote  figured  out  the  problem  for  him. 
He  thought  he  was  adding  10  per  cent,  for  profit,  but 
in  reality  he  did  not  add  anything  for  profit. 

Suppose  an  article  cost  him  $2.25.  Suppose  his  cost 
of  doing  business  was  22  per  cent,  and  it  was  desired 
to  fix  a  price  that  would  allow  10  per  cent,  profit. 
He  added  32  per  cent,  to  the  cost  of  $2.25,  and  thought 
he  was  adding  10  per  cent,  for  profit! 
He  had  estimated  his  cost  of  doing  business,  of 

course,  as  22  per  cent,  on  his  gross  busines,  or  on  the 
selling  price  of  the  article.  Instead  of  allowing  22  per 

cent,  on  the  selling  price  for  cost  of  doing  business,  he 
added  49.5  cents  to  the  cost  price.  Instead  of  allow- 

ing 10  per  cent,  on  the  selling  price  for  profit,  he  added 
22.5  cents  to  the  cost  price.  It  really  cost  him  almost 
73  cents  to  sell  the  article,  one  cent  more  than  both 
the  amounts  he  added. 

Here  is  the  difference :  The  article  was  sold  for 
$2.97  or  probably  $3,  when  it  had  to  be  sold  at  $3.31 
to  get  10  per  cent,  profit.  He  needed  a  gross  business 
of  over  $50,000  on  the  same  wholesale  cost  to  make 
his  10  per  cent,  profit. 

Prove  the  figures :  22  per  cent,  on  $3.31  is  nearly  73 
cents ;  10  per  cent,  on  $3.31  is  a  little  over  33  cents, 
adding  73  and  33  gives  $1.06,  adding  this  to  $2.25 
gives  us  $3.31. 

The  whole  problem  hinges  here :  Figure  your  per- 
centage on  the  selling  price. 

STICKERS  FOR  STOCK-TAKING. 

A  simple  device  that  is  being  used  by  many  retail 
merchants  in  taking  stock,  according  to  Hardware  Re- 

porter, is  that  of  pasting  on  the  boxes  in  the  shelves, 
or  on  the  goods  themselves,  a  small  sticker.  For  in- 

stance, if  a  red  sticker  were  used  in  the  inventory  of 
1909  all  goods  on  hand  with  this  sticker  will  be  known 
to  have  been  in  stock  three  years  ago.  If  a  blue 
sticker  were  used  in  1910  then  it  is  evident  that  these 
goods  have  been  on  hand  two  years.  In  the  1911  in- 

ventory a  yellow  sticker  could  Idc  used.  It  will  there- 
fore appear  evident  that  goods  decorated  with  a  red, 

blue  and  yellow  sticker,  indicating  they  have  been  in 
stock  three  years,  should  be  gotten  rid  of  in  some 
manner.  It  will  be  clear  that  either  this  class  of 
goods  was  unsaleable  or  that  the  merchant  was  guilty 
of  over-buying  in  the  first  place.  Even  in  a  small 
business,  in  taking  his  inventory  a  merchant  should 
not  only  have  a  book  for  goods  short  but  also  a  book 
in  which  he  can  enter  his  list  of  over-stock.  Unless 
such  entries  are  made  as  the  work  progresses,  on  ac- 

count of  the  great  number  and  variety  of  articles  in 
the  hardware  line  such  goods  can  only  be  found  with 
difficulty  afterwards  from  the  inventory. 

THE  RESULT  OF  GOOD  SERVICE 

Twenty-nine  subscriptions  taken  for  Canadian 
Hardware,  Stove  and  Paint  Journal  in  three 
days— eight  of  these  in  one  store,  Whites, 
Limited,  Collingwood— was  the  record  of  one 
subscription  canvasser,  John  A.  Gibson,  last 
month.  In  one  month's  work  Mr.  Gibson  alone 
secured  89  new  subscriptions  for  the  Journal. 
The  reason  behind  the  growth  of  the  Canadian 
Hardware,  Stove  and  Paint  Journal  is  that  the 
Journal  is  giving  the  best  possible  service  to 
advertisers  and  subscribers.  We  set  the  pace 
—others  follow. 

Every  merchant  should  have  at  his  elbow  a  copy  of 
the  Canadian  Almanac.  As  a  book  of  reference  it  is 
indispensible  to  business  men.  Among  its  features 
are  the  Customs  tariff;  weights  and  measures  and  ex- 

change tables ;  banks,  branch  banks  and  their  man- 
agers ;  list  of  post  offices ;  foreign  consuls  in  Canada ; 

list  of  barristers  and  solicitors;  rates  of  various  life 
insurance  companies ;  bank  stocks  and  dividends  paid ; 
maps  of  the  Western  Provinces  with  the  different  rail- 

ways noted.  The  Copp,  Clark  Co.,  Limited,  are  the 
publihers,  and  the  price  is  60  cents. 
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REACHING  FARMERS  THROUGH  FORM  LETTERS. 

Sj;  IV-  Clement  Moore 
Every  customer,  no  matter  how  modest,  appreciates 

the  fact  that  you  do  value  him  as  a  customer.  In  busi- 
ness life  there  are  many  ways  in  which  you  can  make 

your  customers  realize  that  you  do  respect  their  trade 
and  are  anxious  to  serve  them  in  every  way.  Neither 
is  it  necessary  that  this  courtesy  shall  entail  any  obliga- 

tions on  your  part  for  the  wise  dealer  will  hold  his 
customers  in  respect  and  at  the  same  time  be  held  in 
respect  by  them  without  capitulation  on  the  part  of 
either  party  concerned. 
The  imitation  typewritten  letter  is  one  of  the  ways 

of  bringing  this  appreciation  about,  and  in  planning 
an  advertising  campaign  it  seems  to  me  that  I  should 
arrange  to  send  out  a  form  letter  to  old  customers  as 
well  as  possible  new  ones,  at  least  once  every  month. 
The  form  letter  has  its  mission  and  should  not  be  used 
for  the  same  purposes  that  you  would  use  a  circular. 
It  is  more  formal  and  personal  in  its  tone,  hence  your 
language  in  it  should  be  that  of  one  friend  writing  to 
another  and  advising  him  concerning  some  business 
matter.  This  brings  you  into  closer  touch  with  your 
customers  than  would  be  possible  through  the  circular. 

It  pays  to  be  progressive  and  if  you  have  never  used 
the  form  letter  I  would  advise  you  to  do  so  at  once  and 
be  a  step  in  advance  of  your  competitors.  It  is  not  a 
new  thing  in  general  advertising  but  there  is  an  excel- 

lent field  for  it  in  the  retail  business. 

First  of  aU  plan  to  introduce  some  new  line  or  new 
argument  each  month  and  then  plan  your  method  of 
writing  the  form  letter  noting  the  foUoA^dng  points : 

1.  Have  something  of  importance  to  say. 

2.  Give  careful  attention  to  the  wording  of  the  let- 
ter. Make  it  spicy  and  interesting  but  as  clear  as  you 

possibly  can. 
3.  Have  your  letter  set  double  spaced,  that  is  every 

other  line  blank.  This  gives  a  good  clear  impression 
and  renders  the  wording  easy  to  read. 

4.  It  is  a  good  plan  to  write  your  letter,  have  some- 
one read  it  to  you  or  read  it  over  carefully  to  yourself 

and  make  criticisms  before  sending  it  to  the  printer. 
In  fact  it  will  pay  you  to  rewrite  it  two  or  three  times 
before  it  is  printed,  for  you  must  remember  that  it  is 
going  into  four  or  five  hundred  homes  and  its  message 
should  be  the  best  that  you  can  frame. 

5.  Be  clear,  concise,  interesting — but  be  brief. 
The  above  rules  are  simple  and  easy  to  follow,  and 

will  answer  very  well  for  other  forms  of  advertising 
as  well  as  the  form  letter. 

Form  letters  may  be  printed  on  blank  paper  at  about 
$2.25  per  1,000  but  they  are  much  better  when  printed 
with  your  regular  letter  head  form  at  the  top.  This 
way  they  cost  about  two-thirds  more  but  they  are  worth 
it.  If  you  have  a  large  stock  of  printed  letter  heads 

on  hand  you  can  take  them  to  the  printer  of  multi- 
graph  letters  and  have  him  print  the  form  letter  right 

on  your  letter  heads  and  in  any  quantity  to  suit  at 
very  reasonable  prices. 

As  to  distribution,  I  would  suggest  mailing  in  every 
case. 

Give  it  a  trial  with  anything  in  its  season  and  if  the 
first  batch  of  letters  simply  pay  their  way,  you  have 
not  lost  anything  and  double  that  amount  of  energy 
the  next  time  will  bring  double  the  results. 

Silo  and  fodder  cutters,  wood  cutting  machinery, 
stalk  cutters,  corn  sheUers,  engines,  etc.,  can  be  adver- 

tised successfully  through  the  form  letter. 

THE  NOTE  BOOK  HABIT. 

When  you  start  a  salesman  through  the  house  pro- 
vide him  with  a  note  book.  Teach  him  to  make  notes. 

If  he  is  in  doubt  about  anything  tell  him  to  make  a 
memorandum  of  it  and  then  come  to  you  for  the  answer. 
Every  salesman  and  every  business  man  shonld  carry 
a  note  book  in  his  vest  pocket  so  he  can  make  notes  of 
names  and  dates;  memoranda  of  certain  thoughts;  notes 
of  things  to  investigate.  All  of  us  have  things  pop  into 
our  minds.  If  we  make  a  note  of  them  as  soon  as  they 

have  "popped"  it  is  fixed.  If  we  do  not  make  a  note 
the  chances  are  the  idea  will  never  come  back  to  us. 

Some  men  put  "salt  on  the  tail"  of  a  good  many  ideas 
because  they  always  carry  note  books.  A  salesman 
above  all  men  should  have  a  note  book  to  help  sys- 

tematize his  work,  because  selling — while  it  is  sup- 
posed to  be  almost  altogether  a  matter  of  human  con- 

tact— I  should  say  is  50  per  cent,  knowledge  of  human 
nature  and  50  per  cent,  good  system.  The  systematic 
end  of  salesmanship  is  of  just  as  much  value — in  fact, 
I  believe  of  almost  more  value — than  the  selling  ability. 
The  plodding,  systematic  salesman,  with  few  natural 
attractions,  will  win  out  in  the  long  run  against  these 

brilliant,  "natural-born"  salesmen. 
Did  you  read  the  account  of  the  life  of  Tolstoi,  who, 

at  the  head  of  his  bed  had  several  pencils  hanging  on 
strings  and  on  a  table  beside  the  bed  was  a  note  book? 
This  was  because  the  great  Russian  frequently  woke  up 
in  the  night,  and  even  in  the  darkness,  would  reach  for 
a  pencil  and  the  note  book  and  record  his  passing 
thoughts. 

KEEPING  THEIR  EYES  ON  THE  DOOR. 

It  often  happens  that  people  will  come  into  a  store, 
order  something  and  say  they  will  call  back  in  a  short 
time  for  their  purchases.  A  hardware  merchant  in  a 
small  western  Ontario  town  has  instructed  his  clerks 
to  keep  their  eyes  on  the  door  for  customers  who  shop 
in  this  way.  As  soon  as  the  goods  are  ordered,  they 
are  done  up  and  laid  aside  for  the  person  to  call.  When 
this  person  drives  up  to  the  door,  one  clerk  rushes  to 
take  the  goods  out  to  the  purchaser  and  place  them  in 
the  rig  so  the  person  will  not  have  to  get  out. 

This  takes  but  very  little  time  and  pleases  customers. 
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Stores-New  and  Improved 

RISING  FROM  ITS  ASHES. 

The  new  store  of  Prank  A.  Child,  hardware  mer- 
chant, Cochrane,  Ont.,  is  nearing  completion.  When 

finished  it  will  be  one  of  the  finest  stores  in  the  north- 
ern country.  Already  he  has  installed  electric  lights, 

water  works,  Bowser  oil  tanks  and  an  up-to-date  heat- 
ing system. 

Mr.  Child  might  well  adopt  the  word  "Phoenix"  as 
his  trade  motto,  for  he  has  literally  resurrected  his 
business  from  the  ashes  of  the  big  fire  which  swept 
Cochrane  on  July  11  of  last  year.  He  was  away  at  the 
time,  but  at  once  hurried  back,  after  having  made  a 
flying  trip  to  Toronto  to  order  new  slocks.  He  arrived 
back  in  Cochrane  within  a  week  of  the  time  that  the 
disastrous  conflagration  started,  and,  as  he  had  had  the 
forethought  to  purchase  tents  while  in  Toronto,  he 
came  equipped  for  an  immediate  start.  The  tents  were 
erected  and  business  was  carried  on  under  canvas  for 
some  weeks.  Business  proved  to  be  phenomenally  good 
right  from  the  start.  In  the  meantime  plans  had  been 
laid  for  a  new  store  and  building  operations  were 
started  just  as  soon  as  the  material  could  be  obtained 
Believing  that  it  would  pay  him  to  erect  a  structure 
of  substantial  proportions,  Mr.  Child  laid  his  plans  for 
a  building  of  good  size.  The  store  is  32  by  60  feet  anti 
is  two  storeys  in  height.  It  is  equipped  and  fitted  out 
in  an  up-to-date  way.  The  short  time  taken  in  its  erec- 

tion and  the  difficulties  under  which  the  proprietor 
has  necessarily  labored,  make  the  complete  adequacy 
of  the  building  and  equipment  all  the  more  remark- 
able. 

The  illustration  shows  the  store  .just  before  com- 
pletion and  the  appearance  will  be  much  better  when 

the  left-over  building  material  has  been  removed. 

A  FINE  NEW  STORE. 

Nodern,  Hallitt  &  Johnson,  furniture  and  hardware 
dealers,  recently  opened  a  handsome  new  store  at 
1650-2  Dundas  Street,  West  Toronto.  This  is  being 
used  entirely  for  furniture,  the  old  store  at  1632  Dun- 

das Street  being  devoted  to  the  hardware  end. 

The  new  store  has  a  frontage  of  35  feet  and  is  three 
storeys'  and  a  basement.  The  ground  and  first  floors 
are  used  as  show  rooms  and  the  basement  and  upper 
flat  as  store  rooms  for  surplus  stock. 

The  display  windows  are  the  big  feature  of  the  store. 
There  are  two  large  windows  downstairs,  and  a  deep 
entrance  with  doors  on  either  side.    Then  there  is  an 

Good  type  of  a  Modern  Store  Front 

inside  show  window  which  gives  practically 
35  feet  of  show  space  as  the  usual  room  is 
not  taken  up  with  doors.  Upstairs  they  have 
three  large  plates  of  glass.  These  extend 
right  to  the  floor  and  the  display  from  across 
the  street  is  excellent.  Noden,  Hallitt  & 

Johnson's  store  is  on  the  north  side  of  the street  and  as  there  is  three  times  as  much  traffic 
on  the  south  side  as  on  the  north,  the  upstairs 
display  is  seen  by  many  people.  It  shows  up 
particularly  well  at  night. 

The  building  has  been  so  constructed  that 
not  a  post  nor  a  support  of  any  kind  is  showing. 
This  adds  much  to  the  appearance  of  the display. 

The  ressurected  store  of  Frank  A.  Child,  Cochrane,  Ont. 

A  bad  system  may  keep  a  store  in  a  worse 
state  of  chaos  than  the  hit-or-miss  plan.  Sys- 

tem should  subserve  convenience. 
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Trade  Organizations 

Great  and  Small 

By  Victor  Lauriston 

Is  it  wortli  while  for  the  retailer  to  join  a  trade  or- 
iranizatioii : 

For  that  matter,  is  it  worth  while  for  any  man  to 

stand  on  a  friendly  footing  with  his  fellow  men.  in- 
stead of  fencing  himself  off  from  all  mankind?  Is  it 

woith  Avhile  for  citizens  to  join  hands  to  secure,  for 

their  city,  waterworks  or  pavements  or  police  protec- 
tion? Is  it  worth  while  for  the  people  of  a  nation  to 

get  together  for  objects  of  national  benefit  and  na- tional defence? 

No  question  as  to  that,  you  say  ?  Men  must  organize 
themselves  into  communities  and  nations.  It  is  the 
inevitable  answer  to  the  conditions  which  they  face. 

Then  shouldn't  the  same  rule  apply  to  the  world  of 
business  ? 

Members  of  the  great  mercantile  fraternity  individ- 
ually feel  the  need  of  protection  from  injurious  legis- 

lation. There  is  need,  too,  for  eradicating  the  cut- 
throat spirit  which  finds  expression  in  price-slashing 

and  long  hours.  Hundreds  of  crying  needs  have  their 
elfeet  on  every  merchant  every  day. 
Membership  in  a  live  trade  organization  is  the  quick- 

est means  of  combating  most  of  these  difficulties. 
In  many  communities  the  merchants  in  this  or  that 

line  of  trade  are  "all  shot  to  pieces."  Such  was  the 
ease  a  few  years  ago  with  the  hardware  dealers  in  a 
toAvn  not  far  from  Toronto.  Stores  were  kept  open 

till  11  or  12  o'clock  every  night  of  the  week.  Prices 
were  cut  on  practically  all  lines.  Hardwaremen  worked 
long  hours  for  a  bare  living. 

Eventually,  one  of  the  bolder  or  wiser  members  oi 
the  trade  took  the  initiative  in  calling  his  confreres 
together.  He  had  attended  a  provincial  trade  gather- 

ing and  absorbed  some  of  the  association  spirit.  He 
told  his  fellow  hardwaremen  a  thing  or  two.  That  first 
meeting  was  almost  a  bear-garden  for  scrapping  and 
recriminations.  The  optimistic  convenor  was  not  dis- 

mayed. "Come  back  on  Thursday,"  he  urged,  when 
he  found  there  would  be  nothing  doing  that  day. 

"Don't  throw  this  proposition  down  till  we've  talked 
it  over  again." 

On  Thursday  there  was  another  informal  talk  con- 
cerning the  profitlessness  of  the  hardware  business,  and 

the  weariness  attendant  on  unremitting  work.  The  up- 
shot was  that  within  a  couple  of  weeks  the  hardware 

stores  in  that  town  were  closing  at  6  o'clock  week 
nights  and  10  o'clock  Saturdays,  and  prices  went  back 
to  normal.  The  merchants  made  a  better  living  with 
less  effort,  and  the  customers,  paying  exactly  what 
things  were  worth,  were  given  a  better  service. 

Along  lines  such  as  these  the  one-trade  local  organ- 
ization can  do  much  excellent  work.  Its  greatest 

achievement  is  that  it  brings  competitors  together. 
Smith  discovers  that  Jones  is  not  such  a  bad  fellow, 
after  all.  Beggs  learns  that  the  yarn  a  customer  told 
him  about  Baggs  selling  nails  a  cent  a  pound  cheaper 
was  nothing  but  a  cock  and  bull  story  designed  to  in- 

duce a  "cut."  Hardwaremen  in  a  small  town  are  ne- 
cessarily all  competitors.  Each  is  doing  his  best  to 

swell  the  receipts  of  his  own  business.  That  doesn't 
mean  that  Smith  should  sandbag  Jones  and  loot  his 

cash  register  on  Saturday  nights.  Yet  price-cutting 
is  not  much  different. 

Organization  does  not  eliminate  competition;  but  it 
does  eliminate  unfair  methods. 

Trade  organizations  can  work  advantageously  along 
educative  lines.  It  is  good  for  the  half  dozen  hard- 

waremen in  a  small  town  to  get  together  of  an  even- 
ing and  chat  about  experiences  in  training  clerks, 

methods  of  handling  dissatisfied  customers,  new  ideas 
in  advertising,  and  the  reluctance  of  this  or  that  in- 

dividual to  pay  his  bills.  Whether  in  the  one-trade  or- 
ganization or  in  an  association  embracing  merchants 

engaged  in  different  lines  of  business,  organization  has 
an  educative  effect.  For  a  trade  which  embraces  only 
eight  or  ten  members,  no  formal  organization  may  be 
needed,  no  officers,  no  rented  meeting  place,  no  mem- 

bership fee — just  the  sensible  habit  of  meeting  in  this 
member's  place  of  business  or  the  other's  to  talk  things over. 

The  work  of  a  retailers.'  organization  can  best  be 
indicated  by  a  list  of  things  which  a  merchants'  asso- 

ciation in  one  small  Ontario  city — a  place  of  between 
12,000  and  15,000  people— did,  or  tried  to  do.  This 
was  a  first  attempt  at  organization.  The  idea  was 
new.  Difficulty  was  experienced  in  getting  members 
together.  The  organization  lacked  that  valuable  asset, 

a  "live  wire"  secretary  who  could  devote  all  his  time 
to  the  work.  Yet  here  is  a  partial  list  of  problems 
tackled:  An  agreement  was  made  binding  members 
not  to  purchase  tickets  or  give  donations,  prizes  or 
subscriptions  during  business  hours.  Later  programme 
and  other  valueless  advertising  was  similarly  banned. 
The  agreement  was  carried  out  practically  to  the  letter, 
saving  the  average  merchant  in  a  single  year  more 

than  enough  to  pay  a  ten  years'  membership  fee. 
Active  work  Avas  performed  in  the  direction  of  se- 

curing municipal  legislation  and  test  cases  against 
peddlers  and  transient  traders.  This  unfair  competi- 

tion was,  as  a  result,  considerably  mitigated. 
Strong  protests  were  made  against  the  auctioning 

on  the  public  market  of  shoddy  new  goods  in  competi- 
tion with  legitimate  dealers.  The  auctioneers  were 

deterred  by  larger  market  fees. 

An  annual  merchants'  picnic  was  instituted.  Picnic 
day  is  still  the  popular  holiday  for  all  classes  of  people 
in  that  particular  city. 

The  fights  against  the  co-operative  societies  bill,  and 
the  proposed  parcel  post  measure,  were  participated 
in  with  energy,  strong  representations  being  made 
alike  by  the  association  and  by  individual  members. 
A  central  delivery  scheme  intended  to  minimize  the 

cost  to  merehauts  of  delivering  goods  to  customers 
was  discussed  and  initial  arrangements  made. 

A  united  stand  was  taken  by  retailers  against  double 
cartage  charges  with  good  results  in  several  instances. 

Finally,  a  collection  department  was  instituted,  for 
the  double  purpose  of  collecting  bad  debts  and  pro- 

tecting the  members  against  the  further  inroads  of 
dead  beats.  Though  handicapped  by  the  difficulty  of 
securing  and  retaining  a  collector  (several  changes  be- 

ing made)  the  department  did  sufficient  good  work  to 
vindicate  the  idea.  Many  bad  accounts  were  collected. 
Quite  a  number  of  slow  pays,  finding  that  they  could 
secure  no  further  credit,  commenced  to  pay  cash.  The 
delinquent  list,  though  only  irregularly  issued,  helped 
materially  to  place  merchants  on  their  guard  against 
extending  credit  where  it  was  unsafe  to  do  so. 

These  are  a  few  of  the  things  attempted  by  a  new 

organization  in  a  few  years  of  rather  precarious  exist- 
ence. Over  and  above  all  these  was  the  better  feeling 

resulting  between  merchants,  in  the  same  and  different 
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87 lines  of  trade,  and  the  realization  that,  though  in  a 

sense  competitors,  they  at  the  same  time  had  a  host  of 
common  interests  which  could  best  be  promoted  by 

working  hand  in  hand. 
The  work  of  this  association  might  with  profit  have 

been  widened.  More  attention  could  have  been  given 
to  the  technical  side  of  merchandising — salesmanship, 
advertising,  window  decoration  and  like  topics.  These 
were  not  discussed,  except  informally.  Save  for  the 
annual  picnic  there  was  little  effort  to  cultivate  the 
social  side  of  organization.  Yet  in  some  cities  the  mer- 

chants' club  is  a  recognized  feature — a  centre  where 
merchants  can  meet  and  to  which  they  can  bring  their 
visiting  confreres,  can  smoke  and  chat  and  lunch  and 
play  billiards.  The  average  association  would  be 
stronger  were  such  facilities  for  recreation  a  recog- 

nized feature. 

One  advantage  the  local  association  cannot  offer — 
the  advantage  that  comes  to  a  merchant  through  being 
snatched  for  a  few  days  every  now  and  then  from  his 
everyday  surroundings  and  transported  into  the  midst 
of  new  scenes  and  new  companionships.  For  this  he 
must  look  to  the  national  or  provincial  organization. 

The  other  day  I  was  chatting  with  a  liardwareman. 

"What  d'you  think  of  the  Retail  Hardware  Associa- 
tion?" I  casually  enquired. 

His  eyes  lit.  "That's  the  liveliest  bunch  on  the  top 
of  this  planet,"  he  declared.  "I'm  going  down  there 
in  February,  and  I'll  make  five  times  as  much  through 
doing  so  as  I  would  sticking  here  in  the  store.  It's 
worth  a  lot,  I  tell  you,  to  be  jolted  out  of  the  rut." 
Such  an  association  pegs  away  all  the  year  round, 

fighting  the  merchants'  battles  in  legislative  halls  and 
working  steadfastly  for  his  benefit,  and  that  of  all  his 
confreres.  But  it  does  more.  It  lifts  him  every  now 
and  then  out  of  his  daily  grind,  and  gives  him  a  wider 
outlook.  He  learns  that  other  men  in  other  toAvns 
meet  the  same  difficulties  as  he  has  met,  and  he  finds 
out  how  they  have  solved  those  difficulties.  He  rubs 
up  against  new  ideas  and  new  methods  of  transacting 
business,  and  gets  into  touch,  too,  with  new  lines  of 
trade.  The  big  association  convention  is  a  holiday, 
and,  more  than  a  holiday,  an  annual  tonic  against  nar- 

rowness of  vision.  The  merchant  rests,  enjoys  himself, 
learns  much  and  groAvs  a  great  deal,  and  eventually 
comes  back  to  his  home  town  and  to  his  old  store  a 
bigger,  wiser  and  healthier  man  than  when  he  left. 

That's  why  men  in  touch  with  the  big  association 
are  usually  diligent  missionaries  in  spreading  the  gos- 

pel of  trade  organization  in  the  local  vineyard. 

In  the  long  run,  it's  the  sum  total  of  the  individual 
members  that  constitutes  the  association  and  deter- 

mines its  value.  The  retailer  who  joins  an  association 
should  go  there  determined  to  help  as  well  as  to  be 

helped.  The  man  who's  satisfied  with  its  work  has 
every  right  to  help  it  along;  and  as  for  the  man  who's 
dissatisfied  (if  there's  any  such)  he  has  every  oppor- 

tunity and  a  cordial  welcome  to  do  his  share  toward 
making  things  better. 

SPORTS  TO  SELL  SPORTING  GOODS. 

A  good  way  to  get  after  the  sporting  goods  trade  is 
to  have  a  clerk  that  is  popular  among  the  athletic 

young  men  in  your  town  and  who  goes  in  for  all  kinds 
of  sport  himself.  In  this  way,  when  baseball,  football 
or  hockey  teams  are  organized,  he  can  use  his  influence 
to  bring  the  trade  to  your  store. 

COMPETITION  KEEN  IN  NEW  ONTARIO. 

This  year  has  been  a  very  good  one  for  hardware- 
men  in  Northern  Ontario,  although  there  are  some 
phases  of  the  trade  in  the  mining  country  which  are 
not  altogether  satisfactory. 

In  Cobalt,  where  trade  has  resumed  its  natural  course 
after  the  mining  excitement  of  a  couple  of  years  ago, 
there  are  now  only  two  hardware  stores,  the  George 
Taylor  Hardware  Company  and  the  Northern  Canada 
Supply  Company,  both  of  whom  are  doing  a  jobbing 
as  well  as  retail  business. 

At  the  time  of  the  disastrous  fire  at  Porcupine  and 

Cochrane  last  summer  the  John  Bailes  &  Sons'  stock  at 
Cobalt,  owned  by  the  Northern  Canada  Supply  Com- 

pany, was  transferred  to  South  Porcupine  in  charge  of 
Glenn  A.  Henry,  formerly  of  Oshawa.  Business  was 
done  in  a  tent  until  October,  but  a  $45,000  stock  is 
now  carried  at  the  South  Porcupine  branch  of  the 
Northern  Canada  Supply  Company. 

Milton  Carr,  of  Cobalt,  also  closed  out  the  hardware 
branch  of  his  general  stock  some  months  ago  and 
transferred  it  to  South  Porcupine,  and  in  addition  to 
these  two,  five  other  firms  carry  hardware  stocks  at 
South  Porcupine,  these  being  H.  N.  Joy,  Sylvester  Ken- 

nedy, Davis  &  Dunn,  Reams,  Bottom  &  Edwards,  and 
the  Mines  Chemicals  Supply  Co. 

Three  miles  away  at  Porcupine  (Golden  City)  Mar- 
shall &  Ecclestone  (George  Ecelestone,  of  Bracebridge), 

W.  H.  Wilson  and  Gibson  Bros,  also  carry  hardware 
stocks. 

The  number  of  firms  doing  a  hardware  business  in 
the  Porcupine  country  is  considered  too  large,  particu- 

larly as  travellers  representing  Ontario  and  Quebec 
jobbing  houses  who  would  not  sell  direct  to  factories 
in  their  own  district  make  an  active  canvas  for  trade 
from  the  mines  and  even  from  men  with  only  small 
mining  prospects. 

Manufacturers  also  would  not  consider  putting  firms 
on  the  jobbing  list  in  Old  Ontario  sell  direct  in  New 
Ontario  and  justify  their  action  by  the  fact  that  the 
jobbing  houses  canvas  for  trade  and  fill  mail  orders 
from  mining  companies  and  other  consumers  outside 
legitimate  retail  trade. 
A  development  of  the  farming  industry  is  looked 

for  at  Porcupine  next  year,  just  as  it  has  developed 
around  Englehart,  Cochrane,  New  Liskeard  and  other 

points. Cochrane 's  hardware  stores  are  conducted  by  the 
George  Taylor  Hardware  Company  and  Frank  Childs, 
the  latter  also  having  branches  at  Matheson  and  Kelso. 
The  Taylor  Company  have  a  third  store  at  New  Lis- 

keard where  Magladery  Bros,  also  do  a  very  large 
hardware  and  farm  implement  business.  Magladery 
Bros.,  in  their  turn,  have  a  branch  at  Englehart. 

Bell  &  Rochester,  Haileybury,  closed  their  Porcupine 
store  at  the  first  of  the  year,  Montgomery  &  Ferguson 
and  S.  Norfolk  being  the  other  retail  hardwaremen  at Haileybury. 

T.  J.  McManus,  Mayor  of  Cochrane,  whose  substan- 
tial brick  store  was  burned  in  the  forest  fire  last  sum- 

mer, has  retired  from  the  hardware  business  owing  to 
his  heavy  loss  as  a  result  of  the  fire. 

A  new  use  for  the  vacuum  cleaner,  according  to  the 
New  York  Herald,  is  to  remove  fleas  from  domestic 
animals.  Dogs  and  cats  that  are  infested  with  fleas 
find  quick  relief  when  the  nozzle  of  the  cleaner  is  ap- 

plied to  their  fur.  In  such  cases  the  dust  should  be 
iDurned  as  soon  as  it  can  be  removed  from  the  cleaner. 



CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

Paint  and  Varnish  Trades 

Saved  by  Liquid  Paints 

Bs  F.  J.  Yarrow 

"You  would  not  think,"  said  a  hardware  merchant 
to  me  not  so  very  long  ago,  "that  a  couple  of  years 
back  I  was  very  near  going  under."  As  I  looked 
round  his  busy  store  and  saw  evidences  of  successful 
trading  on  all  sides  I  at  once  admitted  that  it  was  not 
easy  to  imagine  that  such  a  catastrophe  had  ever 
threatened  him. 

"Well,  such  was  the  case,"  he  continued,  "and  I 
owe  my  salvation  to — can  you  guess.  No,  well,  to 
liquid  paints.  Yes,  sir,  it  was  my  going  in  for  the  sale 
of  liquid  paints  that  saved  this  business. 

Push  the  best  paints  and  employ  the  best 
methods  in  pushing  them.  The  best  paints  will 
not  move  well  when  slow  methods  are  employed. 

"As  you  probably  have  heard  my  father  started  in 
this  store  and  worked  up  at  one  time  a  good  trad^. 
He  was  for  many  years  alone  in  the  district,  and  all 
he  had  to  do  was  to  sit  down  and  let  the  business  come 
to  him.  When  I  had  finished  schooling  I  naturally 
came  into  the  business,  and  being  young  I  did  not 
Avorry  much  about  how  things  were  going.  If  custom- 

ers came  in  I  served  them,  and  if  they  didn't  I  sat  in 
the  store  and  read  the  papers.  Then  my  father  died 
and  the  business  came  to  me.  Some  time  after  that  I 
suddenly  awakened  to  the  fact  that  things  were  not  so 
healthy  as  I  had  imagined  them  to  be.  Trade  was  sIoav- 
ly  but  surely aleaviug  the  store — had  been  as  a  matter 
of  fact  during  the  latter  days  of  my  father's  reign,  and 
that  competitors  who  had  sprung  up  had  undermined 
the  business.  I  had  complacently  continued  in  my 

father's  groove,  forgetting  that  the  methods  of  his  gen- 
eration were  not  the  methods  to  suit  mine,  and  I  found 

that  I  was  burdened  with  a  heavy  stock  of  what  was 
practically  junk,  and  a  decayed  reputation  in  the  eyes 
of  the  consumers  of  the  district. 

"I  at  once  resolved  to  put  my  house  in  order.  I 
studied  the  methods  of  my  competitors.  I  brightened 
up  my  windoAvs,  I  brought  my  stock  up  to  date,  but 
the  customers  did  not  come  back,  and  with  the  in- 

creased expense  of  trying  to  modernize  my  store,  I 
got  into  low  water  financially,  and  the  ugly  possibility 
of  having  to  put  my  shutters  up  began  to  cloud  my 
happiness. 

"One  day  A\'hen  nearly  desperate  and  half  inclined 
to  give  Vi\>  the  battle,  a  traveller  from  a  prominent 
paint  manufacturer  called  in.  I  was  not  inclined  to 
give  him  much  time.  My  father  had  never  touched 
liquid  paints.  He  had  kept  linseed,  white  lead,  colors, 
etc.,  but  had  not  handled  any  liquid  paints,  or  whal 

he  called  'abortion  in  tins,'  and  I  had  followed  his 
example.  But  one  sentence  of  the  traveller  arrested 

my  attention.    'Do   you  realize   the   trade  pulling 

power  of  a  high  quality  paint,'  he  said.  Now  I  had 
Avorn  myself  nearly  gray  thinking  of  something  which 
Avould  pull  trade,  and  there  and  then  I  said  to  him, 

'Go  ahead,  tell  me  your  proposition,  and  take  your 

time  in  doing  so.' 
"There  is  no  reason  for  me  to  recapitulate  the  argu- 

ments he  advanced  in  favor  of  stocking  a  good  line 
of  mixed  paints,  because  they  do  not  bear  directly  on 
my  story.  One  point,  hoAvever,  did,  and  that  Avas  the 
argument  my  competitors,  Avhile  stocking  a  fcAV  tins  of 
liquid  paints  were  not  handling  good  quality  makes, 
neither  Avere  they  making  any  display  of  them,  or  try- 

ing to  develop  trade,  and  thus  there  Avas  good  oppor- 
tunity for  a  campaign  Avhich  Avould  make  the  people 

talk.  Make  the  people  talk,  that  Avas  Avhat  I  Avanted, 

and  I  said  to  the  traveller,  'Send  me  Avhat  you  think 
Avould  be  a  Avell  selected  stock,  and  all  the  advertising 
material  and  paint  propaganda  hints  that  you  say  your 

firm  Avill  supply  me  Avith.' 
"The  paint  arriA'ed,  and  foUoAA'ing  up  the  traveller's 

suggestions,  I  cleared  my  shelves  on  the  front  left  side 
of  the  store,  just  AA^here  you  see  the  paint  now,  and  ar- 

ranged the  tins  so  that  not  onh'  did  they  look  well, 
))ut  a  customer  coming  in  could  read  for  himself  the 
various  colors  carried.  I  brightened  up  the  store  Avith 
the  color  slats,  and  hangers  sent  doAvn.  and  I  placed 
on  the  counter  a  little  pile  of  color  folders.  I  used  a 

paint  trim  for  one  of  my  AA^indoAvs,  and  I  set  out  to 
make  this  store  the  recognized  paint  store  of  the  dis- 

trict. The  little  appropriation  I  had  set  aside  for  the 

ncAA'spaper  adA'ertising  of  my  hardAvare  lines  I  cleA'oted 
entirely  to  paints.  For  the  time  being  I  let  hardAvare 
take  second  place,  and  I  devoted  all  my  energies  to 

my  paints. I  circularized  the  district  AAdth  the  bright  matter 
sent  me  by  the  manufacturer.  One  afternoon  each 
Aveek  I  made  a  tour  of  the  district  looking  out  for  new 
buildings  and  those  residences,  farmhouses,  and  barns 
that  looked  to  be  in  want  of  a  coat  of  paint,  and  I 
studied  the  local  papers  for  all  the  building  notes  and 
tenders.    I  talked  of  nothing  else  but  paint,  and  I 

It  may  be  too  early  in  this  northern  hemis- 
phere for  the  farmer  to  paint  his  barns  and 

outhouses,  but  it  is  not  too  early  to  educate 
him  in  regard  to  the  advisability  of  using  paint. 

changed  m.y  paint  AviudoAV  tAvice  a  Aveek.  Then,  when 
the  customers  commenced  to  come  in  for  paint,  as  they 
did  after  a  Aveek  or  so,  I  took  care  to  see  that  they 
Avere  looked  after.  If  I  had  doubts  as  to  whether  they 
Avere  quite  certain  of  the  right  color  they  wanted,  or 
Avere  likely  to  make  any  mistake  in  the  correct  way 
of  using  the  paint,  I  made  it  my  business  to  see  that 
they  Avere  put  on  the  right  track.  For,  as  you  know, 
a  customer  often  blames  a  paint,  and  at  the  same  time 
the  merchant,  for  a  fault  that  is  entirely  his  own 
And  when  I  had  made  a  sale  I  took  note  of  the  tran- 
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saction  for  future  reference.  In  other  words,  I  took  au 
interest  in  every  sale,  and  the  customers  seemed  to 

appreciate  the  fact.  I  may  say  that  all  this  salesman- 
ship was  not  of  my  own  working  out.  It  was  the  re- 
sult of  carefully  reading  the  salesmanship  hints  sup- 

plied by  my  manufacturer. 

"Well  sir,  after  a  time,  the  people  did  commence  to 
talk  about  my  line  of  paints.  They  came  into  my  store 
to  buy  paints  only,  never  thinking  of  hardware.  But 
while  I  had  my  paints  on  one  side,  I  did  not  forget  to 
have  my  hardware  on  the  other,  and  when  I  had  made 
my  paint  sale  I  never  failed  to  put  in  a  few  reminders 
as  to  screws,  locks,  and  so  on.  Slowly  but  surely  the 
customers  came  in  to  buy  paint  and  stayed  to  buy  hard- 

ware. You  must  remember  it  was  not  absolutely  ne- 
cessary to  come  to  my  store  to  buy  hardware,  as  there 

were  other  stores  in  the  district,  but  it  was  necessary 
to  come  to  me  if  they  wanted  the  brand  of  paint  that 
I  had  boomed  and  made  the  talk  of  the  community, 
and  so  they  killed  two  birds  with  one  stone  and  bought 
both  paint  and  hardware.  Thus  I  started  a  revival  in 

the  people's  interest  in  my  store,  and  in  time  I  secured 
an  equal  reputation  in  both  departments,  because,  al- 

though I  never  slackened  in  the  pushing  of  my  paints, 
I  put  more  energy  into  my  hardware,  and  the  result 
you  see  in  front  of  you  to-day. 

"It  was  getting  the  people  interested  in  my  store 
that  pulled  me  over  the  stile,  and  I  owe  it  all  in  the 
first  place  to  my  paint  department.  And  you  must  not 
overlook  the  fact  that  while  the  paints  were  helping 
he  revival  of  my  hardware,  they  were  at  the  same 
time  giving  me  a  handsome  profit.  In  my  opinion  the 
mez'chant  who  gives  his  paint  department  but  poor  con- 

sideration, is  shutting  his  eyes  to  a  wonderful  pulling 
proposition  for  his  general  good,  and  at  the  same  time 

neglecting  a  handsome  profit-bearing  proposition." 

PAINT  RESOLUTIONS  FOR  1912. 

When  taking  stock  in  the  paint  department  you  will 
undoubtedly  find  some  cans  dented;  some  with  labels 
half  off  or  otherwise  in  an  unpresentable  condition  as 
far  as  a  particular  buyer  is  concerned.  Be  it  resolved, 
therefore,  writes  W.  E.  M.  in  Hardware  Trade,  to 
take  such  cans  out  of  the  regular  stock,  put  them  in 
the  front  of  the  store,  near  the  door,  on  a  sales  table 
and  mark  them  bargains,  with  the  proper  reduced  price 
cards  on  them. 

You  will  find  bargain  hunters  in  paints  as  in  other 
things  and  by  showing  on  your  price  card  the  regu- 

lar selling  price  and  below  it  the  bargain  price,  it  will 
not  take  long  to  get  rid  of  your  undesirable  stock, 
turning  it  into  ready  cash  with  which  you  can  pur- 

chase freshly  labeled  and  perfect  packages,  so  that 
your  stock  will  be  new  and  attractive. 

Set  your  old  packages  on  the  shelves  in  front  and 
turn  them  upside  down,  except  for  one  can  of  each 
kind,  then  put  the  newly  bought  stock  in  the  rear.  In 
that  way  the  paint  in  the  packages  will  not  become 
settled  so  hard,  and  you  will  be  sure  and  deliver  the 
old  stock  first,  with  new  stock  on  hand.  Some  dealers 
carry  this  so  far  as  to  turn  the  stock  once  a  week,  to 
be  sure  that  there  will  be  no  hardened  paint  sold. 

Resolve  to  talk  for  and  teach  the  gospel  of  pure 
ready  mixed  paints. 

Resolve  to  buy  from  an  honest  manufacturer,  who 
by  his  knowledge  and  tests  is  in  a  position  to  obtain 
the  best  and  most  suitable  materials,  which  combined, 
by  the  use  of  his  brains  and  the  proper  factory  equip- 

ment, make  the  best  paint  to  buy,  to  sell  and  to  use. 
Resolve  to  work  Avith  the  manufacturer,  whose  name 

on  the  label  and  formula,  is  your  guarantee ;  who  is 
ready  to  help  you  reach  buyers  and  who  is  trying  to 
increase  your  sales. 

Resolve  that  as  one  hand  helps  the  other,  so  you 
should  join  forces  with  a  reputable  manufacturer  of 
prepared-ready-for-use  paints  and  thus  enjoy  the  full- 

est protection  and  an  increasing  business  for  yourself. 

HURRY  ORDERS. 

There  are  going  to  be  paints  that  you  will  have  a 
chance  to  sell  at  the  last  minute,  paints  that  you  did 
not  think  you  would  have  a  call  for. 

Some  of  these  will  be  new  things,  and  some  will  be 
jToods  in  your  regular  line  that  were  sold  out  too  soon. 

Keep  watch  for  such  items  of  stock  and  when  you 

see  that  you  are  going  to  need  them,  don't  hesitate  to 
get  them  in  the  quickest  manner. 

A  CLERK  WHO  WAS  A  SALESMAN. 

A  writer  in  the  American  Paint  and  Oil  Dealer  says 

that  in  answer  to  the  comment,  "I  think  those  brushes 
are  too  high  priced  for  me,"  nine  clerks  out  of  ten 
will  instantly  jump  for  the  low-grade  brushes,  and 
make  a  sale  at  the  low-grade  price. 

"examine  these  brushes  while  I'm  finding 

the  clieaper  kind." 

The  tenth  clerk  waited  on  a  friend  of  mine  the  other 

day  :— 
"Can  you  show  me  something  cheaper?"  enquired 

my  friend. 
"With  pleasure,"  returned  the  clerk.  "But  if  you've 

a  few  minutes  to  spare,  I'd  like  you  to  examine  these 
brushes  while  I'm  finding  the  cheaper  kind. 
My  friend  examined  the  brushes  very  closely.  In  a 

minute  or  two  the  clerk  produced  a  brush  fifteen  cents 
cheaper. 

"This  is  a  good  brush,"  he  said,  frankly.  "But  you 
can  readily  see  that  the  higher-priced  brush  is  worth 
far  more  than  the  fifteen  cents  extra." 
My  friend  did  see,  and  he  paid  fifteen  cents  extra  for 

a  real  bargain — the  kind  that's  a  pleasant  reminder 
of  an  intelligent  clerk  every  time  you  use  it. 
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exact  ratio  to  the  energy  you  expend  and  the  way  in 
which  you  take  advantage  of  the  co-operation  offered 
by  the  manufacturer. 

"But  how  shall  I  co-operate  with  him  to  the  best 
.advantage?"  may  be  your  question.  The  first  thing, 
of  course,  is  your  store  Avindow.  About  ]\Iarch  15th 
— or  whenever  the  season  opens  in  your  locality — trim 
your  windows  with  an  attractive  assortment  of  paint 
and  varnish  cans,  put  the  advertising  signs  in  place 
and  if  the  manufacturer  has  given  you  a  window  trim, 
put  it  up  carefully.  Most  of  the  large  paint  and  var- 
uish  manufacturers  prepare  special  window  dressing 
features  every  spring  and  fall  for  their  agents  to  use. 
Then,  see  that  your  stock  is  in  good  order — the  shelves 
neat,  all  packages  clean,  everything  spic  and  span.  If 
new  labels  are  required,  request  them.  During  the 
winter  months  is  a  fine  time  to  get  together  your  mail- 

ing list  of  people  whose  homes  will  require  painting 
in  the  spring.  Just  jot  them  down  on  a  postal  card 
and  send  it  to  your  manufacturer ;  he  will  be  glad  to 
write  to  them,  sending  literature  on  the  subject  of 
paints  and  decorative  finishes.  Then  in  the  early  spring 
he  will  write  again,  always  mentioning  your  name  as 
his  local  distributor.  Many  manvifacturers  have  quite 
an  elaborate  system  for  following  up  these  prospects, 
and  merchants  who  have  had  experience  say  that  they 
find  it  pays  to  advertise  not  only  paints,  varnishes, 
brushes  and  other  accessories,  but  every  department 
of  their  business  as  well. 

PLANNING  A  SPRING  PAINT  CAMPAIGN. 
fip  F.  C.  Kuhn,  Sherman  IVilliams  Co. 

Just  about  this  season  of  the  year,  the  paint  and 

varnish  manufacturer  is  hunting  for  his  agent's  spring 
stock  orders,  and  many  merchants  are  wondering  what 
the  possibilities  are  for  a  profitable  spring  business  in 
this  line. 

Naturally  there  is  still  more  or  less  talk  concerning 
high  prices — just  as  there  is  about  the  high  cost,  of 
living — but  this  bogy  will  not  deter  the  aggressive  and 
enterprising  merchant  from  going  after  this  trade  in 
his  usual  energetic  manner,  or  prevent  him  from  get- 

ting what  he  goes  after.  The  paint  business  is  peculiar 
in  many  respects.  Paints  and  varnishes  cannot  be 
called  staples ;  yet  neither  are  they  specialties  in  the 
general  sense  of  the  word.  It  is  one  of  those  lines 
which  depend  upon  the  activities  of  the  manufacturer 
and  the  dealer  working  together,  and  where  you  find 
such  a  combination  you  will  find  a  prosperous,  money- 
making  paint  business. 

The  success  of  your  paint  department  depends  prim- 
arily upon  three  things,  viz.,  the  ciuality  of  your  stock 

and  its  reputation  among  the  paint-consuming  public — 
for  this  is  the  only  foundation  on  which  a  permanent 
business  can  be  built  and  your  success  assured ;  the  ad- 

vertising and  co-operative  helps  offered  by  the  manu- 
facturer ;  and  the  question  of  whether  you  work  close- 

ly with  him  or  prefer  to  sit  by  waiting  for  the  custom- 
ers to  come  to  your  store.  Some  merchants  seem  to 

think,  "Oh,  the  manufacturer  of  such-and-such  a  paint 
does  all  my  advertising  for  me.  All  that  I  have  to 
do  is  to  quote  prices,  tell  my  customers  how  to  use  the 
paint,  wrap  it  up  and  ring  up  the  amount  on  the  cash 

register. ' ' Of  course,  it  is  hardly  necessary  to  tell  that  this  is 
exactly  the  wrong  attitude  to  assume,  because  although 
the  manufacturer  may  be  carrying  on  an  extensive 
advertising  campaign  in  the  magazines  of  national  cir- 

culation, the  trade  journals  and  farm  papers,  unless 
you  do  your  share  and  work  hand-in-hand  Avith  him, 
his  efforts  to  assist  you  will  be  futile.  Paint  manufac- 

turers, as  a  rule,  are  broad  and  liberal  advertisers  Avho 
gauge  their  expenditures  upon  their  yearly  sales.  Very 
few  lines  carried  by  the  retail  store  offer  such  a  com- 

plete and  comprehensive  line  of  local  advertising  and 
helps  for  the  retail  merchant ;  yet  do  you  use  them  ? 
When  the  manufacturer  enters  into  the  national  ad- 

vertising field  and  spends  his  good  money  for  full-page 
displays  in  publications  whose  circulations  runs  into 
the  tens  of  thousands,  he  knows  it  is  up  to  you  to 

"cash  in"  on  his  efforts.  Unless  he  is  doing  a  mail 
order  business,  all  the  sales  resulting  from  this  pub 
licity  are  made  over  your  counter  from  goods  on  your 
shelves.  Hence,  his  plans  are  not  complete  without  a 
definite  campaign  for  you  which  will  connect  his  ad- 

vertising with  your  store.  This  is  the  connecting  linL 

upon  which  so  much  depends.  "The  chain  is  no 
stronger  than  its  weakest  link,"  and  similarly,  the  suc- 

cess or  failure  of  his  carefully  thought  out  campaign 
depends  upon  you,  Mr.  Dealer. 

So  the  extent  of  your  paint  and  varnish  business 
providing  the  essentials  are  present,  rests  upon  your 
knowledge  of  the  proposition,  the  interest  you  take  in 
it  and  the  amount  of  energy  you  expend  in  co-operat- 

ing with  the  manufacturer.  The  paint  business  is  there ; 
it  is  chiefly  a  matter  of  educating  the  public  to  a  pro- 

per appreciation  of  the  need  for  painting  and  keep- 
ing things  around  the  house  bright  and  cheerful.  Hence, 

when  you  are  planning  your  spring  campaign  in  paints 
and  varnishes  and  wondering  how  you  can  do  a  profit- 

able business,  remember  that  your  success  will  be  in 

Tlic  interior  of  John  Jacob's  Store,  Ridgetown,  Ont.   Mr.  Jacob handles  wall  paper  and  paints  exclusively 

Perhaps  your  paint  manufacturer  has  planned  a 
newspaper  advertising  campaign  also.  He  may  have  a 
set  of  readj'-to-use  electrotypes  awaiting  your  selec- 

tion. Then  if  you  Avant  some  individual  advertise- 
ments covering  particular  conditions  or  mentioning 

other  lines  of  merchandise,  his  copy  department  wiW. 
plan  out  a  campaign  to  suit  your  ideas  on  the  subject. 

The  important  thing  to  keep  in  mind  is  that  the 
manufacturer  wants  to  help  you  and  unless  you  take 
full  advantage  of  the  co-operation  he  offers,  his  efforts 
Avill  be  in  vain.  As  your  trade  increases,  so  by  the 
same  reason  his  sales  groAv. 

There  Avill  be  A'ery  little  doing  Avith  paints,  except 
sheif  goods  and  interior  finishes  during  the  next  fcAV 
months,  so  you  have  an  excellent  opportunity  to  plan 

out  a  campaign  for  the  spring  AA^hich  Avill  mean  increas- 
ed sales  and  profits,  and  remember  the  merchant  who 

gets  the  business  Avill  be  the  one  who  goes  after  it 
and  co-operates  AAdth  the  manufacturer.  It  is  simply  a 
ease  of  getting  together  for  mutual  benefit. 
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Insurance  Advisory  Department 

Edited  by  W.  G.  Wright,  of  Ross  &  Wright, 
Adjustors  forthe  Assured.Toronto,  and  Advisors 
to  the  Insurance  Department  of  ihe  Ontario 

Retail  Hardware  and  Stove  Dealers' Association 

VARIATIONS  TO  THE  ONTARIO  STATUTORY 
CONDITIONS. 

In  the  various  articles  appearing  in  this  journal  on 
the  subject  of  fire  insurance  the  writer  has  frequently 
called  attention  to  these  variations  and  the  undesir- 
ability  of  a  policy  containing  them.  This  article  will, 
1  trust,  make  this  subject  clear  and  enable  the  hard- 

ware merchant  to  secure  insurance  without  this  form 

of  "red-tape-bound-loop-holes  through  which  to  dodge 

paying  indemnity." 
To  begin  with  these  variations,  with  very  few  ex- 

ceptions, could  not  be  successfully  pleaded  by  a  com- 
pany in  a  court  of  laAV.  In  fact  so  few  have  been  suc- 

cessfully or  unsuccessfully  contested  that  no  one  knows 
which  would  stand  the  test  to  Avhich  all  must  be  finally 
submitted  in  court,  that  in  the  particular  circumstances 

of  the  particular  case  "they  shall  be  held  to  be  just  and 
reasonable  to  be  exacted  by  the  company."  But  the 
^rouble  is  that  you  do  not  want  to  go  to  court  to  prove 
them  unjust  and  unreasonable.  You  want  your  loss 
settled,  and  settled  promptly,  and  at  one  hundred  cents 
on  the  dollar  cash.  Now  that  is  just  Avhat  the  com- 

pany that  persists  in  red  ink  variations  does  not  intend 
that  you  shall  be  able  to  enforce.  This  is  proved  by 
the  fact  that  some  of  them  still  attach  twenty  or 
thirty  of  these  clauses  which  mean — well,  I  have  tried 
for  ten  years  to  find  out  what — while  already  over 
tAventy  companies,  including  some  of  the  best  in  the 
land,  Avill  give  yoiT  a  policy  Avithout  its  being  smeared 
from  the  little  vot  of  red  paint.  Many  others,  in  fact 
most  others,  Avill  remoA^e  them  from  their  policies  if 
your  agent  is  up-to-date  enough  to  see  that  it  is  done, 
or  if  you  are  sufficiently  aAvake  to  your  own  interests 
to  insist.  Still  with  tAventy  or  more  companies  AA^hich 
AA^ll  issue  a  policy  clear,  no  retail  hardware  man  should 
let  his  insurance  run  beyond  expiry  without  insisting 
that  his  policy  is  Avithout  the  war  paint. 

Those  companies  AA'hich  haA'e  shoAvn  the  broad  fair 
spirit  by  removing  the  A^ariations  from  their  policies 
have  evidenced  a  disposition  that  is  desirable  to  find 

AA'hen  you  come  to  settle  up  a  fire  loss  and  naturally 
should  receive  a  preference.  Only  remember  that  some 
who  haA'e  remoA^ed  the  variations  are  not  any  too  safe 
to  insure  Avith.  On  that  point  bear  in  mind  that  a  cash 

surplus  to  policA'holders,  as  shown  by  the  GoA'crnment 
reports  (not  company  statements)  equal  to  one-half 
the  income  of  the  preA'ious  year,  is  very  near  the  mini- 

mum of  safety. 
With  this  caution  we  publish  the  list  of  companies 

AA-ho  now  issue  a  clean  policy  and  also  of  those  who 
haA'e  made  public  their  intention  to  do  so  when  their 
next  issue  is  printed. 

Without  red  ink  A^ariations:  Alberta  Canadian,  Aca- 
dia. British  Crown.  Canadian.  CroAvn,  Central  Canada 

Manufacturers.  Hudson  BaA^  NoA'a  Scotia.  Occidental 
Fire.  CitA'  of  Hamilton,  Wellineton  Mutual,  Union  As- 

surance, Hartford,  NorAvich  Union,  Manitoba,  Lumber, 
IjiA'erpool  and  London  and  Globe.  Merchants.  National 

T'^^pion  Fire,  Saskatchewan  Fire  Insurance  Co. 
Then  I  suppose  that  you  have  some  companies  in- 

suring your  property  Avith  which  joxi  are  perfectly 

satisfied,  and  whom  you  wish  to  retain  provided  they 
will  turn  over  a  ncAV  leaf  so  far  as  you  are  concerned. 
I  presuppose  that  you  have  read  the  previous  articles 
and  have  gone  thoroughly  into  your  insurance  and 
have  had  a  schedule  prepared  in  Avhich  is  set  forth  a 
proper  description  of  the  property  insured,  its  loca- 

tion, the  title  and  interests  to  be  protected  and  the  ne- 
cessary permits  for  special  privileges,  such  as  storage 

of  gasoline,  OA-er  five  gallons  of  coal  oil,  A^acancy,  etc. 
If  so,  haA^e  incorporated  in  your  policy  the  following 
endrsement  :• — 

"This  policy  shall  be  subject  to  the  Ontario  Statu- 
tory conditions,  and  only  such  variations  and  agree- 

ments, additions,  representations  and  Avarranties  as 
are  contained  in  or  agreed  to  by  the  schedule  of  insur- 

ance attached  thereto." 
By  this,  at  one  sAveep,  away  goes  red  ink  variations 

(except  the  co-insurance  clause  Avhen  agreed  to),  and 
also  all  trick  applications  signed  by  you  are  made  of '10  effect. 

BRITISH  COLUMBIA  YEAR  BOOK. 

The  Journal  is  indebted  to  Hon.  H.  E.  Young,  Pro- 
vincial Secretary  of  British  Columbia,  for  a  copy  of 

the  Year  Book  of  that  proAance.  As  a  Year  Book  it  is 
sometliino-  i-inique.  This  is  perhaps  to  be  expected,  for 
the  people  of  British  Columbia  haA^e  a  unique  Avay  of 
doing  most  things.  It  is  for  example  bound  in  cloth 
and  printed  on  coated  and  book  paper.  But  the  most 
unique  feature  of  all  is  that  many  of  the  illustrations 
are  printed  in  tAA-o  colors.  In  fact  the  coat  of  arms 
of  the  province  is  printed  in  four  colors.  But  the  A'alue 
of  the  book  is  not  dependent  upon  its  attractiveness, 
ffood  as  that  is.  The  statistical  and  eeneral  informa- 

tion AA'hich  is  contained  AA'ithin  its  358  pages  is  most 
exhaustive.  Every  phase  of  the  industrial  life  of  the 
province  seems  to  have  been  coA^ered.  Commerce  and 
shippinir:  raihvay  and  electrical  enterprises;  mines 
find  minerals;  the  fisheries:  agriculture:  forest  AA^ealth  : 
the  Government  and  its  functions:  educational  facil- 

ities and  statistics:  the  native  races,  are  all  dealt  AAath 
in  an  informative  manner.  Copies  of  the  Year  Book 

mav  be  obtained  for  $1.15  on  application  to  the  King's Printer,  Victoria.  B.C. 

A  SUCCESSFUL  EXPERIMENT. 

About  a  A'ear  ago.  Brocklebank's,  Limited,  Arthur, 
Out.,  established  a  rest  room  in  connection  Avith  their 
hardAvare,  clothing  and  crockery  store.  They  report 
that  the  experiment  is  proving  A'ery  successful.  The 
room  is  fitted  out  AA'ith  chairs,  tables,  lavatories,  etc., 
and  magazines  of  all  descriptions  are  supplied  for  the 
use  of  A'isitors.  Their  idea  is  to  provide  a  comfortable 
resting  place  for  farmers'  Avives  and  daughters  while 
the  men  are  attending  to  necessary  business  elsewhere 

in  the  toAA'u.  Hotel  parlors  in  many  places  are  not  as 
comfortable  as  they  might  be  and  the  experiment  of 

Brocklebank's,  Limited,  is  one  that  can  be  followed 
to  advantage  by  retailers  in  other  parts  of  the  coun- try. 

THE  LATE  OSWALD  HICKEY. 
OsAvald  Hickey.  son  of  Jas.  Hickey,  manager  of  the 

Supreme  Heating  Company,  died  from  acute  pneu- 
monia at  Welland,  Out.,  a  fcAv  days  ago,  as  a  result  of 

a  gras  explosion  in  his  home  in  AA'hich  the  clothing  of 
both  he  and  his  Avife  took  fire.  They  rushed  out  of 
the  house  and  rolled  in  the  snoAV  and  it  was  due  to 
this  exr-osure  that  Mr.  Hickey  contracted  the  cold  that 
resulted  in  his  death. 
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Should  Dealers  Handle  More  Than 

One  Line  of  Stoves? 

A  representative  of  the  Journal,  while  recently  talk 
ing  to  quite  a  large  retailer,  asked  him  what  make  of 
range  he  handled. 

"None  in  particular,"  he  said,  "I  handle  several 
different  lines.  I  buy  one  stove  here  and  another 
there — just  when  I  think  I  am  getting  a  good  one 
and  one  I  knoAV  is  sure  to  please  my  customers.  I 
tried  handling  one  particular  line  but  found  I  would 
get  one  good  stove  and  perhaps  the  next  one  would 
not  give  satisfaction.  Sometimes  I  would  get  an  ex 
eellent  range  in  a  certain  si?e  and  when  I  wanted  an- 

other size,  often  I  would  get  one  that,  when  sold, 

would  cause  complaint.  I  don't  believe  there  is  a 
stove  foundry  whose  complete  line  will  give  entire  sat- 

isfaction. This  last  may  seem  a  pretty  broad  state- 

ment, but,  in  my  OAvn  opinion,  it  is  true." 
After  this  interview  the  representative  of  the  Jour- 

nal had  a  talk  Math  two  or  three  stove  men  who 
handle  only  one,  or,  at  the  most,  two  makes  of  stoves. 
Their  opinions  were  all  entirely  opposite. 

"Supposing,"  said  one  of  them,  "a  man  or  woman 
should  go  into  the  store  of  a  man  who  handles  several 
makes  and  expresses  a  desire  to  purchase  a  stove.  The 
dealer  will  pick  out  the  stove  he  thinks  is  best  and 
will  tall?:  it  up  for  all  it  is  worth  to  try  co  make  the 
customer  believe  it  is  superior  to  all  other  makes. 
After,  however,  the  customer  makes  known  that  his 
taste  runs  to  some  other  make.  Then  what  is  Mr. 
Dealer  to  do  ? 

"Then,  again,  if  a  man  handles  several  lines  of 
stoves  and  ranges  it  stands  to  reason  he  is  not  going 
to  get  the  same  treatment,  in  the  matter  of  attention 
and  credit,  from  all  of  these  as  he  would  from  one 

firm  whose  line  he  is  handling  exclusively." What  do  readers  of  the  Journal  think  of  the  matter? 
Write  us. 

BETWEEN  TWO  FIRES. 

A  hardware  dealer  in  Clinton,  Out.,  was  recently  up 
against  a  very  stiff  proposition.  A  man  came  in  to 
buy  a  stove,  looked  over  the  stock  and  finally  decided 
he  liked  one  style  a  little  better  than  the  rest.  The 
merchant  started  to  laud  this  make  to  the  skies  and 
gave  the  man  to  believe  it  was  very  superior  to  the 
others.  Finally  the  customer  told  him  he  liked  the 
stove  very  well,  but  as  his  wife  was  the  person  who 
would  have  to  use  it,  he  would  send  her  in  to  take  a 
look  at  it. 

Two  days  later  the  woman  came  in  and,  after  look- 
ing at  the  one  her  husband  had  selected  as  best,  took 

a  look  around  at  the  others.  She  saw  one  she  liked 
better  than  the  one  her  better  half  had  picked  out. 
The  dealer  had  blown  up  the  other  make  so  highly  he 

didn't  think  he  could  say  very  much  about  this  one. 
However,  he  started  in  and  explained  the  good  points 
of  the  second  one  and  praised  it  highly.    This  got  the 

lady  in  a  dilemma.  She  did  not  know  which  one  to 

buy.  Finally  she  asked  the  merchant:  "Well  now, 
Mr.  Blank,  you  have  lauded  both  makes,  but  if  you 
were  buying  a  stove  for  your  own  use,  which  would 

you  take?" 
He  replied  that  he  preferred  the  one  her  husband 

liked.  She  was  finally  convinced  that  that  one  was 
best,  and  went  home.  A  couple  of  days  later  the  two 
of  them  came  into  the  store  again  and  this  time  the 
husband  was  not  so  sure  of  the  stove  he  had  picked. 
However,  after  a  little  persuasion  they  were  induced 
to  take  it. 

In  commenting  on  the  deal  the  hardware  man  said : 

"The  two  of  them  coming  in  separately  put  me  in  a 
bad  fix.  I  did  not  want  to  lose  the  sale  so  had  to  talk 
both  makes.  If  they  had  come  in  together  I  could 
have  gathered  from  their  conversation  what  style  they 

preferred  and  talked  on  that  one." 

PUTTING  IN  FIREBRICKS. 

When  a  man  is  sent  out  to  put  a  set  of  bricks  in  a 
cook  stove,  says  an  exchange,  and  is  told  an  hour  will 
be  ample  time  to  do  it  and  get  back  to  the  shop  to 
help  make  a  lot  of  stove  pipe  he  is  apt  to  wonder  how 
the  boss  knows  and  yet  he  tries  to  do  it.  He  arrives  in 
the  kitchen  with  a  set  of  bricks,  his  sheet  iron  saw, 
hammer,  chisel,  screAvdriver,  kerosene,  and  is  all  ready, 

but  is  told  even  though  the  time  set  Avas  3  o'clock  and 
the  kitchen  clock  is  striking,  that  he  Avas  not  expected 
so  soon  or  the  fire  Avould  have  been  out.  but  he  can 
take  it  out.  How  about  that  hour  is  in  his  mind.  How- 

ever, he  has  had  similar  experience  and  knows  he  had 
better  put  the  bricks  in  while  he  is  there.  Out  comes 
the  fire  into  a  coal  hod  Avhich  is  then  taken  out  of 
doors.  Everything  is  removed  so  the  stove  can  cool 
off.  The  bricks  are  tried  in  place  and  rubbed  doAATi 
against  each  other  if  they  fit  too  tight  or  do  not  go  into 
place.  That  rubbing  down  is  all  labor  and  a  hot 
stove  makes  a  dirty  .job.  Some  men  Avill  refuse  and 
will  come  back  again.  It  can  be  done  but  it  takes 
time  and  is  no  fun.  The  profit^ — well  the  time  work- 

ing over  a  hot  stove  eats  them  up,  but  so  does  going 
back  to  the  shop  and  coming  another  time.    The  stove 
is  a  black  monster  and  is  full  of    for  the  stove 

dealer:  and  that  dash  don't  mean  profit.  No. 

GURNEY  COMPANY'S  STAFF  CONFERENCES. 
During  the  past  month  the  Gurney  Foundry  Com- 

pany, Toronto,  have  been  holding  conferences  of  their 
representatives  in  different  parts  of  the  country.  W. 
L.  HelliAvell,  manager  of  the  Winnipeg  office,  J.  K. 
Mills  Ogg,  who  represents  the  company  betAveen  Win- 

nipeg and  Moosejaw,  and  Arthur  Coombes,  Saskatoon. 

AHsited  the  company's  headquarters  in  Toronto  and 
conferred  with  the  firm  regarding  the  improvements 
to  be  made  to  the  Gurney  Oxford  line  during  1912. 
Humphrey  Lockhart,  Montreal,  who  represents  the 

Orm  in  the  Maritime  ProAnnces,  was  another  partici- 
pant in  the  conferences. 
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REMEDYING  STOVE  COMPLAINTS. 
Hardware  men  are  often  called  to  remedy  some  com- 

plaint that  has  been  found  with  a  recently-purchased 
stove.  In  a  great  many  cases,  the  fault  is  found  to  be 
that  the  purchaser  does  not  properly  understand  the 
working  of  the  range  and  the  dealer  blames  the  cus- 

tomer, while  it  is  really  his  own  fault.  He  should 
explain  everything  thoroughly  to  the  customer  before 
he  leaves  and  make  sure  that  the  purchaser  under- 

stands. Sometimes,  even  when  every  instruction  is 
being  carried  out,  the  stove  will  not  work  correctly, 
and  the  cause  has  to  be  looked  up  elsewhere. 

W.  J.  Heaman,  Exeter,  Ont.,  recently  sold  a  range 
to  a  woman,  and,  after  having  it  tAVO  or  three  weeks, 
phoned  and  said  she  was  not  satisfied  with  it.  When 
asked  what  was  the  trouble,  she  replied  that  it  did 
not  give  out  enough  heat  for  the  wood  burned.  Mr. 
Heaman  went  out  to  investigate  and  found  that  the 
pipe  from  the  range  and  one  from  an  old  unused  stove 
in  the  summer  kitchen  led  into  the  same  chimney. 
The  pipe  from  the  old  stove  entered  the  chimney  at  a 
point  higher  up  than  the  one  from  the  new  range,  and, 
on  that  account,  got  all  the  draft.  To  remedy  this, 
Mr.  Heaman  pulled  out  the  pipe  from  the  unused  stove 
and  inserted  a  flue  stop  and  then  sat  down  to  await 
results. 

The  stove  started  to  burn  up  and  before  very  long 
a  smell  like  something  burning  was  noticed.  The  lady 
looked  in  the  oven  but  could  not  find  anything  there 
and  did  not  understand  what  was  causing  it.  She 
finally  looked  in  the  warming  chest  and  foimd  the  rea- 

son of  the  smell.  Some  biscuits  and  a  piece  of  cloth 
had  been  left  there.  When  found,  the  biscuits  were 
black  and  the  rag  was  smouldering. 
When  the  man  of  the  house  saw  this  he  exclaimed : 

"Give  these  men  their  money  and  let  them  get  out. 
There 's  heat  enough  there  now. ' ' 

A  FLUELESS  GAS  STOVE. 
The  following  is  from  the  pen  of  Dr.  Perry  Wilde 

and  appeared  in  a  recent  issue  of  the  London  Times: — 
It  is  a  fallacy  to  compare  methods  of  heating  rooms 

by  the  simple  application  of  the  thermometer.  Thus, 
given  a  room  to  be  heated  for  ten  or  twelve  hours  a 
day,  the  various  methods  of  heating,  in  order  of  cheap- 

ness, will  run  as  follows:  (1)  Hot  water  or  steam  rad- 
iators; (2)  anthracite  or  closed  coal  stoves;  (3)  open 

coal  fires;  (4)  gas  stoves;  (5)  electric  stoves. 
Both  the  first  two  methods  depend  upon  heating  the 

air  of  the  room  by  converted  heat  from  metal  at  a 
high  temperature.  This  decomposes  the  air  of  the 
room  and  renders  it  pre.judicial  to  health.  The  coal 
and  gas  fires  give  radiant  heat,  which  warms  the  ob- 
.jects  in  the  room  and  only  warms  the  air  by  the  con- 

verted heat  derived  from  them.  This  means  that  the 
air  of  the  room  is  Avarmed  by  converted  heat  at  a  low 
temperature,  which  is  alone  sanitary.  The  fifth  meth- 

od, electric  heating,  is  simply  futile  and  has  nothing  to 
recommend  it  either  on  the  score  of  efficiency,  economy 
or  hygiene. 

The  gas  and  the  coal  fires  are  not  economical  be- 
cause a  current  of  cold  air  is  passing  through  the  fire 

to  the  chimney  or  flue  pipe,  which  not  only  carries 
aAvay  the  heat,  hxit  prevents  its  proper  radiation. 
The  whole  problem  of  heating  resolves  itself  into  this: 
(1)  Get  rid  of  the  flue  pipe  or  chimney;  (2)  condense 
all  the  fumes ;  (3)  allow  none  to  escape  into  the  room. 

This  is  regarded  as  a  scientific  impossibility.  Yet 
I  write  in  a  room  where  this  process  has  been  work 
ing  for  many  months.  It  is  a  large  room,  and  the  cost 
of  heating  by  gas  is  i/od  (2-3  cent)  per  hour.  The 

method  has  not  yet  been  made  public,  but  until  it  has 
discussion  upon  the  subject  of  domestic  heating  can 
lead  to  no  result.  The  latest  discoveries  will  revolu- 

tionize all  our  thoughts,  and  gas  will  prove  an  eco- 
nomical, convenient  and  hygienic  method  of  heating. 

STOVE  TRADE  IN  THE  STATES. 

Stove  manufacturers  and  dealers  are  not  experiencing 
any  lack  of  demand  for  stoves  this  year  as  a  result  of 
the  increased  use  of  centralized  heating  installations. 
On  the  contrary,  the  stove  business  everywhere  is 
active,  the  demand  as  compared  with  previous  years  is 
good,  and  in  some  sections  exceptionally  good.  It  is  a 
mistaken  idea  that  the  stove  is  to  be  crowded  out.  Not 
for  many  years,  if  ever,  will  the  stove  trade  languish 
on  account  of  the  competition  of  other  methods  of heating. 

It  is  claimed  by  statisticians  that  86  per  cent,  of  the 
heating  apparatus  sold  in  America  is  stoves.  This 
statement  is  based  on  a  government  report  of  stoves, 
furnaces  and  boilers  sold  during  1910,  and  is  a  little 
misleading,  as  one  boiler  often  heats  many  flats,  but 
it  appears  to  be  a  fact  that  in  1910  out  of  1,793,585 
stoves,  furnaces  and  boilers  sold  1,535,727  were  stoves, 

141,458  furnaces  and  116,400  steam  and  hot  water  heat- 
ing boilers.  This  does  not  indicate  that  the  stove  has 

seen  its  day. 

The  increasing  demand  for  stoves  is  due  largely  to 
the  practice  of  erecting  small  houses  in  which  no  other 
means  for  heating  is  provided.  Outside  the  large  cities 
this  practice  is  universal.  For  every  building  designed 
for  steam  or  furnace  heat  there  are  ten  others  that 

must  be  heated  by  stoves,  and  this  tendency  to  build 
for  stove  heat  does  not  decrease.  Rather,  it  maintains 
nearly  the  same  ratio  it  always  has,  and  as  the  old 

houses  are  largely  "stove  heated"  and  must  be  pro- 
vided with  new  stoves  as  fast  as  the  old  ones  wear 

out,  it  is  plain  to  be  seen  that  the  demand  for  stoves  is 
likely  to  increase.  At  least  that  is  the  experience  of 
the  trade,  past  and  present. 

That  there  Avill  be  further  improvements  in  stoves 
cannot  be  doubted.  The  present  type  of  heater  may 

see  some  radical  changes,  but  all  that  will  have  a  ten- 
dency to  increase  the  sale  of  stoves  in  the  aggregate. 

The  "more  stoves  are  improved  the  more  they  will  be 
bought,  because  people  will  buy  tlie  new  styles  and  dis- 

card the  old.  The  march  of  improvement  carries  with 

it  a  demand  for  the  improved  product,  and  this  is  as 

true  of  the  stove  industry  as  any  other.— American Artisan. 

ENTERPRISE  FOUNDRY  COMPANY'S  PLANS. 
W.  S.  Fisher,  President  of  the  Enterprise  Foundry 

Co.,  Sackville,  N.B.,  is  planning  to  visit  the  Avestern 
provinces  in  February  or  March.  Mr.  Fisher  reports 
that  the  volume  of  business  done  by  his  firm  during 
1911  exceeded  expectations,  but  they  are  looking  for- 
Avard  to  making  an  even  greater  record  during  1912. 

They  are  also  planning  to  make  several  changes  in 
adding  to  their  facilities,  their  stove  plant  being  one  of 
the  best  equipped  on  the  American  continent. 

NEW  USE  FOR  STOVE  POLISH. 

Polly  Footlight — "Here,  sister,  is  a  package  of  stove 

polish." 

Dolly  Limelight — "Wliy  should  I  need  a  package 

of  stove  polish?" 
Polly  Footlight — "Oh,  to  use  on  the  range  in  your 

voice.    It  is  getting  a  little  rusty." 
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SALESMEN  DISCUSS  EFFICIENCY. 

The  conventions  of  Pratt  &  Lambert  Salesmen  at 
Chicago,  Buffalo  and  New  York  certainly  gave  the 
New  Year  a  proper  start.  With  the  enthusiasm  gen- 

erated no  man  should  have  departed  for  his  territory 
minus  selling  inspiration. 

This  year  the  usual  plan  of  bringing  all  men  together 
for  one  meeting  at  Buffalo  was  varied,  and  three  dis- 

tinct conventions  were  held. 

The  first  meeting  was  held  in  Chicago,  January  2nd 
and  3rd,  and  the  men  from  this  territory  gathered  at 
the  Chicago  office  for  the  business  sessions,  which  were 
followed  by  a  dinner  and  a  bowling  contest  at  the 
Chicago  Association.  , 

Then  came  the  convention  at  Buffalo  on  January 
4th,  5th  and  6th,  which  was  attended  by  those  men 
travelling  the  Buffalo  territory  as  Avell  as  the  new  men 
and  the  special  manufacturing  salesmen  from  all  parts 

given  to  explaining  how  this  advertising  would  result 
in  direct  and  immediate  benefit  to  jobbers,  dealers  and 
painters.  The  well-defined  P.  &  L.  policy  of  thorough 
co-operation  with  the  dealer  was  explained  in  detail. 

Every  man  had  his  "say,"  and  every  man  went  back 
to  his  territory  full  of  enthusiasm  and  well  primed  to 
meet  the  conditions  of  a  New  Year. 

CRAGG  BROS.'  FIRE. 
On  Thursday  night,  January  11,  a  fire  took  place 

completely  destroying  the  hardware  store  of  Cragg 
Bros.  Company,  Limited,  Halifax,  together  with  the 

Herald  Publishing  Company's  building  and  several 
other  adjoining  properties. 

Cragg  Bros.  Company  inform  the  Journal  that  they 
are  going  to  immediately  re-build  an  up-to-date  store, 
Avhich  will  be  an  eye-opener  to  the  hardware  trade  of 
the  Lower  Provinces.  It  might  be  interesting  to  know 
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Executive  Officers,  Branch  Managers  and  Sales  Representatives  of  The  Steel  Company  of  Canada,  Limited 
Back  row— Standing— W.  F.  Hodgson,  Toronto;  T.  F.  Hodgson,  Ontario:  W.  D.  :\Inir,  Hamilton,  C.'G.  Knott,  Toronto;  H.  G.  Rodgers, Maritime  Provinces;  W.  J.  Grey,  Montreal;  G.  Spence,  Hamilton;  D.  Languedoc,  Ontario;  F,  .1.  Perego.  Quebec;  J.  A,  James,  Ontario. 

Second  row— F.  B.  Cowan,  Gananoque  Works;  A.  E.  Blasliill.  Montreal;  H.  V.  Hamilton  Hamilton;  T,  Jloore,  Belleville  Works;  H.  M. Blaiklock,  Montreal ;  C.  E.  Harrison,  Hamilton  ;  G.  D.  Hatfield,  Halifax ;  O,  J,  Miller,  Montreal;  T.  Blaikie,  Montreal;  J.  H.  Webber, 
Toronto  ;  W.  R.  B,  Leslie,  Montreal.  Third  row — D.  O.  O'Connor,  Hatnilton;  A,  E,  Hanna,  AVinnipeg;  J.  O.  Callaghan,  Canada  \Vorks;  R. Hobson,  V.  P,  and  Genl.  Manager;  F.  H.  Whitton.  Asst.-CJenl,  Manager;  C,  A,  Birge,  Vice-Pres. ;  R.  H.  McMaster,  Montreal  Works ;  J.  B. 
Detwiler,  Brantford  Works.  Front  Row— W.  C,  Allen,  London;  A.  J.  Wood,  Montreal;  Geo.  Miller,  Ontario;  H.  Diplock,  Jlontreal ;  W.  A. Rowland,  Swansea  Works ;  A.  F.  Gingras,  Montreal. 

of  the  country.  The  Buffalo  dinner  was  held  at  the 
Buffalo  Club  and  a  bowling  contest  there  also  sup- 

plied the  recreation  and  entertainment. 
At  the  New  York  office  the  eastern  men  gathered 

on  January  9th  and  10th,  and  after  the  business  ses- 
sion there  was  a  dinner,  long  to  be  remembered,  at 

Delmonico's. 
The  key-note  of  these  conventions  was  "Efifieieney" 

— efficiency  in  manufacturing,  sales  and  advertising. 
Mr.  Andrews,  President  of  the  company,  gave  one  of 
his  inspiring  talks  at  each  meeting.  Mr.  McNulty, 
General  Manager,  pointed  out  in  detail  just  how  all 
lost  motion  in  each  phase  of  the  business  could  be  and 
was  being  eliminated. 

The  extensive  advertising  campaign  for  the  coming 
spring  was  fully  outlined  and  special  attention  was 

that  this  fire  did  not  originate  in  the  hardware  store 
but  in  a  neighboring  dry  goods  establishment. 

Cragg  Bros.  Company  had  one  of  the  most  attractive 
liardware  stores  in  the  Lower  Provinces.  They  are  up- 
to-date  in  their  business  methods,  and  may  be  expected 
to  rise  superior  to  even  their  former  condition. 

HARDWARE  FIRMS  PLAY  HOCKEY. 

HoAvland's  hockey  team  met  Aikenhead's  at  Varsity 
rink  on  January  27.  The  game  was  very  strenuous  re- 

sulting in  a  score  of  2-2  at  half  time.  Aikenheads  won 
out  in  the  last  half  with  a  score  5-2. 

Harmon  and  Smith  for  Aikenheads,  and  Jones  for 
Howlands  were  the  stars. 

A  very  noticeable  feature  was  that  HoAvland's  root- 
ers need  practice  in  noise  making. 
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"GOOD  WILL" 

Just  Another  Name  For  Satisfied  Customers 

Your  bigg'est  asset  is  "satisfied  customers." 
But  3'ou  can  never  have  many  satisfied  customers  until  you  eliminate  the  petty  mistakes  which  constantly 
occur  in  your  store. 
You  can  stop  these  mistakes,  increase  your  profits,  satisfy  your  customers,  increase  your  good  will  with  a 

NATIONAL  CASH  REGISTER 

People  like  to  deal  in  stores  where  the  National  Cash  Register  is  used.  It  gives  an  air  of  prosperity, 
stands  for  system,  order,  correct  accounting-,  progressiveness,  and  is  evidence  of  the  desire  to  give  a 
square  deal  to  everybody  concerned  in  everj-  transaction. 
Do  as  the  most  successful  merchants  in  Canada  are  doing — bring  i,  our  store  S3'steni  up-to-date — put  a 
printed  receipt  in  every  parcel.  It  costs  you  nothing  to  investigate  and  learn.  A  National  Cash  Register 
is  paid  for  out  of  the  money  it  saves  you. 

Write  to-day  for  Free  Booklets  and  Information  about 
'  the  National  Cash  Register  which  suits  your  business. 

The  National  Cash  Register  Company 

Canadian  Factory  F.  E.  MUTTON,  Manager  for  Canada 
TORONTO  285  Yonge  Street,  Toronto 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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ONKEN 
INTERCHANGEABLE 

^  WOOD  WINDOW  FIXTURE 

VOUNITS 

i6 

Better  than  Eve
r'' 

(.'opyiiKlit  1910 
Fateiitud  mi This  is  one  of  the  500  beautiful  window  trims  that  can  be  made  with  one 

set  of  "ONKEN  Interchangeable  YOUNITS" 

I  Can  Show  Any  Hardware  Man  How 

He  Can  Make  His  Show -Windows 

Pay  His  Rent 

I  can  show  him  how  he  can  make  a  different  and  beautiful  tr:ide  pulling-  window-trim  e\  ery  week 
for  the  next  ten  years  with  a  set  of 

ONKEN"  Interchangeable  Wood  Window  Fixture  "YOUNITS" 

My  set  of  Wood  Window  Fixture  YOUNITS  is  made  especially  for  the  hardware  trade  with 
unlimited  Interchangeable  possibilities  to  the  extent  that  \ou  need  ne\er  duplicate  a  single 
window  trim. 

No  Experience  is  Necessary  with  these  Wonderful  Fixtures 

The  inexperienced  clerk  can  set  up  window  trims  with  "ONKEN  Interchang-eable  ^'OL'NITS" 
as  easih'  and  as  well  as  a  professional  window-trimmer.  It  becomes  a  mere  matter  of  fifteen  or 
tiiirtx'  minutes'  work  to  install  the  most  attractive  window-trim  possible. 

I  have  a  book  of  desig-ns  showing-  26  window  trims  I  made  with  this  set.  Each  trim  is  a 
practical  and  clever  suggestion.     I  send  one  of  these  books  free  with  each  set  sold. 

Send  for  "A  Message  From  Hell" 

It  tells  all  about  "YOUNITS" 

It  will  cost  you  nothing  to  get  this  valuable  information  outside  of  a  two-cent  stamp. 
Send  the  coupon  in  now  because  it  is  to  your  interest  as  well  as  ours  that  you  acquaint 
yourself  with  the  surest  business-bringing  proposition  that  has  been  put  before  the 
hardware  trade. 

THE  OSCAR  QNKEN  CO. 

775  Fourth  Ave. 

Cincinnati, 

C>i,).\  i  luht  H'lii  Patented  IHU 
Another  of  the  beautiful  wmdow  trims  shown  in  our  book  of  designs. 

This  book  sent  free  with  every  set. 

THE OSCAR  ONKEN  CO. 
775  Fourth  Ave. 
Cincinnati,  Ohio 

Please  send  me  free 
Window  Fixture  Booklet 

Address  

Cit\-...   State.. 
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What  is  paint,  anyway  ? 

Of  course,  everyone  knows  the  uses  of  Paint,  but  can  every  Hardware  Dealer  give 

a  proper  and  intelhgent  definition  of  the  thing  he  sells — Paint — What  is  it  ? 

Then,  what  constitutes  the  best  paint — and  why  ? 

If  there  was  only  one  white  pigment  (susceptible  to  coloring  matter)  and  only 
one  binder  (in  liquid  form),  and  neither  could  be  improved,  these  questions 
could  be  easily  answered. 

If  there  was  only  one  solvent  for  each  solid  substance,  and  only  one  re-agent  to 
precipitate  each  separate  solid,  the  question  of  chemical  analysis,  would  be  so 
simple  that  everyone,  who  could  read,  would  be  a  chemist. 

But  unfortunately  (or  otherwise)  this  condition  of  affairs  does  not  exist. 

Of  course.  Hardware  men  are  not  required  to  be  practical  paint  experts. 

However,  the  paint-intelhgent  Hardware  Dealer  has  a  decided  advantage  over 
his  competitor  in  both  the  choosing  and  selling  of  paint. 

The  more  a  dealer  knows  about  paint  the  more  he  will  apreciate  "  High 

Standard  "  Paint.  This  paint  of  performance  is  enough  better  that  all  dealers 
and  users  (paintwise  or  otherwise)  can  readily  recognize  its  superiority. 

The  true  statement  that  "  High  Standard  "  Paint  gives  best  results  is  not  always 
accepted  by  every  Dealer  until  belief  is  compelled  through  investigation  and 
comparison. 

There  are  many  features  embodied  in  the  |"  High  Standard "  Agency  too 
pronounced  in  advantages  for  any  Hardware  Dealer  to  overlook.  If  you  have 

any  doubts,  and  are  willing  to  be  shown,  write  us,  or — 

See  us  at  the  Guelph  Convention — will  be  mighty^glad  to  meet  you 

Toronto 

Dayton       New  York       Boston       Chicago       Kansas  City 

^ 
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BERLIN 

Hardware  Display 

CABINETS 

The  convenience,  economy  and  selling 
powers  of  Berlin  Hardware  Display  Cab- 

inets will  appeal  to  every  Hardware 

Merchant  who  aims  at  making-  the  most 
of  his  business. 

They  make  easy  handling  of  large  or  small 
Hardware  stock.  Display  the  stock  to 
the  best  advantage  and  stimulate  trade  by 
placing  in  full  view  of  customers  many 
lines  that  might  otherwise  be  overlooked. 

They  are  made  up  in  convenient  section 
lengths  which  ma}-  be  assembled  to  give 
an}-  length  or  height  of  case  required. 

We  Manufacture  a  Complete  Line  of 

Hardware  Store  Fittings 

DISPLAY  CABINETS 
For  all  Lines  of  Shelf  Hardware 

SHELF  BOXES 

SHELVING 

NAIL  COUNTERS 

PAINT  COUNTERS 

SCREW  &  BOLT  CABINETS 

SHOW  CASES 

Plans  and  Estimates 
Submitted  Free  on  request 

THE  WALKER  BIN  &  STORE 

FIXTURE  CO.,  LIMITED 

BERLIN,  ONTARIO 

Designers  and  Manufacturers  of 
Modern  Store  Fixtures 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Of  Successful  Paint  Business 

is  the 

Minerva  Paint  Line 

The  Famous  British  Brand 

which  has  stood  the  test  since  1  834.  Quality 

products  backed  by  energetic,  forceful  help  in 

direct  support  of  the  agent's  business,  make  the 

Minerva  Paint  Proposition 

a  money-maker  for  aggressive  dealers. 

It  will  pay  you  to  investigate  before  making 

arrangements  for  the  commg  season. 

See  us  at  the  Hardware  Convention,  February 

1  9th  to  23rd. 

Note:  All  Minerva  Paint  Products  are  marJ^eted 

in  cans  containing  full  Imperial  measure. 

/ 

PINCHIN-JOHNSON  AND  COMPANY 
(CANADA)  LIMITED 

377-387  Carlaw  Avenue       -       Toronto,  Ontario 

Established  in  England  1834 

I-!)5 

'
A
 

'/ 

\ 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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These  Few  Lines  Mean  Profit 

and  Reputation  To  You 

Your  profit  depends  on  your  volume  of  business — your  volume  of  business  on 

the  quality  of  the  goods  you  sell,  '  's  a  wise  business  saying  which  runs : 
"  Sell  goods  you  KNOW  you  car  ̂ .uarantee."  It's  a  sure  road  to  success 
— the  way  of  "  International  Products." 

"  ELASTICA"  Floor  Finish  is  the  one  perfect  finish.  It  means 

satisfaction,  a  beautiful  lasting  finish  on  floors.  "  Elastica  "  is  so 
tough,  nothing  mars  it.  Heels,  scraping  chairs,  castors,  leave  no 
marks.  And  it  is  waterproof,  never  turns  white  or  cracks.  Be 

sure  of  the  trade  mark — no  other  is  genuine. 

"  LACQUERET  "  is  the  Household  Lacquer.  It  possesses  ex- 
quisite color  richness,  wears  surprisingly,  and  is  easily  applied. 

"  Lacqueret "  is  the  right  thing  for  renewing  dull  and  lustreless 
furniture,  the  marred  chair,  the  scratched  table,  etc.  It  has  a  place 

m  every  household.    How  about  the  homes  in  your  neighborhood. 

**  FLATTINE  "  Finish  produces  an  even,  full  dead  or  flat  appear- 
ance without  the  labor  and  expense  of  rubbing.  It  gives  a 

beautiful  dull  tone  over  varnish  or  new  work,  and  is  very  tough 

and  durable — does  not  mar  or  scratch  white. 

"KLEARTONE"  Stains  (Acid  or  Oil)  are  acme  of  perfection  in 
wood  stains.  They  produce  effects  it  has  hitherto  been  unable  to 

accomplish.  "Kleartone"  Stains  are  easily  applied,  and  for  depth, 
clearness  and  tone  are  unparalleled. 

"SATINETTE"  White  Enamel  never  turns  yellow.  The  beauti- 
ful interior  finish  of  many  of  the  first  hotels,  public  buildings, 

hospitals  and  private  homes  testify  to  the  superiority  of  "  Satinette." 
"  Satinette"  is  made  for  both  interior  and  exterior  work. 

See  Us  at  the  Hardware  Convention 

All  International  Varnish  Products  are  sold  in  cans  containing  full  Imperial  measure 

TORONTO       -  WINNIPEG 

Canadian  Factory  of  Standard  Varnish  Works 

NEW  YORK         CHICAGO         LONDON         BERLIN         BRUSSELS  MELBOURNE 

Largest  in  the  world  and  first  to  establish  definite  standards  of  quality 1-94 

m 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

S.  F.  Bowser  &  Co.,  Inc.,  Toronto,  are  distributing  an 

interesting  boolvlet  entitled  "Paint  Oil  Tank  Talks," 
dealing  with  the  reasons  why  it  pays  to  install  their 
measuring  tanks. 

Corbin  Cabinet  Lock  Co.,  New  Britain,  Conn.,  have 

issued  a  new  160-page  catalogue  and  price  list  of  "Cor- 
bin" padlocks.  Their  extensive  line  of  cast  and 

wrought  padlocks  and  assorted  padlocks  are  repro- 
duced in  colors. 

The  Boeckh  Bros.  Co.,  Limited,  Toronto,  are  sending 
to  factory  managers  in  all  parts  of  the  country  a  small 
catalogue  showing  their  lines  of  paint,  horse  and  stable 
brushes  and  factory  brooms  of  all  descriptions.  The 
purpose  is  to  aid  dealers  in  selling  brushes. 

The  Sherwin  Williams  Co.,  Limited,  will  send,  free 
of  charge,  to  their  agents,  their  114-page  book  entit- 

led "Spraying,  a  Profitable  Investment."  This  book 
contains  complete  information  on  the  subject,  and  as 

this  isy  a  profitable  line  for  hardware  men  to  handle, 
the  book  is  very  useful.  The  spraying  season  is  now 
in  full  swing  and  the  different  insecticides  are  in  big 
demand. 

The  Delta  File  Works,  Philadelphia,  Penn.,  have 
adopted  a  new  method  of  sending  out  their  goods 
Avhich  greatly  aids  the  retailer  in  selling  their  line. 
They  are  sending  out  their  hand  saw  files,  mounted 
three  on  a  large  counter  card.  This  card  has  a  bracket 
on  the  back  which  permits  of  it  being  stood  on  the 
counter,  thus  displaying  the  goods  to  better  advantage 
and  suggesting  a  purchase. 

Catalogue  No.  3  of  the  Stratford  Manufacturing  Com- 
pany, Limited,  Stratford,  Ont.,  is  just  off  the  press  and 

contains  illustrations  and  descriptions  of  their  complete 
line  of  lawn  swings,  ladders,  sliding  setees  and  lawn 
and  verandah  furniture.  Several  new  goods  have  been 

added  to  the  firm's  line  till  now  they  have  the  most 
complete  stock  in  Canada.  This  firm  will  exhibit  at 
the  hardware  convention  in  Guelph  next  February, 
where  a  full  line  of  their  products  will  be  shown. 

Peart  Bros.  Hardware  Co.,  Limited,  Regina,  Sask., 
have  issued  a  novel  greeting  card  in  the  form  of  a 
large  blotter  containing  a  handsome  picture,  a  calendar 
of  the  month  of  January  and  a  few  words  of  greeting. 
This  is  the  first  of  a  series  of  these  blotters  which  will 
be  sent  out  each  month  during  1912.  Attached  to  the 
blotter  is  an  addressed  post  card  containing  several 
questions  w^hich  retail  hardware  men  are  asked  to  ans- 
Aver. 

This  firm  has  been  in  jobbing  business  only  about 
one  year,  but  their  success  has  been  so  great  they  are 
going  into  it  on  more  extensive  lines.  Being  located 
in  Regina,  in  the  heart  of  Saskatchewan,  they  are  in 
a  position  to  serve  the  great  western  territory  in  a 

most  able  manner.  Their  motto  for  1912  is  "Large 
stock,  right  prices,  prompt  and  courteous  service." 

Their  line  has  been  trade  marked  "Rely-on,  the  Best 
for  the  West,"  and  this  will  stand  for  Quality — first, 
last  and  always. 

SIDE  LINES  ARE  PROFITABLE. 

Many  hardware  dealers,  in  addition  to  their  regular 
hardware  lines,  find  it  profitable  to  handle  different 
articles  of  everyday  use  that  have  a  ready  sale  among 
a  large  number  of  their  customers. 

In  the  larger  towns  and  cities,  gas  and  electric  fix- 
tures are  stocked,  and  in  many  cases  installation  work 

is  done  as  well.  A  new  alarm  clock,  largely  adver- 
tised, has  recently  been  placed  on  the  Canadian  mar- 

ket, and  is  now  sold  l)y  hard^vare  dealers  in  many 
towns.  This,  apparently,  is  an  article  that  one  would 
look  for  in  a  jewellry  store,  but  the  hardware  mer- 

chant has  many  customers  Avho  never  see  a  jewellry 
store  once  a  year.  When  making  other  piu^chases  this 
clock  is  shown  and  appeals  to  them  at  once. 

In  the  western  provinces  practically  every  hardware 

store  has  an  agency  for  a  gasoline  lighting  system, 
and  this  has  been  found  a  very  profitable  addition  to 
their  regular  line.  A  portable  table  lamp  is  the  new- 

est device  in  this  method  of  lighting.  It  makes  its  own 
gas  and  burns  with  a  mantle  the  same  as  city  gas. 
The  lamp  is  very  suitable  for  summer  cottages,  private 
residences  in  the  smaller  towns,  and  for  the  farmer. 

This  lamp  can  be  fitted  with  a  great  many  'different styles  of  fancy  glassware  and  is  really  an  attractive 
fixture,  giving  a  pure  white  light  of  intense  brilliancy. 

The  accompanying  cut,  manufactured  by  Rice- 
Knight,  Limited,  Toronto,  gives  an  idea  of  this  lamp, 
and  this  is  one  of  the  articles  that  can  be  profitably 
handled  by  the  hardware  merchant  in  eastern  as  well 
as  western  Canada. 
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LIQUIDPAIN 
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Said  the  Paintcr- 

Rrockvillc 
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for  a  color  card. 

H.  W.  RALPH,  Dundas.  n 
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PAINT 
■  ■  The  old  nian 

knows  gooti  paint, 

you  bel- And  knows  just  why  '  ENGLISH" Paint  is  so  gootl. 
The  white  base  is  70% 

Brandram's  B.  B.  Genuine  \\'hite Lead  and  30!'.  White  Zinc. 
That  swhy  ■•ENGLISH"  Paint 

spreads  so  easily  and  covers  so  well. 
And  lie  knows  it's  a  mighty 

comfortable  feeling  to  bu>  paint  that 
l-.,s  a  guarantee  on  the  can.  sigued  by 

the  iiianuf.ictiirers' 

Turner  &  Co»»  Tmro 

One  of  the  B-H  Selling  Helps 

Well-written,  illustrated  ads.  run  in  newspapers  throughout  Canada  by  Brandram-Henderson, 

Limited,  to  help  Agents  for  B-H  "ENGLISH"  PAINT  to  get  the  largest  share  of  the  paint 
trade  of  their  territory. 

Write  for  the  B-H  Agency  Proposition 

RRANDRAM-HENDERSON Ji^l^^^^H^^^^^^^^^^H  M  JI^HH^^^^^^H  LIMITED 

MONTREAL    HALIFAX    ST.  JOHN    TORONTO  WINNIPEG 
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Stall  Nos. 

90-91 

Hilary's  Exhibit 

Stall  Nos. 

90-91 

at 

The  Hardware  Trades  Convention 

being  held  at  Guelph,  from  19th  to  23rd  Feby. 

BRISTLES 

with  entirely  new  and  interesting  lines  of  interest  to 

the  progressive  members  of  the  Hardware  Trade. 

We  invite  every  person  present  to  thoroughly  examine  every  hne 

exhibited. 

Our  Experts  will  be  on  hand  and  at  your  disposal  to  give  fullest 

information. 

Take  advantage  of  this  opportunity  to  get  full 

instructions  on  all  the  points. 

See  our  1912  series  of  Gas  Cooking  and  Heating  Appliances. 

After  seeing  them  you  will  agree  that  McClary's  1912  Gas  Goods 
have  no  equal  for  Economy,  Utility,  Quality  and  Design. 

McClary's  latest  Gas  Ranges  conform  with  every  requirement  of 
Domestic  Science. 

Note  the  New  Enamel  Finish 

Stall  Nos. 

90-91 

The  PANDORA  and  other  famous  McClary  Ranges 

will  he  shown  and  fully  described 

London         Toronto         Montreal         Winnipeg  Vancouver 
St.  John        Hamilton        Calgary  Saskatoon 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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anadian  Trade 

The  Cauadian  Tube  and  Iron  Co.,  Montreal,  have 

started  manufacturing  nuts  and  bolts. 

Steffens  &  Nolls,  Berlin,  Germany,  manufacturers  of 

carpenters',  machinists'  and  plumbers'  tools,  builders' 
supplies,  nail  wire,  corrugated  sheets,  and  heavy  hard- 

ware, have  opened  an  office  at  59  St.  Peter  St.,  Mont- 
real.   W.  Steffens  is  manager  of  the  branch. 

A  license  to  do  business  in  Manitoba  has  been  grant- 
ed the  Capp  Stove  Co.,  Limited. 

Purvis  Bros.,  Limited,  wholesale  and  retail  hard- 
ware dealers,  Sudbury,  Ont.,  have  issued  a  handsome 

calendar  entitled  "The  Haunt  of  the  Wild  Fowl," 
showing  a  fine  stretch  of  marsh  land  in  the  early 
dawn. 

The  North-West  Stove  Co.,  Limited,  has  been  incor- 

porated. Capital  stock,  $15,000.  Head  office,  Out- 
look, Sask. 

The  Cloisonne  and  Art  Glass,  Limited,  have  been 

incorporated.  Capital,  $40,000.  Head  office,  Berlin, 
Ont.  They  will  manufacture  all  kinds  of  glass  and 
glass  products. 
A  nut  and  bolt  factory  is  to  be  started  in  Owen 

Sound. 

Oldring  &  Lowry  opened  a  new  hardware  store  at 
Orillia  on  February  1.  Mr.  Lowry  has  had  experience 
on  the  road  for  H.  S.  Howland  Sons  &  Co.,  Lewis  Bros., 

and  last  year  with  Brandram-Henderson,  Limited. 
Orillia  is  already  pretty  well  supplied  with  hardware 
stores  but  the  town  is  growing  rapidly  and  the  new 
firm  ought  to  make  good. 

BUSINESS  CHANGES 

Eastern  Canada. 

Halifax. — Cragg  Bros,  suffered  fire  loss. 
Granby. — P.  Phoenix  will  erect  new  store. 

Ontario. 

Ottawa. — C.  P.  Wright  succeeded  by  W.  G.  Charle- 
son. 

Bowmanville. — Rice  &  Co.  suffered  fire  loss. 
Ottawa.— T.  W.  Currier,  of  T.  W.  Currier  &  Co.,  de- 

ceased. 

Leamington. — C.  A.  Willitts  &  Co.  sold  to  Leaming- 
ton Hardware  Co. 

Moorefield. — Malcolmson  Hubert  sold  to  H.  W.  Cope- 
land. 

London  East. — Estate  of  Robt.  Parsons  sold  to  C.  A. 
Willitts  &  Co. 

St.  Mary's.— St.  Mary's  Wood  Specialty  Co.  suffered fire  loss. 

Fort  William. — Fife  Hardware  Co.  are  dickering  for 
a  sight  on  which  to  erect  a  warehouse. 

Dundas. — The  Bernhardt  &  Gies  Hardware  Co., 
Preston,  will  open  branch  here. 

Port  Elgin. — Henrv  Copp  sold  out  to  the  Trading 
Co. 

London. — McLean  Hardware  Co.  changed  to  Odell 
&  Bennett. 

Manitoba. 

Birnie. — Birnie  &  Parsons  sold  to  A.  Kilborn. 
Shoal  Lake. — Eakins  &  Griffin  suffered  fire  loss. 

Winnipeg. — Canada  Metal  Co.  establishing  branch. 

Plumas. — Williamson  Bros. — Butchart  Co.  suffered 
fire  loss  of  $10,000. 

Roland. — Jas.  Mawson  &  Co.  suffered  fire  loss. 
Baldur. — H.  Eggerton  succeeded  by  Thos.  E.  Poole. 

Saskatchewan. 

Strassburg. — Rodgers  Bros,  suffered  fire  loss. 
Saskatoon. — D.  G.  Ross  succeeded  by  G.  Sackville. 
Drinkwater. — C.  W.  Thurston  succeeded  by  John- 

son Bros. 

Southey. — J.  R.  Blough  has  bought  the  Perkut  hard- 
ware store. 

Regina. — Read  Bros,  started  plumbing  and  heating 
business. 

Macklin. — Graham  Bros,  dissolved  partnership,  A.  A. 
Graham  continuing. 

Vibank. — Edwards  &  King  sold  to  Weisberger  & 
Driscoll. 

Alberta 

Lethbridge. — Lethbridge  Sporting  Goods  Co.  discon- tinued. 

Calgary. — H.  S.  Van  Buran  &  Co.  suffered  fire  loss. 
Medicine  Hat. — Marshall  Hardware  Co.,  Ltd.,  sold 

to  Mitchell  Hardware  Co. 

British  Columbia. 

Vancouver. — Standard  Hardware  Co.  sold  to  J.  Jack- 
son. 

Victoria. — Brooke  &  Barfield  succeed  Frank  Keown. 
Vancouver. — The  B.  C.  Hardware  Co.  has  erected  a 

$20,000  new  building. 

"HATCHIDIZED  "  BUTTS  AND  HINGES. 
The  Canada  Steel  Goods  Company,  Hamilton,  are 

now  manufacturing  butts,  hinges,  staples,  hasps,  etc., 

by  a  new  process  called  "Hatchidizing"  which  gives 
a  rustless  finish  Avhich  indefinitely  withstands  rust,  salt 
water,  acid  fumes  or  chemical  contact. 

The  process  is  the  result  of  long  experiments  by 
Arthur  F.  Hatch,  manager  of  the  company,  articles  fin- 

ished by  the  process  have  been  tested  in  Hamilton 
and  on  the  coast  for  six  years,  before  any  attempt  has 

been  made  to  market  "Llatchidized"  goods.  A  large 
order  has  recently  been  shipped  to  Starke-Seybold  & 
Company,  ]\Iontreal,  however,  for  delivery  to  firms  at 
New  Glasgow,  N.S. 

"Hatchidized"  hinges  will  have  a  large  sale  on 
buildings,  on  gates,  on  farm  implements,  in  fact  every- 

where that  hinges  come  in  contact  with  rain  and  frost, 
on  account  of  the  great  advantages  of  new  finish  over 
galvanizing  or  any  other  process  aiming  to  preserve 
the  life  of  metal  against  the  effects  of  weather. 

Samples  will  be  sent  to  any  hardwareman  on  re- 

quest. 
A  GOOD  SEASON  IN  OIL  STOVES. 

In  1910,  Broeklebank 's,  Limited,  Arthur,  Ont.,  sold 
only  one  dozen  oil  stoves.  Ijast  February  they  pur- 

chased from  the  Queen  City  Oil  Co.,  Limited,  a  supply 
of  stoves,  and  as  a  result  of  a  demonstration  conducted 
at  the  Arthur  fair  by  Mr.  Glover,  demonstrator  for 
the  above  mentioned  oil  company,  their  sales  in  1911 
amounted  to  several  dozen. 

At  the  same  time  as  this  demonstration  Avas  conduct 
ed,  another  one,  in  which  coal  stoves  Avere  xised,  was 
taking  place  in  an  ad.ioining  booth.    The  success  of 
the  latter  was  not  nearly  as  great  as  that  of  Broekle- 

bank's,  Limited. 
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Distinctive 

Door  Sets 

WELLAND 

DESIGN 

ONE  of  our  New  Wrought 

Designs  for  1912 

Made  in  Brass,  Bronze 

and  Steel  in  all  finishes 

The  great  notice  they  attract,  emphasizes 
the  importance  of  having  the  door  sets 
as  well  as  all  the  locks  in  a  building,  not 
only  smooth  and  sure  in  action,  but 
handsome  in  appearance  as  well.  We 
invite  architects  and  builders  to  examine 

our  line  of  Builder's  Hardware.  They 
will  be  sure  to  find  something  in  the  wide 

range  of  designs  that  will  be  of  great  value 
for  any  particular  work  they  have  in  mind. 

Write  for  our  New 

Catalogue  No.  3 

The 

Belleville  Hardware 

&  Lock  Mfg.  Co. 
Limited 

Head  Office  and  Factory : 

Belleville Canada 
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PEARCrS 

PURE  PREPARED 

PAINTS 

Alabastine 
Alum 

Axle  Grease 
Beeswax 
Bluestone 

Borax 
Bronzes 
Brushes 

Bug  Killers 
Bug  Death 

Carbonizing  Coating 
Chalk 

Chamois  Skins 

Copperas 
Cutlery 

Glaziers'  Diamonds Emery 

Rubbing  Felt 
Fillers 

Galvanum 
Glues 

Jellstone 
Lacquers 
Gold  Leaf 

Methylated  Spirits 
Mortar  Colors 
Oils,  all  kinds 

Pitch 
Plaster  Paris 

Pumice 
Resin 

Rock  Salt 
Epsom  Salts 
Glauber  Salts 

Saltpetre 
Sand  Paper 

Shellac 
Silver  Sand 
Steel  Wool 

Sulphur 
Tar 

Turpentine 
Floor  Wax 

Wood  Alcohol 
Painters  Cutlery,  &c. 

The  Pearcy  Line  is  one  that  is  most  satisfactory  and  profitable 

for  Hardware  and  Paint  dealers.  The  goods  are  put  up  in  a  most 

attractive  manner,  every  can  being  m  itself  a  silent  salesman.  You  can 

make  no  mistake  in  sending  in  your  order  at  once  for: 

Pearcy's  Pure  Prepared  Paints 

Pearcy*s  Barn  Paints 

Pearcy^s  Carriage  Varnish  Paints 

Pearcy's  Coach  Colors 

Pearcy's  Enamel  Paints 

Pearcy's  Oil  Colors 

Pearcy*s  Oil  Stains 

Pearcy's  Varnish  Stains 

Pearcy's  Varnishes 

SOME  OF  OUR  SPECIAL  LINES 

Berry  Bros.  Varnishes 

Johnson's  Floor  Wax 

"Old  English"  Floor  Wax 

"Petrox"  Sanitary  Water  Paint 

"Lingerwett"  Paint  and  Varnish  Remover 

Bell's  English  Ship  Enamel 

Our  facilities  for  quick,  handling  of  orders 
unexcelled.    Prompt  shipment  our  specialty 

SANDERSON  PEARCY  &  CO. 

LIMITED 

Everything  in  Paints,  Oils,  and  Glass 

61-63-65  Adelaide  Street  West TORONTO,  ONTARIO 
When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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REPUTATIONS 

Are  built  of  things  already  accomplished 

Not  Mere  Statements 

It  is  all  very  well  for  a  Manufacturer  to  endeavor  to  sell  his  goods,  but  he  must  deal  with  a  Dealer 
that  knows  his  business  better  than  anyone  else,  and  who  is  not  likely  to  stake  his  reputation  on  an- 

other's "Say-so." 

We  don't  expect  any  Dealer,  particularly  "A  live  wire,"  to  take  hold  of  our  line  unless  we  can  show 
him  plainly  and  conclusively  that  its  sterling-  quality  will  pay  him  handsomely,  and  \eep  on  paying-  him 
for  years  to  come.     When  we  first  put 

100  ".  PURE 

"  The  paint  the  people  want  " 
on  the  market,  some  years  ago,  we  did  so  without  muck-raking  our  competitors — nor  did  we  employ 
legerdemain  methods — or  make  claims  which  the  material  in  the  can  would  not  substantiate.  Knowing 
the  quality  was  unquestionably  the  best,  we  were  prefectly  willing  to  allow  it  to  assert  its 

SUPREMACY 

without  courting  Black  art,  and  this  it  has  done  through  all  these  years  of  unusual  business  success. 

The  making  of  paint  when  dismantled  of  its  cloak  of  mystery — of  the  supposed  magic  hand  that  has 

created  fortunes  for  some,  is  in  reality  mankind's  ingenuity,  developed  along  accurately  gauged  lines, 
gleaned  from  the  school  of  actual  experience,  and  it  is  just  this  knowledge  of  ours,  acquired  from  35 
years  of  paint-making,  that  gives  to  the  trade  SATISFACTION  justifying  continued  patronage. 

While  superior  merit  alone  will  sell  paint  after  a  fashion,  still  superior  merit  plus  the  most  pro- 
ductive help  in  the  way  of  honest,  vigorous,  convincing  advertising  will  accomplish  wonders.  As  we 

cannot  possibly  improve  the  honest  quality  of 

100",  PURE 

"  Cultivates  the  painter's  interest " 
we  have  been  constantly  hustling,  thinking,  working  out  ideas  to  help  the  trade  and  the  way  our  sales 
have  jumped  ahead  is  substantial  evidence  that  we  have  assisted  our  dealers  in  boosting  their  business. 

After  all,  business  success  means — Satisfied  patrons.  The  superior  quality  of  Martin-Senour  Paint 
100%  Pure  accumulate  sales  and  every  sale  widens  the  way  for  more  to  follow.  Lost  opportunities  are 
full  of  regrets,  so  wear  that  contented  look  by  writing  for  our  proposition  NOW — while  you  think  of  it. 

THE  MARTIN-SENOUR  COMPANY,  LIMITED 
Pioneers  of  Pure  Paint 

Montreal  Chicago  Winnipeg 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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New  Goods  on  the  Market 

When  writiug  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

Pike  Manufacturing  Company  of  Pikt,  N.H.,  have 
recently  placed  a  new  oil  stone  on  the  market  which 
will  be  known  as  the  Pike  India-Washita  oil  stone. 
Mechanics,  in  general,  appreciate  the  finished  lasting 
edge  secured  on  a  Washita  oil  stone,  but  have  hesi- 

tated about  buying  one  oh  the  ground  that  it  is  a 
rather  slow  cutter.  In  this  new  combination,  all  the 
good  qualities  of  the  Washita  are  incorporated,  and 
there  is  also  the  added  benefit  to  be  derived  from  a 
coarse  fast-cutting  India  for  grinding  down  dull  tools 
or  tools  that  have  become  badly  nicked. 

The  India-Washita  oil  stone  has  been  manufactured 

for  several  years  on  special  orders  and  has  given  uni- 

versal satisfaction  wherever  used.  The  manufacturers 
are  thoroughly  convinced  that  it  will  become  a  very 
popular  and  fast-selling  article.  The  stone,  complete, 
measures  7x2x1  and  retails  at  .$1.25.  Each  stone  is 

wrapped  in  paper  and  packed  in  a  neatly  printed  tele- 
scope box.  Further  information  regarding  this  new 

stone  may  be  had  by  writing  direct  to  the  manuafac- 
turers. 

The  Hero  Manufacturing  Company,  Kensington, 
Philadelphia,  Pa.,  arc  now  manufacturing  a  collapsible 
drinking  cup  which  should  be  an  exceptionally  large 
seller  in  hardware  and  specialty  stores.    Unlike  other 

collapsible  cups  the  Hero  is  stein  shaped,  being  larger 
at  the  bottom  than  at  the  top,  and  it  also  has  a  hinged 
handle  which  can  be  tiarned  over  into  the  body  of  the 
cup  when  collapsed  and  before  the  highly  polished  and 
well  finished  cover  is  sprung  on  to  the  base  of  the  cup. 
In  these  days  when  sanitarians  are  raising  such  a  cry 
against  the  dangers  of  the  spread  of  disease  by  using 

public  drinking  cups,  hardwaremen  should  put  into 
stock  and  aggressively  push  the  sale  of  such  articles 
as  the  Hero  drinking  cup  which  is  shown  in  the  accom- 

panying illustrations. 
McKinnon  Dash  Co.,  St.  Catharines,  Ont.,  are  mak- 

ing a  new  all  steel  hose  reel.  It  is  simple  in  construc- 
tion, being  made  of  steel  rods  electrically  welded  into 

three  parts,  the  wheels  and  drum,  handle  and  corru- 
gated drum  covering.  There  are  no  bolts,  screws  or 

cross  grained  wood  to  cause  trouble.  It  is  covered 
with  Japan,  carefully  baked  on,  giving  it  a  neat  ap- 

pearance. The  wheels  are  22  inches  high,  with  10-inch 
drum,  giving  a  capacity  for  100  feet  or  more  of  hose. 
The  liandle  is  28  inches  long  and  detachable. 

The  Glidden  Varnish  Co.  who  have  recently  erected 
a  large  addition  to  their  Canadian  factory  on  Wallace 

Avenue,  Toronto,  are  offering  a  display  rack  to  their 
retail  customers  to  help  the  sale  of  their  new  ten  cent  cans 

of  that  fast  selling  specialty  "  Jap-a-lac." 

HOW  DO  YOU  KEEP  A  RECORD  OF  STOCK? 

It  is  better  to  have  one  man  in  the  store  looking  after 
the  stock  than  to  have  three  or  four,  or  more — one  in 
each  department. 

A  large  retail  hardware  store  in  Ontario  employs  a 
man  Avho  does  nothing  else  but  keep  track  of  the  stock 
in  the  various  departments.  The  manager  of  the  store 
states  this  saves  a  lot  of  time  and  money.  Whenever 
a  person  wants  to  know  how  much  of  a  certain  line  is 
on  hand,  all  he  has  to  do  is  to  ask  the  stockkeeper.  He 
has  or  should  have  the  figures  right  at  his  finger  ends. 

He  also  knows  what  lines  are  "stickers"  and  when  a 
traveller  comes  in,  he  knows  just  what  lines  to  buy  and 
what  to  refuse.  Of  course,  in  a  smaller  store,  it  would 

not  require  a  man's  whole  time  to  look  after  this. We  would  like  to  have  a  few  words  from  our  readers 
on  their  methods  of  keeping  track  of  stock. 

FRdM 

P-A-l. 
RENEWS  EVERYTHING 

FROM  CELLAR  TO  CAR'RET.  . 
IOC  SIZE  CAN  J 

THE  Glidden  Varnish  Co. 

CLIEVELAMD.  OHIO.  '  TORONTO,  CAN< 
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Here  is  REAL  Selling 

Co-operation 

The  Power  Behind  the  Can 

Jap-a-lac  Quality 

Jap-a-lac  Advertising 

New  and  broader  plans  to  help  you  Mr.  Dealer.  Greater  enthusiasm — 

more  ginger  —  more  genuine  selling  vim  in  the  Jap-a-lac  advertising 

campaign  for  1912.     That's  the  program. 

The  name  Jap-a-lac  is  already  a  household  word,  and  we  are  now  using 

an  educative  campaign  on  the  countless  different  uses  of  Jap-a-lac. 

Did  you  ever  stop  to  thmk  that  the  constant  year  after  year  policy  of  our 

national  advertising  is  a  promisory  note  to  your  customers  of  the  quality  of 

Jap-a-lac?  {over 
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Our  Jap-a-lac  Publicity  will  reach 

every  home  m  Canada 

Jap-a-lac  has  been  advertised  from  the  start,  widely  advertised.  It  has  made 

its  claims  and  made  good  on  them. 

Jap-a-lac  stands  by  the  dealer  to-day  —  does  this  creative  work  for  him 

—sends  him  buyers  already  convmced-  g6od  business  because  it  is  repeat 

busmess. 

Ponder  this  over,  Mr.  Dealer.  Isn't  it  worth  while  for  you  to  co-operate 
in  a  campaign,  the  sole  object  of  which  is  to  make  more  sales  for  you? 

A  Better  Deal  on  Jap-a-lac 

Another  thing  Mr.  Dealer,  we  are  able  to  deal  with  you  this  year  even  more 

liberally  than  in  the  past.  Our  list  price  is  lower  and  our  dealer's  profit  is 

larger  than  ever  before.  It  will  pay  you  to  sell  Jap-a-lac — not  only  in  the 

prestige  and  good  business  you  will  build — but  on  immediate  sales. 

Lower  Prices  to  the  Consumer 

The 
Glidden 
Varnish 

Company 
Toronto,  Ontario 

Gentlemen  : 
Please  send  ui  full 

particulars  regarding  your  nen> 
Glidden  proposition  to  retail  Hard- 
waremen. 

Name 

■Address 

New  Prices  on  Jap-a-Iac 
(FULL  IMPERIAL  MEASURE) 

List  Prices 

One-half  Gallon  Can   -  $1.75 
Quarts  90 
Pints   50 

12  Pints   .30 

1/4  Pints   .18 

List  Prices 
No.  1  Gold 

No.  1  Alumiru.yi  
No.  2  Gold 
No.  2  Aluminum 

$  .25 

 15 

 45 
 25 

Model  Floor  Set   2.75 

We  are  now  offering  Jap-a-lac  for  the  first  time  in  a  special  size 
which  retails  at  10c.  each. 

The  Glidden  Varnish  Company 

Factories:  Toronto,  Canada  Cleveland,  Ohio 
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GLIDDEN*S  Green  Label  Varnish  Proposi- 

tion  to  die  Dealer  Challenges  Comparision 

Why  should  you  deal  with  Glidden?  There's  just  one  answer,  Mr.  Merchant, 
the  quality  of  the  goods  and  the  profit  to  you. 

The  Glidden  discount  is  so  much  more  generous  than  the  discounts  offered  by  other  varnish  houses  that  not  to 

handle  this  line  means  loss  of  money  to  you.  In  our  advertising  to  the  painters  we  challenge  any  painter  in  the 

land  to  send  us  a  sample  of  any  exterior  varnish  equal  in  quality  to  Glidden's  M.  P.  Durable  Exterior  or  any 
interior  varnish  equal  to  Glidden's  M.  P.  Durable  Interior  or  any  floor  varnish  equal  to  Glidden's  M.  P. Durable  Floor. 

We  give  this  Challenge  bold  advertisement  in  the  Master  Painter,  The  Painter  and  Decorator,  The  Modern 

Painter,  Practical  Decorator,  Pamters'  Magazine,  Cement  World,  American  Carpenter  and  Builder,  Building 
Management,  National  Builder,  Etc. 

This  is  the  sort  of  challenge  that  shows  faith  in  the  quality  of  our  goods  and  the  Painter  knows  it. 

Write  for  our  new  and  most  generous  proposition  to  the  trade  on  Green  Label  Varnishes,  Endurance  Wood 
Stains,  Endurance  Colorspar  and  specialties. 

Glidden's  Waterproof  Flat  Finish 

Is  a  line  of  Washable  Waterproof  Flat  Oil  Coating  to  decorate  interior  plaster  and  metal  surfaces,  it  is  made  in 
twelve  colors  and  white,  applied  with  a  brush  same  as  paint,  produces  the  most  beautiful  and  durable  finish 
in  the  world.  Flows  out  smooth  and  free  under  the  brush,  is  specified  and  used  by  the  Largest  Architects  and 

Master  Painters.  We  are  constantly  advertising  to,  and  personally  calling  upon,  the  Architects  and  Master 
Painters,  demonstrating  and  convincing  them  of  the  superior  quality  of  our  finishes.  This  cannot  help  but  increase 
the  demand  for  these  materials  which  must  mean  dollars  for  you.     Fill  in  Coupon  on  page  110. 

THE  GLIDDEN  VARNISH  COMPANY 

TORONTO  CANADA 
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ENDURANCE 

WOOD  STAINS 

COLOR  CARD 

LIGHT  GOLDEN  OAK 

FUMED  OAK 

MISSION  OAK 

Fill  in  the  coupon  on  page 
110  and  full  information  will 
be  sent  you. 

COLOR  CARD 

Thes^  wood  stains  mark  a  distinct  achievement.    They  are  superior  in  every  way  to  any 

other  wood  stains  that  have  ever  been  placed  on  the  market.    They  are  better  than  water  stains, 

better  than  oil  stains  and  better  than  spirit  stains.    They  are  absolutely  new,  unique  and  original. 

We  are  adyertisirig  them  fearlessly— far  and  wide — as  the  finest  wood  stains  in  the  world.  On 

y/  •  "  this  page  we  reproduce,  as  ,c  i 
closely  as  possible,  the  ap- 

pearance of  these  stains,  but 

no  reproduction  can  possibly 

do  justice  to  their  richness  and 

softness  of  tone,  nor  their 

wonderful  wearing  properties. 

The  demand  for  Glidden's 
Endurance  Wood  Sta  ins 

grows  greater  every  day  and 

letters  keep  pouring  in  con- 

stantly complimenting  us  on 

their  remarkable  beauty  and 

durability  and  on  the  fact  that 

they  do  not  raise  the  grain 

of  any  wood  and  that  they 

do  not  injure  the  finest  var- 
nishes. But  the  point  of  special 

interest  to  you  as  a  merchant 

IS  that  our  special  offer  on 

Glidden's  Endurance  Wood 

Stains  makes  it  literally  pos- 

sible for  you  to  grow  two 

profits  where  one  grew  be- 

fore. If  you  don't  take  advant- 
age of  this  proposition,  you 

are  overlooking  the  best 

offer  that  has  ever  been  put 

before  you. 

BLACK  FLEMISH  OAK 
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THE  USE  OF  WINDOW  AND  STORE  FIXTURES. 

There  is  an  old  saying  that  "Goods  well  displayed 
are  half  sold."  To  sell  your  goods  you  must  display 
them  and  display  them  attractively.  You  will  get  a 
better  class  of  trade  and  better  prices.  It  costs  but  a 
trifle  more  to  fit  up  your  store  neatly,  and  the  differ- 

ence in  profits  will  warrant  the  extra  expenditure.  It 
is  human  nature  to  desire  those  goods  that  look  well 
in  the  store.  From  the  child  who  sees  the  candy,  to 
the  woman  who  buys  all  the  household  goods,  the  same 
instinct  runs  through  all. 
A  lot  of  goods  thrown  into  a  window  in  shpshod 

fashion  will  not  attract  the  same  attention  as  would 
the  same  lot  neatly  arranged  on  fixtures.  Take  a  walk 
in  any  city,  town  or  village  and  you  will  always  find 
that  the  successful  merchant  is  the  one  who  is  up-to- 
date  in  his  window  trimming.  A  good  display  promotes 
business.  There  are  many  merchants  who  advertise 

continually  and  talk  "quality";  yet  put  their  money 
into  cheap  window  fixtures,  thereby  contradicting 

their  "quality"  talk. 
The  window  should  be  given  even  more  attention 

than  the  inside  of  the  store.  It  is  the  part  that  most 
people  see,  and  if  the  display  in  it  is  not  a  neat  one,  it 
is  almost  certain  that  the  inside  of  the  store  will  cor- 

respond. One  only  has  to  look  at  the  windows  of  the 
stores  on  the  main  streets  in  the  cities  and  larger  towns 
to  see  the  attention  merchants  devote  to  them. 

The  reason  rents  are  so  high  on  principal  streets  is 
that  the  displays  in  the  windows  are  seen  by  many  more 
people  than  those  in  the  stores  on  the  back  thorough- 

fares. The  merchants  realize  this  and  use  the  windows 
for  all  that  is  in  them,  making  the  displays  as  attractive 
as  possible.  This  can  only  be  accomplished  by  the  use 
of  good  fixtures. 

There  are  many  merchants  who  believe  that  a  good 
window  display  is  better  advertising  than  newspaper 
space.  This,  hoAvever,  is  a  matter  of  opinion.  The 
following  story  related  by  the  late  Samuel  Clemens 
(Mark  Twain)  contains  much  wisdom. 

"When  I  was  editing  the  Virginia  City  Enterprise," 
said  Mark,  "writing  copy  one  day  and  mining  the  next, 
I  tried  in  many  way  to  drive  home  the  fact  that  adver- 

tising pays.  One  day  I  received  a  letter  from  a  sub- 
scriber, saying  that  he  had  found  a  spider  pressed 

between  the  pages  of  his  paper.  He  wanted  to  know 
whether  this  signified  good  or  bad  luck.  I  replied  to 
him  through  our  Answers  to  Correspondents  columns 
as  follows : 

"Old  Subscriber. — ^The  finding  of  a  spider  in  your 
copy  of  the  Enterprise  was  neither  good  luck  nor  bad. 
The  spider  was  merely  looking  over  our  paper  to  find 
out  what  merchant  was  not  advertising  in  it,  so  he  could 
spin  his  web  across  his  door  and  live  a  free  and  undis- 

turbed existence  forever  after." 
There  are  no  cobwebs  across  the  door — or  windows 

either — of  the  live,  alert  Mandow-dressing  merchants. 
That's  the  best  advertising;  it  draws  the  croAvds  and 
that's  where  the  money  lies. 

It  is  only  within  comparatively  recent  years  that 
hardwaremen  have  taken  up  window-dressing  to  any 
extent.  Not  many  years  ago,  hardware  dealers  would 

"throw"  a  few  articles  into  a  window  and  let  it  go  at 
that.  To-day,  however,  hardware  windows  are  being 
made  .just  as  attractive  as  those  of  any  dry  goods 
store. 

While  there  are  a  great  many  hardware  dealers  who 
have  attained  a  marked  degree  of  proficiency  in  the 
art  of  window-dressing,  throiisrh  persistent  effort  and 
study  of  what  constitntes  a  Avell-dressed  window,  there 
are  a  vast  number  of  merchants  who,  if  they  were  pro- 

vided with  a  volume  containing  illustrations  and  de- 
scriptions of  up-to-date  windoAv  displays,  could  design 

and  instal  window  displays  which  would  multiply  their sales. 

It  is  just  as  necessary  to  change  your  window  display 
as  it  is  to  change  your  advertisement  in  the  daily  or 

weekly  newspaper.  Change  is  the  order  of  the  "day. Modern  fixtures  permit  ceaseless  changes,  overcome 
sameness  and  make  new  and  original  designs  easy  to execute. 

The  Interchangeable  Wood  Window  Fixture  YOU- 
NITS  manufactured  by  the  Oscar  Onken  Company,  Cin- 

cinnati, Ohio,  enable  the  hardware  merchant  to  make 
his  window  displays  as  attractive  as  any  in  the  town. 
They  are  so  simple  to  put  together  that  a  clerk  can 
put  a  window-trim  together  in  from  fifteen  to  thirty 
minutes,  without  the  aid  of  a  tool.  These  fixtures  are 
made  for  all  branches  of  trade,  but  design  book  No.  10 
is  of  particular  interest  to  hardware  men.  It  shows 
photographs  of  twenty-six  hardware  window-trims  all 
made  with  Onken  Interchangeable  YOUNITS. 

These  fixtures  are  made  of  solid  oak.  The  hardware 
set  consists  of  150  YOUNITS,  with  which  a  different 
windoAV-trim  each  week  for  the  next  five  years  can  be 

A  Hardware  Display  arranged  with  Onlcen  Younits 

made,  besides  hundreds  of  odd  fixtures  in  large  and 
small  sizes.  The  cost  of  a  set  of  these  YOUNITS  is  $40, 
Avhieh  is  less  than  the  cost  of  a  dozen  metal  fixtures  that 

are  not  interchangeable.  There  is  no  limit  to  the  num- 
ber of  different  fixtures  Avhich  can  be  made  with  Onken 

Interchangeable  YOUNITS.  Another  feature  is,  that 
being  made  of  oak  (in  mission  finish  and  design)  they 
cannot  tarnish  or  rust. 

Each  trim  shown  in  the  book  that  comes  with  a  set 
of  fixtures  suggests  new  designs  just  as  easily  and 

quickl.v  made.  With  this  outfit  the  Avindow-trimmer 
can  follow  the  suggestions  in  the  book  for  twenty-six 
weeks,  having  an  entire  change  each  week,  at  no  time 
using  all  of  the  YOUNITS  in  the  set. 

ONE  MAN'S  METHOD. 
W.  F.  Albert,  head  of  the  AvindoAV  trimming  depart- 

ment in  the  Macy  store  in  New  York,  says  he  never 
pays  the  slightest  heed  to  goods  that  are  advertised. 

"The  newspaper  reader  comes  to  the  store  to  buy  those 
things,"  he  says.  "The.v  are  half  sold  before  he  or  she 
comes.  Before  entering  the  store  our  windows  suggest 
a  lot  of  other  things  Ave  have  for  sale,  and  that  to  my 
mind  is  the  secret  of  successful  merchandising  and  get- 

ting the  benefit  of  so  many  feet  of  display,  worth  so 
many  dollars  a  foot,  according  to  location  of  the  win- 

dow and  the  store.  Generally  I  use  only  merchandise 
in  our  displays,  without  resorting  to  mechanical  or 

artificial  accessories." 
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1;:;     Market  Situati 

Good  Outlook  for  Business  seems  to  be  opening 
Spring  Hardware.         np   a  little  brighter  than  in 

1911.  As  far  as  the  month  of 
January  is  concerned  the  results  are  ahead  of  1911. 
On  account  of  stock-taking  and  seasonable  quietness 
business  is  never  very  brisk  during  the  first  month  of 
the  year. 

There  are  very  few  radical  changes  in  prices'  on  any 
lines,  but  the  tendency  of  the  manufacturers  is  upward 
and  the  cost  of  laying  down  English  and  foreign  goods 
on  account  of  increased  ocean  freight  rates,  cost  of 
material,  etc.,  is  greater  than  it  was  this  time  last  year. 
Cutlery  manufacturers',  in  particular,  have  put  up  all 
their  prices  and  there  may  be  further  advances  before 
long. 

As  a  general  rule,  collections  are  good,  though,  of 
course,  there  are  some  delinquents. 

There  has  been  an  extra  good  trade  in  seasonable 
goods  such  as  horse  blankets,  sleigh  bells,  lanterns, 
etc.,  during  January.  This  has  been  caused  by  the 
unseasonable  weather  during  December.  Had  the 
weather  been  better  during  the  latter  month,  all  busi- 

ness in  these  lines  would  have  been  over. 
There  is  not  much  doing  in  spring  goods,  such  as 

garden  tools,  hose,  etc.,  but  from  orders  to  hand  for 
future  shipment,  prospects  are  very  bright. 

Builders'  hardware  is  moving  fairly  well  for  this 
time  of  year,  though  nothing  startling  is  noticed. 

Trade  in  hockey  sticks,  pucks  and  skates  continues 
excellent.  This  season  has  been  an  excellent  one  and 
dealers  report  a  very  satisfactory  business. 

Kitchen  goods  are  having  a  good  sale  and  the  de- 
mand is  coming  in  a  nice,  even  manner. 

^        ̂   ^ 

Advance  in  Wire  The  advance  in  wire  products 
Products  in  the  U.S.      of  $1  a  ton,   made  with  the 

nominal  date  of  January  23rd, 
is  understood  to  find  stocks  in  the  hands  of  jobbers 
and  retailers  at  a  low  ebb,  promising  liberal  specify- 

ing during  the  regular  60-day  period  against  contracts 
on  the  $1.55  basis  made  on  the  eve  of  the  advance  to 
$1.60.  It  is  believed  that  the  $1.60  basis  will  be  well 
maintained  when  the  usual  contracts  have  been  closed, 
most  of  this  business  having  been  done  already.  De- 

mand for  wire  products  has  been  fair  in  the  past,  couple 
of  months,  deliveries  being  made  on  contracts  booked 
at  the  lowest  figure.  However,  the  market  is  not  per- 

haps in  altogether  as  strong  a  position  as  it  was  a 
year  ago,  when  a  somewhat  similar  advancing  tend- 

ency appeared  in  quotations. 
*    *  # 

Pig  Iron  Firmer  There  is  not  a  great  deal  of 
in  Canada.  business  being  done  in  pig  iron. 

This  is  to  be  expected,  a  large 
amount  of  business  having  been  placed  for  delivery  the 
first  half  of  the  year.  The  result  is  that  the  furnaces 
are  well  booked  up  with  orders  into  May  and  June. 

The  tone  of  the  market  is  stronger  than  it  was  a 
month  ago  and  prices  are  probably  50  to  $1.00  a  ton 
higher.  We  hear  of  an  odd  order  or  two  going  through 
at  $17  at  the  mills  for  lots  of  two  and  three  thousand 
tons.  A  month  or  two  ago  sales  were  being  made  at 
50  cents  to  $1.00  a  ton  less.    In  some  instances  $17.50 

at  the  mills  is  being  quoted,  but  we  hear  of  no  tran- 
sactions at  that  figiare. 

British  pig  iron  is  quoted  f.o.b.  Toronto  small  lots 
as  follows:  Middlesboro,  $19.78;  Glenarock,  Scotch, 
.$22.75. 

^       ̂   ^ 

Sheets  and  Prices  are  from  71/2  to  12  per 
Plates  Higher.  cent,  higher  and  the  mills  are 

not  inclined  to  accept  business 
at  a  lower  figure.  The  demand  for  sheets  and  plates 
is  fairly  seasonable  and  would  be  better  Avere  there  a 
certaint.y  that  the  improvement  in  trade  conditions  in 
the  United  States  was  permanent.  The  mills  in  the 
United  States  are  still  booking  orders  for  delivery 
during  the  next  three  or  foiir  months. 

Steel  sheets  are  quoted  on  the  following  basis,  plus 
duty:  11  to  12  gauge,  $1.85:  13  to  14  gauge,  $1.90;  15 
to  16  gauge,  $2.00;  17  to  21  gauge,  $2.10;  22  to  24 
gauge,  $2.15;  25  gauge,  $2.20;  26  gauge,  $2.30;  27 
gauge,  .$2.35;  28  gauge,  $2.45.  From  stock  Toronto  we 
quote :  10  to  12  gauge.  $2.45  ;  14,  $2.30 ;  16,  $2.35  ;  18  to 
22,  $2.45. 

Galvanized  sheets  are  quoted  on  the  following  basis 
at  the  mills:  11  to  12  gauge,  $2.05;  15  to  17  gauge, 
$2.20;  18  to  22  gauge,  $2.35;  23  to  24  gauge,  $2.45; 
25  to  26  gauge,  $2.70 ;  28  gauge,  $2.90 ;  10%  oz.,  $3.20. 

*  *  * 

Bars.  There  is  a  seasonable  demand 

from  the  implement  manufac- 
turers. The  enquiry  for  the  spring  trade  has  not  yet 

set  in,  but  it  will  probably  be  in  evidence  in  another 
month.  If  anything  business  is  raither  better  than  it 
was  a  year  ago. 

The  ruling  quotation  for  carload  lots,  f.o.b.  Ham- 
ilton, London.  Toronto  and  Montreal  is  $1.75  to  $1.80, 

Avhile  from  stock  Toronto  the  idea  is  all  the  way  from 
$2.10  according  to  quantity  and  customer. 

*  #  * 

No  Material  The  metal   situation  remains 

Change  in  Metals.  the  same  and  there  is  no  ma- 
terial change  in  prices.  While, 

of  course,  prices  fluctuate  from  day  to  day,  the  aver- 
age stays  around  the  same  figures.  The  volume  of 

business  being  done  is  very  satisfactory.  January 
never  is  a  very  heavy  month,  biiyers  of  metal  being 

busy  cleaning  up  the  past  year's  business,  taking  in- 
ventory, holding  annual  meetings,  etc.  However,  the 

prospects  for  1912  are  bright  and  indications  point 
to  a  good  year. 

The  local  tin  market  is  quite  firm  with  a  fairly  ac- 
tive demand.  The  primary  markets  are  fiuctuating 

considerably  but  the  situation  here  remains  the  same. 

Copper  continues  in  good  demand  and  the  local  mar- 
ket is  firm.  Like  tin.  hoAvever.  the  primary  markets 

are  in  a  rather  unsettled  condition,  but,  so  far,  condi- 
tions here  have  not  been  afl'ected. 

The  demand  for  spelter  is  very  good  and  a  slight 
feeling  towards  loAver  prices  is  noted. 

Lead  is  firm  Avith  a  good  brisk  demand.  No  change 
has  taken  place  in  local  prices  but  there  is  a  feeling 
in  some  places  that  a  rise  AAdll  be  seen  before  long. 

Tin  plates,  solder,  trimmings  and  other  tinsmiths' 
supplies  are  moving  freely.  In  spite  of  the  present 
high  prices  of  tin,  prices  on  these  goods  have  not  ad- 

vanced, but  it  is  not  at  all  unlikely  that  they  will 
before  long. 
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Where  "QUEEN'S  HEAD"  Sheets  are  Packed 

Every  Sheet  rigidly  inspected Every  Sheet  guaranteed 

JOHN  LYSAGHT,  Limited 
Makers 

Bristol,  Newport  and  Montreal 

A.  C.  LESLIE  &  CO.,  Limited 
Montreal 

Managers  Canadian  Branch 

Sheet  Metal 

Building 

Material 

"  Eastlake  "  Steel  Shingles 

Metallic  Sidings 

Metallic  Ceilings 

Corrugated  Iron 

ALSO  SPECIAL  WORK  SUCH  AS 

Cornices       Skylights  Ventilators 

Catalog-ues  and  Price  Lists  gladly 
sent    to    the    trade   on  request. 

Quality  Goods  Only, — No  Cheap  Trash 

The    ■-.l-l.  .--nf^j; 

Metallic  Roofing  Co.,  Limited 
Manufacturers 

TORONTO,  ONT.  WINNIPEG,  MAN. 
C73 

MONARCH  ^''^^2;'  ̂" 

TYPEWRITERS  
^-'-^ 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 

The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screws 
and  Stove  Wire. 

Write  for  Prices 

The  Consolidated  Fruit  Jar  Co. 

New  Brunswick,  N.  J. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Linseed  Oil  Linseed  oil  is  causing  a  lot  of 

Situation.  controversy  among  jobbers  and 

dealers,  the  situation  being 

such  a  peculiar  one.  In  the  first  place,  the  price  just 

now  is  considerably  below  the  English  price,  while 

usually  it  is  just  low  enough  to  keep  the  English  oil 

off  this  market.  But  now  that  there  are  three  or  four 

crushers  being  operated  in  Canada,  the  competition  is 

so  keen  among  them  that  prices  are  being  kept  down. 

As  a  result  not  much  English  oil  is  being  offered  here. 

The  crop  last  year  in  the  Canadian  West  was  a  fair- 

ly good  one,  but,  for  various  reasons,  it  was  not  har- 
vested in  time  and  suffered  considerable  damage  from 

frost  and  hail.  Even  now  there  is  a  lot  of  seed  lying 

under  the  snow,  owing  to  the  fact  that  growers  were 

unable  to  get  the  seed  forward  to  the  elevators.  The 

facilities  for  moving  the  seed  were  not  as  good  as 

usual  on  account  of  the  railways  being  overloaded 

with  wheat,  which  they  were  more  anxious  to  move. 

In  view  of  this  and  as  seed  will  have  to  be  imported 

from  foreign  countries,  it  looks  as  if  there  will  be  no 

cheap  oil  in  the  spring.  However,  the  situation  is 

problematical  as  some  growers  may  have  stocks  of 
seed  which  they  are  holding  back.  Whichever  way  it 

goes,  however,  it  will  not  materially  affect  the  price  of 

paint,  as  most  paint  manufacturers  have  already  con- 
tracted for  their  supply  of  oil.  The  jobbers,  however, 

haven't  much  oil,  they  having  held  off  buying  in  an- 
ticipation of  lower  prices  after  March  1.  Their  an- 

ticipations, however,  are  not  likely  to  be  realized. 

The  amount  of  flax  seed  imported  into  Canada  dur- 
ing the  fiscal  year  ending  March  31,  1911,  totalled  174,- 

157  bushels,  valued  at  $347,072.  Of  this  amount  118,- 
621  bushels  was  from  the  United  Kingdom,  44,927  from 
British  India  and  10,609  bushels  from  United  States. 
This  year  the  amounts  will  be  much  larger  as  the 
figures  for  the  first  eight  months  of  the  present  fiscal 

year'  already  total  245,700  bushels,  valued  at  $544,626. 
Not  only  the  seed,  but  raw  and  boiled  linseed  oil  is 

imported  annually  in  large  quantities.  For  the  last 
fiscal  year  the  figures  shoAv  3,748,646  lbs.  brought  in. 
This  is  valued  at  $330,840. 

As  stated  above,  large  importations  of  seed  Avill  have 
to  be  made  this  year,  but  from  what  country  is  hard 
to  say.  The  crop  in  the  States  is  about  20  per  cent, 
below  the  average.  It  is  estimated  that  the  crushers 
in  that  country  will  require  20,000.000  bushels,  while 
the  crop  only  totals  13,500,000  bushels.  Where  they 
are  going  to  get  the  other  6,500,000  bushels  is  causing 

•  some  worry.  It  is  certain  that  we  will  be  unable  to 
get  any  from  that  country. 

The  Argentine  crop  did  not  come  up  to  expectations. 
Owing  to  heavy  rains,  the  grain  in  many  parts  of  that 
country  was  damaged  considerably,  and  it  is  now  es- 

timated that  the  surplus  for  export  Avill  not  total  more 
than  22,000,000  bushels.  The  best  part  of  this  will  go 
to  United  States  and  Europe.  If  the  States  takes  6,- 
500,000  bushels  of  this  it  Avill  only  leave  15,500,000 
for  other  countries. 

Every  year  Europe  uses  somewhere  around  40,000,- 
000  bushels  of  seed,  and  even  if  they  get  the  15,500,000 

bushels  from  Argentine  and  India's  surplus  of  16,- 
000.000  bushels,  this  will  onlv  give  them  a  supplv  of 
31,500,000  bushels.  Where  the  other  9,000,000  bnshels 
is  to  come  from  is  hard  to  see.  Russia  never  has  more 
than  5,000,000  or  6,000,000  bushels  to  export,  and  this 
year  the  crop  is  lower  than  usual.  Putting  it  at  the 
high  figure  of  6,000.000  bushels,  it  would  still  leave  a 
deficiency  of  3,000,000  bushels  in  Europe.  Canada  us- 

ually has  a  small  amount  for  export,  but  this  year  this 

will  be  impossible,  so  some  country  must  go  short, 
which,  of  course,  means  higher  prices.  • 

*  *  * 

Paint,  Oil  and  Trade  has  opened  ap  well,  and 
Turpentine.  aU.  lines  are  moving  fairly  well. 

Travellers  report  that  pros- 
pects for  spring  business  are  excellent  and  everything 

looks  brighter  than  it  did  at  this  time  last  year. 
The  linseed  oil  market  is  fiuctuating  considerably 

and  the  situation  is  a  peculiar  one.  In  spite  of  poor 

crop  prospects,  prices  remain  low,  due  to  keen  com- 
petition among  Canadian  crushers.  On  January  31st 

prices  were  96  cents  for  raw  and  99  for  boiled.  Ac- 
cording to  one  jobber,  this  price  is  lower  than  the 

cost  warrants.  The  whole  situation  is  a  problem,  and 
dealers  are  not  advising  customers  to  purchase  any 
more  than  their  immediate  requirements  as  there  is  a 
very  slight  chance  of  cheaper  prices  next  spring. 

Turpentine  has  been  getting  weaker  and  weaker,  un- 
til now  the  current  price  is  70  cents.  It  usually  is 

strong  at  this  time,  and  at  the  corresponding  period 
last  year  was  selling  at  $1.  The  use  of  substitutes  and 
a  little  over-cornering  is  blamed  largely  for  this.  When 
manufacturers  held  back  supplies  and  put  up  the  price, 
it  gave  the  substitutes  a  good  chance  to  get  in  and 
they  are  now  in  good  and  strong.  Another  reason 
given  is  the  fact  that  dealers  in  Jacksonville  and  Sav- 

annah are  trying  to  secure  orders  for  May  to  August 
business. 

White  lead  is  still  at  $6.90.  The  market  is  firm  and 
steady  and  it  does  not  look  as  if  it  will  go  higher. 

*  *  * 

Glass  Situation  According    to    dispatches  to 
Improving.  hand,  the  Belgian  window  glass 

industry  is  improving.  A 
couple  more  factories  have  joined  the  syndicate  and 
this  mutuality,  as  it  is  called  over  there,  now  controls 
95  per  cent,  of  the  annual  output  of  410,000  square 
feet  of  glass.  It  is  altogether  likely  that  prices  will 
take  a  jump  now  that  one  concern  controls  the  busi 
ness.  The  way  they  Avork  now  is  that  as  soon  as  they 
.';ee  there  will  be  more  glass  than  is  needed,  they  make 
one  factory  shut  down  and  simply  compensate  the 
owner.  This  means  increased  steadiness  in  the  mar- 

ket and  it  does  not  look  as  if  there  will  be  lower  prices: 
in  fact  it  is  altogether  likely  they  will  advance  as  they 
have  only  been  kept  down  to  their  present  level  by 
reason  of  some  stocks  which  were  purchased  previous 
to  the  last  advance. 

H.  S.  ROWLAND'S  BOWLING  TOURNAMENT. 
The  H.  S.  Howland  Sons  &  Company  bowlers  held 

their  annual  ten  pin  tournament  at  the  Athenaeum 
Bowling  Club  on  January  26 :  the  winner  turning  up 
in  J.  Tucker  of  the  pricing  department.  W.  Paton, 
manager  of  ceremonies,  finished  second,  Avhile  Lawrey 
of  the  warehouse  staff  Avas  third.  Wright  of  the  trav- 

ellers won  fourth,  and  Bain  of  the  checkers  grabbed 
off  the  fifth  prize.  Hodgson  of  the  Avarehouse  won 
sixth.  A  very  enjoyable  evening  Avas  spent,  due,  prin- 

cipally, to  the  able  manner  in  AA'hieh  I\Tr.  Paton  looked 
after  eA^ery  detail,  and  all  the  players  are  looking  for- 
Avard  to  the  next  meeting,  whicTi  is  expected  to  be  a 
regular  feature  for  the  H.  S.  HoAAdand  Sons  &  Co., 
Limited,  staff.  The  most  noticeable  feature  of  the 

game  was  the  Avay  in  AA^hich  the  young  boAAders  climbed 
up  in  the  totals  Avhile  the  older  hands  strived  to  hide 
their  lights  under  a  bushel. 
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Talks  on  Paint  Selling 

No.  6 

In  the  interest  of  good  sense,  not  to  say  strict 

integrity,  do  not  be  misled  by  the  phrase  "  Pure  Paint." 
There  is  no  more  meaningless  phrase  in  the 

language  than  this.  As  well  talk  of  a  "  Pure  House  " 
or  "  Pure  Clothes." 

Only  a  single  element  can  be  spoken  of  as  pure. 
Paint  is  a  combination  of  many  elements.  While  each 

of  these  materials  may  be  individually  spoken  of  as 

"  Pure,"  their  combination  eliminates  the  possibility  of 
a  single  standard  of  purity.  Thus  the  phrase  means 
nothing. 

The  Sherwin-Williams  Co.  places  a  standard  of 
purity  on  each  of  the  raw  materials  used  in  its  products, 

which,  in  combination  with  the  formulae  that  are  based 

on  more  than  forty  years'  varied  experience,  has  resulted 
in  a  line  of  paints  and  varnishes  whose  fine  quality 
becomes  evident  to  every  user. 

Is  the  Sherwin-Williams  Agency  still  open  in 

your  locality? 

The  Sherwin-Williams  Co. 
'  {of  Canada,  Limited) 

PAINT,  VARNISH   AND  COLOR  MAKERS 
LtNSEED  OIL  CRUSHERS 

FACTORIES  :     MONTREAL,   TORONTO,    WINNtPEG,    LONDON,  ENG. 
•  FFICES  AND  WAREHOUSES: MONTREAL,  TORONTO.  WrNNIPEG,  VANCOUVER 

LONDON.  ENG. 

SEE  "M-L  PAINT"  AT 

THE  CONVENTION 

GUELPH,  FEB.  19,  20,  21,  22,  23 

HTHE  dealer  who  wants  to  know  the  profit-line  in  paints  and 
varnishes,  ought  to  see  the  M-L  Exhibit  at  Guelph.  Here 

are  good  paints  and  varnishes — made  to  help  the  deale^  by  giving his  customer  wear  and  service, 
and  see  Maple  Leaf  products. 

M.  L.  FLAT  WALL,  a 
clean-like-glass  wall  paint  for  plaster, 
burlap  or  wood,  in  beautiful  interior 
shades.  Sanitary,  clean,  and  adapted 
to  stenciling. 

M.  L.  PAINT  is  best-lasting 
exterior  paint,  improved  during  20 
years  of  careful  tests.  The  kind  that 
helps  your  business  when  you  sell  it. 
Ready  to  use. 

FLOORGLAZE,  a  flint-hard 
glats-like  and  beauiiful  floor  finish 
that  applies  easily,  stands  wear,  resists 
jciatches.    Best  interior  floor  finish. 

Come  to  Guelph.    Come,  too, 

ELASTILITE,  an  indoor  or 
outdoor  vzirnish  that  is  applied  easily 
and  perfectly.  You  can  guarantee 
it.  It  gives  every  satisfaction.  A 
beautiful  finish. 
In  addition,  the  best  thinners, 
and  auxihary  lines  needed  in 
a  fully  stocked  and  up-to-date 
paint  department. 
See  all  these  at 
Guelph. 

'T'HIS  is  an  agressive  concern 
selling  paints,  in  a  helpful  way 

for  the  retailer.  Quality  is  kept 
up.  Selling  aids  are  given.  We 
believe  in  giving  the  retailer  the  best 
possible  goods,  because  it  builds  his 
business,  and  therefore  builds  ours. 

New  Help 

for  the 
Retailer 

VY/E  have  added  a 
decorative  service 

department.  It  is  free for  our  customers.  By 
it  a  painter  or  dealer  is 
told  how  to  decorate 
any  house.  He  is  given 
shades,  quantities,  pro- 

per materials,  stencil  de- 
signs, stencil  colors,  to 

suit  any  room.  This makes  such  a  good  job, 
from  expert  help,  the 
dealer  and  painter  get 

bigger  local  business. 
We  help  our  customers 
to  decorate  right.  Send 
us  your  problem  to 

Toronto  office.  " 

Imperial  Varnish  &  Color  Co.,  Limited 

6  to  34  Morse  Street,  Toronto 
Winnipeg : 

108  Princess  Street 

Vancouver: 
365  Water  Street 
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CLASSIFIED  ADVERTISEMENTS 

Advertisements  under  this  head  ten  cents 

per  agate  line  each  insertion.  About  ten 
words  to  one  line.   Remit  when  ordering. 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 

15)4  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

SALESMAN  WANTED 

'PO  CARRY  AS  A  SIDE  LINE  a  legitimate  and  good  selling  article- ^  Good  commission.  See  advertisement  page  96  this  issue,  THE  OSCAR 
ONKEN  CO.,  Cincinnati,  Ohio. 

BUSINESSES  FOR  SALE  
FOR  SALE— Hardware,  Stove  and  Granite  Business.  Established  thirty 

years,  doing  a  splendid  business,  stock  will  run  about  seven  thousand 
and  in  fine  shape.  Yearly  turnover  twenty  thousand  ;  good  store,  can  be 
rented  or  bought  :  fine  farming  country.  This  business  will  stnnd  closest 
inspection..  At  rate  on  the  dollar.  Wish  to  retire.  D.  FERGUSON,  Tees- 
water.  * 
HARDWARE  STOVE  AND  TINWARE  BUSINESS  -  Established 

twenty-two  years,  doing  a  cash  business  last  year  of  forty-five  thousand. 
Stock  will  run  about  eight  to  ten  thousand,  good  shape.  This  is  a  ]uone.\  - maker  to  a  good,  live  man.  Good  reasons  for  selling,  splendid  fai  iiiiiig 
community.  If  interested  would  like  to  show  you  this  business.  Splendid 
store  can  be  rented  or  bought.    O.  B.  HENRY  &  Co.,  Drayton,  Ont. 

BUSINESS  CHANCE  IN  WESTERN  CANADA 
A  young  hardwareman  with  oxjjerience  is  wiinted  to  take  charge  of  hard- ware store  in  new  town  in  Saskatchewan,  either  on  straight  salary  or 

on  a  basis  of  50  per  cent,  interest  in  the  business  in  nddition  to  salary.  Must 
be  able  to  prove  reliability  and  capability.  Address  F.  H.,  Room  410  Mc- Kinnon  Building,  Toronto. 

SITUATIONS  VACANT 

JTEADY  employment  for  Tinsmith  who  wants  work  in  city. 
HARDWARE,  305  Roncesvalles  Ave.,  Toronto. 

MCLEAN'S 
WANTED— HARDWAREMEN— 2,  with  four  or  five  years'  experience. retail  or  wholesale,  for  laying  out  orders  wholesale  warehouse.  State 
experience  and  salary  wanted.  PEART  BROS.  HARDWARE  CO.,  LTD., 
Regina,  Sask. 

COMMERCIAL  PRESS,  Limited 

408  McKinnon  Bldg. ,  Toronto 

Gentlemen  : 

Kindly  add  my  name  to  the  list  of subscribers 

for    CANADIAN  HARDWARE, STOVE 

AND  PAINT  JOURNAL  for  one year  for 
which  I  enclose  $1 .00. 

Name  

Address  

ROSS  &  WRIGHT 
Insurance  Counsellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET.  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 

us  when  your  loss  occurs 

The  PARMENTER  BULLOCH  CO.  Limited 
GANANOQUE,  ONT. 

Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

SPECIAL  THREE  MONTHS  TRIAL  OFFER 
A  three  months  trial  will  idnvince  you  that  this  is  the  most 
thorough  and  prac  tiral  cimi  se  in  Slieet  Metal  Pattei-n  Drafting  to be  had.  I  will  send  y(>\i  the  liist  three  months  work,  consisting 
of  the  first  15  plates.  l.'>',  in.  x  is.l  in.,  with  instruction  sheets  for $5.00.  If  you  are  in  doubt  to  wlietlier  this  course  is  what  you 
want,  you  may  give  it  a  lliire  months  trial  without  binding 
yo\irself  in  any  way  to  eumplete  the  fall  25  months  course  unless 
you  wisli  to  do  so.  The  Foundation  of  Pattern  Drafting  is  taught 
in  tlie  first  three  niontlis  work,  t  ut  out  this  advertisement  and 
eni-liise  with  a  ]iost  ottice  order  for  85.(10  payable  to  G.  L.  Gray and  the  alxive  nuoitioned  three  months  drawings  and  instruction 
slieets  will  be  sent  you  at  ouc  t-  prepaid.  This  olfer  stands  good 
for  30  da\  s  oid\'  fnim  date  uf  this  issue. 

3537  THIRD  AVENUE 
NEW  YORK  CITY GRAY'S  SCHOOL 

If  you  want  Strictly  Pure  Turpentine 

at  the  right  price  get  our  quotation 

before  placing  your  order 

Turpentine 

Producers'  Agency 
TORONTO,  ONT. 

Independent  Distributors 

Office:  14A  Victoria  St. 
Warehouse:  MacDonnell  Ave., 

C.P.R.  and  G.T.R. 

Siding Phones 

Office:  Main  4391 
Warehouse:  Park  2781 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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1912 

The  Greatest  Year  Ever 

For  the  Deader 

Who  Handles  Sporting  Goods 

Lawn  Tennis,  Lacrosse,  English  and 

American  Footballs,  Sporting  Shoes  of 

all  kinds,  Hammocks  and  Croquet  Sets 

To  the  Trade 

We  have  the  best  selhng  and  most  profitable  line  in 

General  Sporting  Goods. 

This  combination  appeals  to  everyone  who  desires  to  get 

the  trade  at  a  Good  Profit. 

Special : — We  are  sole  distributors  for  the  A.  J.  Reach 

Co.  's  Baseball  Goods. 

Write  us  for  our  1912  Baseball  Proposition. 
It  is  interesting  and  well  worth  sending  for. 

A  E.  BREGENT 

Manufacturer  of  Athletic  Uniforms  and 
Wholesale  Sporting  Goods 

192  St.  Catharines  St.  E. 

Montreal 

Mail  Orders  Receive  Prompt  Attention 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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PREVAILING  MARKET  PRICES. 

Toronto,  February  10th,  1912 

The  figures  given  below  are  approximately  correct, 

but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

METALS. 
Aluminum,    ingots    0  20 
Antimony,  per  lb   0  08 
Brass  rods,        to  1  inch...  0  21 

Siieets,  up  to  20  gauge..  0  22 
Tubing,    1   inch,   base.  ...  0  23 

Copper  ingots,  casting   0  141 
Sheets,  plain,  14  oz.  base  0  22 
Sheets,  tinned,  14  oz.  base  20V2 
Sheets,   plenished,    14  oz. 
base    0  28 
Sheets,  braziers    0  23 
Bars,  round  %  to  2  in...  0  21 

Black  Sheets,  28  gauge  base, 
Toronto    2  80 
Montreal    2  40 

Canada  Plates — 
Ordinary,    52  sheets,  To- ronto   2  90 
All  bright,  52  sheets....  4  00 
Galvanized  Apollo  Ordinary 
18x24x52     ....   4  45  435 

60    4  70  4  60 
20x28x80    8  90  8  70 
20x28x80    9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....  3  30 

Galvanized  Sheets.  Fleur  Queen's de  Lis  Head 
16-20  gauge   3  45  3  70 
22-24  gauge   3  SO  3  75 
26  gauge   3  90  4  15 
28  gauge   4  00  4  25 Case  lots  10  cents  less. 
Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)..  3  95 
10%  oz>,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — Black,  base,  1  inch   4  54 
Galvanized,  base,  1  inch   6  19 

Iron  Pipe  Fittings — ■ Canadian  malleable,  40 ;  cast 
iron,  70;  standard  bushings,  70; 
headers  60  and  10 ;  flanged,  unions, 
70;  malleable  bushings,  65;  nipples, 
75  and  10;  malleable  lipped  unions, 65. 

Soil  Pipe  and  Fittings — Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10 ;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 
Bar  Iron,  per  100  lb   2  05 

Forged  iron    2  20 
Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 
Fire  steel    2  35 
High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.h.  Toronto 
Canadian  foundry.  No.  1  18  25 
Middlesboro,  No.  3    19  00 
Radnor    (charcoal)     ....   32  50 

Lead,  Canadian  pig   4  25 
Imported  pig,  100  lb   4  35 
Bar  pig    5  25 
Sheets,  base,  2%  Ib.sq.  ft.  5  00 
Pipe  and  waste   30  p.c. 
Traps  and  bends   50  p.c. 

Solder,   half   and   half,  lb., 
24%  261/2 

Spelter,  foreign,  per  100  lb.  6  75 
Sheet  Zinc   8  50 
Tin,  ingots,  1001b   47  00 
Tin  Plates,  charcoal — 
MLS,  Famous  (equal  Bradley) 

Per  box 
I  C,  14x20  base    7  00 
I  X,  14x20  base    8  25 
I  X  X,  14x20  base    9  75 

"Dominion     Crown     Best" — Re- tinned. 
I   0,    14x20   base    5  50 
I   X,    14x20   base    6  50 
I  X  X,  14x20  base    7  50 

"Allaway's     Best"    —  Standard 
Quality. 
I  C.  14x20  base    4  60 
I  X,  14x20  base    5  50 
I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 
I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs    7  00 

Tinned  Iron. 
72x30    up     to    24  gauge, 
case    lots   7  25     7  35 
72x30    up   to     26  gauge, 
case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — Heavy  Copper  and  Wire  lb.  11  M 
Light  copper  bottoms  .  .  .  09%. 
Heavy    red    brass    ....  10% 
Heavy  yellow  brass    08% 
Light   brass    06% 
Tea  lead    02% 
Heavy    lead    02% 
Scrap   zinc    0  04 
No.  1  wrought  iron  ....10  00 
Machinery      cast  scrap. 
No.  1   14  50 
Stove   plate   13  00 
Malleable    9  00 
Miscellaneous   steel    6  00 

PAINTS  AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins   1   00     1  10 
Chemicals,    in   casks,   per   lb. — Arsenate  of  lead    0  09 

Sulphate  of  copper  (blue 
stone)    0  07 
Litharge,  ground    0  5J 
Litharge,  flaked   0  of 
Green       copperas  (green 
vitriol)    0  01 
Sugar    of   Lead    0  09 

Colors  in  Oil — 
Venetian    red,    1-lb.  tins, 
pure    0  09 
Chrome,  yellow,  pure    ...  0  18 
Golden  ochre,  pure    0  11 
French  ochre,  pure   0  09 
Chrome  green,  pure    0  14 
French    permanent  green, 
pure    0  15 
Signwriters'  black,  pure.  .  0  17 Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10    0  15 
1  lb.  packages  (Brantford)  0  25 

Petroleum — Can.    Prime   white,    gal.  0  12 
U.S.  Water  white   ....  0  13% 
U.S.  Pratt's  astral   0  15% Castor    oil,    per    lb.,  in 
bbls   0  08     0  09 
Motor  Gasoline,  single 
bbls  0  17% 
Benzine,  per  gal,  single 

bbls    Putty —  1st. Bulk  in  casks  ....2  35 
Bulk  100  lb.  drum,s  ...  .2  70 
Bladders  in  barrels. . .  .2  90 

Ready  Mixed  Paints — - Per  gallon,  qt.  tins.  1  65 
Red  Lead  (Dry)  — Genuine,    560    lb.  casks, 

per  cwt   5  00 
Genuine,     100    lb.  kegs, 
per  cwt   5  50 

Shingle  Stains — In  5-gallon  buckets   0  95 
Turpentine  and  Linseed  Oil — - Pure     Turpentine,  single 
barrels   0  71 
Linseed  Oil,  single  barrel, 
raw    0  90 
Linseed  Oil,  single  barrel, 
boiled    0  93 

Rosin,  "G"  grade,  bbl.  lots, 100  lbs  8  60 

2  00 

Varnishes,  per  gal.  cans — Carriage,  No.   1    1  50 
Pale  durable  body    3  50 
Finest   elastic   gearing    .  .  3  00 
Elastic   Oak    1  50 
Furniture,    polishing    ....  2  00 
Furniture,  extra    1  20 
Furniture,  extra  No.  1   .  .  0  95 
Light  oil  finish    1  35 
Gold  size  japan    2  00 
Turps  brown  japan  ....  1  60 
Baking  black  japan    ....  135 
Crystal  Damar    2  50 
Pure  asphaltum    1  40 Oilcloth    1  50 
Lightning  dryer    0  85 Stovepipe       varnish,  % 
pints,,   per  gross    8  00 
Pure    white    shellac  var- nish, in  barrels    1  75 
Pure   orange   shellac  var- nish, in  barrels    1  70 

White  Lead  ground  in  oil — Canadian  pure,  less  than  tons.  6  90 
Canadian  pure,  ton  lots   6  75 
Canadian  pure,  five  ton  lots..  6  60 

White  Zinc — Extra    Red    Seal,  V.M. 
(dry)    0  07% 
Pure,    in    25-lb.  irons 
(in  oil)    0  09% 

Window  Glass — United  Inches         Star  D.D. 
Under  26                  4  25  6  25 
26    to  40                    4  65  6  75 
41   to  50                   5  10  7  50 
51    to  60                   5  35  8  50 
61    to  70                   5  75  9  75 
71    to  80                   6  25  11  00 
81    to  85    ......  7  00  12  50 
86   to  90    15  00 
91   to  95    17  50 
96   to  100    20  50 
Toronto,  2a  p.c. 

Miscellaneous — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 
kegs    0  09% 
Pine  tar,  %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,  gilders,  bolted.  .  1  00 
Whiting,  plain    0  70 

HEAVY  HARDWARE. 
Anvils,   Taylor  Forbes    .  .  0  05% 
Chain — Proof  coil,  per  100  lb.  ̂  

in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35 ;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5 ;  tie 
outs,  75 ;  coil  chain,  50  and  5 ; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 
Blacksmith's  portable,  135 lbs   9  85 

Horse  Nails — $2.80  per  box  base  No.  9  acd larger. 
Horseshoes — Iron,  light  &  me- dium, No.  1  and  smaller,  $3.75; 

No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  ?6.00. 
Toecalks  Standard,  J. P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.      2.'>-lb.  boxes. 

Wire  Nails  base    2  30 
Cut  nails — Montreal,  $2.40  ;  To- ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'   nails,   33  1-3  p.c. Pressed  spikes,  %  diameter,  per 
100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, $4;    No.    13%,    $4.10;    No.  14, 

$4.25;     No.      15,      $4.50,  in 
lengths  6  ft.  to  11   ft.,  30  per 
cent.,  other  lengths  20c.  per  100 lbs.  extra. 

Clothes  Line  Wire— No.  19,  $2.00  per 
100  ft. 

Coiled  Spring  Wire — High  Carbon,  No.  9,  $2.25;  No. 
12,  $2.40,  Montreal. Fine  Steel  Wire — 25     per  cent. 

Galvanized     Wire  —  From  stock, 
f.o.b.   Montreal — 100   lbs..  No. 
9,  $2.25,   base.     In     car  lots 
straight  or  mixed. 

Poultry  Netting — 2-in.    mesh,  19 
w.g.,  60  and  2  %  p.c. 

Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. Galvanized,  barb    2  30 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 6  strands,  24  wires,   %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 100   feet   f.o.b.  Toronto. 

Wrought  Staples — Galvanized    2  85 
Plain    2  60 

Vises,  per  lb   0  12 
Hinged  pipe  vise,  25  lbs.  3  65 Saw  vise    4  50     5  00 
Blacksmiths',  60;  parallel,  45 

per  cent. GENERAL  HARDWARE. 

Adzes  —  Carpenters', Axes Single  bit. 
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Double    bit,  per doz  
Bench  axes  .... 
Broad  axes  .... 
Hunters'  axes  . 'Boys'  axes  .... 
Lathing  hatchets 
Shingle  hatchets. Claw  hatchets  .  . Barrel  hatchets  . 

Ammunnion--"Dominion"  RimFire Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.c; Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same as  ball  cartridges. 
"Crown"  Black  Powder.  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 

less Powder,  "Imperial"  Shells, both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 

p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent :  net  extras  as  follows  :  Chill- ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c  per 
lb.  Add  freight  to  Toronto  15 
cents  100  lbs. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — Double  straphangers,  doz. 
sets   6  50 Standard  jointed  hangers, 
doz.  sets    6  45 
Steel,  track,  1  x  3-16  in. (100  ft.)    3  25 

Bolts  and  Nuts — Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts,  %  and  smaller, 70  p.c. 
Carriage  Bolts,  7-16  and  up, 70  p.c. 
Carriage  Bolts,  Norway  Iron  ($3 
list),  60  p.c. 
Machine  Bolts,  %  and  less,  60, 10  &  10  p.c. 
Machine  Bolts,  7-16  and  up, 60  p.c. 

Plough  Bolts,   55,   5   &   10  p.c. Blank  Bolts,  60  p.c. 
Bolt  Ends,  6  Op.c. 
Sleigh  Shoe  Bolts,  ' 60  and  10  p.c. 
Sleigh    Shoe  Bolts, 
larger,   55   and  05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4%c  per lb.  off. 
Nuts,  hexagon,  all  sizes,  4%c 
per  lb.  off. Stove  rods,  per  lb.,  5  %c  to  6c. Stove   Bolts,  80. 

and  less. 7-16 

and 
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See  the  Pratt  &  Lambert  Varnish  Exhibit 

at  Guelph 

If  your  varnish  sales  for  last  year  didn't  come  up  to  expectations — 
if  you  feel  that  your  varnish  department  should  be  paying  you 

more  profits,  see  the  Pratt  &  Lambert  exhibit  at  Guelph.  Talk 

to  the  Pratt  &  Lambert  representative.  Let  him  show  you  how 

the  Pratt  &  Lambert  Line  means  increased  varnish  sales  and 

greater  profits. 

A  Promise  Made  Good — 300%  Sales  Increase  Selling  Assistance 
Last  Fall  we  promised  Pratt  &  Lambert  Dealers  to  triple  the  sales  on  Vitralite,  The  Long  Life 

White  Enamel  in  three  years — just  as  we  have  done  with  "61  "  Floor  Varnish  before.    Odds  I 
were  against  us.    Trade  conditions  were  said  to  be  bad.    We  went  ahead  with  a  systematic, 

definite  mapped  out  campaign  of  action — going  straight  after  the  varnish  trade  through  every  E 
possible  conceivable  vamish  selling  channel. 

We  reached  the  painters  with  our  special  Pratt  &  Lambert  Painters  Magazine,  Varnish  Talks, 

reaching  practically  every  painter  in  the  Dominion — also  through  advertising  in  the  painters  papers. 
Then  we  went  after  the  ultimate  consumer  through  the  great  magazines  reaching  thousands  and 
thousands  of  individual  varnish  users  in  the  Dominion. 

In  addition  we  connected  all  this  up  with  the  dealer's  store — with  elaborate  window  and  store 
display  matter — with  booklets,  slips,  newspaper  electros,  etc. 
We  went  further.  We  furnished  the  dealer  with  personal  service.  Wrote  his  advertisements  I 

for  him — planned  special  local  campaigns  for  him. 
Then  our  Architectural  Department  got  into  action.     It  went  after  the  Architects  to  get  them  to 
specify  Vitralite  and  Pratt  &  Lambert  Varnishes  on  all  new  building  work. 

We  Went  Past  the  Mark 

Now  you  ask  how  near  to  that  300%  on  Vitralite — our  three  years  mark,  did  we  get  in  these 
few  months?  IVe  not  onl^  got  near  it — We  got  it — got  it  in  six  months.  And  all  this  in  the 

face  of  adverse  conditions.  That's  how  the  big  profits  are  made  for  Pratt  &  Lambert  dealers- 
how  they  can  be  made  for  you. 

Pratt  &  Lambert  Uarnishes  pa^  large  yearly  profits  through  quick  turnovers  and  quality  that 
makes  trade  that  sticks.  We  want  you  to  consider  this  ;  you  must  consider  it  or  your  competitor 

surely  will. 

And  Now  at  Guelph 

Find  out !    Remember  you  can  talk  with  us  about  your  varnish  business.    We  want  you  to  have 

the  facts.    The  rest  we'll  leave  to  your  good  judgment. 

PRATT  &  LAMBERT,  Inc. 
VARNISH  MAKERS 

30  COURTWRIGHT  ST.,  BRIDGEBURG,  ONT. 
FACTORIES 

BRIDGEBURG,  ONTARIO 
NEW  YORK  BUFFALO  CHICAGO 
LONDON  PARIS  HAMBURG 
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Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,  65  p.c. 
Sleigh   bells,    shaft    and  hames, 
pair,  22c.  up. 
Sleigh  bells,  body  straps,  each, 
$1.15  up. 
Farm  bells.  No.  1.  $1.65. 

Building  Paper,  Etc.— 
Tarred  slater's  paper,  per roll    0  70 
O.K.  paper,  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 
ft.  roll    0  45 
Tarred   Fibre,   No.    1,  per 
400  ft.  roll    0  55 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll    0  55 
Dry  Cyclone,  15  lbs  0  45 
Plain  Surprise,  per  roll..  0  40 
Kesin  sized  Fibre,  per  roll  0  40 
Asbestos  building  paper, 
per  100  lbs   4  00 
Heavy  straw,  plain  &  tar- red, per  ton  37  00 
Carpet  Felt,  per  100  lbs..  2  50' Tarred  wool  roofing  felt, 
per  100  lb   1  80 
Pitch,  Boston  or  Sydney, 
per  100  lbs   0  70 
Pitch,  Scotch,  per  100  lbs.  0  65 
Heavy  Fibre,  32  &  60,  per 
100  lbs   3  00 
2  ply  Ready  Roofing,  per 
square    0  70 
3  ply  Ready  Roofing,  per 
square    0  95 
2  ply  complete,  per  roll.  1  15 
3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 
per  gal  0  15 
Liquid     Roofing  Cement, 
tins    0  20 
Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 
doz   1  25 
Refined  Coal  Tar,  per  bar- rel   4  50 
Shingle  varnish,  per  barrel  4  50 
Caps,  per  lb   0  06 
Nails,  per  lb   0  05 
Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 
Wrought  brass,  45  p.c.  off  re- vised list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought  steel   fast  joint  and 
loose  pin,  70  p.c. 

Cement — Portland,  bags  per 
bbl.    .\  ,  1  55     1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,  doz...  2  50 

Conductor  Pipe — 
2  inch,  in  10  ft.  lengths..  3  30 
3  "  "  .  .  4  00 
4  "  "  .  .  5  28 
5  "  "  .  .  7  26 
6  "  "  .  .  8  80 

Door  Knobs — Canadian,  45  and  10 
per  cent. 
Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  and  10  er cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — 
Single  sets,  each    1  80 
Double  sets,  each    3  25 
Unbrealtable  rail,  100  feet  5  00 

Draw  Knives — 
Carpenters'  6  inch,  doz...  5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,    8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough- — ■ 8  in.  in  100  ft.  lengths..  2  90 
10  ■'  "  .  .  3  15 
12  "  "  .  .  3  68 
15  "  "  .  .  5  25 

Factory  Milk  Cans — Milk   cans  and  pails,   40  p.c. 
Hand     delivery     and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery  trimmings,  75  and 
121/2  p.c. 

Files  and  Rasps — 
Disston's,  Great  Western  Amer- ican, Kearney  &  Foot,  Arcade, 
J.  Barton  Smith,  Eagle,  McClel- 
Ian,  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), 27y2. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,    doz   1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,    doz   7  00 Farriers  hammers,  10  oz., 
doz   5  60 
Tinners    setting,     %  lb., 
doz  4  50 
Machinists,  %  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs.. and  over    0  06 
Sledge,  Masons,  5  lbs.  and over    0  08 
Sledge,  Napping,  up  to  2 
lbs  0  09 

Harvest  Tools,  50  and  5  p.c. — Sidewalk  and  stable  scrapers, 
net,  $2.25. 
Wood    hay    rakes,    40    and  10 
per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50  per  cent. 
Heavy  T  and  strap,   4-in.,  100 
lbs.   net,   $7.25;   Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw   hook   and   hinge,  $3.50, 
$4.50. Crate  hinges  and  back  flaps,  65 and  5  p.c. 
Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 

p.c. 
Bright  steel  gate  hooks  and 
staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove   pipe   eyes,   kitchen  and 
square   hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 
Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 and  5. 
Locks  and  Keys— Canadian  50  and 

19  per  cenc. 
Mallets —  Tinsmith",    2%  x 

51^  in.,  per  doz   1  25 
Carpenters',    round  hick- ory,,  6   in   1  95 
Lignum  Vitae,    round,  5 
inch    2  40 
Caulking,  No.  8,  oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% cents  per  lb. 
Drilling  hammers,  6  cents  per lb. 

Crowbars,   3  %    cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,   5   gallon,   per  doz., 
$10.00. Davidson   oilers,  40  p.c. 
Zinc  and  tin,   50  p.c. 
Coppered  oilers,   50  p.c. Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,   fancy,     30   to     35  per cent. 

Rope  and  Twine — Sisal  rope    0  08% 
Pure  Manilla  rope  ...  0  10% 
"British"  Manilla  ...  0  08% 
Cotton,   8-16    inch  and 
larger    0  24 
Russia   Deep    sea    ....  0  16 
Jute    0  09 
Lath    Yarn,    single....  0  08 
Lath  Yarn,  double    ...  0  08% 

Sisal   bed   cord,   48  feet, 
per   doz   0  65 

Sisal   bed    cord,    60  feet, 
per   doz   0  80 

Sisal   bed   cord,    72  feet, 
per  doz  0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 
lb   0  27 
Wrapping,  cotton,  3  ply twine    0  26 
Wrapping,    cotton  4-ply twine    0  30 
Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 10. 

Iron  Burrs,  60  and  10  and  10 

per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Bivet  Sets — Canadian,  35  to  37% 

per  cent. Sad  Irons — Mrs.    Potts,  No. 
55,  polished,  per  set  0  80 
Mrs.  Potts,  No.  50,  nickle- 
plated,  per  set   0  95 Mrs.   Potts,   handles,  jap- 
aned,  per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  50 
Asbestos,   per   set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  14  lb.  each,  per 
100   lbs  2  40 
Solid,  3  to  30  lbs   1  60 

Sash  Cord — No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   85  and  10 
Wood,  R.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  ..70  and  10 
Wood,  R.H.,  bronze.. 65  and  10 Drive  screws   85  and  10 
Set,   case  hardened..  60 
Square  cap   50  and  05 
Hexagon   cap   45 
Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — Flat  head,  iron  and  brass,  35 
per  cent. Fillister  head,  iron,  30;  brass, 
25  per  cent. 

Shovels  and  Spades- Canadian,  No.  1  and  2  grade,  60 and   21/^  p.c. 
No.  3  and  4  grade,  50  and  2% 
per  cent. 

Soldering  Irons — Base,   per  lb.,   28  cents. 

Sap  Spouts — 
Bronzed  Iron  with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs...  5  70 
Bed,  100  lbs..  No.  14   6  75 
Blind,  per  lb   0  12 
Coopers'    staples,    45    per  cent. Bright  spear  point,  75  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz..  .  1  35 Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  M.  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tinn- ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tiicks,  35;  leather  car- pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10;  trunk  nails,  tin- ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 
75:  saddle  nails,  in  papers.  10; 
saddle  nails,  in  bulk,  15 ;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  gluziers'  points,  5; double  pointed  tacks,  papers,  90 
and  10 ;  double  pointed  tacks,  bulk, 
55;    clinch  point   shoe  rivets,  45 

and  10;  cheese  box  tacks,  87%; 
trunk   tacks,    80   and   20 ;  straw- berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 

Plain    and    retinned,     75  and 

12  ¥2- 

Traps  (steel  game)  —  Newhouse, 
30  per  cent. Hawley  &  Norton,  40,  10  and  5 

per  cent. Victor,  60  and  5  per  cent. 
Oneida    Jump    (Star),    50,  10, 
and  5  per  cent. 

Wheelbarrows — - Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  32  40 

Wrought  Iron  Washers — Canadian, 
50  per  cent. 

Wire   Cloth — Painted    Screen,  in 
100-ft.  rolls,  $1.65  per  100  gq. 
ft.;    in    50-ft.   rolls,   $1.70  per 
100  sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 

$9.00. HOUSEFUENISHINGS. 

Stoves  and  Ranges — Gas  ranges,  50  per  cent. 
Stoves   and   ranges,    50   and  5 

per  cent. Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Range  Boilers — 30-gallon,  Stan- dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15:  18x36,  $1.95. 
Flat  rim  enameled  sinks_  16x21 
$2.65;  18x30,  §3.10:  18x36,  |  .15 

Enameled  Ware — White  ware,  75 

per  cent. London  and  Princess,  50  per 
cent. 
Canada,  Diamond,  Premier,  50 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  steel.  60  and  10  per  cent. 
I'remier  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. Hollow  ware,  tinned  cast,  50 
per  cent.  ofif. Enamelled  street  signs,  40  per cent. 

Copper  Ware — Copper  boilers,  ket- tles,  50  p.c. 
Copper  tea  and  coflfee  pots,  45 

per  cent. Copper  pitts,   40  per  cent. 
Galvanized    Ware — Dufiferin  pat- 

tern pails,  50  per  cent. 
Flaring  pattern,   50  per  cent. Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  35  per  cent.— 
Copper  bottom   tea   kettles  and boilers,   35  p.c. 
Coal  hods,  40  per  cent. 
Boiler  and  tea  kettle  pitts,  40 

per  cent. Stamped    Ware — Plain,     75  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto, 
Hamilton,  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  Ot- tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machines — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re-act.   per   doz.  77  50 Dowswell    52  50 
New   Century,    Style   A..  101  25 Ideal  Power   180  00 
Daisy    73  25 
Stephenson    74  00 Puritan  Motor   165  00 
Connor,  improved    52  50 Ottawa    55  00 
Connor  Ball  Bearing ....  112  50 Connor    Gearless  Motor 
Washer   180  00 

Wringers — Royal   Canadian,    11  in., doz  47  75 
Eze,  10  in.,  per  doz.   .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 20  per  cent. 
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Seventy  Years 

OF  PAINT  MAKING  EXPERIENCE 

Can  be  had  at  once  by  you  as  an  asset  to  your  paint  business.  The  fact 

that  we  have  been  concentrating  on  one  thing — the  making  of  GOOD  Paint 
— since  1 842  is  a  guarantee  that 

RAMSAY'S  PAINTS 
are  good  Paints.  For  seventy  years  our  paints  have  been  covering  material 
under  every  condition  and  covering  it  to  the  complete  satisfaction  of  the  user, 
This  is  the  reason  for  our  growing  business  and  we  invite  you  to  be  an  agent 

for  Ramsay's  Paints,  offering  you  the  result  of  Seventy  Years'  experience. 

A.  Ramsay  &  Son  Co. 
Paint  Makers  since  1842 

Montreal 

Revillon  Bros.,  Limited 
EDMONTON 

A.  McBride  &  Co.,  Limited 
CALGARY 

Bogardus,  Wickens,  Begg,  Limited 
VANCOUVER GOOD  TO  THE 

LAST  DROP 

YouVe  pretty  safe,  Mr.  Dealer,  in  selecting 

a  stock  of  Paints  and  Varnishes  that  has 

been  successfully  sold  for  nearly  50  years. 

No  inferior  product  could  sustain  a  profitable  business  for  so  long  a 

time.  The  reputation  of  C.  P.  Paints  and  Varnishes  is  firmly  estab- 

lished among  paint  buyers  throughout  the  Dominion  w^hose  confi- 
dence is  the  result  of  years  of  satisfaction.  Our  proposition  to  you 

is  honest  quality,  a  complete  line  of  right  prices,  liberal  profits,  and 

good  service.   C.  P.  Paints  and  Varnishes  help  you  build  for  the  future. 

THE  CANADA  PAINT  CO. 

Toronto 

LIMITED 

Montreal 

Winnipeg 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention  the 
the  Canadian  Hardware  Stove  and  Paint  Journal 

ALUMINUM  WAKE. 
Northern  Aluminum  Co.,  Toronto. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
Wondershine,  Ltd.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

ASH  SITTERS. 
E.  T.  Wright  Co.,  Hamilton. 

AUGEK  BITS. 
Tobin  Arms  Mfg.  Co.,  Woodstock, Ont. 
AUTOMOBILE  ACCESSOEIES. 

Canadian  Fairbanks,  Ltd.,  Mont- real. 
AXES. 

Allan  Hills  Edge  Tool  Co.,  Gait. 
James  Smart  Mfg.  Co.,  Brockville. 

BATHROOM  FITTINGS. 
Gendron  Mfg.  Co.,  Toronto. 

BELTING  (Leather). 
Sadler  &  Haworth,  Montreal. 

BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

BOLTS  AND  NUTS. 
Steel  Co.  of  Canada,  Hamilton. 

BAR  IRON. 
A.  G.  Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove     &     Heater  Co., Hamilton. 
Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. 

BRACES. 
E.  C.  'Atkins  &  Co.,  Indianapolis, Ind. 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. , 
Penberthy  Injector  Co.,  Windsor. 

BROOMS  AND  BRUSHES. 
Boeckh  Bros.v  Co.,  Toronto. 
Thomas  Bryan,  Ltd.,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. 
Belleville  Hardware  &  Lock  Mfg. 

Co.,  Belleville. 
Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. Hamilton  Stove  &  Heater  Co., 

Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O. 
Canadian  Yale  &  Towne  Co.,  bt. 

Catharines. 
BURNERS. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

CANS  (Milk). 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.    Davidson    Mfg.    Co.,  Mont- real. 

CARBORUNDUM. 
Carborundum    Co.,    Niagara  Falls, N.  y. 

CASH  REGISTERS. 
Dominion  Register  Co.,  Toronto. 
National    Cash    Register    Co.,  To- ronto. 

CEMENT. 
B.  &  S.  H.  Thompson,  Montreal. 

CHURNS. 
J.  H,  Connor  &  Sons,  Ottavra. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 

CLOCKS. 
Western  Clock  Mfg.  Co.,  La  Salle, 111. 

CLOTHES  MANGLES  AND 
WRINGERS. 

Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COAL  SHUTES. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 

CORRUGATED  IRON. 
Gait  Art  Metal  Co.,  Gait. 
A.  0.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Metallic  Roofing  Co..  Toronto. 

COW  TIES  AND  CHAINS. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 
Oneida  Community,  Ltd.,  Niagara Falls,  Ont. 

CUTLERY. 
H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. 

DE-HORNERS. 
R.  W.  McKenna,  Toronto. 

DRINKING  CUPS. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor  Forbes  Co.,  Guelph. 

DRILLS    (Hand  and  Power). 
Canadian  Buffalo  Forge  Co.,  Buf- falo. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- 
McClary  Mfg.  Co.,  London. 
Metallic  Eooflng  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Sheet  Metal  Products  Co.,  Toronto. 
Gait  Art  Metal  Co.,  Gait. 

EDGE  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

ENAMELED  WARE. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. 

FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 

FILES. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Barnett  Co.,  Philadelphia, Pa. 

FIRE    PLACE    BASKETS,  AND- 
IRONS, ETC. 

Enterprise  Foundry  Co.,  Sack- 
ville,  N.  B. 

James  Stewart  Mfg.  Co.,  Wood- stock. 
FOOD  CHOPPERS. 

D.  Maxwell  &  Sons,  St.  Marys. 
FORGES. 

Canadian  Buffalo  Forge  Co.,  Mont- real. 

FRUIT  JARS. 
Consolidated  Fruit  Jar  Co.,  New 

Brunswick,  N.  J. 
FURNACES  (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &   Milne,  Hamil- ton. 
Can.    Heat.    &    Vent.    Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove     &     Heater  Co., Hamilton. 
Hall  Zryd  Foundry  Co.,  Grimsby. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.  Norsworthy  Mfg.  Co.,  St. Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
FURNITURE  SHOES  (Sliding). 

Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.   Steel  Products  Export  Co., Montreal. 

GAS  RANGES. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 
Girrney  Foundry  Co.,  Toronto. 
Hamilton    Stove    &    Heater  Co., Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 

GAS  STOVES. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

GATES. 
Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal. 

GLASS. 
Consolidated  Plate  Glass  Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcy  &  Co.,  Toronto. GO-CARTS. 
Gendron  Mfg.  Co.,  Toronto. 

GRINDSTONES. 
Cleveland  Stone  Co.,  Cleveland,  O. 

GUNS. 
Tobin  Arms  Mfg.   Co.,  Woodstock. 

HAMMOCKS. 
Gait  Robe  Co.,  Gait. 

HANDLES. 
W.   C.  Crawford,  Tilburv,  Ont. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  c&  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HORSE  SHOES. 
Steel  Co.  of  Canada,  Hamilton. 

ICE  CREAM  FREEZERS. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 

JOIST  HANGERS. 
Taylor  Forbes  Co.,  Guelph. 

KALSOMINE. 
A.  Ramsay  &  Son,  Montreal. 

KKNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait. 

LADDERS. 
Stratford  Mfg.  Co.,  Stratford. 

LAMPS  AND  BURNERS. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
LANTERNS. 

Thos.    Davidson    Mfg.    Co.,  Mont- real. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  &  Co.,  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  &  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co.,  Ltd.,  Stratford. 
LEVELS. 

Stanley    Rule    &   Level    Co.,  New 
Britain,  Conn. 

LIGHTING  FIXTURES. 
Jas.  ilorrison  Brass  Mfg.  Co.,  To- ronto. 
Rice  Knight  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. 
Belleville   Hardware  &   Lock  Mfg. 

Co.,  Belleville. Hamilton    Stove    &    Heater  Co., 
Hamilton. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

MANGLES. 
Taylor  Forbes  Co.,  Guelph. 

MATTRESS  WIRE. 
Imperial    Steel    &    Wire    Co.,  Col- 

lingwood. METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. 
METAL  SHINGLES,  SIDING,  Etc. 
Gait  Art  Metal  Co.,  Gait. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. 

MOPS  (Self -wringing). 
American    Woodenware    Mfg.  Co., Toledo. 
Tarbox  Bros.,  Toronto. 

MOTOR  ACCESSORIES. 
Canadian     Fairbanks     Co.,  Ltd., 

Montreal. NAILS  (Wire). 
H.   S.  Howland,   Sons  &   Co.,  To- ronto. 

Imperial  Steel  &  Wire  Co.,  Col- lingwood,  Ont. 
U.  S.  Steel  Products  Co.,  Montreal. 
Parmenter   &  Bullock,  Gananoque. 
Steel  Co.  of  Canada,  Hamilton. 

OFFICE  EQUIPMENT. 
Dominion  Register  Co.,  Toronto. 
Goldie  &  McCulloch,  Gait. 
Monarch  Typewriter  Co.,  Toronto. 
National  (5ash  Register  Co.,  To- ronto. 

OILERS. Thos.  Davidson  Mfg.  Co.,  Montreal. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

OIL  STONES. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike,  N.  H. 

OIL  STOVES. 
Thos.  Davidson  Mfg.  Co.,  Mont- 

real. 

McClary  Mfg.  Co.,  Lpndon. 
Sheet  Metal  Products  Co.,  Toronto. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

OIL  STORAGE  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 
National  Equipment  Co.,  Toronto. 

OVEN  DOOR  SPRINGS. 
U.  S.  Steel  Products  Co.,  Montreal. 

PAINTS  AND  VARNISHES. 
Brandram  Henderson,  Ltd.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 

International  Varnish  Co.,  Toronto. 
Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Pratt  &  Lambert,  Buffalo. 
Pinchin  Johnston  Co.,  Toronto. 
A  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 
PAINT  AND  VARNISH  REMOV- ERS. 
Chadeloid  Chemical  Co.,  New  York City. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel    &    Wire    Co.,  Col- lingwood. 
John  Lysaght,  Ltd.,  Bristol,  Eng., 

and  Montreal. 
POST  HOLE  DIGGERS. 

Erie  Iron  Works,  St.  Thomas. 
PLUMBING  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
PROPELLER  FANS. 

Canadian  Buffalo  Forge  Co.,  Mont- real. 
BAKES  (Lawn). 

Erie  Iron  Works,  St.  Thomas. 
RASPS. 

Nicholson  File  Co.,  Port  Hope. 
RAZORS. 

Gillette  Safety  Razor  Co.,  Mont real. 
International      Distributing  Co., 

Montreal. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

RAZOR  HONES. 
Carborundum  Co.,  Niagara  Falls, N.  Y. 

Pike  Mfg.  Co.,  Pike.  N.  H. 
RAZOR  STROPS. 

Carborundum  Co.,  Niagara  Falls, Ont. 
J.  Wiss  &  Sons,  Newark.  N.  J. 

REGISTERS  (Warm  Air). 
Canadian  Heating  &  Ventilating 

Co..  Owen  Sound. Clare  Bros.,  Preston. 
l<'errosteel  Co..  of  Canada,  Bridge- 

burg. 

Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co..  Wood- 
James  Smart  Mfg.  Co.,  Brockville. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 

burg. 
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EASYSET 

Store  Front  Construction 

Having  recently  secured  the  agency  for 

this  up-to-date  system  of  glass  setting  we 
are  prepared  to  fill  your  wants  in 

SIDEWALK  PRISMS 
STORE  FRONT  BARS 

PLATE  GLASS 
TRANSOM  GLASS 

For  transoms  we  can  supply  plain  or 
MAXIMUM  PRISM  in  sheets  or  in 

tiles  set  in  hard  metal  bar.  Let  us  figure 

on  your  next  specification. 

The 

Consolidated  Plate  Glass  Co. 

of  Canada,  Limited 

Winnipeg       Toronto  Montreal 

Quality  sells  our  Glass 

When  buying  Window  Glass,  see 
that  you  get  the  world-wide  brand 

Manufacturers  of  all  kinds  of  British 

Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate.  Wired,  Rolled  and 

Cast,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 
MONTREAL 
WINNIPEG 

TORONTO 
VANCOUVER 

Works:— St.  Helens,  England 

Mm 

UST Wj 

J-M  Asbestos  Roofing 

The  All  Mineral  Ready  Roofing 

Composed  of  Asbestos  and  Trinidad  Lake  Asphalt.    IS  ABSOLUTELY  FIREPROOF. 
Never  needs  Painting,  Coating  or  Gravelling.  Will  Not  Rust,  Rot,  Melt  or  Peel.  Makes  Build- 
mgs  warm  in  winter  and  cool  in  summer. 

Catalog  HS  303  tells  all  about  it. 

FIREITE  ASBESTOS  FURNACE  CEMENT 

The  Strongest  and  Most  Durable  Plastic  Cement  for  "Setting  Up"  and  Repairing  Broken  Joints  in  Furnaces, 
Ranges,  Heaters  and  Stoves. 

PHOENIX  ASBESTOS  STOVE  LINING 

Costs  Less  than  Firebrick  ;  Does  not  Burn  Out ;  And  Clinkers  will  not  Adhere  to  it.    Can  be  readily  applied 
by  mixing  with  water,  accordmg  to  instructions. 

The  Canadian  H.  W.  Johns-Manville  Company,  Limited 
Manufacturers  of  Asbestos  and  Magnesia  Products; 
Asbestos  Roofings,  Packings,  Electrical  Supplies,  Etc. 

Toronto,  Ont.  Montreal,  Que.  Winnipeg,  Man.  Vancouver,  B.C. 
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BUYER'S  DIRECTORY 

Continued  from  Page  1  4. 

ROOFING  (Metal). 
Gait  Art  Metal  Co.,  Gait. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

ROOFING  (Prepared). 
Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Roofing  Co.,  Toronto. 
H.    S.  Howland,    Sons   &  €o.,  To- ronto. 
Canadian    H.    W.  Johns-Manville 

Co.,  Toronto. 
Standard    Paint    Co.    of  Canada, 

Montreal. 

REFRIGERATORS  AND  ICE 
CHESTS. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

RUBBER  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., 

Toronto. 

RULES  AND  TAPES. 
I^ufkin  Rule  Co.  of  Canada,  Wind- sor. 
Stanley    Rule    &    Level    Co.,  New 

Britain,  Conn. 
SAD  IRONS. 

Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McCIary  Mfg.  Co.,  London. 
Taylor  Forbes  Co.,  Guelph. 

SAFES. 
Goldie-McCnlloch  Co.,  Gait. 

SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 

SCREEN  CLOTH. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- 

ton. ^ 
SCREWS. 

Steel  Co.  of  Canada,  Hamilton. 
SHEARS. 

Canadian  Buffalo  Forge  Co.,  Mont- real. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

SHOVELS  AND  SPADES. 
Lundy   Shovel   &   Tool   Co.,  Peter- Co., 

&  Tool 
boro 

Canadian  Shovel 
Hamilton. 

Erie  Iron  Works,  St.  Thomas 
SILVERWARE. 

Oneida   Community,   Ltd.,  Niagara 
Falls,  Ont. 

Toronto  Silver  Plate  Co.,  Toronto. 
SHEET  METALS. 

A.  C.  Leslie  &  Co.,  Montreal. 
Mc(71ary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  (Montreal. 

SPORTING  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  Cartridge  Co.,  Montreal. 
H.    S.   Howland  Sons  &   Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRINGS  AND  AXLES. 
Guelph  Spring  &  Axle  Co.,  Guelph. 

STEEL  TROUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STORE  EQUIPMENT. 
S.  G.  Bowser  cS;  Co.,  Toronto. 
Walker  Bin  &  Store  Fixture  Co., 

Berlin. 
National  Equipment  Co.,  Toronto. 

STOVES  AND  RANGES. 
D.  .T.  Barker  &  Co.,  Picton. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 

Canadian    Heating    &  Ventilating 
Co.,  Owen  Sound. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 
Doherty  Mfg.  Co.,  Sarnia. 
Down  Draft  Furnace  Co.,  Ga.lt. 
Enterprise  Foundry  Co.,  Sackville,. N.  B. 
Pindlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co..  Toronto. 
Hall-Zryd  Foundry  Co.,  Go'irasby. Hamilton     Stove    &    Heater  Co., 

Hamilton. 
McCIary  Mfg.  Co.,  London. 
Moffat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Specialties  Mfg.  Co.,  Grimsby. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Jas.  Stewart  Mi".  Co.,  Woodstock. 
Supreme  Heating  Co.,  Welland. 

STOVE  CEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 
U.  S.   S.teel  Products  Export  Co., Montreal. 

TENTS  AND  AWNINGS. 
J.  J.  Turner  &  Son,  Peterboro. 

TIN  PLATE. 
A.  C.  Leslie  &  Co.,  Montreal. 
McCIary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. 
U.  S.   Steel  Products  Export  Co., 

Montreal. 
TOOL  GRINDERS. 

Pike  OVIfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TRAPS. 
Oneida   Community,   Ltd.,  Niagara 

Falls,  Ont. 
TURPENTINE. 

Turpentine  Producers  Agency,  To- ronto. 

VACUUM  CLEANERS. 
Onward  Mfg.  Co.,  Berlin. 
Page  Wire  Fence  Co.,  Walkerville. 

VALVES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 

VENTILATORS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer  Dowswcll,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
WATER  SERVICE  SYSTEMS. 

National  Equipment  Co.,  Toronto, 
IMETAL  WASHBOARDS. 

Meakins  &  Sons,  Hamilton. 
WHIFFLETREES  (Steel). 

Canada  Steel  Goods  Co.,  Hamilton. 
WHOLESALE  HARDWARE. 

Bond  Hdwe.  Co.,  Guelph. 
H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  'Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 
Peterboro  Hdwe.  Co.,  Peterboro. 

WHITE  LEAD. 
Brandram-Henderson     Co.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  0. 

WIRE  FENCING. 
Page  Wire  Fence  Co.,  Walkerville. 
U.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &   Wire    Co.,  Col- lingwood. 

WIRE  ROPE. 
B.  Greening  Wire  Co.,  Hamilton. 

WOODENWARE. 
Meakins  &  Sons,  Hamilton. 

Every  Horse  in 

Your  Community 

is  Entitled  to  a 

Spring  Hair  Cut 

It  is  time  to  order  forward  your 
stock  of  the  famous 

Stewart  Ball  Bear- 

ing Clipping  Ma- 
^Uina  Retails  at  ONLY, L,IIUIC,  IN  CANADA. $/\.75 

9 

This  is  the  machine  that  has  been 
on  the  market  for  six  years  and  which 
has  never  failed  to  please  a  purchaser. 
That's  a  record  hard  to  beat.  It  is 
an  evidence  of  quality  that 
helps  build  your  reputati( 
for  good  values. 

This  machine 
retails  at  only «9-75  and  sells 

splendidly  for dealers  who  put 

a  little  ginger  in- to the  sales  end 

of  their 
business. 

Order  from  your  jobber 
or  direct 

This  Stewart  Ball  Bearing  Machine 

can  be  used  to  clip  Horses,  Mules  or  Cattle. 

Dairymen  use  it  extensively  to  clip  the  flanks 
and  udders  from  milch  cows,  so  the  parts  can 

be  cleaned  easily.  It  has  all  file  hard  cut  steel 

gears,  enclosed  and  protected  safe  from  dust  and 

dirt  in  a  metal  case,  where  they  run  in  a  con- 
stant oil  bath. 

There  is  6  feet  of  new  style,  light,  easy 

running,  high  grade  flexible  shaft  and^  the  famous 

Stewart  single  tension  cutting  head. 

The  entire  machine  is  put  up  as  only  a  large 

equipment  and  expert  workmen  can  turn  out 
such  a  product. 

It  is  fully  guaranteed  and  will  please 
every  buyer. 

Chicago  Flexible  Shaft  Co. 

187  Ontario  St.,  Chicago 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Buffalo  Forge  No.  650  with  the  Famous 
"200  Silent  Blower."   1911  model. 

Buffalo  Ball  Bearing  Post  Drills.   We  make  a  complete 
line  for  Blacksmiths,  Horse  Sheers,  Farmers,  etc. 

No.  625 

The  World's  Standard  Rivet 
Forge.  Has  full  size  1 2-inch 
blower,  operated  by  crank. 
Will  last  and  do  g'ood  work 
years  after  other  forges  are 
worn  out. 

"MADE  IN  CANADA" 

Catalogue  No.  144 
on  request 

Forges,  Blowers,  Drills 
and  Exhaust  Heads 
The  eyes  of  every  user  of 
blacksmith  tools  are  upon  the 
"Buffalo"  line.  If  you  want 
to  travel  along  the  line  of 
least  resisteuce,  ott'er  your 
customer  the  "Buli'alo" forges,  drills,  blowers, 

I)unches,  shears  and  other  blacksmith  tools.  Ask  us  for 
catalogue  and  information  which  will  bring  to  you  trade 
which  may  now  be  passing  by  your  door. 

Canadian  Buffalo  Forge  Co.,  Limited 
MONTREAL Buffalo  Exhaust  Head. 

Paint  and  Varnish  Removers 

MR.  DEALER  :  When  you  buy  Paint  and  Varnish  Remover  remember  that  QUALITY  is  more  important  than  Price- 
A  good  Paint  Remover  is  a  help  to  the  painter  ;  a  poor  Paint  Remover  is  a  nuisance.  The  fact  that  ail  the  leading  manu- 

facturers of  paint  and  varnish  in  Canada  and  the  United  States  who  handle  paint  removers  at  all  are  licensees  of  this  com- 
pany and  manufacture  under  our  patents  is  the  strongest  possible  testimony  that  the  only  practical,  satisfactory  and  efficient 

removers  on  the  market  to-day  are  those  covered  by  our  patents. 

SEE  THAT  EVERY  CAN  IS  MARKED  "LICENSED  UNDER  CANADIAN  PATENT  No.  78,586" 
The  above  Canadian  patent  corresponds  to  our  U.  S.  patent  No.  714,880,  which  is  the  basic  patent  under  which  modern 
paint  removers  are  manufactured.  The  following  well-known  and  highly  respected  Canadian  companies  sell  pamt  and 
varnish  remover  manufactured  in  Canada  under  our  patents  : 

Name  of  Brand 

The  Sherwin-Williams  Co.,  Montreal,  Canada  "Taxite" 
International  Varnish  Co.,  Ltd.,  Toronto,  Canada  "Klensa" 
Pratt  &  Lambert,  Inc.,  Bridgeburg,  Ontario,  Canada  "E!xpedite" 
British  American  Paint  Co.,  Victoria,  B.  C.  "Bapco" 
Mount  Royal  Color  and  Varnish  Co.,  Montreal,  Canada  "Scrape-off" 
James  Robertson  Co.,  Ltd.,  Toronto,  Canada  "Robertson's  Paint  and  Varnish  Remover" 
Sanderson  Pearcy  Co.,  Ltd.,  Toronto,  Canada  "Devolite" 
Stewart  &  Wood,  Toronto,  Canada  "Solvo" 
Martin-Senour  Company,  Ltd.,  Montreal,  Canada      "Martin-Senour  Paint  and  Varnish  Remover" 

The  character  and  standing  of  these  companies  is  a  guarantee  to  you  that  the  paint  remover  sold  by  them  is  the  best  that  can  be  produced 

You  tak,e  no  risl^  when  you  buy  one  of  the  licensed  brands  of  removers.     The^  are  harmless  and  efficient. 
The})  contain  no  carbolic  acid  or  alkali.     They  are  neutral 

Chadeloid  Chemical  Company 

100  William  Street 
NEW  YORK,  N.Y. 

When  writing  to  advertisers,  kindly  mention  tlie  Canadian  Hardware,  Stove  &  Paint  Journal 
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It  Pleases  Your  Trade 

When  you  please  your  trade,  you  are  building  success  commercially. 

The  easiest  way  is  to  let  your  customers  know  just  what  they  pay  for  goods, 
what  they  owe  after  each  purchase  and  to  have  your  accounts  in  such  shape  that 
you  can,  without  making  another  figure,  tell  them  the  total  of  their  mdebtedness. 

With  The  McCaskey  Gravity  Account  Register  System  every  account  is  posted  and 
totaled  with  each  purchase  and  each  customer  has  the  same  record  of  the  account  as  the 
merchant  and  in  the  same  handwriting.  Giving  the  customer  a  statement  in  full  with  each 
purchase  inspires  him  with  confidence  in  his  dealer.  He  wants  to  trade  where  he  knows  how 
his  account  stands  at  all  times,  where  his  account  is  ready  for  settlement  at  the  same  figures 
he  has  whenever  he  is  ready  to  settle. 

Only 

One  Writing- 

Is  in  use  in  70,000  retail  stores  in  Canada  and  the  United  States.  Seventy 
thousand  merchants  find  that  The  McCaskey  System  cuts  out  useless  book- 

keeping, (posting  and  copying  from  one  book  to  another),  prevents  errors  m 
keeping  accounts,  prevents  loss  of  customers  through  disputes  over  accounts, 
prevents  forgetting  to  charge,  acts  as  an  automatic  collector,  as  an  automatic 
credit  limit  and  puts  them  in  position  to  prove  their  loss  in  case  of  fire. 

First  and  Still 

the  Best ^eM^CASKEv 

Do  you  want  to  know  who  in  your  locality  is  using  The  McCaskey 
System  ?  We  have  thousands  of  testimonials,  some  from  merchants  you 
know  in  your  state,  county  and  town. 

A  postal  card  or  a  letter  will  bring  you  information  without  obligation 
on  your  part  to  purchase. 

Better  write  to-day,  or  tear  out  this  advertisement,  sign  your  name  and 
address.    We'll  know  what  you  want. 

DOMINION  REGISTER  CO.,  Limited 

90-98  Ontario  St.,  Toronto,  Canada 
Branches : — New  York,  Boston,  Pittsburg,  Chicago, Minneapolis,  Kansas  City,  San  Francisco, 

Atlanta,  Memphis,  Washington. 
519-521  Com  &  Produce  Exchange,  Manchester,  England. 
The  McCaskey  Register  Co.,  Alliance,  Ohio,  U.S.A. 
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Sheet  Metal  Products  Co   35 
Sherwin  Williams  Co  117 
J.  H.  Still  Mfg.  Co   33 
Jas.  Stewart  Mfg.  Co   30  &  31 
Stanley  Rule  and  Level  Co   13 
Stratford  Mfg.  Co   33 
Steel  Co.  of  Canada   52 
Jas.  Smart  Mfg.  Co   56 
Sanderson  Pearcy  &  Co  106 

T 
Taylor  &  Boggis   36 
Taylor-Forbes  &  Co  42  &  43 
Tobin  Arms  Mfg.  Co   23 
Toronto  Silver  Plate  Co   6 
B.  &  S.  H.  Thompson   16 
Tarbox  Mfg.  Co   18 
J.  J.  Turner  &  Son  60 
Turpentine  Producers  Agency  116 

-  U 

U.  S.  steel  Products  Co  37 

W 

Walker  Bin  and  Store  Fixture  Co .  98 
Western  Clock  Co   62 
Wonder  Shine,  Limited   8 
J.  AViss  &  Son    20 
AVellingt on  Hotel   47 
E.  T.  Wright  &  Co  ,  .  48 

Y 
Yale  &  Towne  (Canadian)  130 
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Extends  an  Invitation  to  Hardware  Dealers  and  Hardware  Clerks,  everywhere,  to  get  acquainted  with  THE  MOST 
COMPLETE,  WIDEST  KNOWN,  AND  MOST  FAVORABLY  KNOWN 

LINE  OF 

MEASURING  TAPES  AND  RULES 

Catalogue  on  Request 
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The  New  Canadian  Home  of 

Yale  Locks  and  Hardware 

T
H
E
 

we
 

Canadian 

plant  illustrated  above  is  rapidly  nearing  completion,  and 

expect  to  begin  the  manufacture  of  Yale  Products  on 

soil  about  March  first.     These  will  include: 

Yale  Cylinder  Locks 

Yale  Night  Latches 
Yale  Padlocks 

Yale  Builders'  Hardware 

Yale  Cabinet  Locks 

Blount  &  Yale  Door  Checks 

Triplex,  Duplex  and 
Differential  Chain  Blocks 

We 

will  hope 

will  be  equipped  to  give  prompt  and  efficient  service  and 

to  be  favored  with  your  orders  through  your  usual  channel. 

IV/:  hd'oe  in  preparation  a  liltle  book  telling  al>oi/f  our 
Plant  and  plans.      It  7cnll  interest  yon.      Ask  for  it. 

Canadian  Yale  &  Towne  Limited 

Makers  of  Yale  Products  in  Canada.  St.  Catharines,  Ontario 

Until  further  notice  address  all  correspondence  to  No.  9  Murray  Street,  New  York. 
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Published  by  Commercial  Press,  Limited,  408  McKinnon  Building,  Toronto 

Get  Acquainted  With  Our  Trade  Mark ! 

It  Means  the  Very  Best  in  Engineers'  Brass  Goods 

You  can  get  more  business  and  better  business,  you  can  build  up  your  reputation  for  reliability  and  progress, 
in  short  you  can  be  successful  if  you  carry  the  lines  that  make  good  and  give  your  customers  satisfaction. 

Did  you  ever  notice  that  the  people  vs^ho  buy  the  best  are  aWays  the  best  people — and  the  most  successful  ? 

It's  quality  that  appeals  to  them — they  want  that  w^hich  gives  the  best  service  and  satisfaction  for  the  money. 

FOR  INSTANCE 

.YOURIDEPARTMENT  OF  ENGINEERS'  BRASS  GOODS 

Should  be  stocked  with  the  Penberthy  make — the  kind  that  engineers  have  been  using  for  over  a  quarter 
of  a  century  and  have  found  to  give  the  best  satisfaction. 

GENUINE 
All  Leading  Jobbers 

Carry  Our  Lines 

'"Z^^  MARK   A 

All  Progressive  Engineers 
Know  Their  Reliability 

THE  NEW 

"SAFEGUARD" 
AUTOMATIC 

AUTOMATIC  INJECTOR 

Quality  Does  Count ! 

THE 

Sight  Feed  Lubricators  Made  in  Both 
Double  and  Single  Connection 

WATER  GAGE 

Assures  Safety  and  Protection 
Mechanically  Correct 

Penberthy  Injector  Co. 
Limited 

WINDSOR  ONT. 

Manufacturers 
Specially  Designed  for  Stationery  and  the Better  Grades  of  Steam  Engines 
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PROTECTED  PRICES 

Have  Been  for  Years  a  Feature  of  the 

Gillette  Safety  Razor  Trade 

Cut  prices  are  fast  losing  their  attractiveness  to  dealers  as  well  as  to 

the  buying  public. 

As  men  become  better  acquainted  with  their  competitors,  through 

their  local  Business  Clubs,  their  Annual  Conventions,  and  the 

Wholesale  and  Retail  Associations — as  they  absorb  from  these 

gatherings  and  from  their  Trade  Papers  the  spirit  of  modern  busi- 

ness— they  realize  more  and  more  clearly  that  while  competition  in 

service  builds  up  trade,  competition  in  price-cutting  tears  it  down. 

There  is  consequently  a  growing  tendency  among  progressive  "mer- 

chants" to  so  price  goods  that  each  and  every  sale  pays  a  fair  and 

honest  profit.  Yet  there  are  still  many  short-sighted  "store-keepers" 
who  do  not  hesitate  to  slash  prices,  and  so  injure  their  own  and 

their  competitors'  trade. 
It  is  significant  that  the  GILLETTE  Safety  Razor  was  put  on  the 

market  nine  years  ago  at  PROTECTED  PRICES.  We  were 

among  the  pioneers  in  this  movement.  No  dealers,  not  even  the 

Mail  Order  Houses,  have  ever  been  permitted  to  cut  GILLETTE 

prices. 
Thus  those  merchants  who  have  been  working  for  the  betterment 

of  the  trade  have  been  absolutely  protected,  so  far  as  the 

GILLETTE  is  concerned,  from  unfair  competition  from  any 

source.  The  dealer  who  purchases  GILLETTES  has  learned 

that  he  can  depend  on  quick,  sure  sales  at  a  good  profit. 

That  is  one  of  the  reasons  why  the  GILLETTE  is  solid  with  the 

trade,  and  the  "best  seller"  that  has  ever  appeared  among  razors. 

The  Gillette  Safety  Razor  Co.,  of  Canada 
Limited 

Office  and  Factory :  63  St.  Alexander  St.,  Montreal 

Offices  or  Factories  also  in  Boston,  New  York,  Chicago,  Leicester,  London,  Eng., 
Berlin,  Hamburg,  Paris  and  Shanghai,  China. 
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TOOL  SPECIALTIES 

Some  of  Our  Leading  Lines 

We  have  long  been  favorably  know^n  throughout  the  continent  for  carrying 
varied  and  extensive  stocks  of  the  latest  labor  saving  tools  manufactured.  Belovs^ 

we  name  a  few  of  the  makers  tools  we  stock  and  give  some  of  their  "specials." 
Write  for  full  particulars  and  prices.      You  can  rely  on  prompt  attention. 

Wiley  &  Russell  Manufacturing  Company 

Well  known  for  their  "Lightning"  and  "Green  River"  specialties.  We 
carry  their  Screw  Plates  for  Bolts  and  Pipe,  Stocks,  Screw  Cutting 
Dies,  Nut  Tappers  and  Pipe  Threaders,  etc.   Write  for  catalogue  No.  35. 

Morse 

Twist  Drills,  Reamers,  Milling  Cutters,  etc.  We  carry  the  largest 
stock  of  these  in  Canada. 

Hollands,  Parkers  &  Athol  Tool  Co.'s  Bench  Vises 

Peter  Wright  Anvils  and  Leg  Vises 

Blacksmith's  Forges,    Blowers,  Self-feed  Post  Drills. 

Victor  and  Starrett's  Hack  Saw  Blades 
Write  for  circulars. 

"Hyper- Acme"  Pulley  Blocks 

Capacity  }4  to  30  tons.  With  the  "  Hyper-Acme"  one  man  is  able  to  raise 
any  load  up  to  10  tons  and  with  less  exertion  than  with  any  other  block.  The 

worm  in  the  "  Hyper-Acme"  Block  is  of  very  coarse  pitch,  causmg  the  load 
to  rise  with  great  speed.  Each  block  is  tested  to  50%  above  normal  power 
sold  for.    Write  for  circular  and  prices. 

RICE  LEWIS  &  SON 

Limited 

TORONTO  CANADA 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Steel  Company  of  Canada 
Limited 

Stove  Bolts    Stove  Rods 

Rivets 

Wire  Nails  Iron  and  Steel  Bars 

We  can  Make  Prompt  Shipment  of  Orders  Placed  Now 

DISTRICT  SALES  OFFICES: 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLennan,  Vancouver,  B.  C.  H.  G.  Rogers,  St.  John,  N.  B. 
J.  B.  H.  Rickaby,  Victoria,  B.C.  Geo.  D.  Hatfield,  Halifax,  N.S. 

¥^  T  T  C  T  T  C  Assortments  of  Brushes  in
  neat 

m^L  I  I  ̂\  H  ^\  display  boxes  convenient  for  the 
MJK\.\JkJL  X J^kJ  Hardwareman 

Varnish  Brushes  that  re- 

tail for 

5c.  10c.  15c.  20c.  25c. 

at  a  good  profit  for  the 

storekeeper.  Can  be 

bought  through  any 

Hard  ware  Jobber  or  from 

MEAKINS  &  SONS 

TORONTO  HAMILTON  WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Get  Ready  for  Spring 

The  steadily  increasing  area  of  new  land  that 

is  being  settled  throughout  Ontario  and  the 

West  means  a  much  larger  and  better  market 

for  the  progressive  dealer  who  handles  sup- 

plies that  are  known  to  give  absolute  satisfaction 

Samson  Ready  Roofing      Samson  Garden  Tools 

Samson  Farm  Tools  Samson  Mechanics'  Tools 

Are  all  good  lines  to  sell  to  your  customers  and  all  warranted  to  give  excellent  service. 

Remember  that  Howland's  Samson  Quality  stands  for  something  really  worth  while. 

Let  us  have  your  orders  now 

H.  S.  Howland,  Sons  &  Co.,  Limited 

Wholesale  Hardware  Merchants 

WE  SHIP  PROMPTLY  TORONTO  OUR  PRICES  ARE  RIGHT 

GRAHAM  NAILS  ARE  THE  BEST 

When  writing  to  advertisers,  kindly  mention  tlic  Canadian  Hardware,  Stove  &  Paint  Journal 



6 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

THE  BEST 

FILES  FOR 

EVERY 

PURPOSE 

—  THE  BEST  BRANDS   

Great  Western. 

Arcade. 

American. 

Globe. 

Eagle. 

Kearney  &  Foot. 

McClellan. 

J.  B.  Smith. 

— —  MADE  IN  CANADA  — 

ARE 

NICHOLSON- 

MADE 

FILES 

A  specialized  file  making  experience  of  nearly  fifty  years,  backed  with  the  most 
modern  machinery  and  the  best  file  steel  money  can  buy — is  it  any  wonder 
Nicholson-made  files  are  the  standard  of  file  quality  all  over  the  world. 

The  wise  retailers  sell  the  best  as  they  ensure  satisfied  customers.  Your 
jobber  can  supply  you.     If  he  cannot,  write  us. 

Nicholson  File  Company,  Port  Hope,  Ont. 

Good  Starters  for  1912  playtime 

The  PLAYTIME  WASHER  is  specially  adapted  for  country 
use.  Can  be  easily  hitched  to  the  small  Gasoline  Eng'ine  or 
Electric  Motor  which  every  up-to-date  farmer  now  uses.  It  will 
cut  out  the  drudgery  of  washing'  for  the  country  housekeeper,  as 
the  VELOX  WATER  MOTOR  MACHINE 'does  for  the  city resident. 

Combination  Hand  and 
Power  Washer 

As  a  Hand  Machine  it  Has  No  Superior 

The 

New- 

Apex Wringer
 

Is  chain  driven, 
has  Double 
Power  Gears, 

cannot  g-et  out 
of  mesh,  and 
turns  easily 
under  load. 

You  Can't  go  Wrong  in  Stocking  Them.     The  Selling  Features  are  There. 
Made  only  by 

Cummer-Dowswell,  Limited^  "*„™!!°" 
Agents :  W.  L.  Haldimand  &  Son,  Montreal ;  H.  F.  Moulden  &  Son,  Winnipeg,  Man. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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BUY 

CANADIAN  MADE 

Axes  Hammers 

Chisels  Picks 

Draw  Knives  Crow  Bars 

Adzes  Lumbering  Tools 

We  Make  Them 

All  Jobbers  Sell  Them 

Allan  Hills  Edge  Tool  Co. 

Gait,  Ont. 

E.  SCHOFIELD  N.  J.  DINNEN 
Canadian  Express  Bldg.  141  Bannatyne  Ave. 
Montreal  Winnipeg 

Eastern  Representative  Western  Representative 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Tie  Out  or  Tethering  Chains 

Lightest,  Strongest  and  Best  Chains  on  the  Market 

Halter,  Dog,  Cattle,  and 

Trace  Chains 

Manufactured  by 

The  B.  Greening  Wire  Company 
Limited 

HAMILTON,  ONT. MONTREAL,  QUE. 

Why  Not  Sell  Saws  that  You  are  Proud  of? 

We  help  you  to  sell  saws  of  real 
quality  that  pay  dealers  a  profit 

FINEST 

ON  EARTH 

109  Powell  Street  r*       A  J.1   *  D  HAMILTON 
VANCOUVER  n.         /\tKins  GL  ̂ ompanv  Ontario 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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A  CONTRAST 

There  is  no  Fraud  or  Deception  About  the 

Stewart  Clipping  Machines 

No  Sham — No  Pretense — No  Imitation.  They  Are 
Genuine  in  Conception  and  Quality. 

When  you  sell  Stewart  Clipping  Machines, 

your  customers  and  yourself  are  backed  by  the 

guarantee  of  the  largest  establishment  in  the 

world  making  clipping  machines.  We  guarantee 

every  Stewart  machine  to  satisfy  the  user  or  we 

will  rufund  his  money. 

No  imitator  of  Stewart  Machines  has  ever  of- 

fered so  strong  a  guarantee  because  the  imitations 

are  inferior  in  quality. 

Business  Pirates  Find  Little 

Favor  with  Upright  Merchants 

The  Captain  Kidds  of  Commerce  who  seek  to  trade  upon 

an  honest  manufacturers'  reputation  by  inferior  imitations, 
should  have  no  place  in  the  modern  business  world. 

Handle  the  genuine  Stewart  Machines  to  make  pleased 
customers. 

Chicago  Flexible  Shaft  Company 

250  Ontario  Street,  CHICIGO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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If  You  Knew 

Just  how  much  profit  you  lost  by  selling  paint  oils  and  varnishes  with  ordinary 

measures  and  funnels  from  barrels  or  tin  cans  you  would  see  why  a  Bowser  System  is 

necessary.  You  can't  expect  to  get  full  profit  when  you  waste  part  of  the  oil  or 
over-measure  it  any  more  than  you  could  expect  to  have  all  of  your  money  after  you 

had  spent  part  of  it. 

If  You  Knew 

Just  how  much  you  could  save  m  profits,  time,  labor  and  increased  patronage 

by  using  a 

Bowser  Paint  Oil  System 

we  would  have  no  trouble  in  convmcing  you  of  the  necessity  of  a  Bowser  System  in 

your  store. 

If  you  handle  pamt  oils  the  old  way  just  stop  and  consider  what  your  loss 

must  be — Every  drop  of  oils  wasted  is  so  much  of  your  legitimate  profit  lost. — It 

reduces  your  yearly  income  just  that  much.  Can  you  afford  it  ?  If  you  don't  think 
you  waste  oil  look  at  your  measures,  funnels,  floors,  faucets,  etc.,  they  tell  the  tale. 

You  save  enough  with  a  Bowser  to  pay  for  it  and  then  it  keeps  on  saving  for 

you  year  after  year.  It  gives  tone  to  your  store,  lends  attractiveness  to  your  oil 

department,  insures  a  square  deal  to  all  concerned  and  invites  patronage.  Where  is 

there  a  store  fixture  that  will  do  more  ? 

Our  new  book  "Tank,  Tales''  No.  5N  tell  all  about  the  Bowser.  Drop  a 
card  for  it  to-day.    Ask  for  book  No.  5N— 5  FREE. 

S.  F.  Bowser  &  Co.,  Inc.,  Toronto,  Ont. 

66-68  Fraser  Ave. 

For  twenty-seven  years  manufacturers  of  Self-Measuring  Pumps,  Gasoline  and  Oil  Storage  Systems,  Self-Registering  Measures,  Dry  Cleaning  Systems,  etc. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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To  the  Hardware  Trade 

Do  NOT  let  your  Competitor  make  ALL 

the  Sales  when  YOU  can  draw  the  greatest 

part  of  it  your  way  by  handling  our 

guaranteed  line  of 

SHOVELS 

They  are  perfectly  balanced,  and  have  a 

finish  that  cannot  be  surpassed. 

We  make  WELDED  SHOVELS  because 

experience  proves,  and  the  trade  demands, 

goods  that  are  stronger,  and  more  durable 
than  other  makes. 

We  Ship  Promptly 

No  Irritating  Delay 

Write  for  Catalogue  and  Prices  either  to  Head 

Office,  or  to  the  following  Selling  Agents: 

ONTARIO 
N.  B.  Misener,  105  Cowan  Avenue,  Toronto 

QUEBEC 
Delorme  Bros.,  15  Debresoles  Street,  Montreal 

MANITOBA  AND  SASKATCHEWAN 
Tees  &  Persse,  Limited,  Winnipeg 

ALBERTA 
Tees  &  Persse  of  Alberta,  Limited 

BRITISH  COLUMBIA 
E.  E.  Crandall,  1073  Hamilton  Street,  Vancouver 

MARITIME  PROVINCES 
S.  N.  Sancton,  St.  John,  N.B. 

The  Lundy  Shovel  & 

Tool  Co.,  Limited 

PETERBOROUGH 

ONT. 

Before 

You  Turn  Over 

This  Page 

Phone  a  few  of  the  Laundries 

in  your  town  and  make  ap- 

pointments to  talk  to  them 
about 

(WATERPROOF) 

Leather  Belting 

We  have  a  line  of  belting  es- 

pecially made  for  laundry  work 
which  we  call 

Laundry  Special 

This  IS  a  sohd  oak  tanned 

belting  with  the  edges  sewed 

with  special  copper  wire 

staples. 

You  can  create,  and  hold,  a  good 
trade  with  this  belt. 

Write  us  About  a  Stock 

Tanners  and  Manufacturers 

For  over  35  years  the  maimers 
of  the    best    leather  belts. 

MONTREAL 
511  William  St. 

ST.  JOHN,  N.  B. 
89  Prince  William  St. 

TORONTO 
27  Melinda  St. 

VANCOUVER 
27  Columbia  Ave. 

WINNIPEG 
244  Princess  St. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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MAXWELL'S  "P
URin" 

FOOD  CUTTER 

Is  radically  different  from  the  ordinary 

The  barrel  is  m  two  closely 

fitting  sections,  clamped  to- 

gether in  working  position  m 

the  frame  by  one  set-screw. 

Loosen  this  screw  and  the 

barrel  slips  out  and  comes  apart, 

releasing  worm,  cutting  knife 

and  disc.  Every  part  is  then 

easily  accessible  for  cleaning, 

justifying  the  name  "PURITY." 
Particular  people  buy  the 

"  PURITY  "  on  sight. 

We  are  the  only  manufac- 

turers in  Canada  making  Food  Cutters,  and  we  claim  that  in 

quality  and  finish  Maxwell's  Food  Cutters  are  superior  to  any  of 

foreign  manufacture. 

Write  for  Prices  and  Particulars 

David  Maxwell  &  Sons 

ST.  MARY'S 
ONTARIO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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ONEIDA  JUMP  TRAPS 

are  easy  to  carry.  Trappers  like 

them  because  they  are  lig'ht,  compact, 

anid   can  be  set  in  narrow  runways. 

ONEIDA  community;  Ltd., 

I     Niagara  Falls,  Ont. 
Also  Makers  of  ike 

NE.WHOUSE.,  VICTOR  and  HAWLE.Y      NORTON  TRAPS 
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THE  S.M.P.  SAP  PAILS  and  SPOUTS 

EXTRA 

DEEP 
AND 

STRAIGHT 

are  popular  sellers  everywhere 

Let  us  know  your  requirements 

for  the  coming  season. 

Prompt   shipments  guaranteed. 

MAPLE  LEAF  SAP  SPOUTS 

FLARING 

6  and  10  Quart 

6,  8  and  12  Quart 

STEEL 

All  Sap  Buckets  Punched  unless  otherwise  ordered 

JAPANNED 

Prices  on  application 

The  Sheet  Metal  Products  Company  of  Canada^  Limited 

MONTREAL 

Successors  to  KEMP  MANUFACTURING  COMPANY 

TORONTO WINNIPEG 

J-M  Asbestos  Roofing 

The  All  Mineral  Ready  Roofing 

Composed  of  Asbestos  and  Trinidad  Lake  Asphalt.  IS  ABSOLUTELY  FIREPROOF. 
Never  needs  Painting,  Coating  or  Gravelling.  Will  Not  Rust,  Rot,  Melt  or  Peel.  Makes  Build- 

ings warm  m  winter  and  cool  in  summer. 

Catalog  HS  303  tells  all  about  it. 

FIREITE  ASBESTOS  FURNACE  CEMENT 

The  Strongest  and  Most  Durable  Plastic  Cement  for  "Setting  Up"  and  Repairmg  Broken  Joints  in  Furnaces, 
Ranges,  Heaters  and  Stoves. 

PHOENIX  ASBESTOS  STOVE  LINING 

Costs  Less  than  Firebrick  ;  Does  not  Burn  Out ;  And  Clinkers  will  not  Adhere  to  it.    Can  be  readily  applied 
by  mixing  with  water,  according  to  instructions. 

The  Canadian  H.  W.  Johns-Manville  Company,  Limited 
Manufacturers  of  Asbestos  and  Magnesia  Products; 
Asbestos  Roofings,  Packings,  Electrical  Supplies,  Etc. 

Toronto,  Ont.  Montreal,  Que.  Winnipeg,  Man.  Vancouver,  B.C. 

When  writing  to  advertisers,  kindly  mention  the     Canadian  Hardware,  Stove  &  Paint  Journal 
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How  Pike  Helps  the  Dealer 

Pike  realizes  that  next  in  importance 

to  having;  good  sharpening"  stones,  is  to 
have  the  right  kind  of  help  in  selling 
them.  And  to  make  it  easy  for  you 

to  sell 

PIKE  SHARPENING 

STONES 

we  havecdevised  some  very  practical  selling  helps  which  are 
sure  to  send  customers  to  your  store  and  increase  your  sales. 

Send  for  Free  Window  Display  —  Needed  by  Every  Dealer 

We  have  gotten  up  a  big  colored  Window  Display  that's 
a  dandy.  Easy  to  put  up — but  not  easy  to  pass  by.  It 
will  stop  everybody — bring  them  into  your,  too.  With  it 
we  will  send  you  some  other  strong"  Store  Helps  and  a 
Selling  Scheme  that  is  worth  knowing  about. 

As  Pike  Sharpening  Stones  are  needed  in  every  home,  so 
are  Pike  Selling  Helps  needed  by  every  dealer.  And  while 
the  demand  for  the  well  known  Pike  Stones  is  very  large, 
you  will  find  these  Selling  Helps  of  great  help  in  securing 
new  customers.  They  are  all  free  if  you  just  ask.  Ask 
to-day.     Use  the  coupon. 

Uniform  Discounts  —  More  Convenient  Prices 

More  good  news  !  A  new  basis  of  pricing  natural  oilstones 
and  a  readjustment  of  discounts  that  will  make  it  easier  to 
sell  Pike  goods. 

The  point  is  that  the  old-time  method  of  selling  natural 
oilstones  by  weigh  has  been  an  annoyance  to  everybody 
concerned.  Hereafter  they  will  be  sold  by  the  piece 
instead  of  the  pound. 

This  plan  not  only  permits  us  to  quote  uniform  discounts 
on  the  entire  Pike  Line  .hvX  it  will  enable  you  to  figure 
instantly  the  net  cost  of  all  our  sharpening  stones.  It's going  to  save  you  a  lot  of  time  in  waiting  on  customers 
— no  "stopping"  to  weig'h  stones  and  no  "guessing"  at 
the  price. 

Furthermore,  our  better  class  stones  are  being  packed  in 
attractive  individual  boxes. 

New  Pike  Catalogue  —  Now  Ready  for  You 

CUT  OUT  THIS  COUPON   MAIL  IT  NOW  ~ 

Free  Selling-Help  Coupon 
Pike  Manufacturing  Co.,  Pike  N.H.  (C.H.J.) 

Please  send  me  your  big  Pike  Window  Display,  new 
Selling  Scheme  and  other  Dealer  Helps.  Also  please  send  me 
one  of  the  new  Pike  Catalogues  which  were  issued  March  1st. 

Name ... 

Address . 

Its  a  beauty  !  The  most  complete  catalogue  ever 

issued  for  this  kind  of  g-oods — 98  pages  fully  illustrated 
and  partly  in  color.  It  contains  much  information  that 
is  new  and  replaces  all  former  prices  and  quotations. 
The  demand  for  this  catalogue  and  the  new  Window 
Display  will  be  very  large.  Send  your  request  to-day. 

Use  the  coupon.  ■  • 

Pike  Manufacturing  Co. 

PIKE,  N.H. 

My  Jobber's  Name. 
When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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■^ATHEMoof 

I  ABC 

PRODUCTS 

LEEKNOTT 

ROOFING 

SANKOTE 

ROOFING 

The  Best  Roofing  Proposition  for  Retailers 

We  co-operate  with  our  customers  by  assisting  them  to 

close  orders.    Write  for  our  proposition — it  will  pay  you. 

Roof  of  Beatty  Bros.,  Limited,  new  factory  at  Fergus,  Ont.,  roofed  with  three-ply  Leeknott  Roofing. 

LEEKNOTT  roofing  will  satisfy  the  most  exact- 
ing customers ;  it  being  made  from  the  best  long 

fibre  wood  felt,  thoroughly  saturated  with  genuine 
Trinidad  Asphalt.    It  is  guaranteed  absolutely. 

SANKOTE  asphalt  roofing  is  lower  in  price 

but  is  made  expressly  for  Canadian  climatic  con- 
ditions. It  has  a  sand-coated  surface  and  is 

everlastingly  waterproof. 

In  Quality,  Selling  Helps  and  Margin  of  Profit 
we  can  interest  you.     Write  for  our  proposition 

CANADIAN  SUPPLY  COMPANY 

220  KING  STREET  WEST,  TORONTO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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"Rome"  Design 

BUILDER
S' 

HARDWAR
E 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  Furnace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 
Bungs,  etc.,  etc. 

Send  for  complete  descriptive 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

(Sito^'  Oh
io 

USE 

Leap  Year's  Extra  Day 
To  Oil  Up 

Hero  Quality 

Oilers 

REPRESENT 

A  Long  Leap  Forward- 
Better  Than  Ever  Before 

Mowing  Machine  Oilers 

I  /2  inch  opening — "The  Smooth  Thread" 

No.  1100  Standard  Tin 

1130  Body  and  Bottom  one 
Piece 

1120  Largest  Made  To-day 
1140  Standard  Copper 

1150  Same  but  heavier 
1160  Distinctive 

No.  1120 The 

Hero  Manufacturing 
Company 

Philadelphia,  Pa. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 



18 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

SUGAR  MAKERS'  SUPPLIES 

"Eureka" 

Steel  Sap  Spouts 

Packed  m  Cardboard  Boxes 
of  1  00  each. 

Maple  Syrup  Cans 

Cuts 
Show 
Full 
Size  of 

Spouts 

IVe  also  have  in  stock  ond  can  ship  promptly^ — 

Empire"  Sap  Spouts         "Imperial"  Sap  Spouts 

Sap  Buckets 
Long  Pattern 

Nos.  7,  8,9,  12,  16 

Quarts  4,  5,  6,  8,  12 
Western  Pattern 

6  and    10  Quarts 

Round  and 

Square With Screw  Tops 

/'2  and  1 

Gallon. 
Other  sizes 

made  to 
order. 

"  Perfection"  Sap  Spouts     "  Wood"  Sap  Spouts 

Write  for  Prices 

THE  THOS.  DAVIDSON  MFG.  CO.,  Limited 
MONTREAL TORONTO WINNIPEG 

LET'S  GET  TOGETHER!  XTS^T 
Read  this.    It  may  mean  a  Thousand  Dollars  to  you. 

Did  you  ever  stop  to  think  of  the  many  dollars  you  could  make  by  selhng 

Preston  Metal  Ceilings  and  Sidewalls? 

"THE  BEST  IN  FIFTY  MILES  AROUND" 

You  didn't  ?  Then  think  of  it.  Right  now  you  can  make  those  many  dollars  if  you  get  busy  and  boom 
the  metal  ceiling  trade.  The  housewife  is  planning  to-day  to  do  her  spring  house-cleaning  and  is  making 
her  plans  for  her  decorations.     And  right  now  is  the  time  for  you  to  see  her  and  help  her  plan. 

We  will  furnish  all  the  necessary  literature  for  you  to  show  designs.  If  you  will  send  us  the 
dimensions  we  will  suggest  designs  and  give  estimates.  When  you  get  the  orders  we  will  give  you  com- 

plete plans  for  erecting  the  materials.     Write  us  for  suggestions.     We  are  ready  to  give  them  to  you. 

Ask  us  for  our  catalogs  and  trade  price  lists.    Please  mention  Canadian  Hardware,  Stove  &  Paint  Journal. 

The  METAL  SHINGLE  &  SIDING  CO. 

PRESTON,  Ontario  and  MONTREAL,  Quebec 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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MOTOR  BOAT 

AND 

AUTOMOBILE  SUPPLIES 

C^VERY  Hardware  dealer  should  realize  the  growing  popularity  of 
Motor  Boating,  and  the  large  trade  in  Accessories  and  Marine 

Engines  arising  from  same.  The  wide  awake  dealer  should  have  all 

the  necessary  supplies,  such  as  Magnetos,  Spark-Plugs,  Carburators, 
Lights,  and  a  full  line  of  Marine  Hardware  and  Automobile  specialties. 

Our  stock  is  the  largest  in  Canada,  and  our  nearest  house  can  fill  your 

requirements  promptly.  Our  Catalog,  No.  24,  shows  one  line  of  Motor 

Boat  accessories.  A  card  to  our  nearest  branch  will  bring  it  to  you. 

If  you  are  interested  m  Marine  Engines,  let  us  send  you  a  Catalog 

No.  23,  illustrating  "Fairbanks-Morse"  Marine  Engine. 

The  Canadian  Fairbanks-Morse  Co. 
LIMITED 

Fairbanl^s  Standard  Scales,  Fairbanks-Morse  Gas  and  Gasoline  Engines 
Safes  and  Vaults. 

MONTREAL      ST.  JOHN      OTTAWA        TORONTO        WINNIPEG  CALGARY 
SASKATOON         VANCOUVER  VICTORIA 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Look  for  the  Trade  Mark 
on  every  Valve 

Build  Your  Business  on 

a  Quality  Foundation 

J.M.T."  Valves 

Give  such  good  satisfaction  that  the  buyer  is  certain  to  tell 
his  friends  about  them,  and  this  invariably  means  increased 
business  for  the  dealer. 

J.M.T.  Valves  have  been  on  the  market  for  25  years  and 
their  popularity  and  reputation  as  strictly  high  grade 
articles  are  universally  recognized  by  steam  users  and  the 
engineering  trade  throughout  the  Dominion.  All  parts  are 
made  proportionately  correct  in  design,  and  all  valves  are 
carefully  tested  and  fully  guaranteed  to  give  highly  efficient 
service. 

Made  in  three  weights— STANDARD,  MEDIUM  J.M.T. 
and  EXTRA  HEAVY. 

Get  oar  Prices — It  will  Pay  you 

The  James  Morrison  Brass  Mfg.  Co.,  Limited 

93-97  Adelaide  Street  West,  Toronto 

CROWN  PERFECTION 

Most  Improved  Range  on  the  Marl^et 

Note  These  Points  of  Excellence 

The  Crown  Perfection  is  built  to  include  the  main 
body  of  the  oven  entirely  within  the  body  of  the  range. 
The  back  flue  extends  over  the  entire  back  of  the  oven, 

while  the  entire  surface  of  the  oven  except  the  door  is  ex- 
posed to  the  heated  gases  in  the  flues.   The  oven 

bottom  is  of  steel.    We  are  accordingly  able  to 
maintain  a  higher  and  more  even  temperature 
with  less  fuel  than  in  the  old  st3'le  construction. 

A  feature  entirely  new,  is  the  flue  con- 
struction around  and  under  oven,  forcing  the 

heated  gases  against  every  part  of  oven  plate. 
The  fire  box  is  oval  at  the  ends,  dispen- 
sing with  sharp  corner  angles.     It  is  very  long 

and  when  desired  a  wood  jog  is  furnished, 
increasing  length  to  24^  inch. 

Water  Front  has  ample  capacity  to  heat  a  60  gal.  boiler. 
Thermometer  is  supplied  when  ordered 

Recommended  and  Guaranteed.     Our  Prices  Will  Interest  You. 

The  JAMES  SMART  Mfg.  Co.,  Limited 

Brockville,  Ont. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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What  Do  You  Talk  About  When  Y 

Sell  a  Coal  Range? 

When  you  try  to  sell  a  coal  range 

on  your  floor,  what  do  you  tell  the 
housewife  ? 

Of  course  there  is  a  line  of  talk 

about  drafts,  dampers,  flues,  oven  cir- 
culation and  soforth,  but  the  house- 

keeper isn't  a  mechanic,  and  it  really 

doesn't  mterest  her ;  it  is  not  good  sales talk. 

Simple  facts,  which  can  be  simply 

proved  is  the  only  way  to  close  a  sale 

with  madam ;  and  most  important,  the 

range  must  be  handsome  and  up-to- 

date  m  design.  In  every  way  the  stove 

must  be  built  from  a  knowledge  of 

household  requirements. 

This,  you  can  talk  and  prove  in 

lURNLY-OXFORi  STOVES  AND  RANGES 

And  here's  why  in  a  nutshe  11.  The 
Economizer,  you  can  explain,  is  a 

patent  draft  controller, — a  throttle  on 
the  stove.  Just  move  the  lever  up  for 

more  heat,  down  for  less,  and  it  saves 

a  fifth  of  the  coal.  It  does  away  with 
the  usual  confusion  of  drafts  and 

dampers;  and  ventilates  the  kitchen.  If 

madam  goes  away  for  a  day,  close  the 

Economizer,  and  the  fire  will  keep  in. 

In  short,  this  Economizer  reduces  the 

cost  of  coal,  and  makes  the  coal  stove 

as  easy  to  run  as  a  gas  range. 

This  point  will  do  more  to  convince 

a  lady  that  she  should  have  that 

stove,  than  any  other  feature  yet  in- 
vented. 

But  this  is  not  all.  From  the 

divided  flue  which  makes  all  the  oven 

available  for  baking,  to  the  economical, 

clinker  proof  grates,  are  all  exclusive 

Gurney-Oxford  features. 
Have  you  a  story  like  this  to  tell  a 

prospective  stove  customer?  If  not,  ask 

us  about  the  "Gurney-Oxford  "  pro- 

position. 

THE  GURNEY  FOUNDRY  COMPANY  LIMITED 

TORONTO  MONTREAL  HAMILTON  WINNIPEG  CALGARY  VANCOUVER 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Moorish  Design  Cast  Register 

Sell 

These 

Registers 

Are  you  familiar 
with  the  merits  of 

Empire  Special.     New  Design 

The  Empire  Line 
of 

Sidewall  and  Floor  Registers  and  Faces 

We  have  a  complete  line  and  a  most  attractive 
proposition  for  dealers 

The  Empire  Special 

Is  a  yei-y  neat  and  up-to-date  design  with  tlie  largest  area  for  the size  of  any  register  on  the  ruarliet  and  a  popular  seller.  Made 
in  the  following  sizes:— 

7  X  10  shallow         7  x  10  deep  10  x  12  deep 
8  X  10  shallow         7  x  12  deep  10  x  13  deep 
9  X  12  medium        8  x  13  deep  12  x  14  deep 

^\'e  have  added  to  our  line  faces  the  same  design  as  Empire  Side- wall  Registers  in  sizes  7  x  15,  7  x  24,  7  x  30. 

CANADIAN  HEATING  &  VENTILATING  COMPANY 

OWEN  SOUND      -      -  ONTARIO 
CHRISTIE  BROS.,  LTD. 

1824  Dundas  Street  Toronto 
M.  C.  DREW  &  SON 

Vancouver 
CHRISTIE  BROS.  CO.,  LTD. 

Park-Henry  Streets,  Winnipeg 

MR.  DEALER 

Will  you  give  us  an  opportunity  of  showing  you  what 
we  are  doing  for  hundreds  of  other  dealers  in  Canada 
to-day  on 

MuLE-HiDE  Roofing 

Not  a  Kick  in  a  Million  Feet 

MULE-HIDE  (not  a  kick  in  a  million  feet)  is  a  name  that  speaks 
for  itself  as  to  the  quality  of  our  material. 
Our  proposition  is  so  much  different  to  any  other  that  you  have 
ever  seen  or  heard  of  that  it  will  pay  you  to  investigate. 
We  go  entirely  further  than  to  load  you  up  with  a  lot  of  roofing. 
We  show  you  where  we  can  help  you  dispose  of  MULE-HIDE 
to  your  customers  at  a  dollar  per  square  profit. 
Our  guarantee  is  the  replacement  of  every  roll  of  MULE-HIDE 
that  does  not  give  satisfaction. 
Spring  will  soon  be  with  us. 
You  owe  it  to  your  business  to  investigate  our  proposition. 
Write  to-day. 

Delays  Don't  Pay Muleh  ide"Does 

I'm 

the 

Head  of 

my  Glass 

The  Dominion  Roofing  Company  of  Canada 

TORONTO,  CANADA 
Limited 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Build  Your  Business  on  Quality  Goods 

MXIaryb 

1912  GAS  RANGES 

are  a  sound  and  sure  foundation 

A  satisfied  user  is  your 

very  best  advertisement. 

Make  your  customers 

boost  your  business  for 

you.    IT  PAYS! 

Order  McClary  Gas 

Ranges — they'll  make 
customers  and  boosters 

for  you. 

Quality  is  the  foundation 

of  McClary  Goods. 

Special  advertising  mat- 

ter on  application. 

"  McClary"  on  Goods 
is  a  Quality  Name 

It's  the  quality  that  does 
it! 

See  the  new  black 

enamel,  highly  lustrous 
finish  that  lasts. 

The  specially  selected 
blue  finished  steel  doors 

and  neatly  designed 

nickel  trimmings  attrac- 
tive and  artistic. 

High-grade  white  enam- 
elled broiler  pans  and 

match  trays. 

Every  inch  of  material 
used  is  the  best  that  can 

be  got. 

That's  why  McClary 
Goods  are  easy  sellers. 

Illustration  shows  style  B  No.  256 

MXlary
's London        Toronto        Montreal  Winnipeg- 

Vancouver       St.  John  Hamilton 
Calgary  Saskatoon McClary's 

Ship  Quick 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Your  Customers  Know 

the  "Tobin  Simplex  Gun,"  Our  extensive  publicity 
campaign  has  made  them  thoroughly  familiar  with 

this  high-grade  line.  They  know  the  gun  is  sold 

with  a  positive  "money-back-if-not-satisfied"  guar- 
antee.   We  stand  behind  you  in  this  guarantee. 

Simplex  Guns 

should  be  in  your  stock.  They  are  easy  selling 
guns,  guns  that  stay  sold,  and  each  one  that  is  sold 
sells  another. 

We  are  constantly  receiving  inquiries  and  orders 
from  districts  where  we  lack  dealer  representation, 
and,  of  course,  supply  this  demand  direct. 

We  will  turn  over  these  orders  to  the  dealer 

who  handles  our  goods.  Write  to-day  for  our 
proposition,  it  will  be  worth  your  while. 

The  Tobin  Arms  Mfg.  Co.,  Ltd. 

Woodstock,  Ont. 

Mr.  Hardware  Man — 

When  that  Farmer  comes  to  buy  a  Poke 
for  the  breachy  horse  he  will  want  a 

Pearson  Poke 

WHY !  Because  he  knows  that  it  is  the 

strongest  and  lightest  poke  made. 

Because  he  knows  that  it  is  the  only  poke 

that  will  stop  him  jumping,  and  prevent 
him  running  in  the  field. 

Because  it  will  allow  him  to  lie  down, 

and  eat  comfortably. 

Because  it  is  easily  adjusted,  does  not 
wear  oS  the  mane,  and  cannot  slip  off. 

Ask  for  Prices 

J.  H.  Still  Mfg.  Co.,  Umited 

St.  Thomas,  Ont. 

SELF  STARTER 

We  have  many  self  starters  in  g-etting- business,  our  latest  edition  is 

SIDEWALK  SULKIES 

which  are  new, neat, 

highly  finished  and most  convenient  for 
a  child  to  ride  in 
either  the  forward  or 
backward  position. 

Prices  $1  to  4.15 
Our  Steel  Body 

ARTILLERY  CAR 

is  one  of  the  strongest  and  best  ex- 
press wagons  now  on  the  market. 

Order  Samples  and  be  convinced. 

The  Gendron  Mfg.  Co.,  Limited 

Toronto,  Canada 

The  "Handy  Andy 

Improved  Force  Cup 

For  household  use, 

enables  anyone  to 

keep  the  drain  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  safe 

and  sanitary  condition. 

There 's  a  Good 

Sale  For  Them 

Manufactured  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO         MONTREAL        HAUFAX  WINNIPEG 
CALGARY  VANCOUVER 

The 
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Jewel  Stoves  and  Ranges 

Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Every  modern  improvement  is  embodied  in  the  Royal  Jewel 
Range. 

They  are  made  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
and  922,  with  or  without  Reservoir,  and  with  any  equipment 
of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied. 

The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 

The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once  sold 

it  never  comes  back,  but  is  always  a  work- 
ing advertisement.  One  sale  makes  another 

and  the  demand  is  constantly  increasing. 

Make  the  Royal  Jewel  Steel  Range 

your  leader  and  you  are  sure  of  the 

best  stove  trade  in  your  locality 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 

Jewel. STYLE  R.  F. 

We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ing the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 

Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 
country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels, 
Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 

The  Burrow,  Stewart  and  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 

Offices  also  at  MONTREAL,  TORONTO  and  WINNIPEG 

Western  customers  please  write  for  information  and  send  orders  to  our 

Winnipeg  Branch,  No.  130  James  Avenue 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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DOES  THIS 

The  ''American  Artisan"  of  Jan.  6th,  1912,  in  an  editorij 

concludes  its  argument  in  the  following  words: — 

"There  is  another  feature  thats 

of  affording  a  higher  degree  of  h  i 

hit  with  the  trade,  or  at  leat 

proper  importance  humidt 

If  You  aiE 

Write  us  for 

Particulars 

Regarding  the 

Agency  for  the 

The  furnace  which,  during! 

atmosphere.  The  humic 

to  none. 

THE  JAMES  STEWAR7 

Western  Warehouse 

156  LOMBARD  ST.,  WINNIPEG,  MAN. 
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MEAN  YOU? 

1  The  Practical  Side  of  the  Humidity  Question 

)rth  considering :  it  is  the  improvement  of  warm  air  furnaces  in  the  direction 

y.  The  manufacturer  who  works  along  this  line  will  be  likely  to  make  a 

th  those  in  the  trade  who  are  thoughtful  enough  to  rate  at  its 

s  an  element  of  value  in  Heating. 

)ne  of  the  Thoughtful  Ones 

"GOOD  CHE
ER'^ 

Circle  Waterpan 

WARM  AIR  FURNACE 

ist  two  seasons,  has  become  noted  for  its  soft,  gentle  heat  and  restful,  soothing 

m  its  big  Circle  Waterpan  is  the  secret,  added  to  a  furnace  construction  second 

The  best  is  none  too  good  for  your  customers,  so  don 't  fail  to  write  us 

^NUFACTURING  CO.,  u,»i.ed 

WOODSTOCK,  Ontario 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 

THE 

Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 
BELLEVILLE,  CAN. 

1 

One  Use  for 

Window  Envelope 

STATEMENTS  should  be  mailed  in  the  B-E 

WINDOW  ENVELOPE,  for  safety's  sake and  to  save  time.  ̂   Impossible  to  send 
Brown's  bill,  showing  special  prices  or  discounts, 
to  Smith — with  the  natural  but  embarassingf 
results.  ^The  B-E  WINDOW  ENVELOPE 
automatically  insures  that  the  right  bill  will  go  to 
the  right  man.  No  address  required — hence  no 
stenographic  labor,  no  delay  in  mailing.  Prompt 
statements  mean  prompt  settlements. 

The  B-E  WINDOW  ENVELOPE  is  made  from  stock 
to  match  regular  letter  head.  It  is  not  a  flimsy  make- 

shift. Send  for  samples  and  prices.  We  will  see  that 
you  are  supplied  through  regular  dealer  or  direct. 

Discounts  for  quantities. 

BARBER-ELLIS,  Umited 
62  Wellington  St.  W.       -      -  Toronto 

THE "GEM" WASHER 

HIGH  SPEED  FLY  WHEEL 

RAPID    ACTION  DASHER 

For  smooth  running, 

easy  working  and 

rapid  action  this  ma- chine has  no  superior. 

The  Dasher  causes 

a  great  agitation  in 
the  water,  and  the 
clothes  are  cleansed 

very  quickly. "  Gem  "  Washer 

tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 

Manufactured  by 

J.  H.  CONNOR  &  SON,  Limited 
OTTAWA ONTARIO 

2 

1 — Statements 

Another  Use  for 

Window  Envelope 

INVOICES  should  be  mailed  in  the  B-E  WIN- 
DOW ENVELOPE,  so  that  each  day's  ship- ments may  be  invoiced  before  closing  time. 

^  Nothing  speaks  more  clearly  of  clean-cut,  up- 
to-date  methods  than  the  receipt  of  invoice  before 
the  arrival  of  goods.  Nothing  bothers  "the 
trade"  so  much  as  to  have  shipments  come  in 
before  the  invoice — holds  up  delivery,  checking, 
etc.  ̂   The  B-E  Window  Envelope  does  your 
addressing  free  of  charge — with  no  labor  and  no 
delay.    The  "  Window"  does  it. 
Procurable  in  stock  to  match  regular  letter  head.  Send 
for  samples  of  this  new  envelope,  and  detziils  of  this 
modern  manner  of  mailing.    Discounts  for  quantity. 

BARBER-ELLIS,  Limited 
62  Wellington  St.  W. Toronto 
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$1,000.00
 

ON  KEN INTERCHANGCABLC 
^  '^'OOO.  WINDOW  FlXTUflE 
You  NITS IN  CASH 

Patented  1911  in  Canada,  United  States  and  Foreign  Countries 

 I  have  deposited  with  the  First  National  Bank  of  Cincinnati,  O.,  $  J  ,000.00  CASH  as  a  specia^ 
reward  to  the  Merchant,  Window  Trimmer  or  Clerk,  who  will  prove  to  me  that  I  cannot  make  500  or  more 
beautiful,  practical,  and  striking  trade-pulling  window  trims  besides  the  26  I  made  and  show  in  my  book  of 
photographs  No.  1 0. 

This  particular  set  of 

ONKEN  Interchangeable  Wood  Window  Fixture  YOUNITS 

designed  for  the  Hardware  and  Sundry  Window  Trimming. 

Cincinnati,  n  ,  ̂ 2<^i     

Pay  to  the  order  nf     'S^^CWJi  '^awtx/yvL  J^CCowtnt    $  /<DOO\ 

No.  28855 

Dollars. 

ONKEN 

YdSNfrs 

THE  OSCAR  ONKEN  CO. 

W.  H.  PHILLIPS 
Dealer  In 

HARDWARE 
Paints,  Sporting  Goods,  Cutlery,  etc. 

Mount  Carmel,  Pa.,  August  30,  1911 
THE  OSCAR  ONKEN  CO., 

Cincinatti,  Ohio 
Dear  Sirs 

In  reply  to  your  letter  would  say  I  find  tlie  set  of  ONKEN 
Wood  Window  Fixture  YOUNITS  for  tlie  display  of  hardware 
to  be  the  best  investment  I  have  ever  made  for  my  window 
displays.  It  has  increased  my  sales  wonderfully.  They  can- not be  bought  from  me  for  again  what  I  paid  for  them. 

They  certainly  do  add  to  the  appearance  of  my  windows. 
I  can  display  more  goods  and  to  a  much  better  advantage 
than  ever  before,  it  is  a  pleasure  to  arrange  a  window  dis- play with  ONKEN  YOUNIT  Fixtures. 

Yours  truly, 
W.  H.  PHILLIPS 

Special  Sets  I  Make 

Nn  10  Set  130  YOUNITS -PRICE  $55.00.  For  2  large  Hard- 1>L*,  \  \J  .-/CI  ware  and  Sundry  windows  and  inside  store  use  on  Count- 
ers and  Cases.  The  1 8  Display  Boards  are  covered  with  black  felt  each 

equipped  with  adjustable  metal  and  tilting  attachment. 

Nn  10  l/-Spf  75  YOUNITS  -PRICE  $35.00.  For  1  large l^U,  l\J  "►^Cl  Hardware  and  Sundry  window  and  inside  store use  on  counters  and  cases.  The  10  display  boards  are  covered  with  black 
felt  each  equipped  with  a  metal  adjustable  and  tilting  attachment. 

Nn  4  Spt  IIOYOUN1TS--PRICE$28.00.  This  set  is  made  for INU.  T  Oct  (he  General  Store  trade.  This  set  can  be  used  for  display- 
ing Hardware,  Groceries,  Shoes,  Clothing,  Dry  Goods,  Furnishings.  A  good 

all  round  set.  Freight  and  Duty  allowed  to  Winnipeg  and  to  all  ports  of  entry 
east  of  Winnipeg  on  the  southern  Canadian  Border. 

P','_.'  L  Made  of  Select  oak  in  one  stock  finish — Weathered  Oak — all  in I  llllbll    3  5q(j^  mellow  waxed  finish. 
Ci._-.„„„  (^kckcf    Each  set  is  put  up  in  a  hard  wood,  hinged-lid  storage iJlOI  dge  V^IlCil    chest  (oiled  finish.)    A  place  to  put  the  unused YOUNITS. 
B/^^l-  «f  P4^»oi/^r»<.  A  beautiful  book  of  photographs  shoviring  large OOk  Ot  UeSlgnS  trims  made  wilh  my  YOUNITS  sent FREE  with  each  set. 

Every  Set  Guaranteed  to  Give  Satisfaction. 
Shipments  Made  at  Once. 

Copyright  1911 TllK  FULL  KLT 
I'atented  1911 

The  above  illustration  shows  entire  set  of  No.  10  HARDWARE 
YOUNITS  comprising  150  YOUNITS  to  the  set.  There  are  18 
display  slabs  made  of  well-seasoned  oak  lumber.  All  slabs  are 
fitted  with  tilting  metal  adjustments  on  back  for  holding  them  in 
different  positions.  Kach  slab  is  covered  with  black  felt.  The 
remaining  132  VOUXITS  consist  of  BASE  BLOCKS,  UP- 

RIGHTS. (  KOSS  ARMS,  and  EXTENSION  YOUNITS,  In 
assorted  lenKt lis  and  sizes  which  will  enable  you  to  make  HUN- 

DREDS and  HUNDREDS  of  Window  Trims  and  as  many  odd and  standard  fixtures. 
You  Never  Need  a  Tool 

THE  OSCAR  ONKEN  CO. 

No.  775 

Established  32  Years 

Fourth  Avenue 

Cincinnati 

Ohio 
U.  S.  A. 
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PEASE 

WARM  AIR 

FURNACES 

Our  motto  is  not  "  How  Cheap "  but 
"  How  Good  "  can  we  make  them. 
The  result  of  practicing  this  motto  is  our 
unblemished  reputation  for  the  last  36 
years  of  producing  the  best  furnace 
in  every  way. 

"Ask  the  man  who  has  one" 

Write  for  a  copy  of  our 
new  illustrated  catalogue 

Let  our  Heating  Engineering  Department 
help  you  free  of  cost  on  any  heating  problem 
you  may  have  to  solve. 

Pease  foundry  company ■    '  UMITCO 

Toronto  Winnipeg 

Western  Representatives  : 
PEASE- WALDON  COIVIPANY,  Limited,  WINNIPEG 

166 

Every  Range  is  just  as 

good  as  the  Grate! 

And  that  is  the  chief  reason  why 

you  should  stock  and  recommend  the 

"Champion"  Range 
with  the  famous  "Champion" 
Grate.      This   grate    gives  better 

"OVEN  DOOR" 

"SPRINGS" 

|_TAV1NG  trouble  ? 
"  "     Well,  try  us — 

THAT'S  all. 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

combustion  than  any  other,  be- 
cause it  is  more  open  and  more 

easii}'  shaken.  The  cross-wise,  non- 
warping  bars  prove  an  irresistible 
selling  feature. 

SEND  FOR  CATALOGUE  TO-DAY 

D.  J.  BARKER  &  CO. 

PICTON,  ONT. 

COWAN  &  BRITTON 

HINGES— BUTTS— HARDWARE 

UNIFORM  DEPENDABLE  QUALITY 

The  cost  of  Cowan  &  Britton  goods  is  about  the  same  as  that  paid  for  inferior 
lines.    Specify  Cowan  &  Britton  make  when  ordering  from  your  jobber. 

FACTORY  AND  HEAD  OFFICE GANANOQUE,  CANADA 
W„.t„^  D^™  /D.  PHILIP,  291i  Portage  Ave.,  Winnipeg. Western  Representatives  j      OGILVIE.  P.O.  Box  1259,  vkncouver,  B.C. 

Look  for  the  above  brand 
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The  Enterprise  Prince 

Steel  Range  is  the  Big  Trade  Winner 

in  the  Canadian  Stove  Trade 

Specially  adapted  for  Western  trade 

Just  what  the  up-to-date  dealer  wants,  viz.,  a 

high-class  range  at  a  moderate  price. 

The  Prince  has  very  large  flues,  and  a  fire 

box  just  the  right  size  and  shape  for  quick 

operation,  and  great  economy  in  fuel. 

In  appearance  and  finish  it  leaves 
nothing  to  be  desired.  The  design 

is  chaste  and  simple  and  in  accord- 
ance with  modern  ideas. 

Note  some  of  the  special  features : 

Oven  Thermometer 

Key  Plate  Top 

Controller  Damper 

Pouch  Feed 

Duplex  Grate 
Contact  Reservoir 

Made  in  four  sizes: 

Nos.  8-14;    8-16;    8-18;  9-18. 

Ask  for  special  circular,  which  illustrates  and  fully  de- 

scribes this   beautiful  range  which  has  been  on  the 

market  only  one  year,  but  in  that  time  has  developed  a  demand  which  has  been  a  surprise  both 

to  ourselves  and  our  agents. 

You  will  be  interested  in  it.       Drop  us  a  line 

The  price  is  right. 

THE  ENTERPRISE  FOUNDRY  COMPANY 

Makers  of  High  Grade  Ranges  and  Furnaces 

SACKVILLE  NEW  BRUNSWICK 
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The  Hercules  Step  Ladder 

No  other  ladder  made  of  equal  strength 

A  splendid  line  for  retailers  to  push — one  they  can 
guarantee  to  give  satisfaction,  it  being  made  right,  by 
experienced  men. 

The  "Hercules"  is  made  in 
lengths  from  4  to  10  feet  and 
in  extra  heavy  stock  up  to  16 
feet. 

For  the  housewife,  electrician 
or  mill  owTier  it  has 

no  equal  on  any  mar- 
ket. 

Stratford 

Manufacturing 

Co.,  Limited 

STRATFORD 
ONTARIO 

Quality  sells  our  Glass 

When  buying  Window  Glass,  see 

that  you  get  the  world-wide  brand 

Manufacturers  of  all  kinds  of  British 

Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 

Cast,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 
MONTREAL 
WINNIPEG 

TORONTO 
VANCOUVER 

Works: — St.  Helens,  England 

BURMAN'S CLIPPERS 

Bring  Repeat  Orders 

and  are  rapid  sellers  on  account 
of  construction,  finish  and  price. 
A  sale  of  one  of  these  clippers 

represents  another  satisfied 
customer  —  who  will  come  back 

again  for  this    and    other  lines. 

It2Pays  to  Handle  Burman's 

Hand  Clippers,  Power  Clippers,  Clippers  of  all  Kinds 

Large  Stock        Prompt  Shipments        Spare  Parts 

Order  through  ̂ our  jobber  or  direct. 

Sole  Agents  for  Canada 

B.  &  S.  H.  THOMPSON  &  CO.,  Limited,  Montreal 
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BUILDERS 

HARDWARE 

WITH  A 

REPUTATION 

CRESCENT 

Hinges,  Butts,  Staples,  Latches,  Gate  Hooks, 

Parlor  Door  Hangers,  Barn  Door  Hangers, 

Corrugated  Strap  and  Tee  Hinges,  and  Light, 

Med  ium  and  Heavy  Strap  and  Tee  Hinges 

CANADA  STEEL  GOODS  CO.,  Limited 

HAMILTON,  -  -  ONTARIO 

Wright's  Nestable  Galvanized  Garbage  Pails With  Pressed  Covers 

These  Pails  nest  snugly,  and  are  shipped  in  a  good. 
Pails  cannot  possibly  be  damaged  and  the  out- 

side Pail  is  well  protected. 
This  method  of  packing  and  shipping  is  the  most 
perfect  yet  devised  for  this  class  of  goods. 
Weight  of  nest  crated,  35  lbs. 
Household- 

ers have  fre- 
quent uses  for 

these  Pails, 
and  every 
dealer  should 
have  them  in 
stock.  We 
recomm  end 
pure  h  a  sing 
them  in  nests 
as  giving  a 
better  assort- 
m  e  n  t,  and 
assuring  de- 

livery in 
perfect  con- 

dition, but 
they  are  sold 
singly  as 
well. 

Write 
for  Prices 
or  for 
Sarrtple 
Lot. 

strong  crate.    The  two  inside 

No.  3 
Height  of  Pail,  less  cover,  18  in. 
Diam.  "  "  "  15  in. 
Weight  tincrated,  each  12  lbs. 

Height  of  Pail,  less  cover,  16  in. 
Diam.  "  •'  "  13J  in. 
Weight  uncrated,  each  10  lbs. 

No.  1 

Height  of  Pail,  less  cover,  14  in. 
Diam.  "  "  "  12  in. 
\\' eight  lui crated,  each  8  lbs. 

The  Blue  Stripe 

At  a  slight  additional  cost  we 
supply  these  Pails  striped  with  a 
broad  blue  band,  which  makes 
them  a  greater  attraction  to  the 
buyer. 

E.  T.  WRIGHT  &  CO. 
(H.  G.  WRIGHT) 

HAMILTON  CANADA 

Winnipeg  distributing  agents,  Merrick-Anderson  Co.    Winnipeg  agents,  W.  Reynolds  &  Co. 
Vancouver  distributing  agents.  MacPherson  &  Teelzel    Toronto  agent,  F.  B.  Wilson,  33  Mailland  St. 
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Slccpmeter 

Height  7  inches.  -  Dial  4  Yi  inches. 
Rings  steadily  fir  5  minutes.,  intermittently  for  10. 

HALF  a  dozen  Big  Ben  in  you
r  store 

window  will  add  life  and  ginger  to 

the  brightest  display. 

With  every  half  dozen  you'll  get  a  com- 
plete set  of  Window  Display  Helps.  If 

you  make  it  a  full  dozen  order,  you'll  get 
a  solid  mahogany  display  stand  and  two 

sets  of  display  'helps. 

Big  Ben  advertisements  are  appearing  in 

the  leading  Canadian  Magazines  and  in  all 

the  United  States  Magazines  having  a  Can- 
adian circulation. 

The  retail  Canadian  price  has  been  fixed  at  $3.00.  You 
may  sell  him  for  more  if  you  wish  but  you  may  not  sell  him 
for  less, 

Big  Ben  IS  carried  in  stock  by  53  Cana<iian  wholesalers. 
The  publishers  of  this  magazine  will  send  you  the  list 
on  request. 

In  broken  and  dozen  lots,  $2.20  less  5%.    In  case  lots  of  24,  $2.10  less  5  %, 

The  Western  Clock  Mfg.  Co. 

La  Salle,  Illinois 
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Hardware  As  a  manufacturer  of  articles 
Manufacturing  appertaining  to  the  liardware 
inCanada.  trade  Canada  is  gradually  as- 

suming a  position  of  no  small 
importance.  All  the  manufacturers  of  hardware  were 
by  no  means  represented  at  the  exhibition  at  Guelph, 
but  those  that  were  there  were  sufficiently  representa- 

tive to  give  one  an  idea  both  of  the  diversity  and  the 
growing  importance  of  the  industry. 

Elsewhere  in  this  issue  we  publish  a  number  of  let- 
ters from  retail  hardware  merchants  who  attended 

the  convention,  and  it  is  quite  evident  that  they  ap- 
preciated the  educational  value  of  the  exhibition.  In 

some  instances  it  was  confessed  that  they  discovered 
for  the  first  time  that  certain  articles  were  manufac-, 
tured  in  Canada. 

The  association  of  manufacturers  which  will  here- 
after have  charge  of  the  exhibits'  are,  we  believe,  pos- 

sessed with  the  importance  of  their  organization  as  a 
factor  in  acquainting,  not  only  the  wholesale  and  re- 

tail hardware  trade  of  Canada,  but  of  the  great  mass 
of  Canadians  as  well,  with  the  development  which  is 
talking  place  in  the  hardware  manufacturing  indus- 

try. This  fact  we  may  expect  to  see  reflected  in  the 
next  exhibition. 

Don't  kick  your  competitor.     Your  friejids 
may  think  he  is  knocking  you  out. 

Hardware  Exhibits 
on  Wheels. 

One  of  the  purposes  of  the 
Canadian  Hardware  Manu- 

facturers' Exhibitors,  Limited, 
is  to  conduct  exhibitions  in  various  parts  of  Canada 
to  develop  increased  interest  in  Canadian  made  goods. 
Exhibitions  have  already  been  held  in  Ontario  and 
Quebec  and  it  is  possil^le  that  others  may  be  arranged 
later  on  at  Winnipeg  and  other  place. 

If  an  exhibition  is  good  for  one  year  and  one  dis- 
trict, it  ought  to  be  equally  valuable  to  maintain  reg- 
ular displays  in  the  larger  business  centres  through- 

out the  Dominion.  And  it  may  even  be  found  advis- 
al)le  to  go  further  and  arrange  a  hardware  exhibition 
on  wheels,  starting  a  train  at  Halifax  and  taking  it 
across  the  continent  to  Vancouver,  visiting  as  many 
business  centres  as  possible,  and  inviting  retail  hard- 

ware men  in  the  districts  visited  to  inspect  the  dis- 
plays and  attend  the  meetings  arranged  in  the  places visited. 

The  central  thought  of  the  new  hardware  manufac- 
turers' organization  will  be  to  encourage  the  purchase 

of  Canadian  made  products.  As  F.  M.  Tobin  said  at 

Montreal  last  week:  "Any  article  well  made  at  home 
has  no  equal  in  the  whole  world."  That  is  a  truth 
which  every  hardware  jobber  and  retailer  should  pass 
on  to  their  buyers  and  salesmen  as  a  motto  to  follow 
in  their  daily  work. 

But  Canada  is  growing  rapidly  and  scores  of  indus- 
tries which  were  "foreign"  last  year  are  or  will  be 

"Canadian"  next  year.  The  line  should  not,  there-t 
fore,  be  drawn  too  closely  at  hardware  exhibitions, 
and  where  a  foreign  manufacturer  of  shears,  for  ex- 

ample, a  line  which  is  not  competitive  to  any  estab- 
lished Canadian  industry,  desires  to  exhibit  in  order 

to  increase  the  volume  of  his  trade  in  this  country, 
it  would  be  better  to  extend  a  welcome  hand  and 

assist  in  making  it  possible  for  the  foreign  manufac- 
turer to  secure  enough  trade  to  warrant  the  establish- 
ment of  another  Canadian  industry. 

Spring  time  is  a  good  time  to  look  for  cobwebs 
in  the  brain  as  well  as  for  cobwebs  itt  the store. 

Discourtesy  Most  forms  of  taxation  have 
a  Tax.  objections  of  some  kind  sur- 

rounding them.  But  the  worst 
form  of  taxation  that  any  business  man  can  contend 
with  is  that  on  discourtesy. 

The  tax  on  discourtesy  is  dissatisfied  customers  and 
diminished  business.  In  some  instances  it  leads  to  in- 

solvency.   One  thing  is  certain,  it  never  pays. 
But,  unlike  many  other  forms  of  taxation  it  can  be 

eliminated  at  will.  And  its  dangerous  character  de- 
mands' that  it  should  be  eliminated.  No  one  should 

be  retained  in  a  store  who  is  not  courteous  to  cus- 
tomers under  all  conditions. 

There  may  be  discourteous  customers,  but  there 
should  never  be  discom-tcMius  clerkvS'.  A  clerk  Avho  is 
discourteous  is  a  liability,  not  an  asset  to  a  business, 
and  should  be  dismissed  no  matter  how  efficient  he 
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otherwise  may  be,  if  he  persists  m  taxing  the  busi- 
ness with  his  unbusinesslike  practice. 

Just  as  water  will  eventually  wear  down  the  rough- 
est stone  so  courtesy  Avill  finally  smooth  down  the 

ruffles  of  the  most  discourteous  customer. 

To  he  afraid  of  ones  competitors  is  really  to 

be  skeptical  of  one' s  own  ability. 

Wholesalers  The    discussion    which  took 

Selling  to  place  at  one  of  the  sessions  of 
Blacksmiths.  the  Retail  Hardware  Associa- 

tion in  Guelph  over  the  mat- 
ter of  wholesalers  and  manufacturers  selling  to  black- 

smiths and  others  not  legitimate  retail  hardwaremen 
will  no  doubt  be  productive  of  good. 

As  a  rule  manufacturers  and  wholesalers  are  (lis-( 
posed  to  do  the  right  thing.  If  for  no  other  reason, 
they  naturally  do  so  because  it  pays  them.  That  there 
are  exceptions  to  this  rule  we  all  know.  But  it  is  the 
exception  that  proves  the  rule. 
Where  there  are  departures  from  the  rule  it  is  only 

right  and  proper  that  the  attention  of  the  offending 
house  should  be  drawn  to  the  matter,  either  direct  or 
through  the  secretary  of  the  Association.  It  is  better 
for  all  concerned.  The  fact  that  at  least  some  of  the 
departures  from  the  regular  beaten  retail  path  are 
explainable  makes  it  all  the  more  necessary  that  at- 

tention should  be  drawn  to  the  matter.  On  the  other 
hand  a  grievance,  whether  real  or  fancied,  only  grows 
as  time  goes  on  unless  some  effort  is  made  to  the  re- 

move it.  And  this  is  not  conducive  to  the  Avelfare  of 
either  retail,  wholesale  or  manufacturing  interest. 

It  is  usually  better  to  ventilate  a  grievance  than  to 
allow  it  to  quietly  effervesce,  particularly  when  by 
ventilation  it  is  often  dissipated. 

Gather  up  your  ideas  for  the  retailers'  co?i- 
vention  and  distribute  them  among  your  fellon) 
members.     He  who  gives  receives. 

Agreeable  Kind  A  retailer  in  Toronto  recently 

of  Nig-ht  Work.  asked  his  clerks  if  it  would  be 
possible  for  them  to  work  a 

little  overtime  on  a  certain  night.  He  made  the  ap- 
peal to  them  individually  and  in  a  manner  that  in- 

timated that  it  was  entirely  at  their  discretion  as  to 
whether  they  complied  or  not.  One  or  two  made  up 
their  minds  that  there  Avould  be  no  night  work  for 
them. 

When  the  usually  closing  hour  arrived  those  who 
had  remained  behind  as  requested  were  informed  that 

the  "night  work"  was  merely  to  assemble  at  a  restaur- 
ant and  partake  of  dinner  with  their  employer,  and, 

afterwards,  over  their  coffee  and  cigars,  discuss  in  an 
informal  way  matters  appertaining  to  the  business  of 
the  firm.  Naturally  this  was  a  kind  of  night  work  that 
appealed  to  them  all.  They  had  a  good  time  and  the 
enthusiasm  and  the  ideas  which  were  developed  more 
than  repaid  the  retailer  for  the  dollars  he  had  ex- 
pended. 

The  idea  is  not  new.  Many  merchants  and  manu- 
facturers employ  it  at  regular  periods.  But  it  is  not 

as  general  as  it  might  be.  When  away  from  the  store, 
warehouse  or  factory,  a  function  of  tliis  kind  develops 
a  free  and  easy  spirit,  under  the  spell  of  which  ex- 

pression is  given  to  ideas  which  have  hitherto  lain 
dormant. 

It  is  a  profitable  Avay  to  get  up  steam.  Try  it,  even 
if  your  business  is  so  small  that  you  employ  only  one 
clerk. 

THE  MANUFACTURERS'  ORGANIZATION. 
By  W.  L.  Edmonds,  Managing  Editor 

That  there  must  ultimately  have  been  a  divorce  of 
the  management  of  the  exhibition  of  manufacturers 

appertaining  to  the  hardware  trade  at  the  annual  con- 
vention of  the  Retail  Hardware  Association  from  that 

of  the  officers  of  the  latter  must  have  been  obvious  to 

everyone  who  gave  the  matter  consideration. 

At  the  inception  of  the  Association  and  the  exhibi- 
tion, which  was  the  concomitant  of  it,  it  was  scarcely 

possible  to  separate  the  management.  Had  there  been 
no  Retail  Hardware  Association  there  would  have 
been  no  exhibition  of  hardware  mamifactures.  It 

necessarily  follows  that  the  promoters  of  the  one  must 
he  the  parents  of  the  other. 

But  both  have  pas*sed  the  initial  stage.  And  it  was 
made  quite  obvious  at  the  Guelph  convention  that  in 
the  process  of  evolution  a  point  had  been  reached 
where  the  control  of  the  exhibition  must  pass  from 
the  hands  of  the  officers  of  the  retail  organization. 

The  fact  that  the  exhibition  had  assumed  such  pro- 
portions made  it  obvious  to  the  members  of  the  retail 

association,  as  well  as  to  the  exhibitors  themselves, 
that  responsibility  for  its  success  shoTild  now  rest  upon 
the  shoulders  of  those  directly  concerned.  When, 
therefore,  the  latter  offered  to  assume  the  responsibility 
of  hereafter  managing  the  annual  exhibition,  and  of 

forming  an  incorporated  company  for  the  purpose  of 
doing  so,  it  was  gladly  and  unanimously  accepted  by 

the  retailers'  association. 

The  change  may  confidently  be  expected  to  be  con- 
ducive to  the  welfare  of  both  the  Retail  Hardware 

Association  and  the  manufacturers'  exhibition.'  The officers  of  the  former  Avill  have  more  time  at  their 
disposal  for  looking  after  the  immediate  affairs  of 
their  own  association  and  relieve  them  at  the  same 
time  of  a  good  deal  of  responsibility  and  worry.  On 
the  other  hand,  the  exhibition,  being  under  the  con- 

trol of  an  incorporated  company,  may  be  expected  to 
possess  greater  possibilities  of  permanency  and  at  the 
same  time  greater  powers  of  attraction  when  the  an- 

nual convention  of  the  Retail  Association  is  being 
held. 

That  the  tAvo  features  of  the  annual  convention  must 
ultimately  become  separated  Avas  natural.  The  officers 
of  the  Association  did  their  Avork  Avell,  but  as  the  tAvo 
grcAV  in  importance  it  became  more  and  more  imper- 

ative that  each  should  be  under  separate  management. 
It  Avas  no  more  to  be  expected  that  the  officers  of 
the  Retail  Association  coiild  continue  to  manage  the 
exhibition  AA'hen  it  got  beyond  its  incipient  stage  than 
that  the  exhibitors  could  control  and  manage  the  re- 

tail organiration.  That  has  been  the  experience,  at 

any  rate  in  the  TTnited  States,  AA^here  they  have  had 
more  experience  than  Ave  have  in  Canada  in  such  mat- 

ters. Probably  one  of  the  best  examples  of  this  is 

the  American  Foundrymen's  Association,  at  the  an- 
nual conventions  of  Avhich  the  exhibition  and  the  con- 

vention proper  are  noAV  run  under  separate  and  dis- 
tinct management,  to  the  undoubted  advantage  of both. 

While  the  tAvo  branches  of  the  eouA^ention  are  noAV 
separated,  neither  Avill  in  reality  Avork  separately. 
They  Avill  travel  together  arm-in-arm.  At  any  rate 
that  is  the  spirit  AA^hich  actuates  all  concerned. 



Seventh  Annual  Convention  of  Ontario  Hardwaremen 

Blizzard  ties  up  train  service  and  prevents  scores  from  attending — 
About  150  retailers  present— Exhibition  the  largest  yet  held— Manu- 

facturers form  a  company  to  conduct  Exhibitions  and  co-operate 
with  Retail  Association— Old  officers  re-elected— Hamilton  next  year 

THE  Guelph   convention    of  the  Ontario  Reta
il 

Hardware  and  Stove  Dealers'  Association,  held 
on  February  19  to  23,  was  in  many  respects  the 
most  important  of  the  seven  annual  gatherings 

held  under  the  auspices  of  that  organization,  while  it 
also  had  many  discouraging  features. 

The  attendance  of  retailers  fell  short  of  both  the 
London  and  Peterboro  conventions  owing  to  the  bliz- 

zard which  tied  up  the  railways  in  all  parts  of  On- 
tario on  the  last  three  days  of  the  convention.  Over 

100  retailers  arrived 

on  Monday  and  Tues- 
day, and  by  Friday 

the  number  had 
climbed  to  about  150, 
but  this  was  far 
below  the  niTmber 
expected,  and  the 
exhibitors  who  had 

spent  thousands  of 
dollars  in  getting  to- 

gether the  largest 
hardware  show  ever 
seen  in  Canada  were 

naturally  disappoint- 
ed at  the  small  num- 

ber of  visitors. 
It  is  interesting  to 

mote,  however,  that 
the  Association 
membership  shows 
an  increase  this  year 

over  last,  the  num- 
ber of  paid  up  re- 

tailers in  January 
and  Febmary  of  this 
year  exceeding  all 
of  last  year  by 
about  twenty.  This 
augers  well  for  the 
fiiture  of  the  Asso- 

ciation, especially  as 

new  plans  were  for- 
mulated at  the 

Guelph  gathering 
which  places  both 
the  Association  and 
the  Exhibition  on  a 

The  Guelph  Convention  Badge.  700 
of  these  were  supplied  by  the  Tayloi-- Forbes  Company,  and  the  supply  soon became  exhausted. 

much  more  sound  foundation  than  ever  before. 

Hardware  Manufacturers  Organize. 

At  various  times  during  the  past  couple  of  years 
the  formation  of  a  committee  of  exhibitors  has  been 

discussed.  ])ut  as  the  Retail  Association  was  handling 

the  exhibitions  successfully  no  action  was  taken.  This 

vear,  however,  the  Exhibition  was  held  under  tAvo  ser- 
ious drawbacks,  a  cold  hall  and  a  small  attendance, 

and  the  time  Avas  opportune  for  the  manufacturers^  to 

organire  to  co-operate  with  the  retailers  by  assisting 
in  handling  their  part  of  the  annual  gathering. 

At  Peterlioro  last  year  a  change  was  made  from  the 

nsr.al  procedure.      Instead  of  leaving  to  the  Retail 

Executive  to  decide  upon  the  place  of  holding  the 
1912  convention  the  convention  itself  decided  upon 
(xuelph.  The  Executive,  therefore,  visited  Guelph  last 
April,  and  being  promised  that  the  Winter  Fair  build- 

ing would  be  well  heated,  they  accepted  it  as  the  only 
building  available. 

Manufacturers  were  invited  to  make  displays,  the 
ground  plan  showing  larger  aisles  and  larger  booths 
than  in  previous  years,  and  the  number  of  exhibitors 
increased  nearly  fifty  per  cent,  over  100  booths  being 
occupied,  some  firms  using  as  many  as  four  booths. 

But  the  building  couldn't  be  heated,  the  roof  leaked 
and  when  the  blizzard  arrived  the  snow  blew  in — no 
wonder  some  exhibitors  became  disheartened  while 
those  inclined  to  wield  the  hammer  did  some  vigorous knocking. 

The  situation  was  dangerous  and  the  work  of  years 
might  have  been  largely  undone  had  it  not  been  for 
the  wisdom  and  cool  action  of  those  exhibitors  who 
had  had  the  forethought  to  prepare  for  just  such  a 
situation.  The  exhibitors  were  called  together,  and 
under  the  chairmanship  of  F.  M.  Tobin,  of  the  Tobin 
Arms  Manufacturing  Company,  Woodstock,  a  definite 
organization  was  perfected  to  be  known  as  the  Can- 

adian Hardware  Manufacturers  Exhibitors,  Tiimited, 
and  a  strong  set  of  officers  were  chosen  headed  by  A. 
A.  Bittues,  managing  director  of  the  Gillette  Safety 
Razor  Co.,  Montreal,  as  president.  Committees  were 
also  appointed  and  conferences  held  with  the  executive 
of  the  Retail  Association. 

"We  have  formed  a  company  to  conduct  fiiture 
hardware  exhibitions,"  said  the  exhibitors'  committee, 
"and  we  want  to  co-operate  with  you  in  increasing 
the  interest  and  attendance  at  these  gatherings.  We 
ask  that  you  turn  over  to  us  the  management  of  the 
exhibition.  This  will  relieve  your  officers  of  a  great 
deal  of  detail  work  and  make  it  possible  for  you  to 
give  more  atteiition  to  your  convention  meetings.  In 
return  we  will  provide  a  program  of  entertainment 
and  our  travellers  will  urge  their  customers  to  attend 
the  convention  whether  they  are  members  of  the  As- 

sociation or  not.  It  Avill  then  be  up  to  yon  to  show 
them  that  it  will  be  worth  their  Avhile  to  join  your 
Association. 

The  Retailers  Concurred. 

The  retailers  expressed  their  approval  of  the  plan 
and  their  willingness  to  turn  OA^er  the  exhibition  fea- 

ture to  the  manufacturers.  While  it  meant  a  loss  of 
revenue  it  Avould  be  a  great  relief  to  the  Secretary 

and  those  assisting  him.  "The  loss  can  easily  be 
made  up  in  increased  membership  fees,"  they  replied, 
"as  if  your  travellers  all  become  boosters,  scores  of 
retailers  aa'Iio  have  never  attended  our  conventions 

will  come,  and  aa'c  can  get  them  interested  in  our 
work  and  discussions." 

The  proposition  Avas  put  to  the  convention  and  met 
Avith  unanimous  approA'al  so  that  the  danger  point 
was  successfully  passed,  and  instead  of  a  split  devel- 

oping, retailers  and  exhibitors  Avent  home  determined 
to  Avork  and  boost  to  make  the  1913  convention  double 
or  triple  the  size  of  the  1912  gathering. 
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Local  Arrangements. 

Aside  from  their  failure  to  properly  heat  the  Ex- 
hibition Hall  the  arrangements  made  by  the  Guelph 

civic  officials  and  hardwaremen  were  excellent.  The 

City  Hall  was  handed  over  to  the  hardM^aremen  and 
it  made  a  splendid  meeting  hall  and  business  office. 
The  City  Council  also  tendered  a  luncheon  on  Wednes- 

day noon  to  the  Executive  of  the  Association  and  to 
the  exhibitors,  this  being  the  first  time  the  Association 
has  been  thus  honored. 

Hotel  accommodation  was  good,  few  complaints  be- 
ing heard  of  over  crowding,  a  large  number  having 

secured  accommodation  in  private  houses.  Had  an- 
other hundred  retailers  attended,  however,  the  hotels 

would  have  been  overtaxed,  so  it  must  be  recognized 
that  if  larger  conventions  are  desired  the  convention 
must  be  held  in  either  Toronto.  Hamilton,  London  or 
Ottawa. 

Admission  Tickets  for  Mechanics. 

Three  thousand  complimentary  tickets  of  admittance 
to  the  Exhibition  Hall  were  distributed  in  advance 

fine  window  trims  of  Martin-Senour,  Lowe  Bros.,  and 
Sherwin-Williams'  paints,  Atkins'  saws,  stoves  and 
enamelware  were  shown  in  the  local  stores,  but  lack 
of  judgment  Avas  evidenced  when  a  display  of  foreign 
made  tools,  bearing  the  special  brand  of  a  United 
States  jobbing  house,  was  displayed  in  a  local  hard- 

ware store.  The  trim  was  a  good  one  but  it  was  un- 
timely. Equally  poor  judgment  was  shown  by  an- 

other local  hardwareman  who  gave  the  use  of  one  of 
his  windows  to  a  safety  razor  manufacturer  who 
should  have  made  his  display  in  the  Exhibition  Hall 
rather  than  trying  to  secure  cheap  advertising  in  local 
store  windows  or  hotel  corridors. 

Convention  Meetings. 
The  meetings  of  the  convention  on  Tuesday,  Wed- 

nesday and  Thursday  afternoons,  and  the  Question 
Box  discussion  on  Wednesday  night,  were  all  inter- 

esting gatherings,  though  they  lacked  much  of  the 
"snap"  of  the  Peterboro  convention. 

The  Wednesday  afternoon  and  evening  sessions 
were  probably  the  most  interesting,  the  discussion  on 

OFFICERS  OF  ONTARIO  EXECUTIVE.  PHOTOGRAPHED  AT  MOXTREAL 
President,  M.  S.  Madole  (seated)  ;  Secretary,  Weston  Wrigley  ;  2nd  Vice,  W.  F.;Maci)herson  :  Treasurer, 

John  (iaslor;  1st  Vice,  H.  Occomore;  and  Fred  C.  Lariviere.  President  Hardware  Association,  Montreal 
(seated,  on  right);  Secretary,  J.  A.  Beaudry,  of  the  Montreal  Association,  could  not  be  i)resent,  but  he  is 
represented  by  his  paper,  "Le  Prix  Courant,"  the  official  journal  of  tlic  Retail  Merchants'  Association,  in Quebec  Province. 

to  the  mechanics  at  the  local  factories  and  to  cus- 
tomers of  the  local  hardware  stores,  and  the  Exhibi- 

tion was  thrown  open  to  the  public  on  three  occa- 
sions, large  crowds  attending  on  each  occasion. 

The  Taylor-Forbes  Plant. 

The  big  Taylor-Forbes  plant  was  thrown  open  to 
visitors  and  a  staff  of  about  twenty  were  constantly 
at  the  service  of  the  visitors,  John  M.,  Adam,  Capt. 
Jim  and  John  M.  Taylor,  Junior,  proving  themselves 
the  best  of  good  fellows,  working  double  shift  in 
looking  after  the  welfare  of  their  retail,  jobbing  and 
manufacturing  friends. 

A  word  of  criticism  may  be  in  place  here.  Some 

"Retail  Salesmanship"  in  the  afternoon  being  one  of 
the  best  features  of  any  convention  yet  held.  Mr. 
Holt  Gurney  held  the  attention  of  his  hearers  and 
answered  questions  for  fully  an  hour,  Milton  Bergey 
following  with  a  very  practical  talk  on  paint  retail- 

ing. Ed.  Wanless,  of  Chatham,  who  recently  polled 
a  remarkable  vote  in  the  aldermanic  election  in  his 
city,  handled  the  Question  Box  discussion  splendidly. 
Fred  C.  Lariviere 's  talk  on  "Waste  in  Hardware 

Stores,"  and  W.  G.  Wright's  address  on  "How  to  Im- 
prove Fire  Insurance  Risks,"  Avere  features  of  Thurs- 
day's session. 

The  smoking  concert  on  Tuesday  night  and  the  card 
party  on  Thursday  night  Avere  generally  enjoyed,  al- 
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though  the  point  was  made  by  several  that  Tuesday 
night  would  have  been  more  profitable  if  it  had  been 
made  a  second  question  box  night. 
A  local  committee,  with  Thomas  Keatinge,  of  the 

Bond  Hardware  Company,  as  chairman,  and  Herb. 
Penfold,  as  Secretary,  handled  the  card  party  very 
acceptably. 

The  New  Executive. 

Only  two  changes  were  made  in  the  list  of  officers. 
Past  President  Chown  and  R.  H.  Blackmore  being  re- 

placed by  Ed.  Wanles's,  Chatham,  and  Fred  W.  Otton, 
Barrie,  the  latter  being  one  of  the  charter  members  of 
the  Association. 

The  Nominating  Committee  reported  on  Wednesday 
and  additional  nominations  were  called  for  at  both 
Wednesday  and  Thursday  afternoon  sessions,  but  the 

committee's  report  was  adopted  unanimously. 
Western  Ontario  is  represented  by  officers  from 

Guelph,  Chatham  and  Tillsonburg ;  Eastern  Ontario  by 
Napanee,  Gananoque  and  Prescott,  and  Northern  On- 

tario by  Barrie,  Orillia  and  New  Liskeard,  the  treas- 
urer, secretary  and  auditors  being  located  in  Toronto. 

It  was  practically  decided  that  next  year's  conven- 
tion would  be  held  at  Hamilton,  the  exhibitors  having 

expressed  themselves  as  opposed  to  making  displays 
in  cities  of  less  than  40,000  population. 

The  Convention  Daily. 

A  daily  paper,  eight  pages  in  size,  and  giving  al- 
most verbatim  reports  of  the  convention  meetings  and 

addresses  delivered,  together  with  lists  of  those  in 
attendance,  was  published  every  morning  at  Guelph 
by  the  Canadian  Hardware,  Stove  and  Paint  Journal. 

VOLUME  I  DAILY  EDITION-SECOND  YEAR  NUMBEJ< 

The  Convention  Daily  which  kept  all  present 
posted  regarding-  the  Convention  doings 

In  addition  to  distributing  the  dailies  free  at  the 

hotels,  railway  stations,  and  in  the  Exhibition  Hall 

each  morning,  copies  were  mailed  to  hardware  job- 
bers and  retailers  throughout  Ontario  to  keep  them 

posted  regarding  the  doings  of  the  convention. 

The  convention  daily  was  also  published  by  Canadian 

Hardware,  Stove  and  Paint  Journal  at  the  Peterboro 
convention  last  year. 

DAILY  PROCEEDINGS 

The  opening  session  of  the  convention  was  held  in 
the  Council  Chamber  of  the  City  Hall  at  2.15  Tuesday, 
with  President  R.  C.  Chown  in  tihe  chair. 

In  a  few  words.  President  Chown  called  the  meet- 
ing to  order  and  then  the  choir  followed  by  the  sing- 

ing of  a  few  songs,  in  which  P.  C.  Lariviere's  deep 
bas's  voice  could  be  heard  strongly  above  the  rest. 

The  Civic  Welcome. 

Mayor  Thorpe  extended,  on  behalf  of  the  city  of 
Guelph,  a  hearty  welcome  to  the  Royal  City.  He 
hoped  the  convention  would  be  a  success  and  assured 
the  members  that  the  City  Council  would  do  all  in 
their  power  to  give  any  assistance  necessary. 

"In  conclusion,  let  me  say  that  the  city  that  secures 
your  convention  of  next  year  should  be  proud  that 
they  are  able  to  secure  such  a  fine  body  of  men  as 

represent  your  association." Aid.  Howard,  chairman  of  the  Reception  Committee, 
spoke  a  few  words  and  reiterated  the  sentiments  of 
Mayor  Thorpe.  He  referred  to  the  good  prospects  of 
this  country,  and  stated  that  this  was  due  to  the  fact 
that  hardware  men  and  other  tradesmen  had  put  their 
noses  to  the  wheel  and  worked  hard  to  bring  Canada 
up  to  its  present  high  status. 

Aid.  Lawson,  Carter  and  Mahoney  spoke  a  few 
words  and  referred  to  the  advertising  Guelph  would 
get  from  the  meeting  here.  Aid.  Carter  stated  he 
hoped  the  visiting  hardware  men  would  leave  Guelph 
with  all  kind  thoughts  of  the  city.  Aid.  Mahoney  ex- 

tended an  invitation  to  come  back  again  and  assured 
the  members  they  would  be  given  an  even  better  time 
than  this  year. 

Messrs.  M.  S.  Madole  and  Wm.  Magladery  replied 
on  behalf  of  the  Association,  and  thanked  the  civic 
officials  for  their  very  hearty  welcome.  Mr.  Madole 
referred  in  a  few  words  to  the  high  place  Canada 
holds  in  the  countries  of  the  world,  and  to  the  import- 

ance of  the  city  of  Guelph. 
On  motion  of  the  President,  the  members  present 

stood  and  gave  three  rousing  cheers,  followed  by  the 

singing  of  "For  they  are  jolly  good  fellows." 
The  Absentees. 

Letters  regretting  their  inability  to  be  at  the  con- 
vention were  read  from  the  following:  Messrs.  Jas.  G. 

Lewis,  Montreal,  and  Robt.  Hobson,  Steel  Co.  of  Can- 
ada, Montreal;  A.  Jeanette,  President,  Canadian 

Wholesale  Association,  Montreal;  D.  Howden,  Lon- 
don; C.  A.  Whitwam,  Hobbs  Hardware  Co.,  London; 

Peleg  Howland,  H.  S.  Howland,  Sons  &  Co.,  Toronto; 
Major  Currie,  M.P.,  Collingwood:  Thos.  Marshall,  M. 
P.P.,  Dunnville;  Rich.  Plain,  M.P.,  Brampton;  A.  E. 
Kemp,  M.P.P.,  Toronto;  A.  E.  Gilverson,  Rice  Lewis 
Co.,  Toronto;  S.  R.  Kennedy,  Kennedy  Hardware  Co., 
Toronto ;W.M.  Gartshore,  MeClary  Mfg.  Co.,  London; 

J.  Walton  Peart,  Regina;  C.  C.  Ballantyne,  Sherwin- 

Williams  Co.,  Montreal;  S.  H.  Alexander,  Wood  Val- 
lance  Co.,  Hamilton ;  Arthur  F.  Hatch,  Hamilton ;  and 

Col.  J.  B.  MacLean,  Toronto. 
A  telegram  was  read  from  A.  A.  Bittues,  managing 

director  of  Gillette  Safety  Ra«or  Co.,  Montreal.  _  Mr. 

Bittues  recently  met  with  an  unfortunate  accident, 

breaking  his  ankle  in  a  fall.    He  extended  a  cordial 
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inviation  to  all  members  of  the  Association  to  attend 
the  coming  exhibition  in  Montreal.  The  secretary,  in 
return,  sent  a  lettergram  to  Mr.  Bittues,  under  instruc- 

tions from  the  Executive. 

Wholesalers  Promise  Help. 

Jas.  Hardy,  secretary  of  the  Canadian  "Wholesale Hardware  Association,  stated  that  his  Association  is 
realizing  more  and  more  the  importance  of  these  an- 

nual gatherings.  He  gave  the  assurance  that  the 
Wholesale  Hardware  Association  are  doing  everything 
in  their  power  to  solve  the  trade  problems  that  come 

up  from  time  to  time.  "There  has  been  some  ques- 
tion as  to  payment  of  freight  down  to  the  stations," 

R.  C.  CliowN  W.  J.  Lawson 
who  tried  hard  to  land  next  year's        of  Rice-Lewis  &  Son,  Toronto, Convention  for  Belleville  Vice-President  of  the  Wholesale Hardware  Association 

he  said.  "We  will  try  to  get  over  this  by  asking  in 
the  large  towns  that  the  people  pay  for  deliveries  in 
the  towns. 

"The  hardware  business  is  getting  better,"  he  con- 
tinued. "I  was  in  Montreal  and  discussed  with  sev- 

eral of  the  largest  retailers  there  the  prospects  for 
business.  One  dealer  told  me  that  for  the  month  of 

January  his  business  had  increased  25  per  cent.,  an- 
other 33  1-3  per  cent.,  while  another  said  his  increase 

was  50  per  cent.  If  this  is  any  indication  of  what  this 
country  is  going  to  do  in  the  near  future,  we  want  to 
prepare  for  it,  and  I  am  sure  you  will  agree  Avith  me 
that  this  portion  of  the  country  will  get  its  full  share 
of  the  benefits. 

"On  past  occasions  we  have  just  given  you  one 
word  of  advice.  I  would  like  to  repeat,  and  this  is, 

'In  business,  get  to  know  your  competitor.'  The 
man  across  the  street,  that  you  have  been  fighting 
for  years,  may  not  be  such  a  bad  fellow  after  all. 
This  is  the  motto  we  have  always  tried  to  get  hard- 

ware men  to  stick  to." 
W.  J.  Lawson,  vice  president  of  the  Canadian  Whole- 

sale Hardware  Association,  was  called  upon  in  the  absence 

of  President  Jeannotte,  and  made  a  hit  by  telling-  a  good 
story  of  how  "un'appy"  he  was.  "Tony"  said  he  could- 

n't make  a  speech  but  he  proved  that  he  could  jolly  an 
audience  as  well  as  a  traveling  salesman  who  wanted  to 
sell  him  a  bill  of  goods. 

PRESIDENT'S  REPORT. 
President  Chown,  in  a  few  words,  urged  upon  the 

members  to  not  only  think  of  the  Association  at  con- 
vention time  and  look  upon  the  meeting  as  an  excur- 

sion solely  for  a  jolly  good  time,  but  to  write  the 
Executive  when  any  problems  come  up  and  to  come 

to  the  convention  prepared  to  take  part  in  the  discus- 
sions.   His  report  was  as  follows : — 

At  the  outset,  I  wish  to  thank  all  the  membarT  of  the 
Executive  for  the  loyal  support  they  have  given  me  during 
the  past  year,  and  for  the  many  helpful  suggestions  made  by 
our^  officers  to  ma.ke  our  worlc  as  an  Association  more  effective. 
It  is  not  my  purpose  to  hand  out  roses  promiscuously;  still, 
there  is  one  officer  of  the  Association  on  whose  efficiency 
much  depends.  It  is  therefore  a  pleasant  duty  for  me  to  com- 

mend to  the  Association  the  faithful  and  efficient  services  of 
our  secretary,  Weston  Wrigley,  and  recommend  that  we  ex- 

tend to  him  the  sincere  thanl^s  for  his  untiring  energy  and enthusiasm  in  our  behalf. 

Value  of  Association  Spirit. 
The  hardware  men  of  this  province,  who  have  become 

saturated  with  the  Association  spirit,  are  maliing  better  mer- 
chants and  better  citizens,  as  by  meeting  their  fellow-hard- 

ware men  at  these  annual  gatherings,  they  have  opportunities 
to  discuss  together  many  commercial  problems,  both  giving 
and  taking  advice.  The  necessary  result  is  that  they  take 
a  broader  and  better  view  of  life,  and  are  in  a  position  to 
meet  with  comparative  ease  the  many  perplexities  which  con- 

front them.  But  in  order  to  derive  the  greatest  benefits  from 
an  organization  of  this  kind  we  must  emphasize  the  fact  that 
we  are  to  meet  our  competitors  as  friends,  discarding  the  pre- 

judices that  have  no  right  to  exist  in  the  mercantile  field. 
This  understood,  we  can  meet,  talk  over  business  matters,  and 
agree  to  adopt  certain  fixed  prices  on  many  staple  lines  of 
goods,  so  that  instead  of  selling  at  reckless  prices,  we  can 
arrange  a  fair  profit  on  all  lines.  Thus  the  consumer  will 
know  one  price  only  in  the  community,  and  the  merchant,  in 
turn,  will  make  sales  more  readily  and  will  have  a  larger 
profit  on  the  year's  operation. 

Some  of  the  considerations  that  would  malie  for  our  per- 
manent success,  and  extend  our  usefulness  as  individuals  in 

the  community,  are  politeness,  patience  and  perseverance. 
Politeness  is  by  no  means  an  unnecessary  thing  for  busi- 
ness men  to  exercise  in  this  age  of  sharp  competition.  Men 

don 't  care  to  do  business  with  a  man  who  is  glum  or  who 
cannot  make  them  feel  at  home  in  his  presence  or  in  his store. 

Patience  is  another  virtue  much  needed  in  our  business, 
and  diverse  and  numerous  are  the  occasions  upon  which  we 
have  the  opportunity  of  exercising  it.  The  provocations  of 
the  merchants  are  many — goods  returned — unreasonable  de- 

mands— old  accounts  unpaid — pressing  bills  to  meet — besides 
the  restraint  of  insufficient  capital,  poor  help,  lack  of  floor 
space — these  and  many  more  call  for  patience,  and  without 
it  business  would  become  absolutely  paralyzed. 

I  add  perseverance.  Take,  for  example,  the  Hebrews  who 
do  so  large  a  business  in  this  country  to-day,  against  great 
odds.  The  chiefest  factor  in  their  phenomenal  success  has 
been  the  eternal  vigilance  which  characterizes  their  race. 

Let  us  not  then  be  content  to  plod  on,  leaving  business  to 
run  on  the  same  plane  upon  which  our  fathers  conducted  it 
many  years  ago,  but  let  us  follow  the  beacon  star  of  pro- 

gress, and  by  diligent  pursuit  of  the  knowledge  of  men  and 
their  needs,  of  goods,  their  quality  and  fitness,  become  real 
factors  in  the  world 's  uplift. 

Association  Helps  Big  Eetailers. 
As  your  representative,  in  company  with  our  secretary, 

Weston  Wrigley,  I  had  the  pleasure  of  attending  the  eighteenth 
annual  convention  and  exhibition  of  the  New  England  Hard- 

ware Dealers '  Association  in  Boston  last  month.  This  asso- 
ciation, being  one  of  the  oldest  and  strongest  organizations 

in  the  United  States,  has,  through  years  of  experience,  adopt- 
ed many  practical  suggestions  which  were  of  great  assistance 

to  the  exhibitors  and  members  in  making  this  affair  such  a 
success.  We  are  putting  into  force  a  number  of  these  ideas 
this  year,  and  I  trust  that  we  will  be  able  to  take  up  some 
others  before  long. 

One  thing  that  struck  me  particularly  in  connection  wdth 
that  gathering,  was  that  the  members  were  nearly  all  men 
who  conducted  large  businesses,  ranging  from  $73,000  to  $300,- 
000  per  annum.  If  these  men  receive  benefits  from  a  hard- 

ware association,  surely  it  should  be  of  much  assistance  to us. 

Insurance  Department. 
The  matter  of  mutual  insurance  was  fully  discussed  at 

our  Executive  meeting  held  in  Guelph  on  Easter  Monday. 
W.  G.  Wright,  an  insurance  expert,  was  present,  and  gave  us 
much  information  on  the  insurance  question,  after  which  it 
was  decided  not  to  proceed  with  the  organization  of  a  Mutual 
Insurance  Company  in  connection  with  our  association  at  pre- 

sent, but  to  establish  an  Insurance  Department,  with  the  idea 
of  securing  more  information  on  this  important  subject. 
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41 The  Parcels  Post  problem  broadens  under  the  discussion 
to  which  it  is  subjected.  To  many  persons  it  seemed  at  first 
very  desirable  that  parcels  should  be  carried  through  the  mails 
at  a  trifling  charge  for  postage.  This  would  be  of  material 
advantage  to  the  large  mail  order  houses,  who  would  wel- 

come it  with  glee,  as  it  would  give  them  added  opportunities 
for  doing  business  ten  or  a  thousand  miles  away  from  their 
stores  at  the  same  charge  for  handling  their  business.  This 
would  naturally  affect  the  general  store  and  the  hardware 
merchants,  and  would  be  the  means  of  centralizing  business 
with  the  large  mail  order  houses,  which  would  mean  the  ruin- 

ation of  the  small  merchant  in  the  country  town.  On  reflec- 
tion, parties  who  were  once  in  favor  of  it,  can  readily  see 

the  disadvantage  of  such  a  system,  as  it  would  be  playing 
into  the  hands  of  a  few  niillionairies.  It  behooves  us,  then, 
as  an  Association,  to  begin  an  active  campaign  against  the 
enactment  of  any  such  legislation. 

An  Unjust  Tax. 
We  are  also  endeavoring  to  secure  an  amendment  to  the 

Weights  and  Measures  Act,  whereby  the  retailers  will  not  be 
called  upon  to  pay  for  the  re-inspection  of  weights  and  meas- 

ures after  they  have  been  passed  by  Government  officials  at 
the  place  of  manufacture.  This  inspection,  which  is  made 
every  two  years,  we  feel  should  not  be  borne  by  the  individ- 

ual retailer,  as  it  is  in  the  interests  of  the  general  public  to 
have  these  weights  and  measures  correct.  We  are,  therefore, 
petitioning  the  Government  to  abolish  this  tax  on  the  in- 

dividual retailer,  and  maintain  this  department  out  of  the 
revenue  received  from  the  general  public. 

In  conclusion,  I  desire  to  say  that  I  have  great  faith  in 
the  future  of  this  Association.  It  has  in  it  the  kind  of  tim- 

ber that  makes  for  success.  Its  possibilities  for  the  future 
are  limited  only  by  the  measure  of  our  enthusiasm  and  energy. 
Therefore,  let  us  strive  to  make  the  Ontario  Retail  Hardware 
and  Stove  Dealers'  Association  the  best  on  the  American 
continent,  ever  mindful  of  the  duties  and  obligations  of  a 
higher  and  better  citizenship  which  has  come  to  us  as  a  result 
of  our  connection  with  association  work;  and  let  us  strive  to 
enter  into  and  become  an  integral  part  of  all  that  is  best  in 
our  home  cities. 

EXECUTIVE  COMMITTEE'S  REPORT. 
The  report  of  the  Executive  Committee,  presented 

l)y  Secretary  Wrigley,  was  given  as  follows: — 
Your  Executive  Committee  met  at  Guelph  on  Good  Friday 

and  made  preliminary  arrangements  for  the  large  exhibition 
and  successful  convention  which  this  gathering  at  Guelph  bids 
fair  to  be. 

During  the  year  the  Mayor  of  Guelph  and  civic  officials 
have  been  extremely  courteous  and  willing  to  do  anything 
in  their  power  to  make  this  convention  the  most  successful 
ever  held  by  our  Association.  The  thanks  of  our  Association 
are  certainly  due  to  the  Mayor  and  Corporation  of  Guelph, 
the  civic  officials  individually,  ex-Ald.  Kelly  and  Aid.  Occo- 
more,  who  extended  the  invitation  and  furthered  the  arrange- 

ments for  our  meeting  here,  and  to  the  retail  hardware  and 
stove  dealers  in  Guelph,  who  have  assisted  in  completing  local 
arrangements  for  the  convention. 

Thanks  are  also  due  the  Taylor-Porbes  Co.,  Guelph,  for 
the  handsome  badge  donated  for  use  at  this  convention,  the 
bells  worn  being  produced  in  Taylor-Forbes  own  factory. 

"  The  Association  expresses  its  appreciation  for  the  support  that 
exhibitors  have  g'ivin  us  by  making  displays  at  our  conventions  from 
year  to  year,  and  would  urg-e  that  members  as  far  as  possible  in 
specifying-  from  jobbers  or  manufacturers  give  preference  to  goods 
"  Mac'e  in  Canada.'" 

The  large  amount  of  space  available  in  the  Winter  Fair 
building  made  it  possible  for  your  committee  to  give  larger 
space  to  exhibitors  at  this  convention  than  at  any  previous 
exhibition.  The  floor  space  of  each  booth  at  London  exhibi- 

tion was  68  square  feet,  at  Peterboro  120  square  feet,  while 
at  Guelph  a  large  percentage  of  our  exhibitors  have  been 
given  144  feet  without  any  increase  in  the  charges  made. 
Our  Association  erected  and  decorated  the  booths  and  supplied 
each  exhibitor  with  a  sign.  This  year  your  Executive  went 
a  step  further  and  placed  several  thousand  dollars  insurance 
on  the  goods  on  display  in  order  to  protect  the  exhibitors 
should  any  damage  be  caused  by  fire. 

Mutual  Fire  Insurance. 
Your  Executive  went  fully  into  the  question  of  mutual 

fire  insurance  at  its  Good  Friday  meeting,  and  after  advice 
by  experts  that  there  was  little  chance  of  establishing  a  mut- 

ual company  at  this  time,  it  was  decided  that  the  question 
should  be  left  in  abeyance  and  an  insurance  department  es- 

tablished. Mr.  Wright,  the  insurance  expert  referred  to,  has 
been  conducting  a  series  of  articles  in  the  Association's  pages 

of  the  Canadian  Hardware,  Stove  and  Paint  Journal  each 
month,  and  will  also  attend  this  convention  and  give  mem- bers the  benefit  of  his  advice. 

Your  Executive  also  took  up  the  matter  of  restricting  the 
sale  of  fire  arms,  but  finding  that  the  retail  hardware  trade 
throughout  Ontario  took  little  interest  in  the  matter,  the  Pro- 

vincial Secretary's  Department  was  approached  and  an  un- 
derstanding arrived  at  that  our  Association  will  be  con- 

sulted before  similar  restrictive  legislation  is  introduced  in future. 

The  question  of  securing  the  abolition  of  the  fees  charged 
in  connection  with  re-inspection  of  weights  and  measures  also 
received  considerable  attention,  and  on  two  occasions  peti- 

tions were  sent  to  every  hardware  merchant  in  Ontario.  We 
regret  to  report,  however,  that  only  about  100  retailers  have 
shown  sufficient  interest  in  the  matter  to  secure  signatures 
to  the  petitions  and  return  same  to  our  secretary.  We  re- 

commend that  this  question  be  given  further  attention  by 
next  year 's  Executive,  and  that  retailers  who  have  not  yet 
shown  an  interest  in  bettering  trade  conditions  in  this  res- 

pect, secure  from  our  Secretary  copies  of  the  petitions  and 
have  same  signed  by  the  retailers  in  their  respective  towns. 

As  our  brother  hardware  merchants  in  Quebec  province 
are  holding  a  convention  in  Montreal  next  week,  we  suggest 
that  the  incoming  Executive  send  a  deputation  of  the  new 
officers  to  attend  the  said  convention. 

SECRETARY  WRIGLEY 'S  REPORT. 
Six  years  ago  when  a  few  of  us  gathered  together  in  the 

Rossin  House,  Toronto,  to  discuss  the  question  of  organizing 
the  retail  hardware  trade  throughout  Ontario,  we  had  hopes 
and  ambitions  that  an  association  would  be  formed  which 
would  some  day  comi)are  favorably  with  the  successful  retail 
hardware  associations  which  have  done  so  much  to  bring  about 
better  feeling  and  better  conditions  for  the  retail  hardware 
trade  throughout  the  United  States. 

Every  year  has  seen  progress  made  and  each  year  sees  an 
increasing  number  of  hardwaremen  at  our  annual  conventions 
determined  to  spend  a  profitable  three  or  four  days  together 
to  enjoy  fellowship  and  secure  advice  from  kindred  spirits 
conducting  business  similar  to  their  own  in  other  towns  and 
cities  in  various  parts  of  the  province. 

Increase  in  New  Members. 
While  the  somewhat  inconvenient  location  of  Peterboro, 

where  last  year's  convention  was  held,  prevented  many  of 
our  members  from  the  western  parts  of  the  province  from 
attending,  and  membership   receipts  suffered  as  a  result  of 

Weston  Wrigley  James  Hardy 
Secretary  of  the  Retail  Ifardware  Secretary  of  the  Wholesalu  Hard- Association  ware  Association 

their  non-attendance,  there  has  been  an  encouraging  increase 
in  new  members.  Quite  a  number  of  really  successful  firms 
in  various  parts  of  the  province,  many  of  whom  have  held 
off  fromi  joining  for  several  years,  are  now  enrolling  in  our 
Association,  and  with  over  130  travelling  salesmen  as  asso- 

ciate members,  each  using  his  influence  to  assist  in  establish- 
ing a  more  co-operative  spirit  amongst  retailers,  the  outlook 

for  a  substantial  increase  in  membership  is  very  encourag- 

ing. 

The  finances  of  the  Association  are  also  in  a  very  satis- 
factory state,  the  auditors'  report  showing  an  excess  of  assets 
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over  liabilities  of  over  $800.  A  steady  demand  continues  for 
the  collection  letters,  stove  lien  notes  and  plumbing  estimate 
forms,  supplied  to  members  of  the  Association  from  the  Secre- 

tary's office  at  $1  per  hundred,  which  is  approximately  the 
cost  of  printing  and  mailing. 

Collection  Forms. 
Numerous  retail  firms  testify  to  the  good  results  secured 

from  the  use  of  the  Association  collection  forms,  etc.,  and  one 
firm,  Pow  &  Wilcox,  Tillsonburg,  suggest  that  we  go  farther 
and  establish  a  collection  department  on  similar  lines  to  the 
Detroit  collection  agencj',  which  collects  accounts  on  commis- 

sion for  those  associated  with  the  organization.  This  matter 
might  be  considered  by  the  Eesolutions  Committee  of  this 
convention. 

Your  Executive  Committee,  and  sub-committees  of  the 
Executive  met  several  times  during  the  year  and  considered 
various  questions  dealing  with  the  business  of  the  Association. 
President  Chown  and  your  Secretary  attended  the  New  Eng- 

land Hardware  convention  at  Boston  last  March,  and  the 
Canadian  Wholesale  Hardware  convention  at  Hamilton,  in 
November,  taking  advantage  of  each  opportunity  to  gather 
ideas  and  information  to  assist  in  developing  the  work  of  our 
organization.  The  members  of  the  Wholesale  Association  have 
signified  their  willingness  to  co-operate  with  our  Association 
in  opposing  the  proposed  parcels  post  system  which  wealthy 
newspaper  owners  elected  to  Parliament  have  on  several  occa- 

sions endeavored  to  crystalize  into  law.  This  parcels  post 
matter  should  be  given  special  consideration  at  this  conven- 

tion, and  a  strong  resolution  passed  outlining  the  dangers  of 
our  national  Government  passing  legislation  which  will  assist 
in  depopulating  the  farm  districts  and  force  additional  popu- 

lation into  overcrowded  cities.  In  this  connection  considera- 
tion might  also  be  given  to  the  proposal  made  by  Goderich 

Board  of  Trade  that  a  method  of  taxation  be  devised  which 
will  force  mail  order  houses  to  pay  their  fair  share  of  tax- 

ation in  each  community  in  proportion  to  the  volume  of  busi- 
ness they  transact. 

Officers'  Co-operation. 
During  the  past  year  your  Secretary  has  received  consist- 
ent support  from  every  member  of  our  Executive  and  officers 

of  our  Association.  P'resident  Chown  has  been  indefatigable in  working  to  assist  in  the  develoj^ment  of  the  organization, 
and  the  other  members  have  shown  equal  interest. 

The  Canadian  Hardware,  Stove  and  Paint  Journal,  during 
the  year  devoted  two  or  more  pages  in  each  issue  to  Asso- 

ciation news,  besides  publishing  five  pages  of  display  adver- 
tising without  charge.  The  Secretary  has  also  supplied  re- 

ports of  Executive  meetings  and  information  regarding  the 
work  of  the  Association  to  Hardware  and  Metal,  Iron  Age, 
Hardware  and  Hardware  Dealers '  Magazine,  all  of  which 
have  given  considerable  space  in  their  reading  columns  to 
the  matter  supplied. 

Your  Secretary  has  investigated  the  possibilities  of  hold- 
ing our  next  convention  in  Hamilton,  St.  Catharines,  Niagara 

Palls  and  Belleville,  as  well  as  having  endeavored  to  secure 
permission  to  use  the  Armories  in  Toronto  for  our  annual  ex- 

hibition. Militia  officers  have  declined  to  gTant  us  the  use 
of  the  Armories,  although  same  might  be  secured  by  pressing 
the  application  at  Ottawa. 

While  it  might  be  said  that  our  Ontario  Association  has 
failed  to  accomplish  some  of  the  things  it  has  set  out  to  do, 
the  officers  who  have  attended  conventions  at  Detroit,  Toledo. 
Buffalo  and  Boston  unite  in  agreeing  that  our  Association  is 
doing  more  to  bring  about  a  feeling  of  brotherhood  and  a 
willingness  to  assist  each  other  by  advice  and  information 
than  any  of  the  organizations  visited.  This  work  should  be 
extended  during  the  coming  year  if  possible  by  holding  dis- 

trict meetings  at  which  many  retaileps  who  have  never  yet 
attended  our  provincial  conventions  could  be  met  and  con- 

sulted with,  and  in  this  way  most  valuable  work  could  be 
done  and  the  benefits  of  our  Association  work  could  be 
greatly  widened. 

Many  members  have  been  asked  when  another  summer 
excursion  would  be  arranged.  The  National  Retail  Hardware 
Association  is  holding  its  convention  at  Detroit  next  June, 
and  if  a  sufficient  number  of  Ontario  hardwaremen  express 
their  desire  to  participate,  your  Secretary  can  arrange,  at 
reasonable  cost,  an  excursion  trip,  beginning  at  Toronto,  boat 
or  rail  to  Niagara  Falls  and  Buffalo,  boat  to  Cleveland,  boat 
to  Detroit,  and  boat  to  Sarnia,  making  the  trip  last  about  a 
week  in  all,  and  giving  excursionists  time  and  opportunity  to 
visit  many  large  and  important  hardware,  paint  and  kindred 
industries  in  the  points  visited.  If  this  suggestion  meets  with 
favor  your  Secretary  would  suggest  the  organization  of  a 
committee  to  act  with  the  Secretary  in  making  the  necessary 
arrangements. 

Secretary's  Financial  Statement. Receipts. 

Membership  fees  during  1911   ;  $  576.00 
Peterboro   convention   and   exhibition    2,00.5.70 
Supplies   111^20 
On  Guelph  exhibition  account    50.00 

$2,744.90 
Disbursements. 

Paid  to  treasurer   $2,744.90 
Treasurer's  Report. Receipts. 

Cash  balance  Dec.  31,  1910   $  519.09 
Interest    18.05 
Received    from    Secretary    2,744.90 

Total  receipts   $3,282.04 
Expenditures. 

Peterboro  convention  and  exhibition   $1,555.92 
Secretary's  salary,  postage  and  office  expenses    544.64 Executive   travelling   expense    321.35 
Job  printing  and  supplies    272.17 
Bonds  for  Secretary  and  Treasurer    7.50 

Total  expense   $2,701.58 
Standing  of  Association. Assets. 

Cash  in  savings  bank  Jan.  1,  1912   $  580.46 
Saleable  stock  on  hand    30.00 
Office  equipment,  signs,  bunting,  etc   200.00 

Total  assets    $810.46 
Liabilities — None. 

Audited  and  found  correct, J.  W.  REACOCK, 
S.  M.  BURT, 

Auditors. 

Toronto,  Jan.  8,  1912. 
COMMITTEES  APPOINTED. 

Appointment  of  committees  was  then  made  as  fol- 

lows ;-  - Reception — Past  Presidents  J.  R.  Hambly,  W.  G. 
Scott,  0.  Brocklebank,  D.  Cinnamon,  F.  C.  Lariviere, 
Jas.  Miller,  ex-Ald.  Kelly,  Aid.  Carter. 

Exhibition— M.  S.  Madole,  C.  W.  Conn,  W.  F.  Mac- 

pherson. Railway  Certificates — W.  F.  MacPherson. 

Window  Competition — A.  T.  Black,  E.  A.  Whitten, 
Geo.  Matthewson. 

Card  Party— Herb.  Penfold,  Ed.  Brocklebank,  W. 
T.  Keating,  W.  J.  Bell,  J.  H.  Conover,  W.  T.  Earl. 

Resolutions'  and  Legislative — W.  W.  Bennett,  W.  F. 
MacPherson,  Ed.  Wanless,  Geo.  Matthewson,  Reg.  F. 
Scott,  Robt.  Smith. 

Question  Box — Ed.  Wanless,  Wm.  Magladerv,  Jas. 

McGregor,  J.  W.  Zavitz,  F.  E.  Hendershott,  D'.  Chal. mers. 

Nominating — G.  A.  Binns,  F.  W.  Otton,  Chairman; 
W.  J.  Bell,  Wm.  Rankin,  Milton  Adams,  Jas.  Purvis, 
S.  M.  Burt. 

Salesmen's  Afternoon — T.  Wright,  C.  F.  Smallpiece, 
Holt  Gurney,  M.  Bergey,  Jas.  Hossack. 

Smoker — M.  Weichel,  A.  Gingerich,  Geo.  Ecclestone, 
Geo.  Honsberger. 

PARCELS  POST 

Secretary  Wrigley  introduced  a  discussion  on  the 
Parcels  Post  System  and  there  was  considerable  dif- 

ference of  opinion  among  the  members  as  to  the  best 
way  of  combatting  this  evil.    One  member  referred 
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to  the  fact  that  the  Goderich  Board  of  Trade  was  tak- 
ing up  with  their  member  of  the  Provincial  House, 

"William  Proudfoot,  M.P.P.,  the  question  of  taxing 
mail  order  houses.  M.  W.  Howell,  a  hardware  man 
of  Goderich  and  a  member  of  the  Board  of  Trade  of 
that  town,  was  called  upon  to  explain  what  his  Board 
of  Trade  was  doing  in  the  matter.  He  stated  that, 
as  yet,  little  had  been  done  other  than  a  mere  pro- 

posal to  take  the  matter  up. 
M.  S.  Madole,  Napanee,  stated  that  he  had  written 

Mr.  Proudfoot  to  take  this  matter  up,  but  had  not,  as 
yet,  heard  from  him.    He  referred  to  the  fact  that 

How  Parcels  Post  Squeezes  the  Retailer 

although  there  was  a  first-class  dry  goods  store  in  his 
town,  thousands  of  dollars  worth  of  goods  came  in 
annually  from  Toronto  and  other  large  centres. 

"It  is  not  fair,"  said  Mr.  Madole,  "to  the  smaller 
town  merchants'.  They  have  to  pay  taxes,  water  rates, 
etc.,  and  yet  compete  with  the  larger  stores." 

Jas.  Purvis,  Sudbury,  satted  that  this  question  came 
under  the  head  of  trade  and  commerce  and  would 
have  to  be  dealt  with  by  the  Dominion  Government. 
Mr.  Madole,  on  the  other  hand,  said  that  the  question 
was  one  of  taxation  upon  rateable  property  and  could 
be  taken  up  by  the  Ontario  House. 
Wm.  Magladery  and  W.  F.  MacPherson  thought 

that  little  could  be  accomplished  by  appealing  to 
either  Parliament,  and  that  the  results  would  be  far 
better  if  the  retailer  would  get  out  and  hustle  for 

business  and  let  the  city  man  go  his  own  way.  "I 
think,"  said  Mr.  MacPherson,  "that  if  a  system  were introduced  to  tax  stores  that  did  business  in  towns 
other  than  their  own,  it  would  result  in  a  great  tariff 
wall  springing  up  which  would  tend  to  make  trade 

difacult." 
This  question  is  not  only  an  important  one,  biit  it 

is  a  difficult  one,  and  the  delegates  were  quite  alive 
to  that  fact.  It  may  be  quite  possible,  as  one  member 
pointed  out,  that  a  lower  rate  of  parcel  postage  will 
ultimately  become  a  fact,  but  that  is  no  reason  why 
every  retailer  in  the  country  should  not  make  every 
effort  to  prevent  its  consummation. 

There  is  undoubtedly  a  strong  feeling  in  the  House 
of  Commons  in  favor  of  a  lower  postage  rate  on  par- 

cels, and  it  is  not  confined  to  one  side  of  the  House 
either.  This  was  clearly  shown  by  the  discussion 
which  took  place  therein  a  few  weeks  ago,  when  the 
ex-Postmaster-General,  Hon.  Mr.  B.  Lemieux,  declared 
that  the  opposition  which  had  developed  against  a 
low  rate  of  postage  on  parcels  was  instigated  by  the 
express  companies. 

During  the  discussion  it  developed  that  some  of  the 

members  had  written  their  representative  in  Parlia- 

ment asking  him  to  oppose  the  innovation.  It  is  to  be 
hoped  that  others  will  do  likewise.  The  more  general 
it  becomes  the  more  effective  will  it  be. 

A  great  deal  of  hard  work  has  yet  to  be  done,  for 
not  only  are  the  department  stores,  the  permanent 
officials  of  the  post  office,  and  many  members  of  Par- 

liament, in  favor  of  a  lower  rate,  but  the  Canadian 
Manufacturers'  Associations  as  well. 

Wednesday's  Afternoon  Session Treatment  of  Travellers  -  Mr.  Holt 
Gurney  Speaks  on  Stove  Salesman- 

ship—Conducting a  Paint  Department 

Wednesday  afternoon's  session  was  probably  the 
most  instructive  and  interesting  one  of  the  conven- 

tion. "Retail  Salesmanship"  was  down  for  a  good 
discussion  and  those  travellers  and  retailers  who  at- 

tended the  meeting  learned  some  very  useful  informa- 

tion. The  meeting  was  billed  to  start  at  2  o'clock, 
but  it  was  nearly  three  before  Tom  Wright,  of  H.  S. 
Howland,  Sons  &  Co.,  Toronto,  called  the  meeting  to 
order  and  criticized  the  Executive  for  being  late.  The 
delay  was  caused  by  members  of  the  Executive  being 
present  at  a  luncheon  tendered  them  by  the  City 
Council  of  Guelph. 

TREAT  THE  TRAVELLERS 

RIGHT 

James  Purvis,  hardware  merchant,  Sudbury,  Ont., 
gave  an  instructive  talk  on  showing  courtesy  to  trav- 

ellers. Mr.  Purvis  has  been  in  the  retail  business  for 
30  years  and,  naturally,  has  met  and  done  business 

with  a  great  many  road  men.  "Treat  a  traveller  just 
as  you  would  have  a  man  treat  you,"  he  s'aid.  "There 
is  no  use  for  the  tactics  some  buyers  follow  in  keep- 

ing a  man  waiting  a  long  time  in  anticipation  of  re- 
ceiving an  order  and  then 

turn  him  away  empty 
handed. 

The  traveller  is  just  as 

good  as  the  retailer  and 
should  be  shown  all  the 

respect  you  would  give 
any  other  person.  I  have 
noticed  many  times  that 
when  a  manager  of  a  con- 

cern comes  round  with 
the  traveller,  nothing  is 
too  good  for  him.  He  gets 
the  upholstered  chair  in 
the  office  and  the  best 

cigar  in  the  house. 
Why  should  the  travel- 

ler not  be  treated  in  a 
similar  manner  when  he 
comes  unaccompanied? 

Up  my  way,  the  nearest 
big  place  to  us  is  the  Soo.  This  is  a  distance  of  180 
miles.  There  are  many  travellers  who  do  not  touch 
^any  points  between  these  two  places.  It  hurts  a  man 
to  travel  that  distance  and  then  find  a  buyer  grouchy 
and  disposed  to  put  him  off.  Some  retailers  seem  to 
think  that  the  road  men  are  happy-go-lucky  sort  of 
fellows,  with  nothing  to  care  about.  This  is  a  big 
mistake.  They  have  a  certain  amount  oi  business  to 
get  and  often  it  is  a  great  source  of  worry.    Then,  we 

James  Purvis 
who  Pleaded  for  the  Travelers 
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don't  know  but  what  they  have  sickness  at  their  home. 
I  know  of  three  distinct  cases'  where  travellers  have 
left  their  wives  at  home  about  to  undergo  a  serious 
operation  with  chances  of  recovery  much  against  them. 

It's  a  funny  man  that  wouldn't  worry  then. 
"There  is  one  style  of  traveller,  however,  I  have no  use  for.  He  is  the  man  who  comes  in  and  tries  to 

tell  you  how  to  run  your  business,  that  you  can't 
make  a  success  unless  you  handle  his  line.  Well, 

there's  only  one  way  to  treat  fellows  of  this  stamp 
and  you  all  know  it  as  well  as  I  do." 

Mr.  Wright,  in  a  few  words,  said  that  the  associa- 
tion exhibitions  and  conventions  should  be  more  open. 

He  told  of  meeting  a  couple  of  fellows  on  the  way  to 
Ottawa,  who  Avere  desirous  of  seeing  the  show  in 
Guelph,  but  stated  they  were  not  members  of  the  asso- 

ciation. He  thought  that  if  they  were  allowed  to  come 
up  and  join  in  the  proceedings,  they  would  be  almost 
sure  to  join  the  association. 

Mr.  E.  Holt  Gurney,  Toronto,  gave  a  very  interest- 
ing half  hour  talk  on  the  handling  of  stoves.  "Occa- 

sionally I  have  had  stove-  men  say  to  me  that  the  stove 
business  is  a  difficult  one  to  handle ;  that  it  takes  up 
a  lot  of  floor  space  and  requires  a  lot  of  work,  and 

that  when  there  is 
water  connection  in 
the  town,  it  takes  a 
special  man  to  make 
the  connection,  and, 

generally,  have  been 
pessimistic  as  to 
whether  it  pays  to 
handle  them. 

There  are  s'ome 
progressive  hard- ware men  who  run 
a  store  without  a 
stove  department. 
When  a  woman  buys 
a  stove,  if  she  likes 
it,  you  have  her  for 
a  permanent  custom- 

er for  your  store. 
TherJi  is  nothing  in 
the  home  required 

more  than  a  stove.  Two-thirds  of  the  housework  is 
done  around  it.  If  a  hardware  dealer  supplies  a  stove 
which  simplifies  cooking,  the  housewife  is  a  friend  of 
his  and  his  store  for  life. 

"Almost  all  hardware  men  might  start  a  stove  in- 
spection department.  By  this  I  mean  that  when  he 

sells  a  stove  it  would  pay  him  to  put  an  inspector  or  a 
salesman  into  the  house  where  that  stove  is,  every 
two  or  three  months,  to  see  that  the  stove  is  working 
right.  Another  thing,  this  would  lead  to  the  sale  of 
screen  doors,  hammocks,  and  other  hardware.  In  the 
United  States  there  has  been  a  change  in  the  way 
stoves  are  being  handled.  Hardware  men  seem  to 
have  lost  sight  of  the  fact  that  a  stove  would  draw  a 

woman's  trade  to  the  store  she  bought  the  stove  at 
and  have  quit  handling  the  line.  As  a  result  many 
furniture  stores  have  stocked  a  line  of  stoves  and  are 
doing  a  big  business.  After  handling  stores  fop  a 
while,  they  find  they  are  asked  for  euamelware  and 

E.  Holt  Gurney 
who  made  a  hit  with  liis  Stove  Talk 

open  a  new  department  for  this  line.  One  thing'  leads 
on  to  another  until  finally  they  are  carrying  almost  a 

complete  line  of  hardware." 
To  Sell  Stoves  Requires  Brains. 

"To  sell  a  stove,"  continued  Mr.  Gurney,  "calls  for the  most  difficult  line  of  salesmanship  of  any  article 
in  the  store.  Anybody  who  is  going  to  buy  a  saw  or 
package  of  tacks,  or  any  other  hardware  item,  will  go 
to  a  store,  and  if  satisfied  pay  the  money  and  take  the 
goods  away.  When  a  stove  is  to  be  purchased,  how- 

ever, at  cost  of  $40.00  or  $50,00,  the  situation  is  differ- 
ent.   The  spending  of  $40.00  or  .$50.00  in  the  ordinary 

J.  R.  Hamblv,  Barrie, 
President  in  1908 

D.  A.  CiNNAMOX,  Lindsay. 
President  in  1910 

household  is  an  unusual  event.  Here  the  competition 
in  salesmanship  is  keen,  and  in  selling  goods  the  dis- 
jilaying  of  them  enters  largely  into  the  question.  I 
was  at  a  recent  meeting  of  the  Ad.  Club  in  Toronto, 
and  heard  a  prominent  advertising  man  tell  a  story 
of  how  he  sold  some  goods  that  a  firm  thought  were 

stickers.  'A  concern  in  New  York,'  said  the  Ad.  maii, 
'had  bought  $30,000  or  $40,000  worth  of  art  prints. 
They  could  not  sell  these  and  brought  me  in.  These 
prints  were  about  18  inches  long.  I  built  a  frame  and 
nito  which  I  put  these  pictures.  Running  along  the 
top  (ff  the  frame  I  made  a  little  trough  and  installed 
small  electric  lights.  Then  I  had  curtains  bearing  a 
monogram  made  to  drape  the  pictures.  One  day  short- 

ly after  I  went  out  to  see  a  Avealthy  New  York  art 
collector,  and  on  being  ushered  into  his  den  asked  him 
to  turn  out  the  lights,  draw  the  blinds  and  went 
through  a  lot  of  other  rigmarole  to  add  to  the  effect, 
when  I  showed  him  the  pictures.  When  everything 
was  ready  I  drew  the  curtains,  lit  the  electric  lights 
and  the  effect  was  elegant.  As  a  result  of  this  piece 
of  work  I  sold  the  man  the  picture  for  $500,  and  il 

was  not  long  before  the  rest  of  the  prints  were  sold.' 
"A  short  time  ago  I  was  in  Seattle  and  visited  one 

of  the  biggest  stove  men  in  that  city.  The  samples 
he  used  for  display  purposes  were  elegant.  I  asked 
him  how  he  kept  them  in  such  good  order,  and  he  in- 

formed me  that  he  went  over  them  every  day  polish- 
ing the  nickel,  blacking  the  whole  stove  and  keeping 

it  in  Al  shape,  so  that  everything  would  be  in  read- 
iness when  a  customer  came  in.  This  is  the  way  to 

go  into  the  stove  business,  and  if  a  man  will  not  go 

into  this  way  he  had  better  stay  out." 
Hardwaremen  Must  Be  Clever. 

Continuing,  Mr.  Gurney  said  that  a  hardware  man 
had  to  be  a  very  clever  fellow.  There  are  about  as 
many  lines  in  a  hardware  store  as  in  a  department 
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store.  He  must  know  all  the  different  lines  lie  car- 

ries, and  besides  this  inspect  his  books,  look  after  col- 
lections, etc.  Therefore,  it  becomes  a  very  hard  thing 

for  the'  hardwareman  to  have  the  latest  information 
about  all  his  goods.  Consequently,  where  a  special 

line  of  stoves  is  carried  the  co-operation  of  the  manu- 
facturer is  necessary.  He  should  suggest  display 

methods  and  other  talking  points  to  help  the  retailer 

handle  them  in  the  best  way  possible.  Manufacturers' 
helps,  however,  are  sometimes  discounted  by  irregular 

claims.  Some  manufacturers  state  that  all  the  re- 
tailers have  to  do  is  buy  the  goods,  stick  them  in  the 

window,  and  then  sit  in'  a  chair,  and  let  the  goods  sell 
themselves.  A  line  of  this  nature  has  yet  to  be  intro- 
duced. 

Stoves  Sell  Other  Lines. 

"If  a  retailer  has  a  stove  line  which  is  attractive," 

said  Mr.  Gurney,  "and  has  good  selling  points,  is  well 

displayed  and  has  the  manufacturer's  co-operation, 
it  will  bring  trade  to  the  store  and  create  good  busi- 

ness. Re  competitive  business  let  me  say  a  few  words. 

Every  department  store  that  sells  stoves  is  great  on 
the  use  of  leaders.  One  of  the  largest  department 

stores  in  Canada  follows  this  policy  with  regards  to 

women's  goods.  They  take  their  notion,  such  as  hair 
pins,  needles  and  otlier  small  stuff,  and  sell  them  at 
fiat  cost  in  order  to  bring  buyers  into  the  store.  Then 

they  can  sell  them  something  else.  They  have  done 
this  in  the  stove  department,  too.  I  would  advocate 
that  the  dealers  sell  their  leading  lines  practically 

without  profit  in  order  to  introduce  the  other  goods. 
I  would,  however,  penalize  a  salesman  for  selling  too 

many  leaders.  This  may  seem  funny,  but  it  is  fighting 
the  devil  with  fire. 

"From  orders  we  have  received  at  our  factory,  I 
can  see  that  in  some  sections  of  the  country  very  few 

stoves  are  sold,  most  of  them  coming  from  department 
stores,  while  in  other  sections  of  the  country  quite  a 
large  number  are  disposed  of.  This  is  caused  entirely 
by  the  activity  or  inactivity  of  the  local  dealers.  If 

dealers  Avould'get  out  and  do  a  little  missionary  work 
they  would  find  it  profitable." 

The  Art  of  Advertising. 

Mr.  Gurney  then  touched  on  the  subject  of  advertis- 
ing. He  stated  that  manufacturers  have  men  who  can 

sell  stoves  but  cannot  write  an  ad.  and,  therefore,  can- 

not help  the  retailer  in  this  respect.  The  average  hard- 
Avareman  who  is  writing  ads.  or  putting  out  printed 

matter,  should  consult  an  ad.  man  if  he  wants  to  get 

in  competition  with  department  stores.  A  well  dis- 
])laved  ad.  is  a  pretty  hard  thing  to  buck  up  against, 
and  the  local  man  who  has  this,  a  good  connection 

and  a  nice  manner,  is  bound  to  succeed.  The  mail 
order  houses  in  the  States  have  been  successful,  but 

they  have  been  less  successful  in  the  stove  line  than  in 

any  other.  One  man  told  Mr.  Gurney  that  it  cost  him 

$5"  per  s-tove  to  sell  a  first-class  range,  but  stated  he 
was  willing  to  do  this  as  he  realized  it  brought  other 
business. 

Evil  of  Price  Cutting. 

Speaking  of  price  cutting,  Mr.  Gurney  stated  he 

was  very  much  against  this,  and  advised  the  various 

hardwaremen  to  get  together  and  see  that  prices  were 

kept  uniform  in  their  respective  towns. 

Coming  back  again  to  the  subject  of  co-operation 
between  manufacturer  and  retailer,  the  speaker 

thought  the  matter  should  be  gone  into  more  thor^ 

oughly  "Dealers  should  ask  for  more  than  they  do 

now,''  said  Mr.  Gurney.  "If  the  stove  manufacturer 

is  a  good  merchant  he  should  give  the  men  who  are 

selling  his  goods  the  very  best  he  has,  for  two  pur- 
poses, one  to  shut  out  the  other  man  and  the  other 

to  make  new  business." 
Retailers  Who  Fear. 

The  discussion  then  started.  J.  R.  Hambly,  Barrie, 
stated  that  some  dealers  were  afraid  to  take  a  stove 
apart  and  put  it  together  again  because  it  created  a 
muss  and  dirtied  their  hands.  In  order  to  sell  a  stove 
a  man  must  do  this  if  the  range  is  going  to  work 
satisfactorily.  According  to  Mr.  Hambly  the  best 
method  is  to  get  a  line  that  you  are  satisfied  is  a 
good  one  and  stick  to  it.  He  is  against  handling  more 
than  one  line. 

The  Expert  Salesman. 
J.  N.  McGregor,  Oakville,  asked  Mr.  Gurney  that  if 

he  Avere  running  a  general  hardware  store  would  he 
try  to  make  expert  stove  salesmen  of  all  his  clerks, 
or  concentrate  on  one  man  and  let  him  handle  all  the 
stove  business.  Mr.  Gurney  replied  that  if  it  were 
possible  to  make  all  the  staff  efficient  it  certainly  would 
be  best,  but  that  he  really  thought  this  could  not  be 
done  and  get  the  same  satisfaction  as  having  one  man 
on  the  stoves  alone. 

H.  Oceomore,  Guelph,  stated  that  it  would  pay  retail 
hardwaremen  to  spend  a  little  money  on  their  clerks 
and  make  them  concentrate  their  efforts  on  stoves. 
He  is  going  to  send  his  clerk  to  some  stove  plant  and 
let  him  see  just  how  a  range  is  made.  The  clerk  will 
spend  some  little  time  there  and  will  then  know  the 
construction  of  a  range  from  start  to  finish. 

Mr.  Gurney  stated  that  a  good  plan  to  follow,  when 
a  prospective  customer  came  in,  and,  after  looking 
around,  stated  they  were  just  looking  around  and 

might  be  back,  was  to  lend  them  your  manufacturers' 
catalogue,  stating  that  you  must  have  it  back  within 
two  or  three  days.  This  would  ensure  them  coming 
back,  when  another  opportunity  would  be  afforded 

S  Weichal  Elmii-a  James  McGregor,  Caledonia 
who  helped  entertain  crowd  at  a  member  of  the  Question 

at  the  Smoking  Concert  Box  Committee 

to  try  and  sell  them  a  stove.  Mr.  Gurney  stated  furth- 
er that  a  salesman  may  know  about  smoke  flues  and 

other  parts  of  the  stove,  but  talking  on  technical  parts 

burdens  most  people.  "Make  your  selling  talk  sim- 

ple," he  said. 
Keeps  a  Record. 

F.  W.  Otton,  Barrie,  has  kept  an  account  of  all  stoves 

sold  by  him  since  1897.  "This  often  helps  us  to  make 

sales,''  said  Mr.  Otton.  "We  can  furnish  these  names 
as  testimonials  to  the  satisfaction  the  stoves  are  giv- 

ing. Another  thing,  when  a  person  wants  repairs,  all 

we  have  to  do  is  to  consult  this  book,  and  we  know 
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just  when  the  range  was  bought,  the  number  of  it, 

and  what  repairs  to  order." 
A  Good  Scheme. 

J.  A.  Moseley,  Huntsville,  brought  out  a  good  point 
which  retailers  might  well  follow.  He  stated  that  it 
was  a  good  plan  for  retailers  to  have  their  stove  sam- 
])le  room  away  from  the  front  of  the  store,  preferably 

upstairs.  "Very  often,"  said  Mr.  Moseley,  "I  have 
been  talking  with  a  customer  when  some  friend  of  the 
customer  will  come  in  and  talk,  detracting  his  or  her 

Harry  C.  Martin,  Vancouver,  Thomas  Wj{ight 
President  of  the  B.  C.  Hardware  Cliaiiiiiaii  iif  the  Wednesday 
Dealers'  Association,  who  attended  Mceliiiy  and  Winner  of  the as  a  fraternal  delegate  Suit  Case 

attention  from  what  I  was  saying,  and  I  am  sure  many 

a  sale  has  been  lost  on  this  account." 
Mr.  Gurney  brought  out  the  point  that  in  the  States, 

in  some  S'tores,  the  different  lines  of  ranges  are  shown 
in  booths,  partitioned  off,  and  once  a  customer  gets 
in  there  he  very  seldom  comes  out  without  having 
bought  a  stove. 

R.  C.  Chown,  Belleville,  asked  Mr.  Gurney  what  per- 
centage of  profit  should  a  retailer  add,  on  an  average, 

to  his  stove  line.  Mr.  Gurney  replied  that  some  retail- 
ers add  50  per  cent.,  and  they  are  running  the  most 

efficient  stove  stores  in  Canada.  In  the  average  stove 

department,  considering  overhead  and  operating  ex- 
penses, salesmen's  time,  etc.,  Mr.  Gurney  did  not  think 

enough  was  being  charged. 
A.  J.  Creeper,  of  Creeper  &  Griffin,  Owen  Sound, 

advocated  a  scale  of  prices  among  local  dealers  and 
stick  to  them. 

Good  Salesmen. 

A.  Welch,  Toronto — "A  stove  salesman  is  hard  to 
make.  I  have  had  salesmen  come  in,  and  no  matter 
how  much  I  showed  them  and  told  them,  they  could 
not  sell  a  stove.  Recently  I  secured  the  services  of  a 

young  Englishman.  I  don't  think  he  ever  saw  a  stove 
before.  The  second  day  he  was  there  he  sold  six 
stoves.  To-day  he  is  one  of  the  best  salesmen  I  have. 
One  day  three  of  us  sold  49  stoves  in  one  day,  and 
this  new  man  sold  one  half  of  them."  Mr.  Welch  told 
a  story  of  a  salesman  in  a  boot  and  shoe  store  who 
played  a  wise  trick.  A  young  lady  came  in  for  a  pair 
of  shoes  and  being  told  what  kind  she  wanted  he  took 
off  her  shoe  to  get  the  correct  size.  He  walked  away, 
and  before  he  came  back  sold  goods  to  three  impa- 

tient customers.  The  first  customer  naturally  became 

a  little  impatient  at  the  delay,  but  naturally  couldn't 
go  out. 

Mr.  Welch  told  of  another  instance  in  which  one  of 

his  salesmen  was  about  to  allow  a  customer  to  leave 
the  store  Avithout  a  sale  being  made,  when  he  (Mr. 
Welch)  walked  up,  sold  a  stove  and  in  15  minutes  had 
$45  cash  in  his  pockets. 

Must  Protect  Dealers. 

•J.  R.  Hambly  told  of  a  prospective  customer  who 
would  not  buy  on  account  of  the  price  being  too  high. 
In  a  few  days  this  man  telephoned  in  and  asked  Mr. 
Hambly  if  he  would  come  down  in  his  price.  Mr. 
Hambly  told  him  no,  and  was  iniormed  that  the  cus- 

tomer could  buy  the  stove  in  a  nearby  town  for  a  few 
dollars  less.  Mr.  Hambly  told  him  to  go  ahead,  but 
that  he  would  have  to  go  to  the  station  to  get  the 
stove  and  set  it  up  himself.  Mr.  Hambly  then  wrote 
the  manufacturer  and  stated  that  if  they  would  not 
protect  his  price  he  would  discontinue  handling  their 
line.  He  got  a  reply  stating  that  they  had  written 
the  other  dealer  telling  him  he  must  adliere  to  a  cer- 

tain scale  of  prices. 
Someone  asked  how  many  manufacturers  there  were 

with  a  set  rule  of  prices.  Reply  given  was  that  it  was 
impossible  to  have  a  scale  to  apply  all  over  the  coun- 

try, as,  for  some  unaccountable  reason,  prices  in  dif- 
ferent towns  had  to  vary. 

CONDUCTING  A  PAINT 

DEPARTMENT 

Mr.  Milton  Bergey,  Lowe  Bros.,  Toronto,  gave  an 
interesting  talk  on  conducting  a  paint  department  in 

a  retail  store.  "The  paint  department,"  said  he,  "is 
one  of  the  most  important  in  the  store  from  the  stand- 

point of  possibilities.    There  is  a  limit  to  the  number 

Milton  Berget, 
Who  introduced  the  subject  of  Paint  Salesmanship 

of  stoves  you  can  sell,  but  we  have  not  nearly  reached 
the  limit  in  the  amount  of  paint  that  can  be  used. 
You  can  walk  down  any  street,  and  always  find  houses 
that  need  painting.  If  the  outside  needs  it  the  inside 
must,  too.  It  is  up  to  the  hardAvaremen  to  induce 
house  owners  to  paint.  Almost  everyone  has  his  home 
insured  against  fire.  Many  have  been  paying  pre- 

miums for  thirty  and  forty  years,  and  never  had  a 
fire.    This  seems  a  loss,  but  it  had  to  be  maintained. 
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Paint  preserves  the  surface  of  the  house,  which  makes 
it  wear  far  more  than  if  the  surface  was  left  rough. 
From  the  standpoint  of  economy  and  duty  it  would  be 
better  to  use  twice  as  much  paint.  This  can  be  brought 
around  if  clerks  will  only  use  a  little  more  s-alesman- 
sliip  and  take  as  much  interest  in  selling  a  customer 
as  a  traveller  does  in  selling  the  retailer.  Make  sure 
you  have  a  paint  that  will  give  good  satisfaction  and 
results  are  bound  to  be  good.  The  speaker  asked  how 
retailers  coiild  be  expected  to  sell  paint  and  recom- 

mend it,  when  they  had  never  used  it  themselves. 
Dealers  should  paint  the  woodwork  in  the  stores,  and 
at  the  front  of  the  store,  and  use  this  as  a  testimonial. 

Window  Display. 

In  talking  on  window  displays  Mr.  Bergey  stated 
that  about  the  only  business  that  could  get  along  with- 

out a  window  display  was  a  "blind  pig." 
Of  course  the  window  is  the  best  place  to  dis'play 

goods,  and  there  is  no  hardware  line  that  makes  such 

'an  attractive  display  as  paints.  This  arouses  inter- 
est and  reminds  people  that  they  have  painting  to  do. 

Only  the  lines  that  advertise  themselves  should  be 
given  prominence.  Take  shovels,  for  instance,  people 
know  you  keep  them  and  will  not  buy  till  they  want 
one.  With  paint  it  is  different.  With  suggestions, 
such  as  a  model  house  shown,  it  causes  the  public  to 
think  of  work  that  is  to  be  done.    Sales  follow. 

Salesmanship  the  Main  Thing. 

"Now,  as  to  salesmanship  of  the  clerks,"  said  Mr. 
Bergey.  "This  is  the  main  element.  You  may  have 
the  best  store,  the  most  attractive  windows,  the  best 
goods,  but  if  you  lack  in  the  quality  of  salesmanship 
the  store  will  go  down  and  customers  will  go  else- 
Avhere.  The  great  essential  thing  in  the  paint  depart- 

ment on  the  part  of  the  clerks  is  knowledge.  This 
department  is  the  most  neglected  one  in  the  store. 
Most  of  the  clerks  know  about  the  uses  of  the  differ- 

ent lines  of  hardware,  but  are  ignorant  as  to  the  uses 
of  the  specialties  in  the  paint  department. 

"No  department  requires  as  much  thought  as  the 
paint  department.  It  is  not  necessary  to  go  into  the 
manufacture  of  paint,  but  it  is  necessary  to  go  into 
the  iises  of  paint  and  paint  specialties.  Every  dealer 
has  had  complaints  about  paint,  but  hoAV  many  have 
taken  the  trouble  to  go  into  the  matter  and  find  out 
that  the  causes  due  to  lack  of  knowledge  on  the  part 
of  the  painter.  The  retailer  should  make  more  use 
of  the  help  manufacturing  concerns  offer  in  the  way 
of  booklets,  which  describe  the  uses  of  the  various 
lines. 

"Salesmen  need  nerve.  Some  fellows  get  a  $10.00 
order,  where  some  other  man  will  get  a  $50.00  one.  I 
am  a  strong  believer  in  quality.  Nothing  builds  up 
the  business  for  permanency  so  much  as  quality  in 
goods.  Of  course  quality  goods  demand  higher  prices 
and  it  takes  nerve  to  get  the  price.  How  often  we 
see  a  painter  come  in  and  want  a  brush  thrown  in  free 
in  his  order.  Some  merchants  think  they  have  to  do 
this  but  I  can  assure  you  it  is  unnecessary.  It  takes 
away  the  profits. 

"There  are  four  kinds  of  clerks,  first,  the  indiffer- 
ent one,  the  clock  watcher,  the  chair  warmer;  second, 

the  student,  always  trying  to  improve  the  service  he 
can  give ;  third,  the  adept  clerk,  who  moves  along  like 
a  well-oiled  machine.  Above  all  is  the  master,  grown 

tall  in  efficiency  from  the  student." 
Hardware  Stores  Improving. 

G.  E.  Robinson,  of  the  Imperial  Varni.sh  and  Color 
Co.,  Toronto,  said  paint  must  be  brought  to  the  front 

of  the  store,  as  it  makes  a  better  showing  than  any- 

thing else.  "You  simply  have  to,"  he  said.  "A  few 
years  ago,  outside  a  hardware  store,  you  would  see  a 

sign,  Mno.  Jones,  Hardware,  Plumbing,  etc.,'  and  in 
small  letters,  at  the  bottom,  the  words,  'Paints,  Oils, 
Glass,  etc'  Paints  were  then  kept  in  the  cellar.  Now 
it  is  altogether  different  and  paints  are  right  to  the 

fore. ' ' 

Mr.  Kennedy,  of  Lowe  Bros.  Co.,  Dayton,  Ohio,  ad- 
dressed the  members  for  a  feAv  minutes  and  gave  a 

couple  of  useful  pointers.  "Study  your  line  of  paints," 
he  said.  "  The  man  who  can  tell  100  per  cent,  truth 
about  his  goods  is  sure  to  make  sales.   The  dealer  who 

Robert  Smith,  Bolton,  G.  A.  Binns,  Newmarket, 
A  meruber  of  the  Resolutions  Chairman  of  the  Nominating Committee  Committee 

can  only  tell  75  per  cent.,  however,  is  just  as  bad  as 

the  man  who  tells  125  per  cent." 
Visitor  From  the  Coast. 

Harry  C.  Martin,  President  of  the  B.  C.  Hardware 

Dealers'  Association,  received  a  hearty  welcome  when 
he  came  to  the  platform.  Mr.  Martin  is  an  oid  On- 

tario traveller  and  is  well  known  in  the  East.  He 
stated  that  his  association  had  been  successful  in  ar- 

ranging a  set  scale  of  prices  on  staple  articles  in  North 
Vancouver,  which  ensured  a  fair  margin  of  profit.  On 
Tuesday  of  each  week  the  hardwaremen  of  his  city 
get  together  at  a  small  luncheon  and  discuss  current 
hardware  topics.  The  wholesalers  are  invited  to  these, 

and  if  they  are  infringing  in  any  way  on  the  retailers' 
rights,  they  are  pickecl  to  pieces.  "To  get  next  to 
your  fellow  man,"  said  Mr.  Martin,  "you  must  get  to 
know  him  socially  first.  If  you  first  meet  him  at  a 
dinner,  the  friendship  is  likely  to  be  more  firm. 

"Never  look  upon  your  opposition  as  a  man  who  is 
trying  to  steal  your  business.  He  is  just  as  good  a 
man  as  you.  We  at  the  coast  are  always  glad  to  see 

our  opposition  doing  a  good  business." Mr.  Martin  finished  by  extending  to  the  Ontario 
Association  a  hearty  welcome  to  Vancouver  should 
any  members  of  the  eastern  organization  visit  the 
Pacific  Coast. 

QUESTION  BOX  DISCUSSION 

The  question  box  discussion  on  Wednesday  evening 
was  one  of  the  bright  features  of  the  convention,  and 
much  useful  information  Avas  brought  out.  Ed.  Wan- 
less  was  in  the  chair.  The  subjects  discussed  were  of 
vital  importance  and  so  keenly  did  the  members  pre- 
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sent  thresh  things  out  that  it  was  11.30  before  the 
meeting  adjoiirned. 

How  Many  Hands? 

"How  many  hands  do  you  consider  necessary  to 
handle  a  hardware  and  tin  S'hop  doing  a  $20,000  busi- 

ness yearly?" Ed.  Wanless,  Chatham,  remarked  that  it  depended 
largely  on  the  kind  of  trade  handled,  and  what 
amount  of  tinning  Avas  being  done. 

Mr.  Conn  thought  a  mechanic  and  helper  would  be 

T.  A.  Keatinge  W.  A.cRankin,  Ottawa, 
of  the  Bond  Hardware  Co.,  Guelph,  wlio  took  part  in  the  Question 
Chairman  Card  Party  Committee  Box  discussion 

sufficient  during  the  slack  season,  Avith  a  little  addi- 
tion when  business  Avas  rus-hed. 

Premium  Contests. 

"Has  any  hardAvareman  put  up  a  contest  AA'here  a 
stove  was  given  to  the  winner  and  Avith  AA'hat  suc- 

cess?" Mr.  Wanless  had  tried  this  and  thought  that  it  gave 
splendid  results  in  an  indirect  way.  No  one  else  pre- 

sent gave  any  experience. 

On  Paints. 

"Which  is  most  profitable;  to  carry  a  full  line  of 
high  grade  paints  and  specialties,  or  a  high  grade 

paint  and  a  cheaper  grade  of  paint  specialties?" 
G.  A.  Binns',  Newmarket,  spoke  strongly  in  favor 

of  high  grade  goods. 

Calendar  Advertising. 

"Do  you  consider  calendar  giving  good  advertis- 

ing?" D.  A.  Macnab,  Orillia,  said  good  calendars  brought 
in  ncAV  business,  and  he  Avas  strongly  in  favor  of  em- 

bossed pocket  calendars  as  they  cost  less  and  paid 
better  than  the  printed  or  lithographed  variety.  He 
Avould  not  give  two  calendars  to  one  family  or  any 
to  children. 

J.  W.  McGregor  stated  calendars  are  becoming  too 
common  to  give  good  results,  AA'hile,  on  the  other  hand, 
thermometers  or  barometers  are  in  daily  use  for  a 
longer  period  than  a  calendar  Avould  last,  and  con- 

sequently give  better  results.  He  suggested  going  over 
a  partial  list  of  customers  one  year  and  the  remainder 
the  following  year. 

W.  F.  Macpherson  said  he  did  not  buy  an  expensive 

calendar,  and  never  places  an  order  on  the  salesman's 
first  trip,  as,  later,  job  lots  being  left,  the  prices  are  re- 
dxiced. 

Jas.  Purvis,  Sudbury,  said  he  had  been  giving  cal- 
endars for  twenty  years,  and,  in  his  opinion,  it  is  in- 

dispensible,  although  they  frequently  place  their  ad 
on  the  back,  emphasizing  the  fact  that  he  does  not 
vieAV  it  entirely  in  the  light  of  a  business  getter,  but 
rather  as  a  connection  AAnth  old  aecpTaintances. 

Mr.  McGregor  did  not  think  printing  the  advertise- 
ment on  the  back  a  good  stunt  as  people  forgot  where 

they  came  from. 

Selling  Department  Stores. 

"What  course  should  aa^c  pursue  tOAvard  the  firm 
Avho  sells  department  stores  and  consumers  at  a  price 

below  Avhat  they  sell  the  retailer?" 
Chairman  Wanless  suggested  that  Ave  incorporate 

"What  shall  Ave  do  AA'ith  the  firms  AA'ho  have  a  double 

set  of  travellers?" 
D.  Cinnamon,  Lindsay,  avouIcI  cut  out  any  firm  sell- 

ing his  customers  or  any  one  else  at  the  .^ame  price  as 
to  him. 

A  number  of  the  members  seemed  to  have  had  ex- 

perience of  this  kind  at  one  time  or  another"  and  in 
varying  degrees,  and  many  Avere  the  opinions  ex- 

pressed and  statements  made. 
In  one  or  two  cases'  the  sheet  metal  business  had 

been  cut  out  entirely,  and  the  general  opinion  seemed 
to  be  that  the  Avholesalers,  or  at  least  some  of  them, 
shoAved  partiality  to  the  ten  cent  stores  in  the  matter 
of  price.  One  or  tAvo  members  found  they  could  buy 
cheaper  from  the  JeAvs  at  their  OAvn  door  than  from 
the  AA'holesalers. 

The  keynote  of  the  Avhole  diseuasion  Avas:  "Let  the 
hardAvaremen  stick  together  in  order  to  protect  them- 

selves." One  of  the  great  values  of  the  Association 
is  that  it  makes  this  possible.  It  Avas  suggested  that 
the  Secretary  be  advised  AA'hen  double  dealings  AA^ere 
discovered  on  the  part  of  the  manufacturers  or  Avhole- 
sale  houses,  and  he  in  turn  advise  the  members,  leav- 

ing it  to  their  discretion  as  to  Avhether  they  Avill  con- 
tinue dealing  AA'ith  them  or  not. 

One  member  gave  a  specific  instance  AA'here  he  had 
discovered  that  a  AA'holesale  house  Avas  selling  to  a 
contractor  in  the  same  toAvn.  He  took  up  the  matter 
Avith  them  by  mail,  and  they  Avrote  him  an  exeeeding- 
1a^  nice  letter,  to  the  effect  that  this  Avould  not  occur 
again.  Some  days  later  he  found  another  parcel  ad- 

dressed to  the  contractor,  and  again  took  iip  the  mat- 
ter receiA'ing  a  reply  along  the  lines  of  the  first.  This 

continued  for  some  time,  Avith  no  improA^ement,  until 
he  eventually  had  to  discontinue  buying  from  them. 

One  member  made  the  statement  that  during  the 
summer  months  goods  are  sold  by  the  larger  jobbing 
houses  and  department  stores  at  a  price  loAver  than 
the  retailer  can  buy.  This  is  made  possible  by  the 
fact  that  these  same  goods  are  sold  to  the  retail  trade 
during  the  busy  season,  at  a  sufficient  profit  to  make 

possible  the  loAv  price  recei\'ed  AA'hen  job  lots  are  left. 
In  order  to  get  around  this,  these  goods,  first-class  ma- 

terial, are  sometimes  stamped  seconds. 
W.  F.  Macpherson  suggested  that  the  Chairman 

have  the  Resolution  Committee  prepare  a  resolution 
authorizing  the  Secretary  to  deal  Avith  matters  of  this kind. 

A  salesman  for  a  jobbing  house  present  stated  that 
if  details  of  complaints  Avere  sent  to  the  Secretary, 
and  he,  in  turn,  notified  the  jobbing  house,  complaints 
Avould  have  the  fullest  consideration. 

Selling  to  General  Stores. 
The  question  of  selling  to  cross  roads  merchants  Avas 

referred  to,  and  an  old  hardAvaremen,  doing  business 
since  1877,  said  that  it  Avas'  formerly  a  rule  that  hard- 
Avare  merchants  should  have  ten  per  cent,  preference 
over  general  merchants. 
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49 Another  hardwareman  from  a  northern  town  said 
he  saw  no  evil  in  jobbers  going  after  blacksmiths  and 

that  class  of  trade.  "Don't  take  a  pessimistic  view. 
Cut  out  worrying  about  the  little  fellows  and  go  after 
the  business  yourselves,  and  the  jobbers  and  manu- 

facturers will  treat  you  fairly  in  order  to  get  your 

business,"  he  said. 
The  selling  of  goods  to  ten  cent  stores  at  loM^er 

prices  than  to  hardwares  was  referred  to. 

Cash  Discount. 

"Would  it  have  a  tendency  to  lessen  credit  accounts 
to  give  a  cash  discount,  and  what  per  cent,  discount 

would  you  allow  on  staple  hardAvare?" 
"After  30  days  we  charge  interest  on  all  accounts. 

We  live  up  to  this  and  find  it  better  than  giving  a 

cnsh  discount,"  siaid  Wm.  Magladery. 
"We  allow  a  per  cent,  off  on  cash  register  receipts 

and  find  it  satisfactory,  it  bringing  in  a  lot  of  busi- 
ness."— J.  S.  Allen,  Burlington. 

J.  A.  Creeper,  Owen  Sound,  said  giving  cash  dis- 
counts has  a  demoralir.ing  effect. 

G.  A.  Binns,  Newmarket,  said  he  had  l)een  i-uniiing 
'a  cash  business,  except  with  factories,  giving  a  cash 
discount  to  ciistomers  on  large  purchases. 

"I  have  a  similar  system  to  Mr.  Magladery,"  said 
J.  N.  McGregor.  "We  charge  interest  on  all  accounts 
over  a  month's  standing." 

Albert  Welch,  Toronto,  has  a  set  price  on  stoves,  but 
gives  a  discount  if  customers  pay  within  thirty  days. 

D.  A.  Macnab,  Orillia,  said  he  had  tried  a  one-price 
s-ystem,  but  foimd  a  ten  per  cent,  discount  better. 
"The  easiest  way  to  sell  stoves  is  to  give  ten  off  and 
give  a  fair  price  on  old  stoves  taken  in  exchange," he  said. 

Mr.  Welch  asks  customers  how  they  wish  to  pay. 
If  bought  on  cash,  it  would  be  $41  but  if  on  credit 
$46.  He  takes  a  lien  note  on  credit  sales,  and  has 
signs  up  stating  that  if  payment  is  made  in  30  days 
they  get  the  ten  off. 

"We  tried  the  five  off  idea  for  several  years,"  said 
Ed.  Wanless,  "and  it  is'  a  good  plan." 

In  answer  to  a  question,  C.  W.  Conn  urged  retailers 
to  use  the  Association  lien  notes  in  making  credit 
sales.  The  notes  do  not  need  to  be  registered  and  are 
the  safest  plan  yet  devised. 

Keeping-  Blankets. 
"What  is  the  best  Avay  to  keep  unsold  horse  blank- 

ets during  summer?" 
"Line  box  with  tar  felt  paper  and  put  away  in 

cellar,"  said  W.  F.  Macpherson. 
Not  Profitable. 

"Do  you  think  it  profitable  to  run  a  tinshop  in  con- nection with  a  hardware  store  when  total  business 
clone  by  tinshop  is  $2,500  and  the  expense  of  running 

shop  is"  $1,200  annually?" 
"Better  close  the  shop,"  said  Mr.  Wanless,  "if  the 

$.,200  represent"?  Avages  only. 
Stoves  on  Installments. 

"Is  it  a  good  proposition  to  sell  stoves  like  some 
city  firms,  $1  doAvn  and  $1  a  Aveek?" 

This  depends  on  conditions.  Some  toAA'ns  have  spe- 
cial pay  days  and  give  credit  according  to  this.  In 

the  case  of  a  laborer  in  a  factory,  try  to  get  a  third 
down  and  make  payment  easy.  The  $1  a  Aveek  pro- 

blem makes  too  much  bookkeeping,  and  a  strictly  high 

class  stove  store  won't  adopt  this  policy. 
District  Meetings. 

"Would  the  Association  derive  any  particular  bene- 
fit by  selecting  a  number  of  central  points  to  hold 

Tnonthly  or  quarterly  meetings  for  members  in  those 

districts'?" 
Some  doubt  Avas  expressed  as  to  whether  the  Asso- 

ciation membership  was  large  enough  for  it  to  adopt 
a  plan  of  this  nature. 

Robert  Smith,  Bolton,  said  his  idea  Avas  to  take,  say, 
Toronto,  and  have  the  members  in  that  city  and  dis- 

trict meet  at  luncheon  and  discuss  certain  topics  of 
interest.  He  thought  the  Association  Avould  benefit  in 
new  members,  and  that  they  could  discuss  what  each 
are  doing  in  the  matter  of  profits,  etc. 

Association  Finances  Discussed 

This  question  Avas  read  by  Chairman  Wanless  after 
Roy  Cars'callen,  Dresden,  had  registered  a  kick  from 
the  back  of  the  hall  that  his  clerk  had  been  forced 
to  pay  $1  to  join  the  Association  after  he  had  paid 

the  firm's  $3  membership  fee.  Mr.  Carscallen  wanted 
to  knoAV  where  all  the  Association  money  went  to. 
W.  A.  Rankin,  OttaAva,  said  if  any  member  asked 

for  a  detailed  statement  the  officers  would  certainly 
supply  one.  He  had  heard  some  members  complain- 

ing and  would  suggest  that  a  full  statement  be  sent 
the  members. 

Treasurer  Caslor  said  the  yearly  audit  had  been 
changed  to  a  quarterly  audit  last  year  and  it  might 
be  Avell  to  make  it  a  monthly  audit.  . 

M.  S.  Madole  said  that  if  a  statement  Avas  Avanted 
one  would  be  printed.  He  was  sorry  that  complaints 
should  be  made  outside  the  convention  hall.  If  any 
member  is  dissatisfied  let  him  speak  out  as  the  man 
at  the  back  of  the  hall  had  done. 

Mr.  Carscallen  again  rose  to  question  the  action  of 
the  Executive  in  sending  representatives  to  conven- 

tions in  other  places.  He  thought  the  Executive  had 
too  much  poAver. 

Mr.  Madole  replied  that  the  members  had  to  place 
reliance  in  the  men  they  elected,  and  if  there  was 

Ed.  AVanless,  t:iiatliaiii,  j.  N.  McGreuor,  Oak^  ille, 
Chairman  of  the  Question  Box  wlio  took  an  aetive  part  in  the 

Disous.sion  Discussions 

any  dissatisfaction  the  best  thing  to  do  would  be  to 
elect  a  noAV  set. 

Mr.  Carscallen  then  explained  that  he  had  not  in- 
tended to  impute  any  dishonesty,  but  had  Avanted 

things  done  openly.  He  registered  another  kick,  how- 
ever, that  the  exhibitors  Avere  charged  too  much  for 

their  space. 

Mr.  Rankin  referred  to  the  auditors'  report  which 
had  been  published  in  detail  in  the  convention  daily 
of  Canadian  HardAvare,  Stove  and  Paint  Journal  on 
Tuesday,  and  asked  for  information  about  the  item 
of  ExecntiA^e  travelling  expenses.  Had  this  money 
been  spent  in  sending  delegates  to  other  conventions. 
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Treasurer  'Jaslor  said  this  item  had  been  made  up 
chiefly  by  the  expense  of  bringing  members  of  the 
Executive  to  attend  meetings  at  Toronto  and  Guelph. 
He  pointed  out  that  it  cost  money  to  bring  men  from 
Prescott,  Gananoque,  New  Lisl^eard  and  other  far  off 

points. 
Wm.  Magladen  said  he  had  had  one  free  trip  to 

Toronto,  but  it  had  cost  him  more  money  than  it  had 
the  Association.  He  said  he  had  looked  into  the. sys- 

tem of  auditing  and  found  it  done  very  satisfactory, 
both  treasurer  and  Secretary  being  bonded  officers. 

Secretary  Wrigley  replied  promising-  to  submit  to 
all  paid-up  members  a  statement  of  last  year's  re- 

ceipts and  expenditures.  Regarding  jaunts  to  other 
conventions  he  said  the  President  and  Secretary  had 
only  made  two  trips — to  Boston  and  to  the  wholesale 
convention  at  Hamilton.  The  President's  expense  on 
his  week's  trip  to  the  Boston  Hardware  Convention 
had  been  about  $40  while  the  Secretary  had  only 
charged  $10  as  part  of  his  railway  fare  from  Mont- 

real,'he  having  been  in  the  latter  city  on  business  of his  own. 
Fred  C.  Lariviere  said  he  had  gone  down  to  Boston 

with  the  President  and  Secretary  and  his  railway  fare 

from  Montreal  return  had  been  about  $18.  "You 
certainl}^  have  not  been  overcharged  on  this  item," he  added. 

Continuing  Mr.  Wrigley  said  the  prices  charged  ex- 
hibitors at  Ontario  conventions  were  the  lowest  charg- 

ed at  any  hardware  convention  he  knew  of.  The 
Dover  Manufacturing  Co.,  for  instance,  paid  $30  for 
a  corner  booth  10  x  12  at  Guelph,  while  they  Avere 
charged  $65  for  a  6  x  8  corner  at  Boston.  Other  in- 

stances were  given  and  it  was  shown  that  although 
the  receipts  for  space  at  the  Peterboro  convention  had 
run  over  $2,000  the  expenses  had  amounted  to  over 
$1,550  for  carpentry,  bunting,  signs,  labor,  band,  con- 

cert and  luncheon,  etc.  The  Association  had  cleared 

less  than- $500  after  undertaking  all  the  work  and  res- 
ponsibility, and  he  did  not  consider  the  margin  of 

profit  too  large. 

Speaking  of  his  own  part  of  the  work,  Mr.  "Wrig- ley said  it  would  be  a  big  relief  if  the  manufacturers 
undertook  the  management  of  future  exhibitions. 

Further  that  if  any  retailer  wanted  the  Secretary's 
job  at  its  $25  per  month  salary  the  nominations  were 
still  open  and  the  elections  would  not  take  place  until 
Thursday  afternoon. 

Thursday's  Proceedings Endopsation  of  Manufacturers' 
Proposition  —  Fire  Insurance  Sug- 

gestions —  Interesting  Discussion 
on  "Waste  in  the  Hardware  Store" 

After  the  meetings  of  the  Executive  of  the  Retail- 
ers' Association  and  the  Executive  of  the  newly  or- 

ganized Manufacturers'  Association,  the  subject  came 
up  for  discussion  at  the  Thursday  afternoon  session 
of  the  convention.  Vice-President  Madole  spoke  on 
behalf  of  the  dealers,  and  F.  M.  Tobin  represented 
the  mantifacturers.  Mr.  Madole  then  read  the  follow- 

ing resolution: — 

"We,  the  Executive  Committee  of  the  Ontario  Hard- 
ware and  Stove  Dealers'  Association,  have  received 

from  the  Hardware  Manufacturing  Exhibitors,  Lim- 
ited, a  proposition  in  regard  to  ftittire  exhibitions, 

which  will  be  explained  to  you  by  Mr.  Madole,  of  our 
Association,  and  Mr.  Tobin,  of  the  Manufacturers, 

which  we  recommend  for  your  adoption." 
Mr.  Madole  explained  that  the  Executive  of  the  Re- 

tail Association  and  a  committee  of  the  Exhibitors' 
Association  had  thoroughly  discttssed  the  subject  of 
how  futttre  exhibitions  shotild  be  held,  and  it  has  been 
unanimously  decided  that  it  would  be  best  for  both 
the  retailers  and  the  exhibitors  for  the  Retail  Asso- 

ciation to  turn  over  the  exhibition  feature  to  the  Man- 

ufacturers' Association.  It  woitld  be  possible  for  the 
manufacturers  to  reduce  their  expenses,  while  getting 
better  results  by  co-operating  together.  Appreciation 
was  expressed  for  what  the  manufacturers  had  done 
to  help  past  conventions,  and  considered  that  the  new 

F.  M.  Tobin,  Woodstooli,  R.  B.  Johnson,  Toronto, 
Secretary  pro  tern  of  tlie  new  Hard-  Chairman  of  the  Exhibition  Com- ware  Exhibition,  Limited  mittec  for  the  Jlanufacturers 

idea  would  enable  them  to  give  even  greater  assist- 
ance in  the  futttre. 

Mr.  Tobin,  Vice-President  of  the  Exhibitors'  Asso- 
ciation, said  that  he  had  been  asked  to  explain  the 

plan  of  holding  futtire  exhibitions  in  the  absence  of 
Bittues,  who  had  been  offered  and  accepted  the  pre-i 
sidency  of  Canadian  Manttfaeturers  Exliibitors,  Lim- 

ited. The  exhibitors,  he  said,  had  thorotighly  explain- 
ed their  proposal  to  the  Retail  Exeetitive,  and  while 

there  Avere  some  details  still  to  Avork  otit,  the  plan  was 
practically  complete. 

Mr.  Tobin  said  the  retailers  are  all  cttstomers  of 

the  exhibitors,  and  as  salesmen  they  hoped  to  co-oper- 
ate in  building  up  the  Retail  Association.  While  the 

proposal  was  to  invite  retailers  who  were  not  yet 
members  to  attend  the  exhibition,  it  Avas  felt  this 
Avotild  help  greatly  to  increase  the  membership,  if  the 

Association  arranged  interesting  programmes.  "The 
plan  will  relieve  you  all  of  the  details  of  the  conduct 

of  the  exhibition,"  continued  Mr.  Tobin,  "and  your 
officers  Avill  be  able  to  give  all  their  time  to  making 

yotir  part  of  the  gathering  more  useful  and  interest- 

ing." 

In  ansAver  to  a  question  Mr.  Tobin  said  the  two 
associations  Avould  co-operate  together  in  arranging 
a  muttially  satisfactory  convention  date  and  meeting 
place.  The  exhibitors  wotild  look  after  their  own  hall, 
Avhile  the  retailers  Avould  secure  the  convention  hall. 
He  pointed  otit  that  it  had  cost  the  manufactttrers 

about  $30,000  for  salesmen's  time  and  other  expenses 
incidental  to  the  exhibits  at  the  Gttelph  convention, 
and  in  vicAV  of  the  unexpectedly  small  attendance  of 
less  than  150  retailers,  the  expense  Avas  otit  of  all  pro- 

portion to  the  results.  As  there  aa^ouM  be  savings 
made  under  the  new  arrangement  the  exhibitors  Avould 
be  able  to  assist  the  retailers  financially  if  necessity 
called  for  it  at  any  time.    They  had  appointed  an  en- 
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By  One  Operation  of  the 

National  Cash  Register 

The  receipt 

is  printed 

The  amount 
is  added 

Record  made  on 
sales  strip 

And  shown  to  everyone 
in  the  store 

001  APR -4 

WILLIAM  R.DAY 
41  Fiftetnlh  SU 

★  B-0.75 

Keep  This  Peceipl 
It  it  your  Protection 

WATCH  FOR 
ANNOUNCEMdNTT, 

'I'lifsc  addiuff  wlieols  iimst  show t lif  same  record  as  the  eustoiii- 
ei's  reecii)t.  They  act  as  the merchant  s  receipt  for  a  eoiTeet 
uiichaiiKcii  lih'  record. 

■fc   Dolla«     Cents  f  > 

^  ID  .751'^ 

These  figur show  every 
rcciirilcd. 
the  siiiMc  it- wheels  anil 

es  at  the  top 

body  In  the  .>■ The  .imunnt 
thill  Oil  llie .-iiles  strip. 

of  the  register 
tore  the  amount sliown  must  be 
riTcipf,  adding 

This  receipt  goes  to  cus- tomer. Being  i)rinted  it 
cannot  be  altered.  A 
dui)licatc  printed  record 
is  locked  inside  the  reg- ister. 

The  sales  strip  must  show 
the  same  record  as  the  cus- 

tomer's recei|)t  and  the  iulil- 
ing  wheels.  It  -hinvs  tlie 
liroiu  ietor  a  com|ilelc  record 
of  the  day's  sales. 

This  PUBLICITY  Prevents  Mistakes, 

Removes  Suspicion,  Insures  Accuracy 

The  N.C.R.  "Get  a  Receipt"  plan  provides  a  printed  receipt  for  each  customer  showing  the  amount 
and  kind  of  transaction,  and  also  forces  a  corresponding'  record  on  the  merchant's  cash  r^egister. 
It  furnishes  a  receipt  for  the  merchant  in  the  form  of  correct,  imchangeable  figures  on   the  adding' 
wheels. 

It  gives  a  receipt  to  each  clerk  for  the  correct  registering  of  every  sale,   in  the  form  of  printed 
figures  on  the  sales  strip. 

The  merchant  and  his  clerks  are  forced  to  gfive  the 
customer  a  correctly  printed  receipt,  because  neither 
would  wish  to  show  printed  evidence  of  a  mistake. 
When  a  correctly  printed  receipt  is  ̂ iven  tc>  each  cus- 

tomer and  the  mercb.ant  ji'ets  a  corresponding;"  record 
on  his  cash  register,  the  accurate  handling'  of  cash 
sales,  charg;e  sales,  money  received  on  account,  and 
money  paid  out  is  assured. 

The  N.  C.  R.  "Get  a  Receipt  '  plan  i.s  the  only  method by  which  the  merchant  can  know  that  the  records 
which  remain  in  his  store  are  the  same  as  those  which 
g;o  to  his  customers. 

By  using'  the  "Get  a  Receipt"  plan  the  merchant  pro- 
tects himself  ag'ainst  mistakes,  carelessness,  and  losses 

in  handling'  money  ;  against  forgetting-  to  charge 
g'oods  sold  on  credit  ;  ag'ainst  disputes  and  misunder- 

standings which  result  in  lost  customers  ;  against  pa\'- 
ing'  out  money  without  a  record,  and  ag'ainst  mistakes 
in  handling'  customers'  accounts. 
He  satisfies  his  customers,  b\'  g'uarding-  them  ag'ainst 
misunderstanding's  with  himself  and  his  clerks.  He 
also  guards  his  customers  against  shortage  in  change 
and  against  overcharge. 

The  only  reason  you  "cannot  afford  a  National  Cash  Register"  is  because  you  have  not 
got  one"  Let  us  show  you  how  you  can  pay  for  a  National  with  the  money  it  saves you.     \\'riti>  now  for  free  booklets  to 

THE  NATIONAL  CASH  REGISTER  COMPANY 

Canadian  Factory 
TORONTO 

Canadian  General  Sales  Office 
285  Yonge  Street,  Toronto 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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If  Building  or  Re-modelling  a 

Hardware  Store 

It  will  Pay  You  to  Equip  with  Modern  Fixtures 

BERLIN 

HARDWARE  DISPLAY 

CABINETS 

afford  the  best  and  most  complete  facili 

ties  for  handling'  retail  hardware  stock- 
either  large  or  small. 

Plans  and  Estimates  Submitted 
Free  on  Request 

THE  WALKER  BIN  &  STORE  FIXTURE  COMPANY,  LIMITED 
Designers  and  Manufacturers  of 

Modern  Store  Fixtures BERLIN,  ONT. 

Stop  that  Night  Work! 

The  daylight  hours  should  be  sufficient  in  which  to  do  your 

bookkeeping.  And  still,  many  nights  each  month  you  are  chained 

to  your  chair  and  your  desk,  posting,  totaling  accounts,  making  out 

statements,  doing  any  one  of  a  dozen  things  with  your  books. 

You  want  information  about  your  business,  yet  you  are  going  the  long 
way  around  to  get  it.  The  short  way  is  the  one  adopted  by  more  than 
70,000  merchants  in  all  parts  of  Canada  and  the  United  States.  These  have 
found  that  by  the  use  of  The  McCaskey  Gravity  Accounts  Register  System 
their  posting  and  totaling  are  done  at  the  time  the  sale  is  made.  They  have 
no  statement  to  make  or  mail  at  the  end  of  the  month  because  each  sale-slip  is 
an  itemized  account  of  the  goods  purchased  and  each  shows  the  total 
indebtedness  to  date. 

The  McCaskey  System  has  been  approv- 
ed by  expert  auditors  and  accountants 

as  the  natural,  logical  and  most  scientific 
inethod  o(  handling  accounts,  yet  is  so 
simple  that  with   it  anyone  can  keep 

Only 

one  Writing The  McCASKEY 

SYSTEM 
The  McCaskey  System  cuts  out  useless  bookkeeping,  prevents  forgetting  to  charge, 

prevents  errors  and  disputes  with  customers  over  their  accounts,  acts  as  an  automntic  col- 
lector, is  an  automatic  credit  limit  preventing  over-buying  and  over-selling,  and  protects 

the  user  against  loss  of  insurance  in  case  of  fire. 

accurate  records  of  goods  bought  and 
First  and  sold,  merchandise  on  hand,  cash  on  hand 

5////  the  best        ̂ ind  in  bank,  accounts  payable  and  any 
other  that  may  be  desired. 

You  owe  it  to  yourself  to  investigate  the  merits  of  the  McCaskey  proposition. 
A  letter  or  postal  card  will  bring  you  information  without  any  obligation  on  your 

side  to  purchase. 
Or,  tear  out  this  advertisement,  sign  your  name  and  address,  when  it  reaches  us  we'll know  you  want  information. 

DOMINION  REGISTER  CO.,  Limited 

90-98  Ontario  St.,  Toronto,  Canada 
Branches:  New  York,  Boston,  Pittsburg,  Chicago, Minneapolis,  Kansas  City,  San  Francisco, 

Atlanta,  Memphis,  Washington. 
519-521  Corn  &  Produce  Exchange,  Manchester,  England. 
The  McCaskey  Register  Co.,  Alliance,  Ohio,  U.S.A. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 



CANADIAN  HARDWARE,  STOVP]  &  PAINT  JOURNAL 53 

^ 

^ 

^ 

Just  Another  Example  of  Doing  Things  "Best" 

High  Standard  "  Exhibit  at  Guelph  Hardware  Convention 

What  is  it  that  has  induced  so  many  good  dealers  to  take  on  this  line? 
asked  a  visitor  at  the  Convenlion. 

What  makes  the  new  "  High  Standard  "  Dealers  so  enthusiastic  ? 

What's  the  reason  behind  the  success  of  "  The  Little  Blue  Flag  ?  " 

There  certainly  must  be  some  great  merchandizing  advantages  m  the  "High 

Standard  "  Agency  to  influence  so  many  keen,  wide-awake  Hardware  Dealers 
— Dealers  who  rank  at  the  top. 

Reasonable  logic,  isn't  it  ? 

Then,  if  you  (as  a  progressive  business  man)  want  to  know  more  about  "Full 

Efficiency"  m  pamt,  and  the  difference  between  mvestment  and  expense  m 
advertising  as  a  means  of  promoting  paint  sales 

Write  us.    We  have  a  business  proposition  for  your  consideration. 

Toronto 

Dayton New  York Boston 

1^1  M  I  T 

Chicago Kansas  City 

Western  Distributors- Lyon-Monkhouse,  Limited,  171  James  Street,  Winnipeg,  Manitoba 

1^ 
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The  Story  of  a  Great  Campaign 

How  Pratt  &  Lambert  Tripled  White  Enamel  Sales 

You !  What  did  you  say  last  Fall  when  we  promised  to  triple  the  sales  on  Vitralite, 

the  Long-Life  White  Enamel,  in  three  years?  You  knew  we  did  it  with  "61 

Floor  Varnish.  But,  did  you  say,  "Well,  floor  varnish  is  different.  Besides, 
trade  conditions  are  bad — why  other  manufacturers  are  withdrawing  their  support — 

it's  going  to  be  a  bad  paint  and  varnish  season.  I'll  hold  off."  Now  you'll  be 
interested  to  know  just  how  that  decision  effected  your  profits. 

50%~^100%-150%-200% 

That's  how  Dealers  Sales  on  Vitra- 
lite began  climbing. 

Profits  for  Dealers. 

And  more,  this  advertising,  specializ- 

ing on  Vitralite  and  "61"  Floor Varnish  carried  the  whole  Pratt  & 
Lambert  Line.  A  general  Pratt  & 
Lambert  Varnish  Demand  was  creat- 

ed— not  merely  a  "specialty  "  de- 
mand. Pratt  &  Lambert  "  38 " 

Preservative  Varnish,  Spar  Finishing 
Varnish,  Alcolac  Liquid  Wood  Filler, 

Pratt's  Patent  Liquid  Dryer — and  all 
the  rest  for  every  conceivable  pur- 

pose—they were  all  selling. 

Demand  Increases — Dealers 
Reorder  Factory  Works 

Nights  —  New  Four  Storey 
Building  Erected. 
Meanwhile  Vitralite  sales  increased 

like  a  flood  tide — orders  poured  in  — 
dealers  had  to  reorder — the  factory 
was  working  nights  to  keep  up  with 
the  tremendous  demand — a  new  four 
storey  building  was  erected  for  the 
manufacture  of  Vitralite. 

A  Promise  Made  Good 
The  Three  Year  Mark 
Reached  in  Six  Months. 

And  the  sales  barometer 

rose  —it  kept  on  rising — each 
day  higher  and  higher.  And 
it  came.  Surely — steadily. 
The  mark  was  reached. 
Vitralite  sales  were  tripled 
in  six  months.  And  all  this 
in  the  face  of  adverse  con- 
ditions. 

Now  This  Spring. 

What  are  you  going  to  do  about  it  ? 
Pratt  &  Lambert  advertising  can  sell 

varnish  for  you  has  been  proven  by 
actual  accomplishment.  This  Spring 
these  same  methods  of  campaign  will 

be  continued — but  on  a  larger  scale — 
and  With  conditions  with  us — with 
everything  favorable  for  a  large  paint 
and  varnish  trade.    Get  aboard. 

The  Campaign  in  Action. 
After  the  Painter  For  You. 

The  painter  trade — the  very  back- 
bone of  your  Vcirnish  business  is  being 

reached  four  times  this  Spring  through 
VARNISH  TALKS  the  Pratt  & 

Lambert  Painters'  Magazine — also 
through  a  big  campaign  of  advertis- 

ing in  the  painters'  papers. 
Getting  the  Great  Public 

to  your  Store. 

Then  we're  going  after  that  varnish 
buying  public  of  yours  through  the 

great  magazines.  It's  the  largest  var- nish advertising  campaign  in  exist- 
ence —  and  all  this  advertising  is 

hitched  right  to  your  own  store  by 
elaborate  window  and  store  display 
matter — with  booklets,  slips,  news- 

paper electros,  etc. 

Right  on  Your  Own 
Firing  Line. 

But  we  don't  stop  here.  Our 
Advertising  Department  will  help  you 

right  on  your  own  firing  line — will 
plan  local  campaigns  for  you — write 
all  your  special  advertising  hterature. 

Getting  Those  New  Building 
Orders. 

Then  our  Architectural  Department 
is  in  action  to  get  the  architects  in 
your  town  to  specify  P.  &  L.  Var- 

nishes on  all  new  building  work — 
right  in  your  town — to  get  you  those 
big  orders. 

Are  You  Going  to  Fill 
the  Demand  ? 

You  must  decide  this  question  now 

for  yourself.  If  you  don't  your  com- petitor surely  will.  What  were  your 
varnish  profits  last  year  ?  How  much 
increase  ?  How  much  increase  do 
you  look  forward  to  this  year  ?  Your 
varnish  department  is  but  part  of  your 
business.  But  the  success  of  your 
business  depends  on  the  success  of 
each  individual  department.  That 
varnish  department  of  yours  must  be 
made  to  pay  you  profits.  If  you 
held  off  last  Fall,  when  we 
promised  tripled  sales  in  three  years, 

you  lost. There  is  no  longer  any  question  of 
the  tremendous  sales  of  Pratt  & 
Lambert  Varnishes.  That  has  been 
conclusively  proven  by  our  last  great 

campaign.  And  right  now — on  the 
eve  of  another  campaign — when  the 
whole  varnish  selling  mechanism  for 
the  Pratt  &  Lambert  Dealer  is  in 

action — investigate — find  out. 
It  will  put  you  under  no  obligation 
to  us.    Just  use  the  coupon. 

Pratt  &,  Lambert INC. 

VARNISH  MAKERS 

30  COURTWRIGHT  ST., 
BRIDGEBURG,  ONT. 

FACTORIES  : 
NEW  YORK 
BUFFALO 
CHICAGO 
LONDON 
PA  RIS HAMBURG 

Pratt  &  Lambert 
Inc. 30  Courtwright  St., 

Bridgeburg,  Ont. 

I  am  interested  in  in- 
creasing my  varnish  sales 

and  profits.    Please  send  me 
your  complete  proposition  to 

dealers. 

Name  . 

Adilrcs 

When  writing  to  advertisers,  kindly  mention  tbe  Canadian  Hardware,  Stove  &  Faint  Journal 
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tertainment  committee  and  would  tender  all  visit- 
ing retailers  a  splendid  social  time. 

Secretary  Wrigley  said  he  saw  numerous  advan- 
tages which  would  result  from  accepting  the  proposi- 

tion, and  urged  its  adoption. 
President  Chown  called  for  a  standing  vote  on  the 

resolution,  and  it  Avas  adopted  unanimously. 

FIRE  INSURANCE  PROBLEMS 

Mr.  Lariviere  first  of  all  took  up  the  question  of 
fire  insurance  on  account  of  the  absence  of  W.  G. 
Wright,  who  was  to  have  addressed  the  meeting  on 

the  subject,  and  followed  with  an  address  on  "Waste 
in  the  Hardware  Store."  He  impressed  upon  dealers 
the  necessity  of  looking  carefully  into  the  wording 
of  their  insurance  policies,  making  sure  that  all  poli- 

cies are  uniform  and  that  all  items  are  noted. 

"Most  people  do  not  read  their  policies  carefully 
enough,"  he  said,  "and  it  is  very  seldom  that  the  awn- 

ings or  other  things  on  the  outside  are  included.  Most 

policies  read,  'Contained  in,'  when  they  should  read, 
'Contained  in  or  on.'  See  that  a  full  description  of 
your  buildings  is  contained  in  the  policy.  If  you  have 
three  or  four  buildings  and  they  are  not  enumerated, 
the  policy  only  covers  the  buildings  named  therein. 

"Benzine  and  gasolene  must  be  mentioned  in  the 
policy.  Five  gallons  are  allowed  to  be  carried  with- 

out extra  premium.  If  you  sell  gunpowder  you  have 
to  declare  it." 

He  advised  having  goods  fully  covered  in  order  to 
secure  best  rates,  and  pointed  out  that  where  insurers 
do  not,  comply  Avith  the  80  per  cent,  clause  they  must 
themselves  assume  a  portion  of  the  liability  in  case 
of  partial  loss.  On  being  asked  to  explain,  Mr.  Lari- 

viere said : — 

"Suppose  you  carry  a  stock  of  $10,000  and  only  in- 
sure for  $6,000.  If  you  have  a  partial  loss  the  insur- 
ance company  only  pays  two-thirds  of  that  loss.  By 

insuring  for  $6,000,  instead  of  $8,000,  you  are  forced  to 
stand  one-third  of  the  loss." 

W.  F.  MacPherson  pointed  out  that  stocks  vary  dur- 
ing the  year  and  he  made  a  practice  to  insure  for  an 

aniount  equal  to  his  heaviest  stock  during  the  year. 
He  stated  his  policy  permitted  him  to  carry  75  lbs. 
of  powder,  two  cans  of  sporting  powder,  and  one  of 
blasting. 

WASTE  IN  HARDWARE  STORES 

"There  is  an  old  proverb  that  says,  'One  thousand 
small  leaks  will  sink  a  ship.'  This  can  be  applied  to 
waste  in  commercial  enterprises,"  said  Mr.  Lariviere 
in  introducing  the  subject  of  "Waste  in  HardAvare 
Stores." 
"The  first  thing  that  attracts  your  attention  as  you 

walk  along  the  street,"  said  Mr.  Lariviere,  "is  the 
poor  care  taken  of  the  awnings.  A  great  many  of 
the  merchants  will  roll  them  up  when  Avet.    The  re- 

sult is  that  in  a  very  short  time  new  awnings  have  to 

be  purchased." Another  great  source  of  waste  is  the  lack  of  care 
given  to  the  appearance  of  the  front  of  the  store.  All 
hardAvare  merchants  want 
to  sell  paint  and  proclaim 
the  necessity  and  useful- 

ness of  it,  but  they  sin  a 
great  deal  liy  not  having 
their  store  fronts  painted 

properly. 
"Dirty  Avindows  are  a 

great  source  of  Avaste," continued  Mr.  Lariviere. 
"Windows  should  be 
Avashed  every  day,  on  the 
outside  anyway.  The  ap- 

pearance of  the  windoAvs 
indicates  the  personality 
and  carefulness  of  the 
OAvner.  The  front  of  the 

store  is  as  important  as 
the  letter  you  send  from 
A'OUr  office.  F.  C.  lariviere,  who  talked 

on  "  AVaste    in  Hardware 

Importance  of  WindoAV  
Retailing". Displays. 

' '  Improper  window 

dressing  is  another  waste.  Some  hardware  men  think 
it  is  unnecessary  and  takes  a  lot  of  time  _  to  have  a 
Avell-dressed  AvindoAv.  In  my  mind,  this  is  the  best 

advertising  agent  you  can  have.  If  you  have  price 
cards,  it  is  even  better,  for  people  looking  at  the 
articles,  if  the  price  is  right,  will  buy  more  readily. 
The  public  are  bashful  and  do  not  like  to  come  in  and 

ask  the  price,  for,  if  it  is  too  high,  they  don't  like  to 
go  out  again  Avithout  buying  and  yet  don't  want  to 
pay  the  price.  When  tickets  are  used,  a  person  will 

come  in  and  say,  'Give  me  that  article  at  75  cents,' 
and  the  sale  is  made  in  half  the  time." 
According  to  the  speaker,  some  hardAvaremen  do 

not  pay  enough  attention  to  the  goods  they  put _  in 
their  AvindoAVS.  For  instance,  some  Avill  put  carving 
sets  in  a  windoAV  where  the  sun  strikes  them.  The 

result  is,  that  soon  the  plush  is  faded  and  the  amount 
taken  away  from  the  appearance  of  the  case  deducts 
15  or  20  per  cent,  from  the  profit. 

Keeps  Staples  in  Rear  of  Store. 
The  displaying  of  goods  inside  the  store  is  another 

matter  that  is  too  much  neglected.  In  a  great  many 

stores,  particularly  in  those  that  have  no  back  en- 
trances, we  often  find  a  keg  of  nails,  or  some  other 

staple  article  right  at  the  front  door.  This  is  wrong 
All  staple  articles  that  sell  themselves  should  be 
placed  at  the  back  and  the  room  at  the  front  devoted 
to  the  fancy  lines.  This  may  mean  a  fcAV  extra  steps, 
but  it  also  means  extra  profit.  When  a  person  enters 
a  store  they  very  seldom  Avalk  right  to  the  back. 

Fixing  the  Selling  Price. 
Mr.  Lariviere  then  dealt  Avith  the  matter  of  pricing 

ffoods.  He  did  not  believe  in  the  methods  some  hard- 
Avaremen folloAV,  of  saying  to  a  clerk  AA'hen  a  shipment 

of  goods  come  in,  "Here,  take  this  shipment.  Here 
is'  the  invoice.  Add  25  per  cent,  and  that  is  the  sell- 

ing price."  According  to  th(^  speaker,  much  profit 
is  lost  in  this  Avay.  "Goods  should  be  marked  for 
Avhat  they  are  Avorth,"  said  he,  "and  not  at  a  stated 
Thrice  above  the  cost.  When  a  shipment  comes  in,  the 

dealer  should  examine  the  goods  and  say,  'Hoav  much 
can  I  get  for  these?'   Take  carvers,  for  instance.  I 
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have  bought  different  grades  at  different  prices  and 
some  that  cost  me  $2  I  would  not  pay  $2.50  for  if  I 
were  a  customer.  Yet  I  have  bought  another  line  at 
the  same  price  that  I  have  marked  at  a  price  away 
above  the  cost  and  been  successful  in  getting  that 

price. 
"It  often  happens  that  an  article  that  has  been  in 

the  store  for  some  time  loses  its  price  mark.  When  a 
customer  comes  in  and,  after  looking  at  something 
on  which  the  price  has  been  removed,  asks  the  price, 
do  not  let  him  see  you  are  doubtful,  for  if  you  do,  50 
per  cent,  of  his  confidenee  is  lost.  Take  a  careful  look 
at  the  article,  judge  for  yourself  what  it  is  worth  and 

W,  Deacon,  Belleville,  who  made  F.  W.  Otton,  Bari'ie 
a  strong  plea  for  next  year's  Elected  a  member  of  next  year  s conventiou  Executive 

s:tate  that  price.  After,  you  can  consult  the  price 
book  and  make  sure. 

Loss  From  Overweight. 

"Over  weight  is  another  great  source  of  waste," 
continued  Mr.  Lariviere.  "It  is  good  for  the  custom- 

er but  bad  for  you.  Short  weight  is  just  as  bad. 
Scales  should  be  inspected  regularly  and  full  weight 
given.  Family  scales  have  become  cheap  now  and  a 
large  number  of  houses  possess  them.  If  a  customer 
goes  home  and  weighs  his  purchase  and  finds  you  have 
given  him  short  weight,  it  is  a  pretty  sure  thing  he 
won't  come  back." 

Returned  Goods. 

The  subject  of  returned  goods  was  then  touched  on. 
Allowing  goods  to  be  returned  means  double  the  work. 
A  man  should  be  sold  just  what  he  asks  for.  Suppose 
a  man  comes  in  and  says  he  wants  some  nails  but  is 
not  just  sure  of  the  quantity.  It  is  bad  policy  to  tell 
him  to  take  a  keg  and  return  what  he  has  not  used. 
When  the  keg  comes  back,  it  means  that  the  head  is 
knocked  off  it,  it  has  to  be  weighed  to  find  the  amount 
used  and  extra  figuring  to  find  out  the  value  of  the 
purchase. 

Losses  From  Uncharged  Goods. 

"Omiting  to  charge  goods  is  a  great  source  of  loss," 
said  Mr.  Lariviere.  "If  you  are  going  to  get  paid 
for  everything  charged  you  must  have  a  system  and 
make  all  your  clerks  stick  to  it.  A  customer  comes  in 
and  orders  a  lot  of  goods  and,  after  you  have  them 
Avrapped  up  and  start  to  put  them  doAvn  on  the  bill, 
another  customer  is  likely  to  come  in  and  wants  to 
be  waited  on  in  a  hurry.  You  have  to  stop  making 
out  the  bill  and  by  the  time  you  have  waited  on  the 
second  man,  there  is  a  big  chance  that  some  item  in 

the  first  customer's  purchase  has  been  omitted.  On 
a  particularly  busy  day  I  allow  my  clerks  to  make  a 
rough  memo  of  goods  purchased  and  then  make  out 
the  bill  when  business  has  eased  up. 

"A  matter  that  seems  small  but  nevertheless  causes 
loss  is  in  the  wrapping  of  parcels.  The  junior  clerks 
who  do  this  often  use  far  more  paper  and  twine  than 

is  necessary.  This  should  be  watched  for  not  only  will 
it  save  expense  in  paper,  but  it  will  tend  to  make 
better  clerks. 

Depreciation  of  Stock. 
"Depreciation  of  stock  is  another  source  of  waste. 

Few  retailers  think  that  when  was"hing  the  windows 
and  sidewalks  with  hose  that  the  spray  blows  on 
shovels,  forks,  etc.,  displayed  outside,  thus  causing rust. 

"Some  hardwaremen  are  afraid  to  buy  stock  ahead 
of  the  season  and  lose  many  sales  in  this  way.  Goods 
can  be  ordered  to  ship  ahead  of  the  season,  but  a 
not  sure  when  you  will  get  your  goods  for,  at  the 
memo  should  be  kept  of  them.  By  delaying  you  are 
last  minute,  there  is  bound  to  be  a  rush  and,  another 

thing,  the  best  of  the  stock  is  gone."  Mr.  Lariviere 
quoted  the  case  of  one  large  Toronto  house  that  lost 
$750,000  in  one  year  by  not  having  the  goods  when 
tliey  were  asked  for.  Of  course,  this  included  many 
lines  whicli  the  firm  never  handled. 

Checking  Transportation  Charges. 

"I  have  found  thtit  omission  to  cheek  transporta- 
tion charges. on  goods  received  wastes  a  lot  of  money," 

said  the  speaker.  "The  men  who  make  out  freight 
l)ills  and  other  documents  are  human  and  make  mis- 

takes. You  can  get  from  the  difi'erent  agents  of  the 
railway  lines  you  use  a  copy  of  the  freight  rates.  An- 

other thing.  Before  giving  a  clear  receipt  to  the  rail- 
road, see  that  you  receive  all  the  goods  on  the  bill, 

and  further,  that  they  are  in  good  condition.  Mak- 
ing claims  takes  time.  Talking  of  claims,  I  have 

heard  dealers  say  that  it  is  no  use  to  make  claims 
for  they  will  not  get  justice  from  the  railways.  If  a 

claim  is  properly  made,  justice  Avill  be  procured." 
Lending  Tools  From  Stock. 

"Allowing  employees  to  iise  tools  from  stock  and 
the  lending  of  tools  is  a  source  of  waste,"  he  contin- 

ued. "Young  clerks  will  take  a  new  tool  simply  be- 
cause they  cannot  find  the  old  one.  The  boss  should 

insist  that  they  have  a  proper  box  in  which  to  keep 
the  tools,  and  see  that  everything  is  in  its  place. 
Never  let  a  tool  go  out  on  loan  withoxit  getting  a 

receipt." 
Cheap  Clerks  Mean  Cheap  Sales. 

Speaking  on  loss  of  sales  through  incompetent  em- 
ployees, Mr.  Lariviere  said  that  cheap  clerks  mean 

cheap  sales.  You  must  pay  the  price  if  you  want  the 
best  help  and  it  pays  in  the  long  run.  It  is  often  bet- 

ter to  take  a  young  men  that  knows  nothing  about 
hardware,  but  has  average  intelligence  and  is  willing 
to  learn,  and  teacli  him,  than  to  have  a  young  man 
Avho  has  had  a  little  experience,  but  Avill  not  put  his 
heart  into  his  work.  Proprietors  should  teach  their 
clerks  everything  about  the  stock.  Some  dealers  do 
not  believe  in  this  for  fear  something  Avill  leak  out  to 
a  competitor.  According  to  Mr.  Lariviere.  this  is  a mistake. 

"In  my  store,"  he  said,  "when  T  have  given  a  trav- 
eller an  order  for  some  new  line,  I  ask  him  to  come 

around  to  the  store  at  6  o'clock  and  then  get  all  my 
clerks  together  and  make  them  listen  Avhile  the  trav- 

eller explains  all  the  selling  points  of  his  goods.  I 
allow  him  to  talk  for  a  half  hour  and  no  longer  and 
bv  the  end  of  that  time  my  staff  is  familiar  with  the 
article  and  readv  to  talk  on  it  when  the  time  comes. 

T  think  my  sales  increase  50  per  cent,  by  this  method." 
Belleville 's  Invitation. 

Mavor  Vermilyea,  of  Belleville,  and  Mr.  W.  Dea- 
con, President  of  the  Board  of  Trade  of  that  city,  ad- 



CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

57 dressed  the  members  and  extended  a  cordial  invitation 
to  hold  the  1913  convention  in  their  city.  He  men- 

tioned the  excellent  hotel  accommodation,  good  armor- 
ies, etc. 

RESOLUTION  COMMITTEE'S  REPORT. 

The  Resolution  Committee's  report  was  read  by  W. 
W.  Bennett,  the  Chairman,  as  follows : — 

Eesolved  that  this  Association  do  hereby  express  its  op- 
position to  the  proposed  Parcels  Post  Legislation,  and  that 

the  Executive  Committee  are  hereby  authorized  to  take  neces- 
sary steyjs  to  make  its  opposition  known,  and,  if  possible,  to 

associate  with  other  interests  now  working  against  enactment 
of  any  such  legislation,  also  recommending  that  every  retailer 
be  earnestly  requested  to  write  to  their  local  member  of  Par- 

liament expressing  opposition  to  proposed  legislation. 
Resolved  that  the  Secretary  of  this  Association,  on  re- 

ceipt of  any  specific  complaint  from  a  member  of  this  Asso- 
ciation in  good  standing,  against  any  jobber  or  manufacturer, 

be  authorized  to  correspond  with  said  jobber  or  manufacturer 
with  a  view  to  amicable  adjustment,  and  that  the  reply  of 
the  jobber  or  manufacturer  be  sent  to  the  complainant,  and 
lurther  be  presented  to  the  Executive  of  this  Association 
That  the  efforts  of  this  Association  to  have  the  fees  for 

re-inspection  of  weights  and  measures  abolished,  be  continued, 
and  that  every  member  be  earnestly  requested  to  have  peti- 

tion containing  all  names  of  users  of  weights  and  measures 
in  their  locality  filled  up  and  returned  to  the  Association  at 
earliest  possible  moment,  and  that  the  Legislative  Committee 
be  authorized  to  have  such  petitions  circulated  as  widely  as 
possible. 

Eesolved,  that  the  matter  of  holding  district  meetings  in 
different  parts  of  the  province,  be  referred  to  the  Executive 
Committee  for  further  discussion,  and  that,  if  deemed  prac- 

ticable, that  a  meeting  be  called  at  some  central  point  to 
ascertain  if  a  step  in  this  direction  would  have  sufficient  at- 

tendance to  warrant  formation  of  districts. 
Eesolved  that  the  sincere  thanks  of  this  Association  be 

tendered  to  Mayor  Thorp  and  the  Civic  Council  and  officials 
for  the  courtesy  extended  to  this  Association  on  the  occasion 
of  this  convention,  and  that  the  Secretary  of  this  Association 
be  instructed  to  send  a  copy  of  this  resolution  to  Mayor 
Thorp. 

Eesolved,  that  this  Association  tender  the  hearty  thanks 
of  the  Association  to  the  manufacturers,  expressing  our  ap- 

Wm.  Maoi.aukhv.  Hc-eleetcd  to  the  Executive ( 'oiiniiittee 

preeiation  of  the  excellent  displays,  acknowledging  the  great 
benefit  to  the  Association  by  their  co-operation,  and  that  the 
Secretary  be  instructed  to  send  a  copy  of  this  resolution  to 
the  Secretary  of  the  Canadian  Hardware  Manufacturers '  Ex- 

hibition, Limited. 
Window  Committee. 

The  report  of  the  Window  Committee  was  given  by 
Mr.  Black,  of  the  Bond  Hardware  Co.,  Guelph.  He 

stated  that  the  big  improvement  in  window  displays 
was  a  source  of  satisfaction.  He  referred  to  the  olden 
days  when  the  hardware  store  was  looked  upon  as  a 
lean-to  to  a  blacksmith  job. 

He  thought  that  next  year  a  manufacturer  of  plate 
glass  could  be  induced  to  put  in  a  large  window  in 
the  hall,  and  window  dressing  competitions  could  be 
held.     He  recommended  that  the  Association  arrange  a 

C.  W.  Conn,  Re-elected  to  the  Executive Committee 

competition  for  Christmas  window  displays,  offering  prizes 

worth  competing  for. Officers  Elected. 

The  recommendations  of  the  Nominating  Committee 
were  accepted  wdthout  any  discussion  and  the  ofificers 

elected  were : — 
President — M.  S.  Madole,  Napanee. 
1st  Vice-President — H.  Occomore,  Guelph. 
2nd  Vice-President — W.  F.  Macpherson,  Preseott. 

Secretary — Weston  Wrigley,  Toronto. 
Treasurer — John  Caslor,  Toronto. 
Executive — W.  Maglaclery,  New  Liskeard;  W.  W. 

Bennett,  Gananoque ;  D.  A.  Maenab,  Orillia;  Ed.  Wan- 
less,  Chatham;  C.  W.  Conn,  Tillsonburg;  P.  W.  Otton, 
Barrie. 

Auditors — J.  W.  Peacock  and  S.  M.  Burt,  Toronto. 
The  prize  for  securing  new  members  was  awarded 

to  Tom  Wright,  of  Howland's.  He  secured  six  retail- ers and  three  travellers. 

The  address  by  W.  G.  Wright  on  "Fire  Insurance," 
on  Thursday  afternoon,  will  be  published  in  our  next  issue. 

THOSE  IN  ATTENDANCE 

In  addition  to  the  exhibitors  and  about  100  travel- 
ling salesmen  not  connected  with  the  displays  .the  fol- 

loAving  belonging  to  the  Retail  Association  attended 
or  sent  in  their  fee.  A  few  of  these  found  it  impos- 

sible to  attend  but,  on  the  other  hand,  a  large  number 
of  the  firms  had  two  or  more  representatives  in  attend- 
ance 

None  of  the  700  badges  supplied  by  the  Taylor- 
Forbes  Company  were  left  after  Thursday  afternoon, 
while  on  Friday  morning  several  hardwaremen  who 
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had  been  unable  to  get  trains  to  Guelpli  on  Thursday, 
came  in  to  see  the  show  breaking  up.  Knell  &  Co., 
Berlin,  were  represented  by  two  of  their  staff  on  the 
Friday  list. 

Arthur — BrockJebauks,  Limited. 
Atwood — John  Roger. 
Aurora — Aurora  Hardware  Co. 
Aylmer — Wright  &  Allen. 
Ayr — R.  C.  Puiddicombe. 
Barrie — F.  W.  Otton,  J.  R.  Hanibly,  F.  A.  Hoar. 
Baysville — J.  D.  Smith. 
Beaverton — ^W.  G.  Glassford  &  Co. 
Beeton— W.  J.  Bell. 
Belleville— J.  W.  Walker,  W.  W.  Chown  Co.  (R.  C.  Chown  and 

W.  A.  Chown). 

W.  W.  Bennett,  Re-elected  to  the        D.  A.  Macnab,  Re-elected  to  the Executive  Committee  Executive  Coumiittee 

Blenheim — W.  D.  Samson. 
Blyth — MePherson  Bros. 
Bobeaygeon — A.  E.  Bottuni. 
Braeebridge — Geo.  W.  Eeclestone,  the  Whitten  Co.  (E.  A. 

Whitten).- 
Bolton— Smith  &  Sehaefer  (Robt.  Smith). 
Brampton — W.   E.  Anthony. 
Burlington — Jno.  S.  Allen. 
Caledonia — ^McGregor  &  Co. 
Carleton  Place — Taylor  Bros. 
Chatham — J.  C.  Wanless  (Ed.  Wanless). 
Chesley^ — S.  M.  Davison. 
Coldwater — ^W.  H.  Manning,  J.  Kingsboro. 
Cobourg — A.  R.  Dundas. 
Collingwood' — ^Gilpin  Bros. 
Culloden— W.  Holland. 
Drayton — Patterson  &  Hilborn. 
Dresden— Wells  &  Wells,  J.  B.  Carscallen  &  Son. 
Dundas — Ralph  &  Wilson. 
Elmira — M.  Weichel  &  Son. 
Elora — E.  French,  A.  Hobbs,  G.  E.  A.  Robinson. 
Fergus — -A.  E.  Nichols. 
Fordwich — Fred.  Adams. 
Forest — ^Jas.  Lougheed,  Reg.  F.  Scott. 
Gait— Fi-aser  &  Co. 
Gananoque — I.  W.  Bennett  &  Son. 
Goderieh— M.  W.  Howell,  Chas.  C.  Lee. 
Granton— W.  W.  Baker. 
Gravenhurst — R.  Zilliax. 
Guelph — G.  A.  Richardson,  H.  Oecomore,  Frank  Howard,  S. 

&  G.  Penfold,  D.  L.  Meyers,  A.  J.  Prank,  Bond  Hardware  Co. 
Hamilton — Stanley   Mills  &   Co.,  Wood  Vallance  &  Co. 
Hanover — B.  F.  Alirens,  Ross  Young. 
Harriston — J.  S.  Collinson. 
Hespeler — L.  Grill. 
Hiekson — Nicholson  &  Co. 
Huntsville — .1.   E.   Mosely.  f 
Ingersoll — S.  King  &  Co. 
Kincardine — A.  L.  Sheills. 
Kingsville— D.  H.  McCay. 
Kingston — E.  W.  Marshall. 
Lancaster — N.  McGillis. 
Leamington — J.  S.  Greenhill,  H.  London. 
Lindsay — D.   Howse,  ,D.  Cinnamon. 

Listowel — ^G.  Gordon,  S.  L.  Adolph. 
Markdale — W.  J.  Bowes. 
Markham — A.  Wideman. 
Meaford — Cleland  Bros. 
Merlin — W.  A.  Barr  &  Co. 
Mildmay — Leisemer  &  Co. 
Milton — Clements  &  Co.,  M.  E.  Nixon. 
Monkton — M.  E.  Bettger. 
Mount  Forest — F.  E.  Hendershot. 
Napanee — M.  8.  Madole. 
New  Dundee — E.  T.  Coleman. 
New  Liskeard — Magladery  Bros.,  Geo.  Taylor  Hardware  Co. 
Newmarket — G.  A.  Binns. 
Niagara  Falls — J.  T.  Henderson,  G.  H.  Clark. 
Niagara  Falls  Centre — F.  F.  Heximer 
Norwich — F.  C.  Bishop. 
Oakville — J.  N.  McGregor. 
Omemee — W.  D.  Stinson. 
Orangeville — Adamson  Hardware  Co. 
Oshawa — G.  L.  Lander  &  Son. 
Ottawa — W.  A.  Rankin. 
Owen  Sound — Creeper  &  Griffin,  Christie  Bros. 
Palmerston' — Chalmers  Bros. 
Parkhill — Brewer  &  Harrison. 
Pembroke — Dewar  &  Ryan. 
Penetang — M.  A.  Gendron. 
Picton — Carter  Bros. 
Porcupine — Marshall  &  Eeclestone,  Ltd. 
Port  Rowan — Thos.  Pearce. 
Prescott — 'W.  F.  MacPherson. 
Preston — Bernhardt  &  Gies,  W.  F.  Mickus. 
Providence  Bay — W.  I.  Wagg. 
Rockwood — S.  R.  Peart. 
Rodney — D.  Mistele. 
St.  Catharines — Coy  Bros.,  Watt  &  Bate 
St.  Jacobs — Henry  Giles. 
St.  Mary 's — St.  Mary 's  Hardware  Co. 
St.  Thomas— R.  H.  Blaekmore. 
Sault  Ste.  Marie — Fulton  Hardware  Co.,  Soo  Hardware  Co. 
Shelburne — J.  J.  Metcalf. 
Simcoe — Chas.  E.  Boyd. 
Smith 's  Falls — R.  Hawkins. 
Southampton — R.  McVittie,  W.  H.  Johns. 
Stouffville — Silvester  Bros. 
Stratford — J.  R.  Myers. 
Streetsville — Jas.  Dan  die. 
Sudbury — Purvis  Bros.,  Ltd.;  L.  Fowler  &  Co. 
Thorold— W.  H.  Hunt. 
Tillsonburg — Pow  &  Wilcox,  Chas.  W.  Conn. 
Toronto — J.  W.  Peacock,  T.  Whetstone,  G.  W.  Matthewson, 

Keyes  &  Co.,  Parkdale  Furnace  Co.,  Westwood  Bros.,  A.  Welch 
&  Son,  A.  W.  Walker  &  Son,  S.  M.  Burt,  .lohn  Caslor,  W.  A. 
Stevenson. 

Tottenham— R.  J.  Walkem. 
Trenton — McClung  &  Son. 
Uuionville — Padgett  &  Hay. 
Walkerton — Vogan  Hardware  Co. 
Wallaeeburg — Munroe  &  Zavitz. 
Warfield — H.  Copelaud. 
Waterloo — Conrad  Bros.,  W.  J.  Weichel. 
Wellington — F.  M.  Nash. 
West  Lorne — -MoKillop  &  Ferguson. 
West  Toronto — R.  J.  Bruce. 
Woodstock — F.  W.  Karn,  Geo.  A.  Davison. 
Wroxeter — John  Douglas. 

The  following  store  salesmen  also  enrolled  at  the 
Convention : 

J.  R.  Groat,  Groat  Bros.,  Elkhorn,  lilan. 
A.  T.  Black,  Bond  Hardware  Co.,  Guielpli. 
C.  Penfold,  S.  &  G.  Penfold,  Guelph. 
R.  W.  Mathewson,  Toronto. 
F.  Sticker,  Patterson  &  Hilborn,  Drayton. 
M.  Canfield,  J.  R.  Myers  &  Co.,  Stratford. 
Geo.  C.  Nibbs  and  N.  Stirrett,  Geo.  Stirrett  &  Co.,  Toronto. 

Roy  McGregor,  Oakville. Fred.  E.  Ellis,  A.  Welch  &  Son,  Toronto. 
C.  F.  Ready,  R.  Hawkins,  Smith's  Falls. 
R.  E.  Newman,  J.  B.  Carscallen  &Co. ,  Dresden. 

Amongst  the  ladies  were : 
Miss  Purvis,  Sudbury. 
Mrs.  J.  E.  Mosely,  Gravenhurst. 
Mrs  Keyes,  Toronto. Mrs.  D.  Mistele,  Rodney. 
Mrs.  Weston  Wriglcy,  Toronto. 
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EXHIBITORS  ORGANIZE  A 

COMPANY 

During  the  conveutiou  the  Canadian  hardware  man- 
ufacturers who  had  exhibits  in  the  Winter  Fair  build- 

ing, held  several  meetings,  and  on  Wednesday  after- 
noon the  definite  decision  was  reached  to  organize  a 

company  Icnown  as  the  Canadian  Hardware  Manufae- 

tiu'ers'  Exhibitors,  Limited. 
While  many  complaints  were  made  regarding  the 

small  number  of  retailers  present  in  comparison  with 
the  importance  of  the  exhibition,  and  also  regarding 
the  coldness  of  the  hall  and  the  leaky  condition  of 
the  roof  of  the  Winter  Pair  building,  the  promoters 
of  the  new  company  pointed  out  that  they  recognized 
that  the  Retail  Hardware  Association  officials  Avere 

not  to  blame,  and  had  done  the  best  they  could  un- 
der adverse  circumstances. 

The  purpose  of  Exhibitors',  Limited,  is  to  relieve  the 
Retail  Association  of  a  work  which  can  best  be  han- 
i\ed  hy  the  manufacturers  themselves.  In  four  years 
time  the  exhibits  have  increased  from  about  25  to 

nearly  100.  The  exhibitors  desire  to  co-operate  with 
the  retailers  in  increasing  the  attendance  at  conven- 

tions, in  arranging  a  program  of  entertainment,  and 
in  selecting  a  siutable  place  for  the  annual  conven- 
tions. 

The  company  is  ap])lying  for  incorporation  as  it  is 
felt  that  it  will  be  more  business  like,  while  it  Avill  also 
enable  the  manufacturers  concerned  to  exhibit  in 

other  places'  if  they  so  desire.  The  officers  elected  are 
as  follows: — 

President— A.  A.  Bittues,  of  the  Gillette  Safety 
Razor  Co.  of  Canada,  Montreal. 

1st  Vice-President — F.  M.  Tobin,  of  the  Tobin  Arms 
Manufacturing  Co.,  Woodstock. 

VV.  J.  Nauuwoi-d,  2nd  Vice-Fresi-      Chas.  E.  Stewart,  3rd  Vice-Presi- dent of  Exhibitors,  Limited  dent  of  Exhibitors,  Limited 

2nd  Vice-President — W.  J.  Nahrwold,  of  the  Cana- 
dian Yale  &  Towne  Co.,  St.  Catharines. 

3rd  Vice-President — Chas.  E.  Stewart,  of  the  James 
Stewart  IManufacturing  Co.,  Woodstock. 

■4th  Vice-President— M.  R.  Griffiths,  of  the  H.  W. 
Johns  Manville  Co.,  Toronto. 

Chairman  of  Exhibition  Committee — R.  B.  Johnson, 
of  Pinchin  Johnson  Co.,  Toronto. 
Chairman  of  Entertainment  Committee — Adam  Tay- 

lor, Tavlor-Forbes  Co.,  Guelph. 
F.  M.  Tobin,  Woodstock,  was  appointed  Secretary 

pending  the  selection  of  a  permanent  official  who  will 

act  in  an  honorar.y  capacity  with  an  assistant  during 
the  busy  season  of  the  year. 

It  was  decided  at  a  joint  meeting  of  representatives 
of  both  organizations,  that  the  next  convention  will 
be  held  at  Hamilton,  provided  satisfactory  arrange- 

ments can  be  made. 

THE  VALUE  OF  EXHIBITIONS 

Harry  C.  Martin,  Vancouver,  president  of  the  B.  C. 
Retail  Hardware  Dealers'  Association,  and  formerly 
on  the  travelling  staff  of  H.  S.  Howl  and.  Sons  &  Co., 
Toronto,  was  an  interested  visitor  at  the  convention. 
His  firm,  Martin,  Finlayson  and  Mather,  have  recent- 

ly established  a  jobbing  department,  and  Mr.  Martin 

was,  therefore,  a  heavy  buyer  at  the  exhibition.  "I 
expect  to  make  a  thousand  dollars  this  fall  on  one  line 

I  secured  the  agency  for  at  Guelph,"  said  Mr.  Mar- 
tin.   And  talking  of  his  sales  another  exhibitor  said: 

M.  K.  GKII'  FI'I'IIS.  Itli  Vice-Presi-         Adam  Tavi.hk,  ( 'liniriii;\n  Enter- 
dent  l^xhil)itors.  Limited  taiiinicnl  < 'mninittee 

"I  paid  the  entire  expense  of  my  exhibit  at  Guelph 
on  a  sale  I  made  to  Mr.  Martuj." 
Another  instance  showing  that  exhibitors  are  bene- 

ficial alike  to  retailers  and  manufacturers  is  related 
by  Vice-President  W.  P.  Macpherson,  Prescott.  A 
difference  had  developed  between  him  and  a  manu- 

facturer during  the  past  year,  and  they  had  failed  to 
make  good  certain  breakages.  The  manufacturer  ex- 

liibited  at  Guelph  and  in  a  few  minutes  the  diff'erence 
which  correspondence  had  failed  to  settle,  was  over- 

come, and  a  good  order  given  for  additional  goods. 

"I  have  made  over  $1,000  on  special  lines  I  have 
seeured  the  agency  for  at  our  hardware  conventions, 
and  I  consider  my  -association  membership  and  the 
money  I  spend  in  attending  hardware  conventions  as 
the  best  investment  I  have  ever  made." 

DEATH  OF  MRS.  CASLOR. 
Mrs.  John  Caslor,  wife  of  John  Caslor,  liardware 

merchant.  fi28  Queen  street  west.  Toronto,  died  on 
March  7.  Deceased  had  been  suffering  from  chronic 
rheumatism  for  some  time.  Mr.  Caslor,  who  is  treas- 

urer of  the  Ontario  Retail  Hardware  and  Stove  Deal- 

ers' Association,  has  the  sympathy  of  his  many  friends 
in  the  trade. 

ENLARGING  LUFKIN  RULE  PLANT 

J.  A.  Hossack,  sales  manag-er  of  the  Liitlcin  Rule 
Company  of  Canada,  Windsor,  leaves  about  March  15  on 
a  trip  to  the  Pacific  Coast.  Mr.  Hossaek  states  that  orders 

for  surveyer's  tapes  and  other  measuring^  devices  used  on 
construction  work  were  nevar  in  j^reater  volume  than  at 
present.  The  Lufl<in  plant  at  Windsor  has  had  to  be  en- 
larg-ed  to  keep  up  with  orders. 



60 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

Exhibit  of  Hardware  Manufacturers 

An  Excellent  and  Representative  Display  of  the 
Lines  Being  Made  in  Canada  Discomfort  Owing 
to  Unsuitable  Building  and  Inclement  Weather 

lu  point  of  numbers,  the  exhibits  at  the  convention 
of  the  Retail  Hardware  Association  this  year  were 

far  in  advance  of  that  of  any  previous  meeting,  be- 
ing 25  per  cent,  larger  than  last  year.  In  quality, 

too,  they  were  superior.  Next  year,  under  the  new 
arrangement,  it  is  confidently  expected  that  the  show 
will  be  100  per  cent,  better  than  this  year. 

Last  year,  the  members  of  the  Association,  instead 
of  leaving  the  selection  of  the  next  meeting  place  to 
the  Executive,  chose  Gnelph.  When  the  manufactur- 

ers saw  the  building  in  which  the  show  was  to  be  held, 
they  were  somewhat  disappointed.  During  the  first 
day,  all  the  doors  in  the  building  had  to  be  kept  open 
to  permit  of  the  entry  of  goods,  and  this,  together 
with  several  broken  windows,  caused  the  hall  to  be 
very  cold.  Although  the  City  Council  burned  tons 
and  tons  of  coal  to  heat  the  building  during  the  re- 

mainder of  the  week,  they  were  unsuccessful.  In  spite 
of  the  very  cold  atmosphere,  the  manufacturers  spared 
no  effort  to  make  their  exhibits  as  attractive  as  pos- 
sible. 

A  complete  list  of  the  firms  who  made  displays,  with 
a  short  description  of  each  is  as  follows : — 

"Nattiness"  was  the  characteristic  of  the  exhibit 
of  the  Pike  Manufacturing  Co.,  Pike,  N.H.  The  var- 

ious descriptions  of  oil  stones  exhibited  were  arranged 
with  a  great  deal  of  artistic  skill  on  a  background  of 
green  plush,  while  in  front  of  the  booth  was  ranged 
a  serious  of  the  grinders  manufactxired  by  the  firm. 

The  extent  to  which  a  high  finish  can  be  imparted 
to  axe  and  tool  handles  of  various  descriptions  and 
whiffletrees  was  exemplified  in  the  exhibit  of  W.  C. 
Crawford  &  Co.,  Tilbury,  Ont.  The  exhibit  was 
arranged-  on  a  plush  background  and  attracted  a 
good  deal  of  attention.  W.  A.  Deane,  Oakville,  was  in 
charge. 

Imperial  Steel  &  Wire  Co.,  Collingwood,  showed 
their  complete  line.  Kegs  of  nails,  arranged  in  triangu- 

lar shape  and  surmounted  by  bales  of  wire  fencing, 
occupied  the  centre.    J.  T.  Duguid  was  in  charge. 

Gilson  Manufacturing  Co.,  Guelph,  showed  their 
famous  gasolene  engine,  along  with  a  display  of  pumps, 
jacks,  etc.  E.  Banelman  and  P.  Charlton  looked  after 
the  firm's  interests. 

Canadian  Gate  Co.,  Guelph,  exhibited  several  sam- 
ples of  their  wire  and  wire  gates.  H.  R.  Steel  and 

N.  J.  Cabeldu  answered  all  inquiries. 
The  exhibit  of  the  Louden  Machinery  Co.,  Guelph, 

was  in  the  form  of  a  model  barn  and  showed  all  neces- 
sary fittings,  such  as  hay  forks,  coav  ties,  stanchions, 

ete.    H.  B.  Calendar  represented  the  firm. 

Another  product  of  Guelph  was  shown  by  the  Flex- 
ible Conduit  Co.,  who  exhiliited  "Braiduct,"  a  pro- 
duct used  for  covering  electric  wires.  Alongside  this 

firm  was  the  exhibit  of  the  Victor  Electric  Iron  Co., 
Berlin,  who  exhibited  electric  irons. 

The  Brandram-Henderson  process  of  manufactur- 
ing wliite  lead  was  a  decidedly  interesting  feature  of 

the  convention  and  their  booth  was  ahvays  a  centre 
of  interest.  The  arrangement  of  their  booth  was  very 
tasty.  H.  B.  Shuttleworth,  W.  B.  Gillespie,  A.  W. 
Poole  and  O.  M.  ITodson  looked  after  the  firm's  inter- 
ests. 

Ontario  Lantern  &  Lamp  Co.,  Hamilton,  had  a  very 

striking  display  and  featured  the  new  "Banner" 
buggy  lantern,  siiitable  for  dark  country  roads.  The 

Canadian  Tungsten  Company's  line  of  electric  lamps 
and  fixtures  was  shown,  scores  of  lamps  being  lighted, 
this  making  their  booth  one  of  the  handsomest  in  the 
show.  They  used  5,000  candle  power  in  their  display. 
One  feature  shown  M'as  a  1,000  candle  power  Tung- 

sten light.  This  is  the  largest  Tungsten  in  the  woi^ld, 
and  attracted  considerable  attention.  A  design  show- 

ing their  "Banner"  burners  was  formed  on  a  big 
shield  and  doubtless  will  be  followed  by  many  retail- 

ers. L.  W.  ITollingsworth  and  W.  F.  Kelly  were  in 
charge  of  the  display. 

Canadian  Yale  &  Towne  Co.  had  a  very  attractive 
showing  of  their  fine  line  of  locks,  keys  and  heavy 
hardware  now  manufactured  in  Canada.  These  were 
arranged  in  two  cabinets  and  were  explained  by  Wm. 
■J.  Nahrwold. 

Canadian  Carbon  Co.,  Ltd.,  Toronto,  had  a  good  dis- 
play of  Xeel  batteries  in  charge  of  Wm.  Harris. 

The  Irving  Electrical  Supply  Co.,  Toronto,  with  their 
display  of  Premium  vacuum  cleaners,  chafing  dishes, 
electric  tea  kettles,  etc.,  made  a  good  showing.  Henry 
Irving  and  H.  D.  Palzer  were  in  charge. 

At  one  end  of  the  hall  was  the  display  of  the 
Shurly-Dietrich  Co.,  Gait.  Mounted  on  the  Avail,  with 
a  background  of  dark  green  cloth,  their  line  of  saws 
was  well  displayed,  and  much  admired.  Percy  Diet- 
i-icli  and  E.  C.  McMurtry  looked  after  the  display. 

The  feature  of  the  Tobin  Arms  Manufacturing  Com- 
pany's exhibit  Avas  their  ucav  "Boy  Scout"  rifle.  This 

is  a  22-calibre  arm  and  the  first  of  its  kind  to  be  manu- 
factured in  Canada.  From  orders  received  to  date, 

Mr.  Tobin  states  his  firm  Avill  have  a  hard  time  keep- 
ing up  Avith  the  demand.  Their  ncAV  Tobin  auger  bit 

Avas  also  shoAvn,  along  Avith  a  complete  line  of  Tobin 
uuns.  F.  M.  Tobin  explained  the  different  goods,  along 
with  C.  D.  TenEycke  and  F.  M.  Tobm,  Jr. 

The  Standard  Paint  Co.  of  Canada,  ]\Iontreal,  fea- 

tured "Ruberoid"  roofing.  II.  H.  CoAvard  and  D. 
Kirkpatrick  Avere  in  .charge. 

Go-carts,  express  Avaggons  and  bathroom  fittings 
made  a  A'ery  attractive  display  in  the  booth  of  the 
Gendron  Manufacturing  Co.,  Toronto.  T.  Chadwick 

and  W.  11.  Batenian  looked  after  the  firm's  interests. 
The  demonstrations  of  Peerless  Avater  service  sys- 

tems and  Wayne  storage  tanks  attracted  considerable 
attention  at  the  booth  of  the  National  Equipment  Co., 

Toronto.  The  Peerless  system  of  permitting  soft  AA'ater 
in  any  house  awakened  much  interest  in  the  general 
l)ublic.  C.  J.  Wilson,  Martin  Quinn,  and  C.  Potter 

explained  the  Avorking  of  the  firm's  goods. 
J.  H.  Conover,  E.  J.  Cookson,  W.  T.  Fleming,  and 

C.  F.  Kendall  Avere  in  the  booth  of  the  Martin,  Senour 
Co.  explaining  the  virtues  of  100  per  cent,  pure  paint, 

"XeAvtone"  flat  Avall  paint  and  other  products.  Their 
display  of  selling  hel]is  added  much  to  the  attractive- 

ness of  the  exhibit.  W.  H.  Gerke,  Canadian  manager, 
also  spent  a  couple  of  days  at  the  convention. 

Pratt  &  Lambert,  Bridgeburg,  Ont.,  exhibited  sev- 
eral samples  of  Avork  done  by  their  various  products. 

Tavo  pillars,  finished  Avith  "White  Vitralite,"  shoAved 
to  Avhat  a  high  degree  these  preparations  can  be 

bought.  P.  and  L.  38  Preservative  and  "61"  Floor Varnish  also  Averc  shown.    A.  E.  Miller  Avas  in  charge. 

E.  C.  Atkins  &  Son,  Hamilton,  used  an  electrical  de- 
vice to  shoAv  their  line.  A  carpenter  Avas  shoAAOi  us- 

ing various  kinds  of  saAvs  and  this  feature  attracted 
a  good  deal  of  attention  from  the  retailers.  C.  R. 
Hubbard  and  J.  A.  Ross  were  in  charge,  Avhile  H.  P. 
Hubbard,  Canadian  manager,  also  spent  a  day  at 
Guelph. 
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The  Gillette  Safety  Razor  Company's  booth,  right 

on  one  of  the  corners,  was  admired  by  all.  Their  dif- 
ferent styles  were  shown  in  a  silent  salesman  mounted 

on  a  pedestal.  The  arrangement  of  the  booth,  with  a 

large  picture  of  the  firm's  new  factory  and  several 
small  pictures,  showing  dilferent  operations  in  the 
manufacture  of  safety  razors,  was  very  attractive. 
J.  S.  Chadburn  and  D.  P.  Cotter  were  m  charge,  in 
the  absence  of  that  Avell-known  figure,  A.  A.  Bittues, 
managing  director  for  Canada. 

One  of  the  best  and  most  attractively  displayed  ex- 
hibits shown  was  that  of  the  Allan  Hills  Edge  Tool 

Co.,  Gait.  Their  complete  line  was  shown  tastefully 
arranged  on  a  background  of  dark  green  cloth,  and 
the  contrast  between  this  and  the  glittermg  steel  M'as 
very  effective.  E.  E.  Rendle  explained  the  various 
lines. 

The  Gutta  Percha  &  Rubber  Manufacturing  Co.,  To- 
ronto, booth  Avas  in  charge  of  T.  W.  McKenney  and 

H.  E.  Wiles,  who  explained  about  the  different  lines 
of  hose,  auto  and  carriage  tires,  belting,  packing,  rub- 

ber shoes,  mats,  etc.  A  special  feature  shown  was  the 
new  Fisk  Grip  auto  tire. 

The  Success  Manufacturing  Co.,  Gloucester,  Mass., 
(Lewis  Bros.,  Montreal,  selling  agents  for  Canada), 
showed  their  line  of  all  steel  refrigerators  and  a  new 
rotary  ash  sifter,  the  patent  for  which  in  Canada  has 
.just  been  secured.  The  business  done  by  this  firm 
at  the  exhibition  was  such  that  they  are  seriously  con- 

templating the  erection  of  a  factory  in  Canada  to 
handle  their  Canadian  business. 

The  One  Minute  Washer  Co.  showed  their  washing 
machines  and  wringers  in  operation,  15  of  which  were 
sold  at  the  show.  F.  Ehrhardt,  John  Sawyer  and  John 
Weighton  were  in  charge. 

The  exhibit  of  the  London  Printing  and  Lithograph- 
ing Co.  added  much  to  the  appearance  of  the  hall  in 

its  neighborhood.  While  not  hardware,  these  goods 
are  required  at  least  once  a  year.  The  display  of 
pretty  designs  in  heads,  animal  life  and  sporting 
events  was  excellent.  The  Dyson  Manufacturing  Co., 
Guelph,  manufacturers  of  the  One  Minute  Automobile 
Repair  Kit  were  in  the  same  booth. 

The  Oneida  Community  Co.,  Oneida,  N.Y.,  occupied 
two  spaces  at  one  end  of  the  hall  where  they  showed 

many  handsome  cabinets  of  their  "Community"  sil- 
verware. One  corner  of  the  booth  Avas  arranged  to 

represent  a  window  display  of  a  trapping  scene,  show- 
ing a  muskrat's  home  among  the  rushes,  with  traps 

scattered  here  and  there.  W.  T.  Earl'  S.  A.  Griffith 
and  S.  T.  Hudson  answered  all  inquiries. 

Taylor-Forbes  Co.,  Guelph.,  had  an  exceedingly  large 
display  of  their  various  lines  of  builders'  and  heavy 
hardware.  The  ringing  of  the  large  bell  in  their 
booth  attracted  the  croAvds  and  interest  in  the  display 
was  shoAvn  at  all  times.  Adam  Taylor,  J.  M.  Taylor, 
Jr.,  Geo.  Waters  and  C.  F.  Smallpieee  Avere  on  hand 
in  the  interests  of  the  firm. 

Roofing  AA'as  featured  in  the  displaA'  of  F.  W.  Bird 
&  Son,  Hamilton.  W.  J.  Shaw,  H.  F.  Collins  and  Wal- 

ter Mackay  represented  the  firm.  This  firm  are  intro- 
ducing a  ncAv  product  for  use  on  Avails  instead  of  lath 

and  plaster,  and  the  hardAvare  trade  Avill  find  it  a 
good  line  to  distribute. 
The  Ohio  Varnish  Co.,  Cleveland,  Ohio,  conducted 

a  demonstration  of  Chi-namel  and  their  booth  Avas  al- 
Avays  a  centre  of  interest.  Fred  Crooks,  Mr.  Sauva 
and  Mrs.  Padgham  conducted  the  demonstration. 

The  importance  of  having  account  registers  and 
counter  check  books  Avas  amply  demonstrated  in  the 
booth  of  the  Dominion  Register  Co.,  Toronto,  by  J.  C. 

O'Connor,  J.  B.  Dennie,  F.  J.  Nelson,  and  W.  H.  Hun- ter. The  machines  shown  were  in  mission  finish  and 
the  appearance  of  the  exhibit  Avas  very  attractive. 

J.  Wiss  &  Son,  NcAvark,  N.J.,  made  an  attractive 
display  of  their  line  of  shears  and  cutlery,  and  also  a 

line  of  C.  Kraeuter  &  Company's  tools.  An  electric 
display  of  folding  panels,  on  one  side  of  wliieh  was 
shown  the  firm's  different  lines  and  on  the  other 

scenes  showing  dift'erent  processes  in  the  manufacture 
of  their  goods,  attracted  a  lot  of  attention.  W.  M. 
Leith  and  E.  W.  Myers  were  in  charge. 

Keystone  hair  insulator  was  featured  in  the  exhi- 
bit of  the  Canadian  H.  W.  Johns-Manville  Co.,  Toron- 
to. Asbestos  and  felt  roofing  and  resisting  cements 

also  Avere  shoAvn.  M.  R.  Griffiths,  Canadian  manager, 
W.  J.  Comniins,  E.  S.  Baum  and  J.  H.  Shaver  ansAvered 
all  inquiries. 

Benjamin  Moore  &  Co.,  Toronto,  had  a  handsome 
display  of  all  their  products.  Samples  of  work  done 
by  Sani-flat,  a  flat  oil  paint,  Avere  shown,  along  Avith 
Muresco  wall  finish  and  Moore's  cement  coating.  W. 
?IoAvard,  R.  P.  Barrington  and  M.  Patterson  Avere  in charge. 

The  Dominion  Roofing  Company's  trade  mark,  "Mide 
Hide  Roofing,  not  a  kick  in  a  million  feet,"  was 
emphasized  strongly  at  their  booth,  and  their  special 
proposition  to  retailers  was  much  talked  of  during 
the  convention.  The  booth  was  in  charge  of  G.  L. 
Bailey  and  Earl  R.  Maltby. 

Boeckh  Bros.  Co.,  Toronto,  were  on  hand  with  their 
line  of  brushes  of  all  kinds.  Their  flat,  oval  and  kal- 

somine  solid  steel  grip  brushes,  set  with  "Eakelite" 
cement,  Avere  featured.  L.  J.  Levy  and  John  Billing- 
hurst  represented  the  firm. 

High  art  in  tool  making  Avas  displayed  in  the  booth 
of  the  Stanley  Rule  and  Level  Co.,  Ncav  Britain,  Conn. 
Their  various  lines  made  at  their  Canadian  plant  near 
Montreal  Avere  shoAA^n  on  a  large  circular  disc,  on  a 

dark  green  background.  "Bed-rock"  Jones  and  X. 
Gooszin  AA^ere  in  charge. 

The  Aspinall  Manufacturing  Co.,  Guelph,  exhibited 
their  line  of  potato  machinery,  including  a  cutter, 

sprayer,  planter,  digger  and  sorter.  L.  Jacqiies  ex- 
plained the  Avorking  of  the  different  machines. 

The  Gait  Art  Metal  Co.,  Gait,  manufacturers  of  gal- 
vanized steel  shingles  and  art  metal  ceilings,  made 

an  exhibit  of  their  products.  E.  G.  Spiers  represented 
eh  firm. 

The  many  varieties  of  steel  tapes  and  rules  were 
shoAvn  in  the  exhibit  of  the  Lufkin  Rule  Co.  of  Can- 

ada, in  their  booth  on  one  of  the  main  corners  of  the 
hall.  J.  A.  Hossack  and  E.  Rus.seirtold  of  the  many 
good  points  of  the  line. 

D.  Maxwell  &  Son,  St.  Mary's,  had  a  large  showing 
of  their  motor  and  hand  power  Avashing  machines. 
Their  ncAV  electric  Avasher,  Avitli  combination  Avringer, 
Avas  seen  in  operation.  Jolin  L.  MaxAvell  and  J.  W. 
Gallaugher  explained  the  Avorking  of  the  different  ma- 

chines. A  display  of  their  food  choppers  also  Avas 
made. 

A  model  house,  roofed  Avitli  Brantford  Red  Crystal 
Roofing.  Avas  a  novelty  in  the  exhibit  of  the  Brant- 

ford Roofing  Co.,  Brantford.  A  large  piece  of  asphalt, 

in  Avhich  this  firm's  roofing  is  saturated,  also  AA^as 
shoAvn.  Fred  Chaleroft,  J.  A.  Virtue,  D.  PI.  Smith,  G. 
M.  Huff  and  A.  G.  B.  Tisdale  represented  the  com- 

pany. S.  F.  Bowser  &  Co.,  Toronto.  shoAved  several  of  their 

oil  stornge  systems  AA'hich  proved  A^ery  interesting  to 
the  retailers  present.  L.  Swartz,  E.  J.  Murphy,  P.  C. 
Potter.  IT.  T.  Sterne  and  H.  C.  Christie  Avere  in  charge. 
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Page  Wire  Fence  Co.,  Walkerville,  conducted  an  in- 
teresting demonstration  of  their  Regina  electric  and 

hand  vacuum  cleaners.  W.  H.  Turney,  J.  C.  and  W. 
D.  Love  represented  the  firm. 

The  International  Varnish  Co.,  Toronto,  booth  vi^as 
a  great  favorite  Avith  the  ladies.  W.  H.  Davy  made 

himself  popular  by  the  giving  away  of  carnations  each 

day.  Demonstrations  of  Kleartone  stains,  Lacqueret 
and  Elastica  floor  finish  were  given  by  Mr.  Davy  and 
H.  V.  Johnston.  Their  advertising  matter  gave  the 
booth  a  very  handsome  appearance. 

Goldie  &  McCuUoch  Co.,  Gait,  had  a  large  exhibit  of 
safes  in  the  annex.  Earl  T.  Hetherington  and  Wm. 
Trapps  had  charge. 

The  exhibit  of  the  Walker  Bin  Store  Fixture  Co., 

Ltd.,  Berlin,  made  an  excellent  showing.  Behind  a 

counter,  against  the  wall,' were  large  cabinets  of  draw- 
ers, some  with  glass  fronts  and  some  not,  drawers  of 

all  descriptions  and  large  silent  salesmen.  The  exhibit 
took  the  form  of  a  model  hardware  store.  Avithout, 
however,  any  stock.  W.  C.  IMcCuaig  represented  the 
company. 

The  Canadian  Potato  Machinery  Co.,  Gait.,  showed 
their  line  of  0.  K.  cattle  stalls,  stanchions,  etc.  A. 
M.  Rush,  J.  Eckstein  and  AV.  TT.  Srhreiber  were  on 
hand. 

Sprayers  and  washing  machines.  I)nt1i  liaiid  and 
power,  Avere  shoAvn  in  the  exhibit  of  Kaitting  &  Son, 
Gait.  Messrs.  Geo.  and  Herb.  Kaitting  explained  the 
machines  to  all  interested. 

The  McClary  Manufacturing  Co.,  London,  featured 
their  interchangeable  coal.  Avood  and  gas  ranges?  in  a 
very  handsome  display  that  covered  tAvo  spaces.  Their 
demonstration  of  gas  stoves  and  Bon  Ami  oil  stove 
attracted  Avide  attention  and  Avere  explained  by  W. 
J.  Thompson,  A.  Mackenzie.  W.  W.  Nobbs  and  A.  M. 
Smith,  sales  manager. 

Lowe  Bros.,  Toronto,  Avith  tlieir  dispUw  of  "High 
Standard','  paint,  Avith  decorations  of  AAandoAV  trims 
and  manA^  other  selling  helps,  had  an  exceedingly  at- 

tractive booth.  The  arrangement  Avas  A^ery  good,  and 
as  the  firm  had  double  space  on  a  corner,  the  display 
Avas  one  of  the  best  in  the  shoAV.  Mr.  Kennedy,  gen- 

eral manager.  Dayton.  Ohio.  Avas  present  Avitli  Frank 
BroAvn,  Milton  Bergey.  Jas.  IMaclMartin,  E.  Thomson 
and  N.  S.  Van  Zant,  who  looked  after  the  interests 
of  the  company. 

The  exhibit  of  The  Gait  Robe  Co..  Gait,  with  a  fine 

displav  of  hammocks,  robes,  etc..  looked  A'ery  invit- 
inff     H.  Sutcliffe  and  J.  IT.  Bennett  Avere  in  charge. 

The  Ontario  Desk  &  Supply  Co.,  Elmira,  booth  pre- 
'^ented  the  appearance  of  a  model  office.  Avith  a  neat 
disrJav  of  desks,  chairs,  mantles,  etc.  J.  S.  Weichel 
:tii]  Andrew  EdAvards  Avere  in  charge.  The  Monarch 
Typewriter  Co.,  Toronto,  exhibited  a  cou]Je  of  their 
machines  in  the  same  booth. 

The  Onward  Manufacturinsr  Co.,  Berlin,  had  a  cor- 
•^er  location  and  shoAved  their  line  of  vacuum  cleaners, 
furniture,  shoes,  etc.  The  demonstration  of  A'acuum 
cleaners  attracted  a  lot  of  attentitui.  partienlarlv 
wben  the  hall  Avas  throAvn  open  to  the  public.  T.  A. 
Wit7pl  and  A.  L.  Hixon  represented  the  firm. 

Roofing  materials  Avere  featured  in  a  A'erA^  neat 
di«-plav  bv  The  Philiio  Carev  Co..  Toronto.  H.  E.  Roav- 
ell.  Jas.  Clarke  and  J.  C  Ka'Ic  were  on  hand. 
New  lines  of  the  uoav  nopnlar  aluminum  kitchen 

■<^'are  were  shoA^^n  in  a  Avide  range  bA'  The  Northern 
Aluminum  Co.,  Toronto.  The  stock  Avas  disi^layed  on 
a  dark  baclcoronnd  and  shoAved  to  excellent  adA'an- 
taere.  A  draAvins'  contest  for  a  chafing  dish  heluer  to 
arouse  interest  in  the  exhibit  and  Messrs.  O.  W.  Schoff- 

■ner,  R.  IT.  Osborne,  6.  B.  Ogden  and  W.  H.  Konold 

Avere  kept  busy  explaining  the  good  points  of  the  var- 
ious articles.  In  a  draAving  for  a  fine  chafing  dish, 

W.  W.  Bennett,  Gananoque.  Avas  the  Avinner. 

The  Queen  City  Oil  Co.,  Toronto,  showed  their  lamps 
and  heaters  to  splendid  advantage.  At  night  the  ef- 

fect Avas  superb.  C.  S.  Griffith.  W.  B.  IrAvin,  P.  J. 
Booth,  Mr.  Lapp  and  H.  N.  Glover  Avere  in  charge. 

"Invincil)le"  fencing  and  gates  Avere  shoAvn  by  The 
Steel  Company  of  Canada  in  a  Avell-arranged  exhibit. 
W.  Cameron  and  L.  Krieger  met  all  interested  retail- ers. 

The  Sanderson,  Harold  Co.,  Paris,  Avere  on  hand  Avith 
an  excellent  display  of  their  Avell-knoAvn  line  of  re- 

frigerators and  screen  doors.  John  Harold  and  O.  H. 

Aliller  Avere  the  firm's  representatiA'es. 
The  Stratford  Manufacturing  Company's  booth  re- 

minded one  that  summer  Avill  soon  be  here  Avith  their 

large  display  of  laAA'n  sAvings  and  a  various  assort- 
ment of  ladders.  IMiniature  sAvings  Avere  shoAvn  for 

use  in  AvindoAv  trims.  Charles  A.  ]\Ioore  and  Roy  E. 
Harris  Avere  in  charge. 

A  full  line  of  plumbers'  and  general  brass  goods 
Avas  shoAvn  in  the  displav  of  The  Canadian  Brass  Co., 

Gait.  T.  H.  I\IcLaren."  J.  A.  ̂ ^IcLaren  and  M.  A. Schroder  Avere  on  hand  to  ansAver  all  inquiries. 
J.  H.  Connor  &  Son,  Ottawa,  ahvays  had  a  eroAvd  of 

pifci'ested  spectators  aroniul  their  booth,  Avatehing 
tlieii-  Avashing  machines  in  operations.  T.  L.  Connor 
and  J.  T.  Jeffrey  Avere  in  the  booth. 
Much  interest  Avas  manifes-ted  in  the  display  of 

mechanical  ru1)ber  goods,  tires,  etc..  by  the  Dunlop 
Tire  and  Rubber  Co.,  Toronto.  The  company  Avas  re- 

presented l»y  H.  C.  Austin,  C.  M.  Woodbnrn  and  M. ( 'ampbell. 

The  Hall-Zyrd  Foundry  Co.  featured  their  line  of 
"Pilot"  stoves  and  ranges  and  "Success"  furnaces. 
O.  Zyrd,  A.  W.  Cain  and  H.  Gilmore  described  their 
Ime.  This  firm  are  uoav  located  in  their  ncAV  plant  at 
Hcspeler. 

The  Down  Draft  Furnace  Co.,  Gait,  displayed  their 
ncAv  Perfect  Banner  steel  range  and  a  line  of  fire 
iJaces  and  grates.  This  ncAV  range  is  a  small,  med- 

ium priced  one.  made  in  tAvo  sizes  Avith  16  and  18-inch 
ov(>n  and  reversible  reservoir.  G.  Sohrt  and  T.  Par- 
iiell  Avere  in  charge. 

Wondershine,  Toronto.  shoAved  their  product  in  a 
well  laid  out  exhibit  and  made  themseh-es  popular 
bv  distributing-  their  Avhole  exhiliit  at  the  euchre 
imrtv.  J.  ]\1.  Waller.  H.  H.  Speare  and  J.  W.  Hall 
demonstrated  the  goods.  Great  disappointment  Avas 

expressed  at  the  comnanA''s  failure  to  get  their  neAV 
line  of  "Wondershine"  aluminum  Avare  ready  to  dis- 

plav at  the  conA'ention.  DelaA*  in  the  erection  and 
equipment  of  the  plant  at  Oakville.  caused  bA^  cold 
Aveather,  A\'as  the  reason  for  the  disappointment. 

A  noA'eltA'  in  the  exhibition  hall  Avas  a  baby  sleish 
i»annfactnred  and  shoAvn  bv  Beilstein  &  Kranz,  Berlin. 
Tl'is  sleiffb  is  also  fitted  Avith  wheels  and  AAdien  a  bare 
«pot  on  the  sidewalk  is  reached,  the  Avheels  can  be 

lowered  bA-  pushing  a  IcA'er  at  the  back,  and  put  back 
in  their  place  by  rcA^ersing  the  IcA'er.  C.  Kranz  was in  I'harQ'p. 

The  Soveree^  Mitt.  Glove  &  Robe  Co.,  Delhi,  had  an 
iTtfi-active  disnlaA'  of  their  Q-oods  and  Avere  represent- 

ed bv  :\r.  B  Alisener  a-ul  W.  M.  Whiteside. 
The  Irundy  Shovel  &  Tool  Co.,  Peterboro.  showed 

tlieir  spades  and  shovels.  .T.  D.  Lundy  and  F.  C.  Thom- 
^•o'l  Avere  in  the  booth. 

Sharnenin"-  stones,  -wheels  and  deA'ices  of  all  descrip- 
tions were  shoivn  l)v  the  Carborundum  Co.,  Niagara 

Falls.    W.  C.  SchAvab  and  K.  D.  Rose  Avere  on  hand. 
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63 The  Buffalo  Sled  Co.,  Preston,  had  an  excellent  dis- 
play of  sleighs,  swings  and  pony  waggons  in  charge 

of  M.  E.  Seaman. 
Clare  Bros.,  Preston,  exhibited  their  well-known  Pen- 

insular line  of  stoves  and  ranges'  and  Hecla  furnaces. 
Their  combination  hot  air  or  hot  water  furnace  was  a 
feature.  Herman  and  A.  N.  W.  Clare  demonstrated 
the  line. 

The  Canadian  Heating  &  Ventilating  Co.,  Owen 
Sound,  was  represented  by  H.  C.  Filsinger,  who  de- 

monstrated their  line  of  Empire  stoves  and  ranges 

and  registers.  Their  new  "Empire"  register  was  also exhibited. 
The  Harriston  Stove  Co.,  Harriston,  were  on  hand 

with  their  "Royal"  line.  A  new  stove  is  the  "Royal 
Matron."  This  is  a  six  hole,  plain  design  range,  with 
26-inch  fire  box,  to  burn  either  coal  or  wood.  J.  E. 
Cave  and  P.  G.  Blacker  were  in  the  booth. 

The  Buck  Stove  Co.,  Brantford,  showed  the  Happy 
Thought  and  Radiant  Home  lines.  The  new  Radiant 
Home  heater,  specially  adapted  for  stove  coal,  is  the 
only  one  of  its  kind  in  Canada.  Ed.  E.  Orr  and  Geo. 

J.  Bray  ~\vere  the  representatives. 
The  Burrow,  Stewart  &  Milne  Co.,  Hamilton,  had  a 

large  display  of  hotel  and  kitchen  gas  and  coal  ranges. 
Their  gas  range,  Avith  coal  attachment,  attracted  a 
lot  of  attention.  Ed.  Goff  and  W.  G.  Carson  demon- 

strated the  stoves. 
D.  Moore  &  Co.,  Hamilton,  arranged  their  line  of 

heaters  and  ranges  in  a  semi-circle,  which  showed 
them  off  to  excellent  advantage.  J.  S.  McMartin  and 
\.  L.  Robinson  attended  the  convention  as  representa- 
tives. 

Moffatt  Stove  Co.,  "Weston,  displayed  their  new  in- 
stantaneous Avater  heater,  which  aroused  much  inter- 

est among  the  delegates.  They  also  shoAved  samples 
of  their  complete  line  of  gas  and  coal  ranges,  making 
one  of  the  largest  displays  in  the  exhibition.  A. 
Staples  and  John  A.  Sinclair  Avere  in  charge. 

Jas.  Stewart  Manufacturini?  Co.,  Woodstock,  had  an 

excellent  display  of  their  "Good  Cheer"  circle  water- 
nan,  Avarm  air  furnaces,  ranges,  heaters  and  registers 
in  charge  of  C.  E.  and  F.  C.  StcAvart  and.E.  McDou- 
i/all. 

The  Gurnev  Foundry  Company's  booth  Avas  ahvays 
a  source  of  interest  to  visiting  delegates.  The  firm 
secured  the  services  of  a  young  lady  who  gave  demon- 

strations on  paper  bag  cookery  on  one  of  the  Gurney- 
Oxford  gas  ranges.  F.  W.  Spry,  Allen  Ross  and  D. 
W.  Rose  were  in  charge.  E.  Holt  Gurney,  sales  man- 

ager, also  visited  the  exhibition. 
The  Imperial  Varnish  and  Color  Co.,  Toronto,  had 

a  striking  display  of  their  products,  including  Maple 
Leaf  Interior  and  Exterior  paints  and  Elastilite.  W. 
B.  Cookson.  J.  D.  Robinson  and  F.  F.  Bowden  con- 

ducted demonstrations  which  proved  of  great  inter- 
est. T.  F.  Moneypenny,  sales  manager,  also  visited 

the  booth. 

Cummer-Domswell,  Limited,  Hamilton,  showed  their 
poAver  Avashing  machines  and  Avringers,  and  there  Avas 
a  contintal  crowd  of  interested  persons  around  the 
booth.  Geo.  B.  Dowswell,  Harold  H.  Cummer  and  F. 
F.  Raine  were  in  charge  of  the  display. 

Demonstrations  of  the  application  of  Jap-a-Lac  drew 

large  crowds  to  the  Glidden  Varnish  Company's  booth, 
in  charge  of  E.  J.  Hofford,  B.  D.  BlackAvell  and  F.  H. 
Webbing.  Dealers  Avere  particularly  interested  in  the 
ncAv  10  cent  can  and  the  display  stand  that  accom- 

panies it.  The  advertising  matter  arranged  around 
the  booth  added  much  to  its  appearance. 

The  Pinchin-Johnston  Co.  booth  stood  out  Avell  AAnth  - 

its  pyramid  of  Minerva  paints.  Samples  of  work  done 
Avith  their  goods  were  shoAvn  along  Avith  many  of 
their  selling  helps.  Their  ncAV  color  card  and  coiinter 
album  interested  the  retailers  to  a  large  extent.  R. 
B.  Johnston.  F.  L.  Wemp  and  A.  M.  ToAA^e  Avere  in  the booth. 

The  Pollock  Manufacturing  Co.,  Berlin,  conducted 
a  demonstration  of  their  vacuum  cleaners  and  made  a 
display  of  bicycle  and  motor  boat  lamps. 

The  Dover  Manufacturing  Co.,  Canal  Dover,  Ohio, 
had  a  tastefully  arranged  display  of  electric  irons  and 
asbestos  sad  irons.  Avith  an  electricity-operated  figure 
giving  demonstrations.    A.  S.  Hoaa^c  was  in  charge. 
The  National  Manufacturing  Co.,  Sterling,  111., 

showed  their  lines  of  builders'  hardAA'are.  The  booth 
Avas  tastefully  arranged  and  Mr.  Meikel  ansAvered  all 
inquiries. 

G.  L.  Griffith  &  Son,  Melbourne,  Ont.,  manufactur- 
ers of  halters  and  harness  specialties,  shoAved  several 

of  their  products  neatly  arranged  on  the  wall  at  one 
end  of  the  hall. 

Experiences  at  the  Convention 
Many  Members  Tell  What  Interested 
and  What  Benefitted  Them  Most  — ^ Some  Timely  Suggestions 

H.  Occomore,  Guelph. — "OAA-ing  to  having  been  the 
local  man  on  the  .job,  I  Avas  kept  busy  looking  after 
details  nearly  all  the  time,  thereby  missing  the  main 
chance.  Even  Avith  all  these  things  to  attend  to  I  may 

say  that  I  am  of  the  opinion  that  the  Guelph  Con- 
vention was  the  best  yet,  and  feel  that  a  start  has  been 

made  along  the  right  direction  to  make  our  Associa- 
tion the  poAver  it  should  be.  I  think  that  the  interest 

taken  by  the  members  in  the  Convention  meetings  was 
very  marked,  shoAving  that  the  hardAvare  men  of;  the 
Province  are  fully  aliA^e  to  the  benefits  that  can  be 
obtained  from  intercourse  in  this  Avay,  one  AAdth  the 
other. 

"In  a  AA'ord.  the  greatest  benefit  to  me  from  the 
recent  convention  is  the  incentive  given  to  the  Execu- 

tive to  make  the  Association  the  best  of  its  kind  on 

the  continent." 
S.  L.  Adolph,  Listowel,  Ont. — "I(  derived  no  benefit 

from  the  convention  Avhatever.  I  Avas  only  there  on 
Tuesday,  but  intended  to  attend  oftener,  only  for  the 
storm,  which  prevented  me  from  being  present.  I  am 
not  in  favor  of  smoking  concerts  and  euchre  parties  as 

I  am  free  from  both." 
B.  F.  Ahrens,  Hanover,  Ont. — "I  think  the  question 

box  is  the  greatest  benefit  to  all  retail  hardAA^are  men, 
and  would  like  to  see  more  time  devoted  on  this  subject. 

"The  information  receiA^ed  at  the  convention  is  Avorth 
double  the  amount  of  the  membership  fees,  and  cost  of 

attending  the  convention." 
R.  Hawkins,  Smiths  Falls,  Ont.— "I  feel  fully  repaid 

in  attending  same  by  picking  up  ideas  in  regard  dis- 
playing goods,  salesmanship,  management  of  details, 

etc.  We  receive  inspiration  from  contact  Avith  our  fel- 
loAV  merchants,  with  travellers  and  exhibitors  and  learn 
more  of  the  ncAvest  goods  belonging  to  our  business  and 
return  home  with  greater  zeal  to  improve  retail  mer- 

chandizing. I  AA^ould  like  to  have  all  my  opposition 
attend  hardware  conventions. 

"We  cultiA^ate  friendships  that  are  pleasing  and  last- 
ing, AA^hich  tends  to  mutual  benefits,  and  are  glad  to 

meet  again  at  next  hardAvare  convention  time.    It  is 
AA'orth  the  trip  to  meet  and  receive  ideas  handed  out  so 

-  freely  by  our  good  friend,  Fred  C.  Lariviere." 
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Fred  W.  Otton,  Barrie,  Ont. — "To  me  the  discussion 
that  took  place  regarding  salesmanship  was  most  in- 
teresting. 

"The  address  given  by  Mr.  Gurney  was  most  help- 
ful and  instructive,  as  well  as  some  of  the  ideas  ex- 

pressed by  Mr.  Mosley,  Huntsville,  and  Mr.  Welsh,  of 
Toronto. 

"I  might  say  that  the  Question  Box  discussion  to  my 
mind  was  gone  into  with  a  little  more  vigor  and  en- 

thusiasm. These  Question  Box  discussions  are  most 
helpful  to  the  association,  and  should  be  encouraged. 
While  there  are  many  points  offered  which  do  not 

always  meet  with  my  approval,  yet  out  of  these  ques- 
tions arise  ideas  and  suggestions  that  any  member  can- 

not fail  to  carry  home  with  him  and  make  use  of  them 
in  his  own  business. 

"The  manufacturers'  exhibits  were  splendidly  ar- 
ranged, and  the  representatives  spared  no  trouble  in 

trying  to  make  any  explanation  of  new  lines  they  had 
to  introduce,  and  while  it  is  much  regretted  that  some 
of  the  exhibitors  were  put  to  much  inconvenience  by  the 
weather  conditions  which  prevailed  in  the  building,  yet 

I  believe  on  the  whole,  they  were  quite  well  satisfied." 
H.  Lendon,  Leamington,  Ont. — "The  greatest  benefit 

that  I  derive  from  attending  the  Retail  Hardware  Con- 
vention is  the  fact  that  it  is  a  good  schooling  for  me 

as  a  hardwareman,  a  place  to  purchase  goods  and  to 
see  what  is  offering  in  new  goods.  It  is  held  at  a  time 
in  the  year  when  I  make  my  heaviest  purchases.  My 
purchases  are  increasing  every  year  I  attend.  This  is 

now  my  fourth  year." 
James  Purvis,  Sudbtiry. — "The  best  question  of  the 

convention  is  the  Question  Box.  This  should  have  daily 
sessions  of  two  hours  each,  and  each  day  in  charge  of 
a  different  man  and  the  discussion  limited  to  a  few 
minutes  and  no  member  to  speak  but  once  on  the  same 
question.  Getting  acquainted  with  other  hardwaremen 

and  comparing  experience  is  helpful." 

M,  S.  Madole,  Napanee,  Ont. — "I  am  satisfied  from 
a  general  point  of  view  many  good  things  were  brought 
out  at  the  convention.  The  afternoon  spent  with  the 
manufacturers  and  jobbers  and  the  hints  gained  by  the 
address  of  Mr.  Gurney  were  valuable.  The  Question 
Box  was  an  interesting  event  of  the  sessions,  and 
brought  out  some  good  things.  The  discussion  on  the 
waste  in  liardM^are  stores  was  an  eye-opener  to  many 
in  the  convention.  The  discussions  on  the  Weights 
and  Measures  Act,  parcel  post  delivery  and  catalogue 
houses  were  all  interesting  in  their  way. 

"My  own  idea  of  these  conventions  are  that  more 
time  should  be  spent  on  the  separation  of  papers  to  be 
brought  before  the  meetings  and  that  a  sub-committee 
should  be  appointed  to  prepare  a  programme  for  the 
convention.  The  man  who  went  there  for  the  purpose 
of  receiving  benefit  could  get  it  from  the  meetings  in 
the  discussion  if  the  subjects  I  have  outlined,  and  by 
a  study  of  the  exhibits  as  shown  by  the  jobber  and 
manufacturer,  and  then,  by  the  retailer  becoming  ac- 

quainted with  the  man  with  whom  he  does  business, 
so  that  when  yox\  are  at  your  desk  corresponding  with 
the  house  you  know  the  kind  of  man  you  are  writing 
to.  The  benefit  I  obtained  was  coming  in  touch  with 
my  fellow-retailers,  talking  business  over  with  them, 
getting  ideas  as  to  the  way  they  do  things  and  seeing 
if  their  way  is  a  better  one  than  my  'own,  and  if  so 
adopting  it  in  my  own  business.  There  is  wisdom  in 

counsel. " 

W.  H.  Stinson,  Omemee. — "I  consider  the  exhibits  of 
the  manufacturers  and  those  who  represented  them  a 
great  benefit  to  the  retail  dealer,  as  by  attending  the 

convention  the  specialties  as  well  as  a  varied  assort- 
ment of  the  staple  lines  being  offered  for  the  season 

could  be  examined,  and  selections  made,  or  if  not,  at 
a  later  date  when  bujdng  from  a  traveler  or  catalogue 
the  buj'er  is  posted  on  the  goods  and  knows  what  he 
is  ordering.  It  would  be  impossible  for  the  average 
merchant  to  visit  the  factories  represented  at  the  con- 

vention and  to  become  familiar  with  the  goods  ex- 
hibited which  Avould  be  of  interest  to  him. 

' '  The  courtesy  of  the  representatives  in  charge  of  the 
exhibits  in  showing  and  explaining  the  various  lines 
shown,  should  be  appreciated  by  the  dealer  who  attends 
the  convention  to  see  the  samples,  and  to  become  fami- 

liar with  the  latest  and  the  newest  ideas,  in  the  various 
lines  offered.  I  believe  it  is  of  financial  interest  to 
every  retail  hardware  merchant  and  stove  dealer  to 

attend  the  convention." 
T.  M,  Nash,  Wellington,  Ont.—' '  The  greatest  benefit 

I  received  from  attending  the  hardware  convention  at 
Guelph  was : 

1.  "Seeing  the  different  exhibits  and  getting  better 
acquainted  with  the  goods  and  manufacturers. 

2.  "Picking  up  selling  pointers  from  the  experts  in 
charge  of  the  different  booths. 

3.  "That  getting  better  acquainted  with  your  oppo- 
sition or  neighbor  will  stop  price  cutting." 

A.  L.  Shiells,  Kincardine,  Ont. — "It  is  very  hard  to 
say  what  was  the  most  benefit  to  me  at  the  convention. 
I  believe  that  Mr.  Lariviere's  talk  was  the  best  to  me. 
There  was  a  good  many  things  talked  about  that  would 

do  a  fellow  good." 
W.  F.  Macpherson,  Prescott,  Ont. — "At  our  recent 

convention  in  Gaielph,  the  outstanding  feature,  and  one 
which  offered  the  greatest  benefit  to  the  retail  hard- 

ware merchant,  was  in  my  estimation,  the  splendid 
exhibits  made  by  over  one  hundred  of  our  progressive 
manufacturers  of  Canadian-made  hardware.  The  edu- 

cation advantages  of  seeing  these  exhibits  and  the 
pleasure  of  meeting  manufacturers  and  their  sales  man- 

agers, of  seeing  the  men  with  whom  we  correspond  in 
the  course  of  our  business  face  to  face,  certainly  makes 
future  dealings  more  satisfactory,  provided,  of  course, 
that  the  impressions  formed  are  mutually  agreeable. 

"At  the  Guelph  convention  I  had  the  opportunity 
of  having  a  couple  of  matters  adjusted  'satisfactorily, and  closed  contracts  for  some  lines  on  a  much  more 
satisfactory  basis  that  I  feel  I  could  have  obtained 
had  I  not  had  the  opportunity  of  meeting  sales  man- 

agers personally. 
"The  discussions  at  our  business  sessions  were  also 

profitable,  and  could  not  be  followed  by  any  dealer 
without  reaping  much  beenfit. 

"The  main  object  of  every  business  man  is  to  make 
money  over  and  above  the  cost  of  doing  business  and 
barely  living.  Many  ■  are  not  doing  any  more  than 
'getting  along,'  and  the  reason  in  a  vast  majority  of 
cases  is  through  not  having  sufficient  profit  on  our  turn- 

over, although  we  may  imagine  we  are  making  a  good 

margin  of  profit.  A  study  of  the  'Table  for  Figuring 
Net  Profits,'  furnished  by  Mr.  Lariviere,  will  show 
clearly  that  the  average  profit  is  inadequate,  and  that 
it  is  necessary  to  ask,  and  see  that  we  get  a  larger 
advance  on  aU  lines  possible  to  make  our  business  a 
more  paying  proposition  than  in  the  past. 

"I  know  of  no  better  way  of  getting  the  spirit  of 
taking  such  a  step  than  in  getting  in  toiich  with  our 
brother  hardwaremen  throughout  the  country  and  at 
home,  and  hope  to  see  our  next  convention,  as  I  firmly 
believe  we  will  see,  under  such  favorable  plans  as  are 

now  formailated,  trebled  in  size,  interest  and  profit." 



Montreal's  First  Hardware  Exhibition  a  Big  Success Show  held  in  the  65th  Regiment  Armouries  drew  thousands 

of  visitors  —  Well  arranged  displays  made  by  nearly  forty 
manufacturers — Great  credit  due  to  A.  A.  Bittues,  C.  F.  Small- 
piece  and  J.    A.  Beaudry,  the   promoters  of  the  event 

An  unqualified  success  was  the  first  hardware  ex- 
hibition ever  held  in  Montreal,  it  being  held  Febru- 

ary 27,  28,  29  and  March  1,  in  the  65th  Regiment  At-- 
mories  on  Pine  Street,  under  the  auspices  of  the  hard- 

ware section  of  the  Retail  Merchants  Association  of 

Montreal,  but  really  due  to  the  personal  efiPorts  of  A. 
^..  Bittues,  managing  director  of  the  Gillette  Safety 
Razor  Co.  of  Canada;  C.  F.  Smallpiece,  Montreal  man- 

ager of  the  Taylor-Forbes  Co.,  and  J.  A.  Beaudry,  sec- 
retary of  the  Retail  Merchants  Association  for  Quebec 

Province,  and  publisher  of  "Le  Prix  Courant. "  These 
gentlemen  did  not  spare  themselves  in  their  efforts 
to  make  the  exhibition  a  success  and,  despite  a  broken 
leg,  Mr.  Bittues  hobbled  around  on  crutches  with  his 
foot  in  a  plaster  cast  and  personally  directed  the  man- 

agement of  the  show,  as  well  as  looking  after  the  mov- 
ing of  the  machinery  and  office  equipment  into  the 

magnificent  new  Gillette  building  on  St.  Alexander 
Street. 

Messrs.  Smallpiece  and  Beaudry  attended  the  Guelph 
convention  and  made  arrangements  to  move  many  of 

Opening  Ceremonies. 
Fred  C.  Lariviere,  as  president  of  the  Hardware 

Section  of  the  Retail  Merchants'  Association,  Mont- 
real, conducted  the  opening  ceremonies.  At  4  o'clock 

on  February  27  he  delivered  a  short  address  from  one 
of  the  booths,  thanking  the  exhibitors  for  the  excel- 

lence of  their  displays  and  urging  retailers  to  study 
the  lines  shown  with  a  vicAV  to  purchasing  new  lines 
and  increasing  their  sales.  Mr.  Lariviere  paid  a  tribute 
to  Mr.  Beaiidry,  who  had  done  so  much  to  make  the 
exhibition  a  success,  and  expressed  the  hope  that  the 
exhibit  would  be  made  an  annual  event.  J.  O.  Gareau, 

president  of  the  Montreal  Retail  Merchants'  Associa- 
tion, J.  U.  Boivin,  president  of  the  Quebec  Association, 

also  spoke  in  French  along  similar  lines. 
A.  A.  Bittues,  chairman  of  the  Advisory  Committee, 

which  had  made  the  arrangements  for  the  Montreal 
exhibition,  and  who  was  the  week  before  honored  by 
election  to  the  presidency  of  the  Canadian  Hardware 

l\Tanuf acturers '  Exhibitors,  Limited,  spoke  briefly,  say- 
ing that  the  exhibitors  desired  to  assist  the  retailers 

in  building  up  their  associations  and  increasing  their 

Ainioui-ies.  where  the  Montreal  Exhibition  was  held. 

the  displays  to  Montreal  in  a  special  express  car  after 
it  was  found  that  the  railways  were  blocked  by  snow- 

drifts following  the  big  storm  during  the  Ontario  con- 
vention. 

The  65th  Armories  proved  to  be  an  ideal  place  for 
the  exhibition,  although  a  little  out  of  the  way  from 
the  English  business  district.  The  drill  hall  was  beaut- 

ifully decorated  with  flags  and  bunting  and  was  splen- 
didly lighted  and  heated.  The  booths  were  of  a  uni- 
form size  of  10  X  10  feet  with  a  background  8  feet 

high  above  which  a  sign  was  placed.  No  dividing 
partitions  or  roofing  in  of  displays  was  allowed  and 
the  general  effect  was  excellent. 

The  Taylor-Forbes  Company  used  three  booths,  while 
D.  Maxwell  &  Sons,  Cummer-Dowswell,  Limited,  and 
the  National- Acme  Manufacturing  Co .  used  double 
space. 

sales  of  profitable  lines  of  goods.  If  the  retailers 
wanted  another  exhibition  next  year  the  exhibitors 
would  certainly  give  them  a  bigger  and  better  show 
than  they  had  been  able  to  get  together  in  their  first 
attempt. 

F.  M.  Tobin,  of  the  Tobin  Arms  Manufacturing  Co., 
Woodstock,  Ont.,  also  spoke  as  a  representative  of  the 
exhibitors,  thanking  Secretary  Beaudry  for  his  initi- 

ative work  in  connection  with  this  year's  exhibition 
and  telling  him  that  he  could  rely  upon  the  support  of 
the  exhibitors  at  any  time. 

J.  A.  Beaudry,  who  was  the  last  speaker,  acknow-  ■ 
ledged  the  compliments  tendered  him,  and  said  he 
had  been  amply  repaid  for  his  labors  by  the  success 
which  had  resulted  from  them. 

Large  Crowds  Attended. 
On  Wednesday,  Thursday  and  Friday  mornings  the 



66 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

exhibition  was  open  to  the  retailers,  while  in  the  after- 
noons and  evenings  the  public  were  admitted,  as  many 

as  two  thousand  people  crowding  in  on  several  occa- 
sions. 

Intense  interest  was  manifested  by  the  vis'itors,  and 
it  is  anticipated  that  the  sales  of  many  of  the  lines 
shown  will  be  largely  increased  in  the  hardware  stores 
in  Montreal  and  throughout  Quebec  province  as  a 
result  of  the  exhibit. 

"We  have  already  received  a  large  number  of  orders 
from  retailers  from  the  smaller  towns  where  we  had 

showed  some  good  orders  booked  from  French-Cana- 
dian hardwaremen.  "Several  told  me  they  were  sur- 

prised at  the  large  line  of  hardware  our  company  man- 
ufactures and  said  they  had  been  buying  imported 

goods  from  jobbing  houses,  but  that  in  future  they 
would  give  the  Canadian  made  lines  preference  in 

their  purchases,"  said  Mr.  Smallpieee. 
"The  storm  prevented  us  from  getting  satisfactory 

results  at  Guelph,  but  I  am  well  pleased  with  the  re- 
sults here  and  Avill  probably  exhibit  again  next  year 

at  both  Hamilton  and  Montreal.    We  are  trying  to 

The  Crowd  at  the  Montreal  Exliibition.      Note  that  none  of  the  exhibits  in  the  Armouries  are  roofed  or  walled  in. 

not  secured  any  trade,"  said  Mr.  Bittues,  "and  we  con- 
sider it  a  direct  result  of  displaying  our  line  at  the 

exhibition." 
"The  exhibit  will  help  our  local  agent  immensely," 

said  Mr.  Cox,  of  the  Onward  Manufacturing  Co.,  Ber- 
lin. 

"I  just  had  several  members  of  a  gun  club  at  my 
booth,"  said  F.  M.  Tobin,  "and  two  or  three  of  them 
are  in  the  market  for  guns.  They  were  surprised  to 
find  that  we  are  manufacturing  high  grade  guns  in 
Canada  and,  being  believers  in  supporting  home  indus- 

try, they  promised  to  give  the  Tobin  gun  a  trial  this 

year. " 
C.  F.  Smallpieee,  of  the   Taylor-Forbes  Co.,  also 

build  up  a  large  enough  trade  in  Canada  to  warrant 
establishing  a  branch  factory  here  and  appreciate  the 
opportunity  given  us  to  show  our  goods  at  these  ex- 

hibitions. We  are  not  competing  with  any  Canadian 

industry,"  said  W.  M.  Leith,  of  J.  Wiss  &  Sons,  Newark. 
Closing  Ceremonies. 

At  9.30  on  Friday  evening,  when  the  hall  was 
jammed  with  people,  Fred  C.  Lariviere,  with  an  im- 

provised megaphone,  again  called  for  order,  and  speak- 
ing from  the  balcony,  asked  Weston  Wrigley,  Secre- 

tary of  the  Ontario  Retail  Hardware  and  Stove  Deal- 
ers' Association,  and  a  member  of  the  Advisory  Com- 

mittee, which  had  made  the  arrangements  for  the 
Montreal  exhibition,  to  deliver  the  closing  address. 
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Mr.  Wrigley  said  it  had  been  a  great  pleasure  for 
himself  and  the  other  five  officers  of  the  Ontario  Asso- 

ciation to  visit  the  Montreal  convention  and  exhibi- 
tion and  give  such  assistance  as  was  in  their  power  in 

making  the  gathering  and  exhibition  a  success.  "The 
Ontario  Association  owes  much  to  Quebec,"  said  Mr. 
Wrigley.  "Your  president,  Mr.  Lariviere,  has  not 
missed  one  of  our  conventions  for  five  or  six  years, 
and  he  has  been  always  willing  to  lead  our  question 
box  discussions  or  deliver  addresses  on  retailing  meth- 

ods. And  your  other  president,  Mr.  Bittues,  has  like- 
wise been  a  great  help  to  us.  The  Gillette  Safety 

Razor  Company  was  'one  of  the  first  to  respond  to  the 
invitation  to  make  displays  at  our  Hamilton  conven- 

tion four  years  ago  and  no  manufacturer  had  taken 
a  greater  interest  in  the  Ontario  exhibitions  since  then 
than  Mr.  Bittues,  as  was  evidenced  by  his  election  as 

president  of  the  Exhibitors'  Company,  even  though  he 
was  absent  with  a  broken  leg.  Appreciation  was  also 
cxpre.ssed  for  the  support  given  the  Ontario  exhibi- 

tions by  other  Montreal  manufacturers,  such  as  Branil- 
ram-Henderson,  Limited,  and  the  Martin-Senour  Com- 

pany, and  the  hope  was  expressed  that  the  many  On- 
tario manufacturers  who  had  exhibited  at  Montreal 

would  be  able  to  report  the  receipt  of  many  good-sized 
orders.  Ontario  and  Quebec  retailers  and  manufac- 

turers should  co-operate  together,"  Mr.  Wrigley  con- 
cluded, "in  building  up-  strong  sister  associations  to 

work  together  in  time  of  need.  Our  interests  are  com- 
mon and  we  should  work  together  in  building  up  our 

Canadian  industries  and  in  extending  a  welcome  hand 

to  those  who  are  establishing  branch  factories  here." 
A  flashlight  photo  of  the  exhibition  hall  was  then 

taken  from  the  balcony,  and  in  another  hour  the  first 
Montreal  Hardware  Exhibition  had  passed  into  his- 
tory. 

THE  CONVENTION 

MEETINGS 

About  200  retailers  in  various  branches  of  trades  at- 

tended the  convention  of  the  Quebec  Retail  Merchants' 
Association  in  the  armories  in  which  the  hardware  ex- 

hibition was  held,  there  being  a  considerable  number 
of  hardware  men  and  general  merchants  who  handle 
hardware  in  the  assemblage.  The  hardware  section 

of  the  Retail  Merchants'  Association,  Montreal,  was 
also  well  represented,  and  the  proceedings  were  char- 

acterized by  many  interesting  discussions  held  in  the 
French  tongue. 

The  opening  session  was  held  on  Wednesday,  ad- 
dresses of  welcome  being  delivered  by  Lieut. -■Col.  La- 

belle  of  the  65th  Regiment,  Arniand  Chaput,  Presi- 
dent of  the  Chambre  de  Commerce,  and  W.  N.  Reford 

of  the  Board  of  Trade,  Provincial  President  Boivin 
and  Fred  C.  Lariviere,  President  of  the  hardware  sec- 

tion of  the  Montreal  Merchants'  Association,  also 
spoke  briefly. 

F.  M.  Tobin,  of  the  Tobin  Arms  Company,  spoke  on 
behalf  of  the  exhibitors,  stating  that  words  of  welcome 
were  unnecessary  as  the  feeling  was  evident  on  every 
side. 

E.  M.  Trowern,  Dominion  Secretary  of  the  Retail 
Merchants'  Association,  was  then  called  upon,  he  giv- 

ing quite  a  description  of  the  work  of  organization 
which  retailers  in  the  United  States  had  been  conduct- 

ing and  their  effort  to  unite  the  various  branches  of 
trade  in  order  to  present  a  united  front  against  the 

trading  stamp  and  mail  order  influences  which  were 
doing  injury  to  the  retail  trade. 

M.  S.  Madole,  President  of  the  Ontario  Retail  Hard- 
ware and  Stove  Dealers'  Association,  speaking  on  be- 

half of  Past  President  Chown,  Vice-Presidents  Occo- 
more  and  Macpherson,  Treasurer  Caslor  and  Secre- 

tary Wrigley,  the  six  members  of  the  Ontario  Execu- 
tive, who  had  been  delegated  to  attend  the  Montreal 

convention  and  exhibition,  followed  with  a  review  of 
the  various  matters  of  legislation  which  Canadian  mer- 

chants had  to  struggle  against.  He  pointed  out  the 
necessity  of  retailers  organizing  into  associations  in 
order  that  they  ean  guard  their  interests  against  the 
encroachments  of  interests  organized  to  do  injury  to 

•J.  A,  Beaudky  C.  F.  .Smai.li'iece 
Secretary  of  the  Retail  Merchants  An  activo  niuniber  of  the 
Association  in  Quebec  Province         Montreal  Kxliibitioii  ,)(iunnittee 

the  retail  trade.  Mr.  Madole  also  referred  to  the  good 
work  which  had  been  done  at  the  Guelph  convention 
and  of  the  plan  of  co-operation  which  manufacturers 
and  retailers  had  entered  into  to  build  up  the  Ontario 
Association  by  having  the  manufacturers  look  after 
the  arrangements  for  the  exhibition  while  the  retailers 
gave  their  entire  attention  to  the  convention  meet- 
ings. 

J.  G.  Watson,  former  Dominion  President  of  the  Re- 

tail Merchants'  Association,  and  H.  F.  Meldrum,  Mont- 
real Secretary  of  the  Canadian  Manufacturers'  Asso- 

ciation, also  spoke  at  the  opening  session,  the  latter 
drawing  attention  to  the  advantages  retailers  would 
enjoy  by  assisting  in  building  up  Canadian  industries 
and  thus  creating  a  larger  market  for  their  goods. 
Mr.  Meldrum  contended  that  while  it  was  necessary 
to  import  many  lines  of  goods,  still,  large  quantities 
of  goods  which  could  very  easily  be  produced  in  Can- 

ada, were  brought  in  from  other  countries  and  that 
if  these  were  manufactured  here,  it  would  mean  the 
employment  of  about  65,000  additional  workmen 
earning  thirty-three  million  dollars  in  wages  each  year. 

The  balance  of  the  convention  proceedings  were 
conducted  in  French,  the  second  session  being  held 
on  Thursday  afternoon,  Avhen  officers  for  the  various 
sections,  dry  goods,  druggists,  boots  and  shoes,  etc., 
were  elected. 

Officers  elected  for  the  Hardware  Section  were  as 
follows : 

President,  Fred  C.  Lariviere,  Montreal. 

First  Vice,  David  Deschamps,  Montreal. 

Second  Vice,  Omer  Desserres,  Montreal. 

Secretary,  A.  Raymond,  Montreal. 

Treasurer,  A.  I.  Vallerand,  Montreal. 

Auditor,  J.  A.  Rochette,  Montreal. 
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BANQUET  ON  THURSDAY 

NIGHT 

A  very  enjoyable  banquet  was  tendered  to  the  dele- 
gates and  guests  of  the  convention,  being  held  at  the 

Place  Viger  on  Thursday  evening,  J.  A.  Beaudry,  pub- 
lisher of  Le  Prix  Courant,  being  the  host.  An  ex- 

ceedingly fine  menu  was  provided  and  due  justice  was 

A.  A.  BiTTUES,  Montreal, 
President  of  the  New  Canadian  Hardware 

Manufaeturers  Exhibitors,  Limiled. 

given  to  the  eatables  and  drinkables  supplied,  J.  A. 
Naud  of  the  Martin-Senour  Co.,  and  J.  A.  Ilossaek,  of 
the  Lufkin  Rule  Co.  of  Canada,  Windsor,  being  im- 

promptu toastmasters,  preceding  the  regular  order  of 
speech-making  from  the  head  table.  Life  was  put 
into  thi  gathering  by  the  leadership  of  these  gentle- 

men and  French  and  English  guests  were  welded  to- 
gether in  bonds  of  friendship  by  the  hearty  manner 

in  which  the  x>i"ominent  men  in  the  two  nationalities 
were  each  honored  in  turn. 

Mr.  Beaudry  acted  as  official  toastmaster,  the  place 
of  honor  at  his  right  being  occupied  by  A.  A.  Bittues, 
President  of  the  Canadian  Hardware  Manufacturers' 
Exhibitors,  Limited.  After  the  King  had  been  loyally 
toasted,  Mr.  Bittues  was  called  upon  to  respond  on  be- 

half of  the  exhibitors,  he  referring  to  the  success  which 
had  resulted  from  their  first  ef¥ort  to  establish  a  hard- 

ware exhibition  in  Montreal.  He  commended  the  good 
work  being  done  by  the  Retail  Associations  and  stated 
that  the  hearty  support  of  the  manufacturers  would  be 
extended  to  the  retail  trade  whenever  required  by  them. 
Mr.  Bittues  begged  to  be  excused  from  speaking  at 
length  on  account  of  his  broken  ankle  which  had  just 
been  set  in  another  plaster  cast. 

F.  M.  Tobin,  of  the  Tobin  Arms  Manufacturing  Co., 
Woodstock,  also  responded  to  this  toast,  he  relating 
an  experience  a  customer  had  when  recently  calling 
on  the  hardware  trade  in  Vancouver.  The  customer 
desired  to  buy  a  gun  and  visited  four  Vancouver 
stores  asking  to  see  guns  worth  $150  to  $250  and  stat- 

ing his  preference  for  Canadian  made  guns  if  they 

could  be  procured.  "Oh,  you  don't  want  to  buy  a 
Canadian  gun  at  that  price.  Buy  a  good  foreign  gun," 
was  the  answer  given  to  the  customer,  each  one  of 
the  four  retailers  trying  to  sell  a  foreign  made  gun 
m  preference  to  the  made-in-Canada  article.  The  cus- 

tomer would  not  be  put  off,  however,  and  insisted  on 
learning  more  about  Canadian  made  guns,  and,  on  in- 

vestigation, had  purchased  one  in  spite  of  the  retail 

dealers.  "A  good  motto  to  follow,"  said  Mr.  Tobin, 
"is  that  any  article  that  is  well  made  at  home  has  no 

equal  in  the  whole  world." Representatives  of  the  Chambre  de  Commerce  and 
the  Canadian  Manufacturers'  Association  were  also 
called  upon  to  speak  on  behalf  of  the  manufacturing 
industries,  and  the  marvelous  progress  M'hich  Canada 
has  been  making  in  the  past  decade  or  two  was  re-, 
ferred  to  as  a  direct  result  of  the  support  Canadians 
are  giving  to  home  manufacturers. 

"Our  guests"  was  proposed  by  J.  C.  Watson.  The 
names  of  Provincial  President  Boivin ;  Montreal  Pre- 

sident J.  0.  Gareau;  Hardware  Section  President  Fred 
C.  Lariviere ;  M.  S.  Madole  and  Weston  Wrigley,  Pre- 
s'ident  and  Secretary  of  the  Ontario  Retail  Hardware 
and  Stove  Dealers'  Association;  E.  M.  Trowern,  Do- 

minion Secretary  Retail  Merchants'  Association,  and 
I.  Macdonald,  Secretary  of  the  Nova  Scotia  Retail 

Merchants'  Association,  were  asked  to  respond. 
The  si^eech  of  the  evening  was  that  made  by  M.  S. 

Madole,  whose  eloquence  captured  the  assemblage, 
more  particularly  when  he  referred  to  the  close  rela- 

tionship between  the  French-Canadian  citizens  of  Que- 
bec, and  the  English  speaking  population  of  Ontario. 

"We  may  differ  sometimes  on  questions  of  politics, 
l)ut  no  matter  what  our  political  opinions  may  be,  all 

Canada  must  reeogni'-^e  the  statesmanship  and  worth 
of  that  distinguished  son  of  Quebec,  Sir  Wilfrid  Laur- 
ier, "  said  Mr.  Madole,  and  the  prolonged  applause 
which  greeted  this  tribute  indicated  that  the  Ontario 
President  had  won  his  way  into  the  hearts  of  the 
French  speaking  delegates  which  comprised  the  ma- 

jority of  the  gathering. 
Several  of  the  speeches  delivered  were  in  the  French 

John  Cas]or,Es 

Toronto, Ont,; 

i 

Montreal  Convention  Badge 
Supplied  by  tlie  Gillette  Safety  Razor  Co. 

No  name-plate  is  required,  delegate's  name  being 
typed  on  the  ribbon. 

language,  but  the  majority  were  in  English.  The  ban- 
quet was  brought  to  a  close  about  midnight  by  a 

hearty  toast  to  the  host  of  the  evening,  the  central 
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figure  of  both  convention  and  exhibition,  Secretary 
Beaudry.  No  toast  was  more  royally  honored  than 

this,  it  marking  a  tribute  to  the  poinilarity  of  Mr. 
Beaudry,  who  has  for  many  years  been  the  active  spirit 

in  organizing  the  French  speaking  merchants  through- 
out the  Province  of  Quebec. 

THE  EXHIBITS. 

Stanley  Rule  &  Level  Co.,  New  Britain,  Conn.,  dis- 
])layed  a  large  line  of  their  bits,  planes,  vises,  and  other 
mechanics'  tools,  made  in  their  Canadian  factory  at 
Roxton  Pond,  Quebec.  They  were  represented  by  M. 
A.  Coe,  F.  Greving  and  D.  A.  Gooszen. 
Pike  Manufacturing  Co.,  Pike,  N.H.,  displayed 

sharpening  wheels  and  abrasives  of  all  kinds  includ- 
ing their  well-known  line  of  Pike  oilstones,  their  booth 

l)eing  in  charge  of  R.  A.  Shaw  and  L.  B.  Ward. 
J.  H.  Connor  &  Son,  Ottawa,  featured  their  ball  bear- 

ing Gem  and  I.  X.  L.  washing  machines  and  wringers, 
having  a  very  attractive  display,  one  of  their  machines 
being  demonstrated  in  practical  use,  being  connected 
to  a  water  motor.  J.  T.  Jeffrey  and  J.  D.  Morin  were 
in  charge. 

Canadian  Buffalo  Sled  Co.,  Preston,  Out.,  featured 

their  Fleet  Wing  steering  sleds,  also  showing  boys' 
wagons,  lawn  swings  and  snow  shovels  all  of  which 

will  be  manufactured  for  the  coming  season's  trade 
in  their  new  plant  at  Preston.  M.  E.  Seaman  had 
charge. 

G.  L.  Griffith  &  Son,  Melbourne,  Out.,  showed  Her- 
cules halters,  whips  and  hame  straps,  and  answered 

many  inquiries  from  retailers  who  were  interested  in 
their  line  of  goods.  H.  L.  Griffith  was  in  personal 
charge. 

Edward  Lloyd,  Limited,  Montreal,  conducted  a  de- 
monstration of  paper  bag  cookery,  A.  L.  Dawe  having 

charge  of  the  demonstration. 
Cummer  Dowswell,  Limited,  Hamilton,  displayed  a 

very  large  line  of  Avashing  machines,  both  hand  and 
power,  a  background  being  made  up  of  wringers.  W. 
L.  Haldimand,  Geo.  B.  Dowswell,  Frank  Baine,  Fred 
Lennen,  and  Harold  Cummer  demonstrating  the  var- 

ious machines  to  visitors. 

Keyless  Lock  Co.,  Charette  Mills,  Quebec,  demon- 
strated a  ncAV  combination  house  lock.  G.  T.  Lemyre 

solicited  subscriptions  for  stock  in  a  company  to  man- 
ufacture the  lock. 

Ontario  Lantern  &  Lamp  Co.,  Hamilton,  exhibited 
a  large  line  of  electrical  fixtures,  Tungsten  lamps, 
lanterns  and  oil  table  lamps.  J.  W.  and  B.  W.  Moncur 
were  in  charge. 

Starr  Manufacturing  Co.,  Dartmouth,  N.S.,  had  an 
attractive  booth  with  a  display  of  Starr  skates,  bolts, 
nuts,  carriage  axles,  spikes  and  hockey  sticks  with  H. 
L.  Gaetz  in  charge. 
Onward  Manufacturing  Co.,  Berlin,  demonstrated 

electric  and  hand  vacuum  cleaners  also  showing  slid- 
ing furniture  shoes,  in  charge  of  J.  A.  Cox  and  G.  H. 

Beaudry. 

Carborundum  Co.,  Niagara  Falls,  N.Y.,  made  a  sim- 
ilar display  of  sharpening  stones,  abrasive  Avheels,  oil- 

stones, to  that  shown  by  them  at  Guelph,  their  repre- 
sentatives being  W.  C.  Schwab  and  K.  W.  Rose  . 

Pratt  &  Lambert,  Avhose  Canadian  factory  is  located 
at  Bridaeburg,  Out.,  showed  a  very  fine  line  of  var- 

m'shes  illustrating  the  process  of  manufacture  by  a display  of  guns.  A  practical  feature  of  their  displav 
was  the  immersion  of  a  block  of  wood  coated  with 

their  "61"  floor  varnish  in  a  tub  of  water.  J.  W. 
Limoges  represented  the  company. 

Boeckh  Bros.,  Limited,  Toronto,  exhibited  a  large 

line  of  brushes  for  painters  and  household  use,  their 
representatives  being  H.  B.  Smith  and  J.  A.  E.  Les- gard. 

Savage  Arms  Manufacturing  Co.,  Utica,  N.Y.,  and 
the  Corbin  Cabinet  Lock  Co.,  New  Britain,  Conn.,  made 
a  joint  display  in  charge  of  Fred  C.  Lariviere,  who 
represents  these  two  lines  in  Montreal.  A  very  fine 

showing  was  made  of  Corbin 's  high  grade  locks,  while 
another  feature  of  the  exhibit  was  the  new  Savage 

22-calibre  high  power  sporting  rifie  and  Savage  auto- 
matic revolvers.  Arthur  C.  Lariviere  and  G.  Monette 

were  in  charge  of  the  exhibit. 
Canadian  Shovel  &  Tool  Co.,  Hamilton,  represented 

in  Montreal  by  J.  H.  Roper,  had  an  excellent  corner 
display  in  which  they  featured  a  full  line  of  their 
shovels,  spikes  and  spades.  In  addition  to  Mr.  Roper, 
W.  E.  Skelton  was  present  to  look  after  the  exhibit. 

Brantford  Roofing  Co.,  Brantford,  represented  by 
R.  L.  Sheppard  and  P.  F.  Burneau,  made  a  display  of 
their  roofing  products  and  featured  a  miniature  house 
finished  with  Chrystal  roofing. 

International  Distributing  Co.,  represented  by  A.  A. 
Tritsch  and  H.  R.  Hale,  Jr.,  exhibited  Rubberset  shav- 

ing and  painter's  brushes,  samples  of  the  brushes  be- 
ing sawn  in  two  to  show  how  solidly  the  bristles  are 

set  into  the  handle.  "Yankee"  and  "Everready" 
safety  razors  Ave.re  also  displayed. 

Tobin  Arms  Manufacturing  Co.,  Woodstock,  were 
represented  by  F.  M.  Tobin,  F.  M.  Tobin,  Jr.,  and  L.  F. 
Jacques,  who  gave  practical  demonstrations  of  rapid 
rate  which  Tobin  high  speed  bits  would  cut  through 
a  plank  of  wood.  High  grade  shotguns  and  boy  scout 
rifles  were  also  exhibited  in  process  of  manufacture. 

Gillette  Safety  Razor  Co.  of  Montreal,  represented 
by  A.  A.  Bittues,  J.  S.  Chadburn  and  D.  P.  Cotter,  ex- 

hibited the  process  of  manufacture  of  their  razors  and 
blades.  The  booth  was  located  in  the  very  centre  of 
the  hall  and  was  fitted  iip  as  a  resting  place  which 
made  it  a  very  popular  headquarters. 

J.  W.  Wiss  &  Sons,  NcAvark,  had  a  mechanical  dis- 
play apparatus  which  kept  in  motion  the  various  lines 

of  shears,  razors,  knives,  etc.,  in  their  different  pro- 
cesses of  manufacture.  W.  M.  Leith  and  E.  W.  Myers, 

who  were  in  charge  of  the  display,  also  had  an  ex- 
hibit of  Kraeuter  &  Company's  (Newark)  wrenches, 

pliers  and  chisels. 
Starke-Seybold,  Limited,  Montreal,  had  displays  of 

several  lines  for  which  they  are  distributers,  these  in- 

cluding A.  J.  Reach  Company's  baseball  goods,  Phila- 
delphia; The  Novelty  Manufacturing  Company's  oil 

heaters,  Jackson,  Mich.;  Metal  Stamping  Company's 
refrigerators,  Jackson,  Mich. ;  Republic  Fence  &  Gate 

Company's  gates,  North  Chicago:  Chas.  H.  Child  Com- 
pany's fly  destroyer,  Utica,  N.Y.,  and  E.  C.  Atkins 

Company's  saws,  Hamilton.  Herb.  Seybold,  Leslie 
Allen  and  Henry  J.  Noltie,  were  constantlv  in  charge 
while  H.  P.  and  Chas.  Hubbard  of  E.  C.  Atkins  &  Co., 
and  A.  Webster  of  the  Delta  File  Co.,  Philadelphia, 
aiso  made  this  booth  their  headquarters. 

Paterson  Manufacturing  Co.,  Montreal,  made  an  ex- 
tensive display  of  Amatite  roofing,  F.  A.  MacLagan 

and  L.  Bourbonniere  being  in  charge. 
Brandram-Henderson  Co.,  Limited,  Montreal,  made 

a  very  extensive  display  of  Avhite  lead  and  paints,  the 
lead  being  shown  in  various  stages  of  corrosion.  A 
practical  feature  of  the  exhibit  was  the  placing  of  a 

2'allon  of  paint  on  scales  proving  that  B.  H.  paint 
weighs  about  22  lbs.  per  gallon.  J.  A.  Irwin.  F.  A. 
]\rarkham,  A.  R.  Bremner  and  N.  Paradis  had  charge 
of  the  booth. 

Shurly-Deitrich  Co.,  Gait,  were  represented  by  J.  A. 
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Donnelly,  and  made  a  creditable  display  considering 
that  the  goods  forwarded  for  their  exhibit  were  lost 
in  trans'it. 

Taylor-Forbes  Co.,  Guelph,  made  the  largest  and 
most  comprehensive  display  of  the  entire  exhibition, 
featuring  the  large  display  boards  shown  at  the  Guelph 
and  Peterboro  exhilntions  along  with  samples  of  the 

very  extensive  line  of  hardware  manufactiired  at  their 

imrnense  plant  at  Guelph;  in  addition  builders'  hard- 
ware, lawn  mowers',  washing  machines  and  many  other 

lines  were  shown.  Chas.  F.  Smallpiece  had  charge  of 
the  display  assisted  by  A.  Vallalee. 

Stratford  Manufacturing  Co.,  Stratford,  made  quite 
an  extensive  display  of  ladders,  lawn  swings,  lawn 
seats,  etc.,  they  being  represented  by  Jas.  S.  Parkes, 
Montreal  who  also  had  charge  of  the  adjoining  booth 

in  which  David  Maxwell  &  Son,  St.  Mary's,  exhibited 
a  large  variety  of  washing  machines,  both  electric, 
water  and  hand  power,  chiirns,  lawn  mowers,  wheel 
barrows  and  food  choppers.  A  particular  feature  was 
made  of  the  demonstration  of  electric  washing  ma- 
chines. 

Martin-Senour  Co.,  Montreal,  represented  by  J.  A. 

Naud,  J.  Brault  and  G.  Tasse,  featured  "Neutone" 
flat  paint  wall  finishes  in  their  display,  large  panels 
illustrating  the  excellent  results  which  could  be  ob- 

tained by  the  use  of  this  new  finish. 
Gendron  Manufacturing  Co.,  Toronto,  represented 

l)y  J.  G.  Gagnicr,  exhibited  bathroom  fittings,  toy 
wagons,  collapsible  go-carts  and  many  others  of  the 
specialties  manufactured  by  them.  E.  Dusseau,  pre- 

sident of  the  company,  had  intended  to  attend  person- 
ally, but  was  prevented  from  doing  so  by  illness. 

Smith  Hardware  Co.,  Montreal,  exhibited  Utica 
pliers  and  nippers,  German  scrcAvdrivers  and  Ampere 
lock  sets,  W.  O.  Davis  having  charge. 

National  Acme  Manufacturing  Co.,  Montreal,  repre- 
sented by  H.  L.  Schneider  and  M.  E.  Barden,  had  ma-, 

chinery  in  motion  demonstrating  the  process  of  manu- 
facturing their  cap  and  set  screws. 

Canadian  Sporting  Goods  Manufacturing  Co., 
Berthier,  Quebec,  made  a  showing  of  toboggans,  A. 
Hanault  representing  the  company. 

A  feature  of  the  exhibition  was  the  display  of  many 
lines  of  building  materials,  including  displays  made 
by  the  Standard  Sanitary  Manufacturing  Co.,  Toronto, 
enamehvare;  R.  S.  Muir  &  Co.,  Montreal,  fire  places 
a,nd  mantels;  the  Window  Strip  Co.  of  Montreal, 

metal  window  strip;  the  Stinson-Reib  Builders'  Supply 
Co.,  cement  and  bricks;  and  Alex.  Bremner,  Montreal, 
wall  plaster,  cement,  etc. 

Dunlop  Tire  &  Rubber  Co.  of  Toronto  made  an  ex- 
hibit of  lawn  hose,  rubber  belting,  tires,  etc.,  while 

Robert  &  Robert,  IMontreal,  displayed  a  Jackson  motor 
delivery  Avagon. 

CARD  PARTY  AT  GUELPH 

Thursday  night  was  the  big  night  of  the  conven- 
tion, when  about  400  travellers  and  retailers  sat  down 

to  a  progressive  euchre  party.  There  were  several 
.slight  misunderstandings  among  the  players  at  first, 
bixt  after  the  first  couple  of  hands  had  been  played 
everything  went  smoothly. 

Prizes  to  the  number  of  56  were  given,  and  the 
player  having  the  highest  score  got  first  choice,  the 
next  highest,  second  choice,  and  so  on.    The  Taylor- 

Forbes  Company,  Guelph,  donated  a  handsome  lov- 
ing cup  to  the  player  having  the  largest  number  of 

lone  hands  during  the  evening.  This  was  Avon  by  Mr. 
Fred  Wemp,  of  the  Pinchin  Johnston  Co.,  Toronto, 
Avho  was  successful  in  scoring  six. 

The  Avinners,  with  their  score,  the  prize  thej^  select- 
ed, and  by  Avhom  the  prize  Avas  donated,  are  as  fol- 

follows  for  the  first  20: — 
Albert  Cowley,  Sherwin-Williams  Co.,  Montreal,  70, 

cabinet  of  silver,  by  Oneida  Community,  Ltd.,  Oneida, 
N.Y. 

P.  J.  Boothe,  Queen  City  Oil  Co.,  Toronto,  62,  refrig- 
erator, by  the  Sanderson  Harold  Co.,  Paris. 

J.  S.  Duguid,  Imperial  Steel  &  Wire  Co.,  Colling- 
wood,  56,  portable  lamp,  by  Ontario  Lantern  &  Lamp 
Co.,  Hamilton. 

W.  J.  Bell,  Beeton,  54,  six  gallons  paint,  by  Imperial 
Varnish  &  Color  Co.,  Toronto. 

F.  R.  Wemp,  Pinchin  Johnston  Co.,  Toronto,  51, 
wringer,  bv  J.  H.  Connor  &  Son,  Ottawa. 

Ed.  E.  Orr,  Wm.  Buck  Stove  Co.,  Brantford,  51, 
combination  shaving  set,  by  Gillette  Safety  Razor  Co., 
Montreal. 

Harold  A.  Reid.  Taylor-Forbes  Co.,  Guelph,  48, 
shaving  set,  by  Gillette  Safetv  Razor  Co.,  Montreal. 

B.  D.  Blackwell,  Glidden  Varnish  Co.,  Toronto,  48, 
humifor,  by  H.  W.  Johns  ]\Ianville  Co.,  Toronto. 

John  Roger,  AtAA'^ood.  47,  shaA'ing  set,  by  Gillette 
Safety  Razor  Co.,  Montreal. 
Wm.  W.  Harris,  Canadian  Carbon  Co.,  Toronto,  47, 

brushes,  by  Boeckh  Bros.  Co.,  Toronto. 
H.  C.  Pattinson,  Niagara  Falls,  46,  fruit  dish,  by 

Bond  HardAvare  Co.,  Guelph. 

•Jas.  C.  Thomson,  Allan  Hills  Edge  Tool  Co.,  Gait, 
46,  50  feet  steel  tape,  by  Lufkin  Rule  Co.  of  Canada, 
Windsor. 

Mrs.  M.  E.  Drury,  Toronto,  45,  ])ie  plate,  by  Stand- 
ard Paint  Co.  of  Canada,  Montreal. 

Jos.  A.  HcAvitt,  Taylor-Forbes  Co.,  45,  sterling  sil- 
ver cake  dish,  by  Pike  Manufacturing  Co.,  Pike,  N.H. 

A.  R.  Hocken,  Taylor-Forbes  Co.,  45,  aluminum  tea 
pot,  by  Northern  Aluminum  Co.,  Toronto. 

A.  Marshall,  Guelph,  44,  porch  chair,  by  Stratford 
Manufacturing  Co.,  Stratford. 

Harry  Christie,  S.  F.  BoAvser  &  Co.,  Toronto,  44,  pair 
brass  candlesticks,  by  Canadian  Brass  Co.,  Gait. 

D.  Kirkpatrick,  Standard  Paint  Co.  of  Canada,  44, 
two  burner  oil  stove,  by  Queen  City  Oil  Co.,  Toronto. 

J.  S.  Collison,  Harriston,  43,  silver  dish,  by  Mr.  Bol- 
ger,  of  the  Success  Manufacturing  Co.,  Montreal. 
Capt.  Jas.  S.  Taylor,  Taylor-Forbes  Co.,  43,  pie 

knife,  by  Gilson  Manufacturing  Co.,  Guelph. 
H.  B.  Johnstone,  International  Varnish  Co.,  Toron- 

to, 42,  Avringer,  by  DoAvswell  Manufacturing  Co.,  Ham- ilton. 

A  NEW  PAINT  FIRM. 

A  new  addition  to  western  paint  firms  is  L.yon-Monk- 
house.  Limited,  171  James  street,  Winnipeg.  This  new 
concern  is  made  up  of  the  foiloAving  Avell-knoAvn  men : 
G.  H.  Walton,  G.  Monkhouse.  G.  S.  E.  Lyon  and  H.  R. 

Lyon.  Lowe  Brothers'  "High  Standard"  paint  pro- 
ducts will  be  distributed  by  this  company  in  the  prov- 

inces of  Manitoba,  Saskatchewan  and  Alberta. 

A  staff  of  "High  Standard"  salesmen  is  noAv  cover- 
ing Northwestern  Ontario,  ]\Ianitoba,  SaskatchcAA'an 

and  Alberta,  in  the  interests  of  Lyon-IMonkliouse,  Lim- 

ited, showing,  in  addition  to  LoAve  Brothers'  "High 
Standard"  products^  brushes,  glass,  burlap,  etc.,  also 
sash,  door,  mouldings,  store  fronts,  roofings,  etc. 
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Here  is  REAL  Selling 

Co-operation 

The  Power  Behind  the  Can 

Jap-a-lac  Quality 

Jap-a-lac  Advertising 

New  and  broader  plans  to  help  you  Mr.  Dealer.  Greater  enthusiasm — 

more  ginger  —  more  genuine  selling  vim  in  the  Jap-a-lac  advertising 

campaign  for  1 9 1  2.     That's  the  program. 

The  name  Jap-a-lac  is  already  a  household  w^ord,  and  w^e  are  now  using 

an  educative  campaign  on  the  countless  different  uses  of  Jap-a-lac. 

Did  you  ever  stop  to  think  that  the  constant  year  after  year  policy  of  our 

national  advertising  is  a  promissory  note  to  your  customers  of  the  quality  of 

Jap-a-lac?  iover 
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Our  Jap-a-lac  Publicity  will  reach 

every  home  in  Canada 

Jap-a-lac  has  been  advertised  from  the  start,  w^idely  advertised.  It  has  made 

its  claims  and  made  good  on  them. 

Jap-a-lac  stands  by  the  dealer  to-day  —  does  this  creative  work  for  him 

—sends  him  buyers  already  convmced—  good  business  because  it  is  repeat 
business. 

Ponder  this  over,  Mr.  Dealer.  Isn't  it  worth  while  for  you  to  co-operate 
in  a  campaign,  the  sole  object  of  which  is  to  make  more  sales  for  you? 

A  Better  Deal  on  Jap-a-lac 

Another  thing  Mr.  Dealer,  we  are  able  to  deal  with  you  this  year  even  more 

liberally  than  in  the  past.  Our  list  price  is  lower  and  our  dealer's  profit  is 

larger  than  ever  before.  It  will  pay  you  to  sell  Jap-a-lac — not  only  in  the 

prestige  and  good  business  you  will  build — but  on  immediate  sales. 

Lower  Prices  to  the  Consumer 

The 
Glidden 
Varnish 

Company 
Toronto,  Ontario 

Gentlertien : 
Please  send  us  full 

particulars  regarding  ̂ our  nen> 
Glidden  proposition  to  retail  Hard- 
waremen. 

Name 

Address. 

New  Prices  on  Jap-a-lac 
(FULL  IMPERIAL  MEASURE) 

List  Prices 

One-half  Gallon  Can  $1.75 
Quarts  .90 
Pints  50 

1/2  Pints   30 
1/4  Pints  18 

List  Prices 

No.  1  Gold  $  .25 
No.  1  Aluminum  15 
No.  2  Gold  45 
No.  2  Aluminum  25 
Model  Floor  Set   2.75 

We  are  now  offering  Jap-a-lac  for  the  first  time  in  a  special  size 
which  retails  at  10c.  each. 

The  Glidden  Varnish  Company 

Factories:  Toronto,  Canada Cleveland,  Ohio 
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GLIDDEN^S  Green  Label  Varnish  Proposi- 

tion to  the  Dealer  Challenges  Comparison 

Why  should  you  deal  with  Glidden?  There's  just  one  answer,  Mr.  Merchant, 
the  quality  of  the  goods  and  the  profit  to  you. 

The  Glidden  discount  is  so  much  more  generous  than  the  discounts  offered  by  other  varnish  houses  that  not  to 

handle  this  line  means  loss  of  money  to  you.  In  our  advertising  to  the  painters  we  challenge  any  painter  in  the 

land  to  send  us  a  sample  of  any  exterior  varnish  equal  in  quality  to  Ghdden's  M.  P.  Durable  Exterior  or  any 
interior  varnish  equal  to  Glidden's  M.  P.  Durable  Interior  or  any  floor  varnish  equal  to  Glidden's  M.  P. Durable  Floor. 

We  give  this  Challenge  bold  advertisement  in  the  Master  Painter,  The  Painter  and  Decorator,  The  Modern 

Painter,  Practical  Decorator,  Painters'  Magazine,  Cement  World,  American  Carpenter  and  Builder,  Building 
Management,  National  Builder,  Etc. 

This  is  the  sort  of  challenge  that  shows  faith  in  the  quality  of  our  goods  and  the  Painter  knows  it 

Write  for  our  new  and  most  generous  proposition  to  the  trade  on  Green  Label  Varnishes,  Endurance  Wood 
Stains,  Endurance  Colorspar  and  specialties. 

Glidden^s  Waterproof  Flat  Finish 

Is  a  line  of  Washable  Waterproof  Flat  Oil  Coating  to  decorate  interior  plaster  and  metal  surfaces,  it  is  made  m 
twelve  colors  and  white,  applied  with  a  brush  same  as  paint,  produces  the  most  beautiful  and  durable  finish 
in  the  world.  Flows  out  smooth  and  free  under  the  brush,  is  specified  and  used  by  the  Largest  Architects  and 

Master  Painters.  We  are  constantly  advertising  to,  and  personally  calling  upon,  the  Architects  and  Master 
Painters,  demonstrating  and  convincing  them  of  the  superior  quality  of  our  finishes.  This  cannot  help  but  increase 
the  demand  for  these  materials  which  must  mean  dollars  for  you.     Fill  in  Coupon  on  page  72. 

THE  GLIDDEN  VARNISH  COMPANY 

TORONTO  CANADA 
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ENDURANCE 

WOOD  STAINS 

COLOR  CARD 

WEATHERED  OAK 

COLOR  CARD 

These  wood  stains  mark  a  distinct  achievement.  They  are  superior  in  every  way  to  any 

other  wood  stains  that  have  ever  been  placed  on  the  market.  They  are  better  than  water  stains, 

better  than  oil  stains  and  better  than  spirit  stams.  They  are  absolutely  new,  unique  and  original. 

We  are  advertising  them  fearlessly— far  and  wide — as  the  finest  wood  stains  in  the  world.  On 

this  page  we  reproduce,  as 

closely  as  possible,  the  ap- 

pearance of  these  stains,  but^.:r_ 

no  reproduction  can  possibly 

do  justice  to  their  richness  and 

softness  of  tone,  nor  their 

wonderful  wearing  properties. 

The  demand  for  Glidden's 
Endurance  Wood  St  ains 

grows  greater  every  day  and 

letters  keep  pouring  in  con- 

stantly complimenting  us  on 

their  remarkable  beauty  and 

durability  and  on  the  fact  that 

they  do  not  raise  the  gram 

of  any  wood  and  that  they 

do  not  injure  the  finest  var- 
nishes. But  the  point  of  special 

interest  to  you  as  a  merchant 

is  that  our  special  offer  on 

Glidden's  Endurance  Wood 

Stains  makes  it  literally  pos- 

sible for  you  to  grow  two 

profits  where  one  grew  be- 

fore. If  you  don't  take  advant- 
age of  this  proposition,  you 

are  overlooking  the  best 

offer  that  has  ever  been  put 

before  you. 

r 

WEATHERED  BROWN 

Mission  OAK 

Fill  in  the  coupon  on  page 
72  and  full  information  will 
be  sent  you. 

BLACK  FLEMISH  OAK 
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Here  is  REAL  Selling 

Co-operation 

The  Power  Behind  the  Can 

Jap-a-lac  Quality 

Jap-a-lac  Advertising 

New  and  broader  plans  to  help  you  Mr.  Dealer.  Greater  enthusiasm — 

more  gmger  —  more  genume  sellmg  vim  m  the  Jap-a-lac  advertising 

campaign  for  1 9 1  2.     That's  the  program. 

The  name  Jap-a-lac  is  already  a  household  word,  and  we  are  now  using 

an  educative  campaign  on  the  countless  different  uses  of  Jap-a-lac. 

Did  you  ever  stop  to  think  that  the  constant  year  after  year  policy  of  our 

national  advertising  is  a  promissory  note  to  your  customers  of  the  quality  of 

Jap-a-lac?  iover 
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Our  Jap-a-lac  Publicity  will  reach 

every  home  in  Canada 

Jap-a-Iac  has  been  advertised  from  the  start,  widely  advertised.  It  has  made 

its  claims  and  made  good  on  them. 

Jap-a-lac  stands  by  the  dealer  to-day  —  does  this  creative  work  for  him 

-^sends  him  buyers  already  convmced — good  busmess  because  it  is  repeat 
business. 

Ponder  this  over,  Mr.  Dealer.  Isn't  it  worth  while  for  you  to  co-operate 
in  a  campaign,  the  sole  object  of  which  is  to  make  more  sales  for  you? 

A  Better  Deal  on  Jap-a-lac 

Another  thing  Mr.  Dealer,  we  are  able  to  deal  with  you  this  year  even  more 

liberally  than  in  the  past.  Our  list  price  is  lower  and  our  dealer's  profit  is 

larger  than  ever  before.  It  will  pay  you  to  sell  Jap-a-lac — not  only  in  the 

prestige  and  good  business  you  will  build — but  on  immediate  sales. 

Lower  Prices  to  the  Consumer 

The 
Glidden 
Varnish 

Company 
Toronto,  Ontario 

Gentlemen  : 
Please  send  us  full 

particulars  regarding  your  new 
Glidden  proposition  to  retail  Hard- 
waremen. 

Name   

Address   

New  Prices  on  Jap-a-lac 
(FULL  IMPERIAL  MEASURE) 

List  Prices 

One-half  Gallon  Can  $1.75 
Quarts  .90 
Pints  50 

1/2  Pints  30 
1/4  Pints  18 

List  Prices 

No.  1  Gold  $  .25 
No.  1  Aluminum  15 
No.  2  Gold  45 
No.  2  Aluminum  25 

Model  Floor  Set   2.75 

We  are  now  offering  Jap-a-lac  for  the  first  time  in  a  special  size 
which  retails  at  10c.  each. 

The  Glidden  Varnish  Company 

Factories:  Toronto,  Canada Cleveland,  Ohio 
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GLIDDEN^S  Green  Label  Varnish  Proposi- 

tion to  the  Dealer  Challenges  Comparison 

Why  should  you  deal  with  Glidden?  There's  just  one  answer,  Mr.  Merchant, 
the  quality  of  the  goods  and  the  profit  to  you. 

The  Glidden  discount  is  so  much  more  generous  than  the  discounts  offered  by  other  varnish  houses  that  not  to 

handle  this  line  means  loss  of  money  to  you.  In  our  advertismg  to  the  pamters  we  challenge  any  painter  in  the 

land  to  send  us  a  sample  of  any  exterior  varnish  equal  in  quality  to  Glidden's  M.  P.  Durable  Exterior  or  any 
interior  varnish  equal  to  Glidden's  M.  P.  Durable  Interior  or  any  floor  varnish  equal  to  Glidden's  M.  P. Durable  Floor. 

We  give  this  Challenge  bold  advertisement  in  the  Master  Painter,  The  Painter  and  Decorator,  The  Modern 

Painter,  Practical  Decorator,  Painters'  Magazine,  Cement  World,  American  Carpenter  and  Builder,  Building 
Management,  National  Builder,  Etc. 

This  is  the  sort  of  challenge  that  shows  faith  in  the  quality  of  our  goods  and  the  Painter  knows  it. 

Write  for  our  new  and  most  generous  proposition  to  the  trade  on  Green  Label  Varnishes,  Endurance  Wood 
Stains,  Endurance  Colorspar  and  specialties. 

Glidden^s  Waterproof  Flat  Finish 

Is  a  line  of  Washable  Waterproof  Flat  Oil  Coating  to  decorate  interior  plaster  and  metal  surfaces,  it  is  made  in 
twelve  colors  and  white,  applied  with  a  brush  same  as  paint,  produces  the  most  beautiful  and  durable  finish 
in  the  world.  Flows  out  smooth  and  free  under  the  brush,  is  specified  and  used  by  the  Largest  Architects  and 

Master  Painters.  We  are  constantly  advertising  to,  and  personally  calling  upon,  the  Architects  and  Master 
Painters,  demonstrating  and  convincing  them  of  the  superior  quality  of  our  finishes.  This  cannot  help  but  increase 
the  demand  for  these  materials  which  must  mean  dollars  for  you.     Fill  in  Coupon  on  page  72. 

THE  GLIDDEN  VARNISH  COMPANY 

TORONTO  CANADA 
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ENDURANCE 

WOOD  STAINS 

COLOR  CARD COLOR  CARD 

These  wood  stains  mark  a  distinct  achievement.  They  are  superior  in  every  way  to  any 

other  wood  stains  that  have  ever  been  placed  on  the  market.  They  are  better  than  water  stains, 

better  than  oil  stains  and  better  than  spirit  stams.  They  are  absolutely  new,  unique  and  original. 

We  are  advertising  them  fearlessly— far  and  wide — as  the  finest  wood  stains  in  the  world.  On 
this  page  we  reproduce,  as 

closely  as  possible,  the  ap- 

pearance of  these  stains,  but 

no  reproduction  can  possibly 

do  justice  to  their  richness  and 

softness  of  tone,  nor  their 

wonderful  wearing  properties. 

The  demand  for  Glidden's 
Endurance  Wood  Stains 

grows  greater  every  day  and 

letters  keep  pouring  in  con- 

stantly complimenting  us  on 

their  remarkable  beauty  and 

durability  and  on  the  fact  that 

they  do  not  raise  the  gram 

of  any  wood  and  that  they 

do  not  injure  the  finest  var- 
nishes. But  the  point  of  special 

interest  to  you  as  a  merchant 

IS  that  our  special  offer  on 

Glidden's  Endurance  Wood 

Stains  makes  it  literally  pos- 

sible for  you  to  grow  two 

profits  where  one  grew  be- 

fore. If  you  don't  take  advant- 
age of  this  proposition,  you 

are  overlooking  the  best 

offer  that  has  ever  been  put 

before  you. 

FUMED  OAK FLEMISH  OAK. 

Mission  OAK 

Fill  in  the  coupon  on  page 
72  and  full  information  will 
be  sent  you. 

BLACK  FLEMISH  OAK 
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Does  Your  Paint  Department 

Strike  You  This  Way? 

If  it  doesn't  then  you 

M.  L.  PAINT 

haven't 
An 

M.  L.  Paint 

Department 

Will  strike  you  just  where  you  want  to  be  struck  : — Under  your  hat  with  satisfaction  because  you  are 
selling  paint  with  that  quantity  of  qualities  which 

brings  your  customers  back  for  more  M.  L.  Paint.     In  \)Our  pocket 
with  profits  because  M.  L.  Paint  brings  your  customers  back  for  more, 
you  are  assured  increased  business  ;  likewise  increased  profits. 

Four  good  M.  L.  Lines 
M.  L.  Paint  M.  L.  Flat  Wall  Colors 
M.  L.  Floglaze        Elastilite  Varnish 

The  Imperial  Varnish  &  Color  Co.,  Limited 
108  Princess  St. 
WINNIPEG 

6-24  Morse  St. 
TORONTO 

365  Water  St. 
VANCOUVER 

CLASSIFIED  ADVERTISEMENTS 

Advertisements  under  this  head  ten  cents 

per  agate  line  each  insertion.  About  ten 
words  to  one  line.   Remit  when  ordering. 

SALESMEN  WANTED 

T'O  CARRY  AS  A  SIDE  LINE  a  legitimate  and  good  selling  article- Good  commission.   See  advertisement  page  29  this  issue,    THE  OSCAR 
ONKEN  CO.,  Cincinnati,  Ohio. 

VOUNG  MAN  WITH  SOME  hardware  experience  (Experienced  man 
preferred)  to  act  as  clerk  in  hardware  store,  apply,  stating  experience, 

age,  and  salary  expected,  to  GLOVER  BROS.,  Windthorst,  Sask. 

"PXPERIENCED  HARDWARE  SALESMAN,  must  be  good  stockkeeper, and  window  dresser.     Would  prefer  one  who  understands  French. 
Apply,  witli  references,  and  state  salary  expected,  to  the  GEORGE TAYLOR  HARDWARE  CO.,  LTD..  New  Liskeard,  Out. 

BUSINESS  FOR  SALE 

XTARDWARE  STOVE  AND  TINWARE  BUSINESS  -  Established 
twenty-two  years,  doing  a  cash  business  last  year  of  foi-ty-flve  thousand. 

Stock  will' run  about  eight  to  ten  thousand,  good  shape.  This  is  a  money- maker to  a  good,  live  man.  Good  reasons  for  selling,  splendid  fariuiug 
community.  If  interested  would  like  to  show  you  this  business.  Splendid 
store  can  be  rented  or  bought.    O.  B.  HENRY  &  Co.,  Drayton,  Ont. 

ARTICLES  FOR  SALE 
GET   TINSMITH  TOOLS.  ALSO  A  SAFE,  will  sell  squaring  shears 

separate.   H.  S.  GRANT,  Moose  Creek,  Ont. 

PROFITABLE  SIDELINE  FOR  SALESMEN 
We  have  an  attractive  proposition  for  traveling  Salesmen 
as  well  as  for  ambitious  Clerks  or  Office  men  in  hard- 

ware stores.    Big  margin  offered  and  very  easy  to  get  results 

Address:  "Manager" 
Commercial  Press,  Ltd.,  408  McKinnon  Building,  Toronto 

JENKINS  &  HARDY 
Assignees,  Cliartered  Accountants,  Estate  and  Fire Insurance  Agents 

15^  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

ROSS  &  WRIGHT 
Insurance  Counsellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET.  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 

us  when  your  loss  occurs 

The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 
Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

THE    IMPROVED    KEYSTONE  DEHORNER 
A  4-sided,  sliding,  shear  cutting.  Dehorning  Knife  thai  does  its 
work  in  an  instant  vi'ith  but  an  instant's  pain.  Agricultural Colleges  and  Veterinary  Surgeons  commend  the  KEY 
STONE  -The  quickest,  cleanest  and  easiest  dehorner  made. 
If  your  Jobber  cannot  supply  you.  write  me,  and  1  will  send  full 
particulars  of  my  special  proposition  to  retailers. 

R.  H.  McKENNA,  219  Robert  Street,  Toronto. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journ
al 
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Hay  Tools  in  the  Hardware  Store 

J.  S-  Lever. 
In  spite  of  the  number  of  lines  which  are  carried  in 

the  hardware  store  that  it  is  possible  to  add  more  is 
from  time  to  time  obvious  to  every  wide-awake  dealer. 
There  is  one  line  which,  while  receiving  some  attention 
from  retail  hardware  dealers,  is  not  as  generally  handled 
as  it  might  be.  I  have  reference  to  hay  tools.  In- 
eluded  within  this  comprehensive  line  are  hay  car- 

riers, tracks,  forks,  slings,  litter  carriers,  feed  carriers. 
Cow  stanchions  may  also  be  taken  in. 

In  the  United  States  these  goods  are  handled  almo.st 
exclusively  through  the  hardware  trade,  and  the  profits 
which  the  line  carries  make  it  desirable  from  the  retail 

hardware  dealers'  standpoint. 
In  Canada  the  retail  hardware  dealers  sells  the  barn 

door  hangers,  he  also  sells  the  nails  and  hinges  and 
hasps  and  all  other  hardware  used  in  the  construction 
of  new  barn  buildings.  Why  should  he  not  also  sell  the 
hay  carriers  together  with  all  accessories,  also  the  cow 
stanchions  and  cow  stalls? 

If  the  hardware  dealers  of  Canada  would  wake  up  to 

the  possibilities  in  this  line,  they  would  doubtless  be- 
come enthusiastic.  The  line  is  desirable  from  the  retail 

hardware  dealers'  standpoint  for  two  or  three  reasons. 
Primarily,  of  course,  because  the  goods  carry  a  nice 
profit,  or  should  carry  a  nice  profit.  Again,  if  the  re- 

tail hardware  dealer  is  permitted  to  figure  on  the  entire 

hardware  bill,-  it  places  him  in  position  to  give  his  cus- 
tomer the  advantage  perhaps  of  a  little  better  price.  It 

at  least  saves  his  customer  the  trouble  of  buying  goods 
from  several  different  firms,  all  of  which  might  as  well 
be  closed  up  with  one  firm. 

It  does  not  require  skilled  labor  to  put  in  a  hay  car- 
rier outfit  or  a  litter  carrier  outfit.  The  mechanics 

building  the  barns  can  do  this  very  readily.  In  fact 
when  a  new  barn  is  being  built  the  hay  carrier  track 
should  be  put  in  before  the  roof  goes  on  and  this  work 
is  properly  done  by  the  carpenters  who  are  building  the 
barn.  Hardware  dealers  could  take  on  this  hay  tool  line, 
save  the  consumer  some  money,  and  at  the  same  time  save 
themselves  even  a  better  profit  than  the  implement  deal- 

er is  making  on  like  class  of  goods. 
In  "the  United  States  much  has  been  done  by  manu- 

facturers in  inducing  hardware  dealers  to  push  these 
lines  and  by  co-operating  with  them  in  advertising  to 
the  consumers.  It  is  possible  a  similar  campaign  may 
be  developed  in  Canada.  Some  at  least  of  the  manufac- 

turers in  the  United  States  go  so  far  as  to  furnish 
drawings  and  blue  prints  as  guides  to  the  installation 
of  the  lines  mentioned. 

was  lowered.  He  came  back  again  and  asked  for  a  quo- 
tation on  10.000  poiTuds.  The  price  was  brought  down 

still  lower,  and  then  he  asked  the  figure  on  20,000  pounds. 

The  manufacturer  came  down  some  more,  "but,"  said 
he  "if  you  order  150,000  pounds,  I  can't  go  any  lower," 

QUANTITY  AND  PRICE. 
At  the  discussion  on  hardware  maniifacturers  and 

jobbers  selling  to  others  than  hardware  men  and  giving 
lower  prices  to  some  hardware  men  than  to  others,  one 

delegate  told  of  a  certain  "fair"  store  that  went  to 
a  candy  manufacturer  and  enquired  what  price  he  could 
get  1,000  pounds  of  candy  for.  He  was  told  and  came 
back  next  day  and  enquired  on  5,000  pounds.   The  price 

A  GOOD  SEASON. 

During  January  and  February  -J.  N.  McGrezor,  Oak- 
ville,  Ont.,  has  installed  five  furnace  jobs.  Mr.  Mc- 

Gregor keeps  a  staff  of  four  tinsmiths  working  the 
year  round,  and  last  year  his  tinshop  netted  him  a 
profit  of  $1,600.  In  addition  to  handling  furnace  eon- 
tracts,  he  has  his  w'orkmen  make  up  a  large  quantity 
of  eave  troughing  and  other  stock  required  during  the 
summer  and  fall  seasons. 

About  the  first  of  this  year  Mr.  McGregor  picked  out 

a  list  of  furnace  prospects  from  whom'  he  had  failed to  secure  orders  during  the  fall.  He  canvassed  all  these 

and  made  an  ofi'er  that  if  the  order  was  given  for  the 
work  to  be  done  during  the  winter,  when  the  men  were 
not  busy,  payment  could  be  made  by  note  at  six  or  nine months. 

By  this  method  a  customer  could  get  a  furnace  this 
winter  at  the  same  price  he  would  pay  next  fall,  and 
at  the  same  time  get  a  longer  period  on  his  note.  Then, 
too,  the  men  would  not  be  so  busy  and  could  spend 
more  time  on  the  job  and  the  customer  could  have  the 
use  of  the  furnace  in  the  meantime. 

From  Mr.  McGregor's  standpoint  the  deal  was  a  good 
one  also,  as  it  enabled  him  to  keep  his  $15  a  week  tin- 

smith busy.   
FURNACE  SALESMANSHIP. 

Contrary  to  the  belief  of  many  hardware  and  heat- 
ing men,  the  furnace  season  is  not  confined  to  a  few 

months  in  the  year — the  fall  and  earl,y  winter  season. 
The  spring  is  really  the  best  time  to  get  out  and  hustle 
for  business.  Now  that  this  season  is  drawing  near, 
architects  and  builders  are  making  plans  for  new 
houses  and  other  buildings  and  a  little  missionary  work 
spent  among  these  men  is  sure  to  result  in  good  busi- 
ness. 

The  heating  of  a  house  is  always  a  serious  question 
and  one  that  must  be  given  considerable  thought.  A 
man  cannot  decide  in  a  few  minutes  on  a  system,  for 
it  means  that  if  the  system  is  not  satisfactory  when 
installed,  a  lot  of  money  must  be  spent. 

Moral — Get  out  after  the  business  while  plans  are  in 
preparation  and  give  the  builder  plenty  of  chance  to 
decide. 

The  warm  air  system  has  its  advantages  over  others 
in  that  it  can  be  installed  in  a  new  house  at  a  lower 
figure  that  other  systems,  and  can  be  put  into  an  old 
house  for  less  money  and  without  tearing  everything 
to  pieces. 

Some  dealers  will  advance  almost  any  argument  in 
order  to  make  a  sale.  Never  advocate  a  small  furnace 
where  a  large  one  is  needed,  even  if  you  lose  the  sale. 
This  is  sure  to  result  in  the  purchaser  tearing  out  your 
system  and  putting  in  another  sold  by  your  opposition. 
Everyone  knows  the  result  of  a  deal  like  this.  It  pays 
to  be  honest. 
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Mr.  Dealer:  I  am  Martin-Senour  Paint;  they  call  me  100 Pure  for  short 

If  you  don't  remember  the  name,  you  will  no  doubt  recall  my  face,  for  you  have  seen  me  many  times. 
I  am  a  friend  of  yours.  I  go  out  among  the  people  of  your  vicinity  and  make  friends  for  you, 

I  make  them  tell  each  other  about  your  store. 

When  people  take  me  out  of  my  can  and  spread  me  on  the  surface,  I  stick.  Every  dealer  that 
has  me  in  his  store  says  I  have  the  backbone  to  make  good. 

I  am  sorry  to  say  that  there  are  some  of  my  color,  but  not  of  my  class,  that  give  a  bad  name  to 

the  dealer  who  is  unfortunate  enough  to  be  found  in  their  company.  Like  all  black  sheep  the}^  are 
hard  to  get  rid  of,  but  the  longer  they  stay  around  the  more  trouble  they  bring. 

Of  course,  Mr.  Dealer,  I  can't  make  friends  for  you  unless  you  give  me  room  in  your  store, 
but  believe  me,  if  you  do  I  will  be  the  hardest  little  worker  for  your  profit  and  reputation  that  you 
ever  had  on  your  shelves. 

If  my  traveler  hasn't  called  on  you,  just  drop  a  line  to  me,  care  of 

THE  MARTIN-SENOUR  CO..  Limited 
PIONEERS  OF  PURE  PAINT 

Montreal  Chicago  Winnipeg 

"I  can  always  bank  on  my  customer's  paint  trade  after 

he  buys  his  first  can  of  B-H  "ENGLISH"  PAINT." Mr.  T.  M.  Nash,  agent  for  B-H  Paint  at  Wellington, 
Ont.,  in  a  letter  written  January  I  9th,  1912. 

To  have  customers  come  back  again,  and  again,  and  again,— 

to  build  up  a  permanent  profitable  paint  trade  you  must  give 

paint  value  in  the  paint  can. 

You  and  your  customers  know  there  is  1 00  o  value  in  B-H 

"ENGLISH"  PAINT.  There  is  a  guarantee  formula  on  the 
can — you  know  it  is  free  from  adulterants,  that  it  is  ALL  paint 

--70%  pure  White  Lead-~30%  Pure  White  Zinc,  mixed  ready 

for  use  with  pure  Linseed  Oil,  pure  Turpentine  and  Dryer. 

Write  for  Exclusive  Agency  Proposition. 

RRANDRAM-HENDERSON MJi^^^^m^^mm^^^^^m  Mi  JUm^^bb^^^^^h  limited 

MONTREAL  HALIFAX  TORONTO  ST.  JOHN  WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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BUSINESS  CHANGES 

Ontario. 

Stratford.— D.  Brickman  &  Co.,  succeeded  by  Brick- 
man  &  Kennedy. 
Wingham. — Alex.  Young  suffered  fire  loss. 
Mount  Albert. — M.  K.  Summerfeldt  is  advertising  his 

business  for  sale. 

Ottawa. — J.  A.  Acton,  succeeded  by  Mulhall  Hard- 
ware Company. 

Toronto. — J.  C.  Schmidt  succeeds  G.  H.  Garrett. 
Manitoba. 

Carman. — -Walton  &  Cleane  sold  to  Hemenway. 
Hartney. — ^Chas.    Woodhull    moved    to  Stranraer, 

Sask. 
Rosenfeld. — J.  W.  Wiebe  sold  to  A.  Johnston. 
Winnipeg. — D.  Coulter  opening  store. 
Hartney. — ^Geo.  Agnew  will  open  store. 
Dunrea. — J.  H.  Dunlop  &  Co.  succeeded  by  Robert 

Dunlop. 
Arden. — J.  A.  Gilhuly  sold  to  —  Wilson. 
Swan  River. — A.  L.  Ashdown  reported  to  have  been 

succeeded  by  G.  Zimmerman. 
Winnipeg. — The  Hingston-Smith  Arms  Co.,  Winni- 

peg, suffered  a  $6,000  fire.  Insured. 
Saskatchewan. 

Yorkton. — W.  W.  Badgley  succeeded  by  Chas.  Beck. 
Lemberg. — iFletcher  &  Lutz  dissolved  partnership, 

Lutz  continuing. 
'Saskatoon. — Faucett  Bros,  succeed  S.  T.  Kempthorn. 
Frobisher. — McKean  Bros,  succeeded  by  Thos.  Adair. 
Borden. — A.  H.  Wensley  started  in  hardware  and 

harness. 

Lajord. — Emma  H.  Berg  succeeded  by  H.  A.  Hanson. 
Saskatoon. — ^Bartholomew  &  Co.  contemplating  start- 

ing branch  in  North  Battleford. 
Rocke  Percee. — Art.  Whiddon  opening  store. 
Sutherland.— Fleming  Bros,  of  Lanigan  opened 

branch  here. 

Herbert. — H.  N.  Klassen  suffered  fire  loss. 
Alberta. 

Bassano. — Pierce  Bros,  will  open  hardware  store. 
Calgary. — Boulton  &  Upton  dissolved,  G.  E.  Boulton 

continuing. 
Halkirk. — ^Michael  &  Milne  opened  store. 
Champion.— 'Baker  Hardware  Co.  sold  to  Moffatt 

Bros,  of  Pilot  Mound,  Man. 
British  Columbia. 

Vancouver. — Grandview  Hardware  Co.  sold  to  J.  A. 
Simpson. 

Armstrong. — H.  B.  Morley  of  H.  B.  Morley  &  Co., sold  his  interest  to  Geo.  Smith. 

WOOD,  VALLANCE  &  CO.  AT  CALGARY. 
Wood,  Vallance  &  Co.  have  rough  plans  out  for  the 

construction  of  a  Avarehouse  at  Calgary.  The  build- 
ing will  be  four  or  five  storeys  high  and  basement.  It 

will  be  80  by  150  feet.  Business,  it  is  expected,  will 
be  in  full  swing  before  the  end  of  the  year.  Mr.  E.  M. 
Adams  will  be  in  charge. 

IMPERIAL  VARNISH   COMPANY'S  BANQUET. 
A  very  enjoyable  event  took  place  on  March  4th, 

when  the  Imperial  Varnish  and  Color  Company,  Lim- 
ited, entertained  the  members  of  their  selling  and  fac- 
tory staff,  together  with  their  wives  and  friends,  at  a 

banquet.  This  event  has  become  an  annual  affair  and 
was  the  occasion  for  giving  a  rousing  farewell  to  Mr. 
Gavin  Cooper,  Sr.,  who  has  been  with  the  firm  since 
its  inception  and  who  retired  from  active  work  on  the 
first  of  March. 

Mr.  Cooper  turned  the  sod  for  the  first  building  of 
the  company  over  twenty-four  years  ago,  and  has  re- 

mained with  the  firm  ever  since,  rising  to  the  position 
of  head  of  the  varnish  melting  and  mixing  department. 
In  recognition  of  his  long  and  faithful  service  Mr.  J.  M. 
Sparrow,  president  and  general  manager,  on  behalf  of 
the  firm,  presented  Mr.  Cooper  with  a  handsome  silver 
mounted  cane  and  a  purse  of  gold.  I\Ir.  J.  A.  Weir 
and  Mr.  J.  D.  Robinson,  on  behalf  of  the  employees, 
presented  him  with  a  leather  upholstered  chair,  a  com- 

plete smoldng  outfit  and  an  illuminated  address. 
Mr.  Cooper  briefly,  but  very  feelingly,  expressed  his 

gratitude  and  outlined  some  of  the  history  in  the  mak- 
ing of  the  firm,  expressing  his  heartfelt  wish  that  its 

prosperity  woiild  continue. 
Mr.  Monypenny,  vice-president,  in  reviewing'  the 

business  history  of  the  firm,  stated  that  the  orders  for 
the  first  two  months  of  1912  had  exceeded  the  total 
twelve  months  of  ten  years  ago,  and  had  also  exceeded 
all  other  corresponding  periods  by  over  31  per  cent. 

R.  C.  Ja  meson  &  Co.,  Montreal,  have  oj^ened  a 
branch  at  Vancouver,  B.C.,  with  Thos.  Pearson  in 
charge. 

MR.  BROWN'S  PROMOTION. 
An  item  of  news  that  will 

be  of  interest  to  hardware 
men  and  paint  dealers  in  all 
parts  of  the  country,  from 
the  Atlantic  to  the  Pacific, 
is  the  appointment  of  Mr. 
Arthur  D.  Brown  to  the  po- 

sition of  sales  manager  of 
A.  Ramsay  &  Sons,  Montreal. 
Mr.  Brown  has  been  travel- 

ing from  coast  to  coast  for 
the  past  22  years,  18  of 
which  were  in  the  interests 
of  his  present  firm.  Of  late 
he  has  been  covering  the 
western  territor.y. 

Naturally,  in  his  long  ex- 
perience on  the  road,  he  has 

some  amusing  tales  to  teU 
while  travelling  in  the  West 
before  it  was  the  country  it 
is  to-day.  He  recalls  the 
days  when  he  often  had  to 

cover  several  hundred  miles  in  a  stage-coach  or  buck- 
board.  The  journey  from  Calgary  to  Edmonton,  a  dis- 

tance of  200  miles,  always  had  to  be  covered  in  this 
way.  Many  proprietors  of  big  hardware  stores  were 
junior  clerks  when  he  first  went  over  the  ground. 

Mr.  Brown  will  not  as.sume  his  new  duties  until  June 
15th.  In  the  meantime  he  will  make  one  more  trip  to 
the  Coast,  and  after  that  will  just  make  special  trips 
in  order  to  keep  in  touch  with  old  friends. 

At  the  time  Mr.  Brown  was  given  his  new  duties, 
Mr.  W.  A.  Ramsay,  ̂ ^^-ho  has  been  representing  the 
firm  in  British  Columbia  dt  Vanconver,  was  made  ware- 
honse  and  factory  manager,  and  will  soon  leave  for 
Montreal  to  take  up  his  new  work. 

Arthur  D.  Brown 
Appointed  Sales  Manager  of 

A.  Ramsay  &  Sons, 
Montreal. 
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Talks  on  Paint  Selling 

No.  7 

In  a  little  less  than  two  months  this  Company  received  exactly 
35,62 1  direct  inquiries  from  property  owners  as  a  result  of  our 
national  campaign  of  magazine  advertising. 

This  is  an  average  of  717  inquiries  every  working  day  during 
that  period,  and  they  are  still  running  from  300  to  500  a  day. 

These  inquiries  were  mostly  created  by  the  publicity  given 
to  the  work  of  our  Decorative  Department  and  what  it  can  do  for 
the  property  owner.  The  demand  for  our  "Style  Portfolio  of  Home 
Decoration  "  has  exceeded  all  our  expectations.  Every  one  of 
these  inquiries  is  promptly  answered  and  the  portfolio  is  sent,  to- 

gether with  the  name  and  address  of  the  nearest  S-W  Agent.  At 
the  same  time,  the  names  and  addresses  of  the  inquirers  are  sent 
promptly  to  the  Agents  in  their  respective  localities  for  further 
action. 

It  is  impossible  to  estimate  tlie  amount  of  business  that  has 
resulted  to  our  Agents  all  over  the  country  through  this  campaign. 

We  do  k.iow,  however,  that  notwithstanding  the  advances  in  prices 
necessitated  by  market  conditions,  our  Agency  business  has  shown 
a  most  satisfactory  increase. 

What  now  becomes  of  the  claims  made  by  some,  that  intelli- 
gent advertising  is  a  doubtful  quantity,  or  that  it  only  increases  the 

cost  of  the  products?  The  constantly  increasing  sale  of  S-W  Paints, 
Varnishes,  Stains  and  Enamels  through  our  Agents  is  the  best 
answer  to  that  question. 

Have  you  written  in  for  our  Agency  Proposition  yet? 

The  Sherwin-Williams  Co. 
{of  Canada,  Limited) PAINT,   VARNISH   AND   COLOR  MAKERS 

LINSEED  OIL  CRUSHERS 
FACTORtES  :  MONTREf 

OFFICES  AND    WAREHOU&ES  : MONTR  EAI LON  DON. 
>.  WINNtPEG, 
,  TORONTO.  Wl 

CO-OPERATION 
THAT  COUNTS 

MINERVA 

Paints  and  Paint  Specialties 

prove  a  paying  line  for  any  wide-awake  dealer. 

We  not  only  put  quality  into  every  can,  but  the  direct  support  we  give  in  the  dealer's  interest makes  "Minerva"  Brand  the  most  profitable  hne  to  handle. 
We  actually  create  the  demand  for  "Minerva"   Paints  by  our  forceful   consumer  advertising, effective  color  cards,  window  trims,  counter  cabinets,  show  cards  and  street  signs. 

Fall  into  line  with  hundreds  of  aggressive  dealers  and  feature  the  "Minerva" Line. 
Every  can  guaranteed  to  contain  full  imperial  measure. 

Pinchin  Johnson  &  Co. 

(Canada)  Limited 

377-387  Carlaw  Avenue, 
Established  in  England  in  1834. 

TORONTO J-50 

mm 

When  wilting  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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The  Hardware  Business  has  not  started  with 

Markets.  any  great  volume,  owing  to  the 
unseasonably  cold  weather. 

However,  March  has  opened  up  well,  and  now  that 
milder  weather  is  almost  assured,  better  conditions  are 

looked  for.  There  is  a  fair  volume  of  business  being 

done  in  wire  goods,  such  as  fencing  of  all  kinds,  wire 

nails,  staples,  etc.  There  is  a  fair  demand  for  general 
hardware,  but  spring  goods  have  not  started  to  move 

with  any  great  rapidity.  However,  everyone  is  antici- 
pating a  good  trade  and  prices  remain  firm  on  all  lines. 

'Spring  goods,  such  as  garden  tools,  lawn  fencing, 
lawn  mowers,  screen  doors,  etc.,  are  rather  dull,  but 
before  the  month  is  gone,  many  large  orders  will  have 

been  placed.  In  other  years  shipping  has  commenced 
long  before  this,  but  the  cold  weather  this  year  has 
certainly  affected  the  wholesale  trade. 

The  building  trade  all  over  the  country  has  com- 
menced and  the  demand  for  builders'  hardware  in  all 

lines  is  starting  to  pick  up.  Roofing  and  felts  are 
active. 

Summer  sporting  goods  have  not  yet  started  to  move, 
although  it  Avill  not  be  long  now  before  the  rush  is  on. 
The  offerings  this  year  are  particularly  good,  and  tlie 
season  all  through  should  be  a  profitable  one. 

"With  house  cleaning  time  coming  on,  there  has  been 
quite  a  demand  for  brooms  and  brushes,  vacuum  clean- 

ers, etc.  Even  some  of  the  midsummer  goods,  such  as 
ice  cream  freezers,  refrigerators,  etc.,  are  being  called 
for. 

*    *    *  * 

The  Metal  Business  in  metals  during  the 
Markets.  month  of  February  was  good 

— much  better  than  usual. 
Orders  for  future  delivery  are  coming  in  well  also  and 
everything  points  to  a  big  trade  as  soon  as  spring  opens 
up  in  earnest.  It  is  expected  that  a  greater  volume  of 
business  wiU  be  done  than  ever  before.  The  whole 

market  is  firm  and  the  tendency  in  ingot  metals  is  to- 
wards higher  prices,  due  to  increased  consumption  and 

relatively  light  stocks.  There  has  been  no  material 
change  in  prices  except  that  Canada  plates  have  been 
reduced  slightly.  However,  as  one  dealer  expressed  it, 
if  there  is  a  general  revival  of  trade  in  the  United 
States,  of  which  there  are  good  signs,  we  would  see 
higher  prices  all  round  and  record  production  and 
record  consumption. 

Pig  iron  has  been  quiet  for  some  time,  but  now  there 
is  a  tendency  towards  higher  prices  and  a  much  firmer 
market  is  looked  for.  There  is  no  particular  change  in 
the  prices  of  imported  iron,  but  unless  the  English  coal 
strike  is  settled  very  soon,  higher  prices  are  almost  a 
certainty.  Middlesboro  No.  3  is  quoted  at  $19.50; 
Summerlee  No.  2,  $22,  and  Glengarnock  at  $22. 

Lead  is  very  firm,  with  light  stocks.  The  demand 
has  been  heavy  and  this,  together  with  transportation 
delays,  has  caused  a  marked  shortage  in  supplies.  The 
situation  is  improving  slowly,  however,  and  everything 
should  be  O.K.  before  long. 

Copper  is  in  excellent  demand;  in  fact  one  jobber 
stated  that  he  has  never  known  it  to  be  called  for  so 
■  heavily.  This  has  caused  a  decided  firmness.  There 
is  no  change  in  prices. 

Spelter  is  very  scare  and  the  market  is  firm.  Ac- 
cording to  one  dealer  it  is  impossible  to  get  any  spot, 

except  in  a  jobbing  way. 
Plates  and  sheets  are  in  active  demand  and  the 

market  is  improving.  Delays  on  railroads,  however, 
have  had  a  tendency  to  keep  stocks  light. 

The  brass  trade  has  been  very  good,  while  the  gal- 
vanizing trade  is  reaching  record  proportions. 

Paints  and  On  account  of  the  prolonged 
Oils.  cold  weather,  business  in  pre- 

pared paints  has  not  opened  up 
as  well  as  usual,  though  manufacturers  and  jobbers 
state  that  the  orders  so  far  to  hand  are  good  and  well 
assorted.  Most  of  these  are  for  shipment  around 
April  1st,  and  as  this  date  is  drawing  near  and  as  busi- 

ness is  bound  to  pick  up  with  the  advent  of  milder 
weather,  considerable  activity  may  soon  be  expected. 
Dealers  are  very  optimistic  as  to  the  outlook  for  the 
coming  season  and  expect  that  it  will  be  a  record  one. 
Colors  in  oil  have  taken  a  slight  advance  owing  to 
increased  cost  of  production. 

Linseed  oil  has  been  going  down  during  the  past 
month.  In  January  is  was  96  cents,  around  teli  first  of 
February  it  was  9-1-,  and  towards  the  last  of  last 
month  it  was  92.  To-day  ('March  8th)  the  market  is 
firm  at  92  and  95  cents  for  raw  and  boiled.  Accord- 

ing to  one  dealer,  it  is  actually  selling  below  what  the 
value  warrants.  The  English  market  has  been  firm  and 
Canadian  dealers  are  now  selling  at  a  price  cheaper 
than  they  could  bring  it  from  England  in  carload  lots. 
AVhile  there  is  very  little  chance  of  it  being  lower  in 
the  spring  the  likelihood  is  that  it  will  be  higher.  How- 

ever, it  is  all  a  guess. 

Turpentine  has  been  fluctuating  within  narrow  com- 
pass quite  a  lot,  but  to-day  the  market  is  firm.  Last 

week  it  advanced  two  cents,  making  the  price  69  cents. 
Present  prices  in  the  primary  markets  are  higher  than 
they  were  at  the  end  of  February,  but  locally  they 
have  not  changed  much.  Indications,  however,  point 

to  higher  prices,  and  retailers  who  order  now  for  fu- 
ture delivery  must  take  the  chance  of  a  rise. 

White  lead  is  still  at  $6.90  for  pure,  the  expected 
advance  not  having  taken  place.  Higher  prices  on  dry 
lead  which  recently  went  into  force  are  likely  to  affect 
the  price  of  white  lead  in  oil  before  long. 

The  glass  market  remains  firm  and  stocks  are  scarce. 
One  dealer  said  that  if  a  retailer  were  to  place  an  order 
for  ten  boxes  of  glass,  it  could  not  be  filled.  This  was 
contradicted  by  another  jobber,  however,  who,  while 
admitting  that  stock  was  scarce,  stated  it  was  not  as 
bad  as  all  that.  The  situation,  it  is  expected,  will  be 
relieved  about  the  first  of  ̂ lay,  but  lower  prices  are 
not  looked  for. 

THE  "ENTERPRISE"  NEWS. 

The  latest  copy  of  "The  Enterprise  News,"  a  jour- 
nal gotten  out  "every  once  in  a  while"  by  the  Enter- 

prise Foundry  Companj',  Sackville,  N.B.,  has  reached 
this  office.  This  paper  is  mailed  to  every  hardware 
man  in  Canada  and  contains  news  of  what  this  com- 

pany is  doing  at  its  plant,  new  lines  they  are  con- 
stantly turning  out  and  other  stove  news  of  interest 

to  retailers.  i\Ian,^.^  good  hints  regarding  stove  sales- 
manship are  given,  and  if  any  hardware  man  does  not 

receive  a  copy,  tne  firm  is  only  too  pleased  to  put  his 
name  on  the  list  on  receipt  of  a  post  card. 

'Mr.  W.  S.  Fisher,  president  of  the  Enterprise  Foun- 
dry Company,  called  at  this  office  recently  on  his  way 

through  to  the  Pacific  Coast. 
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THE  EMPIRE 

A  Power  Grindstone  for 

the  Farm 

This  machine  is  designed  especially  for  farm  use  in 
connection  with  a  gasolme  engme.  The  stone  is 
GENUINE  Berea  grit.  The  frame  and  trough  are 
cast  iron  and  will  not  rust  out.  It  is  fitted  with  our 
detachable  fixture,  steel  shaft,  ball-bearings,  pulley 
and  hand  crank  and  the  price  is  popular. 

The  Cleveland  Stone  Co. 
Cleveland Chicago New  York 

Experience  Proves 

"QUEEN'S  HEAD" 

CANADA 

Galvanized  Iron 

to  be  without  an  equal. 

Have  your  jobber  supply  it. 

JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 

Makers  MONTREAL 
Bristol,  Newport  Managers  Canadian  Branch 

THE  PEERLESS 

SUCTION  CLEANER 

The  Very  Best  Hand  and  Electric  Power 
Cleaners  on  the  Market,  Irrespective  of  Price 

Hand 
Power 

$15 
Perfect  in  Efficiency 
Built  to  Last 

Small  and  Compact 

Easy  to  Operate 

Light  in  Weight 

Easily  Carried 

Fully  Guaranteed 
and  has  a  Blower 

Attachment 

Electric 
Power 

$75 Equipment: 

One  Nine-foot  Section 

Wire  Re-inforced 

Rubber  Suction  Hose. 

Four-foot  Sectional 

Brass  Tubing. 

One  Rug  and  Carpet 
Tool. 

Send  for  Catalogues 

OLD  SOL  No.  10 

BICYCLE  LAMP 

A  newly  designed  lamp  embodying  the  most 

recent  improvements  in  Acetylene  Lamp  Con- 
struction. Carbide  chamber  has  large  capacity 

and  a  special  quick  action,  fastener  holding  it  to 

upper  part  of  lamp.  Front  glass  is  a  double 
convex  lens  25/8  inches  in  diameter.  Remark- 

able for  beauty  of  design  and  penetration  of  light 
and  strength  of  construction.  Total  height  6% 

inches.  Carbide  capacity  5  ounces.  Burns 
6-7  hours. 

Price  $3.75 

Manufactured  in  Canada  by  the  Pollock  Mfg.  Co., 
Manufacturers  of  motor  boat,  motor  cycle  and  bicycle 
lamps,  generators  and  brackets.  Made  in  the  U.S.  by 
the  Hawthorne  Mfg.  Company,  Bridgeport,  Conn. 

Write  for  Catalogues 

Pollock  Manufacturing  Co.,  Limited,  Berlin,  Ont. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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PREVAILING  MARKET  PRICES. 

Toronto,  March  8th,  1912 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 

ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

METALS. 
Aluminum,    ingots    0  20 
Antimony,  per  lb   0  71 
Srass  rods,  Vz  to  1  inch...  0  21 

Sheets,  up  to  20  gauge..  0  22 
Tubing,    1   inch,   base.  ...  0  23 

Copper  ingots,  casting   0  14| 
Sheets,  plain,  14  oz.  base  0  22 
Sheets,  tinned,  14  oz.  base  20  Vz 
Sheets,   planished,    14  oz. 
base    0  28 
Sheets,  braziers    0  23 
Bars,  round  %  to  2  in. ..  0  21 

Black  Sheets,  28  gauge  base, 
Toronto    2  80 
Montreal    2  40 

Canada  Plates — 
(Ordinary,    52    sheets,  To- 

ronto                                    2  85 

All  bright,  52  sheets              3  8.5 
Galvanized      Apollo  Ordinary 
18x24x52               4  45          4  35 

60               4  70          4  60 
20x28x80               8  90          8  70 
20x28x80                9  40          9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....  3  30 

Galvanized  Sheets.  Fleiir  Queen's de  Lis  Head 
16-20  gauge    3  45  3  70 
22-24  gauge    3  50  3  75 
26  gauge   3  90  4  15 
28  gauge   4  00  4  25 
Case  lots  10  cents  less. 
Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — Black,  base,  1  inch   4  54 
Galvanized,  base,  1  inch   6  19 

Iron  Pipe  Fittings — Canadian  malleable,  40 ;  cast 
iron,  70;  standard  bushings,  70; 
headers  60  and  10;  flanged,  unions, 
70;  malleable  bushings,  65;  nipples, 
75  and  10;  malleable  lipped  unions, 65. 

Soil  Pipe  and  Fittings — 
Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. Toronto 

Bar  Iron,  per  100  lb   2  05 
Forged  iron    2  20 
Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 
Fire  steel    2  35 
High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1  18  25 
Middlesboro,  No.  3  ....  19  00 
Radnor    (charcoal)     ....  32  50 

Lead,  C  anadian  pig   4  25 
Imported  pig,  100  lb   4  35 
Bar  pig    5  25 
Sheets,  base,  2%  Ib.sq.  ft.  5  00 
Pipe  and  waste   30  p.c. 
Traps  and  bends   50  p.c. 

Solder,    half    and    half,  lb., 
2iVz  26 

Spelter,  foreign,  per  100  lb.  6  75 
Sheet  Zinc   8  50 
Tin,  ingots,  100  lb   47  00 
Tin  Plates,  charcoal — 
MLS,  Famous  (equal  Bradley) Per  box 

I  0,  14x20  base    7  00 
I  X,  14x20  base    8  25 
I  X  X,  14x20  base    9  75 

"Dominion  Crown  Best" — ^Re- tinned. 
I   C,    14x20   base    5  50 
I   X,    14x20   base    6  50 
I  X  X,   14x20  base    ....   7  50 

"Allaway's     Best"    —  Standard 
Quality. I  C.  14x20  base    4  60 
I  X,  14x20  base    5  50 
I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 
I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,    14x60,   50  sheet 
bxs    7  00 

Tinned  Iron. 
72x30    up     to   24  gauge, 
case    lots                    7  25  7  35 
72x30    up    to    26  gauge, 
case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — Heavy  Copper  and  Wire  lb.  11^4 
Light  copper  bottoms   .  .  .  09% 
Heavy    red    brass     ....  10% 
Heavy  yellow  brass    08% 
Light   brass    C6% 
Tea  lead    02% 
Heavy    lead    02% 
Scrap   zinc    0  04 
No.  1  wrought  iron  ....10  00 
Machinery      cast  scrap, 
No.  1   14  50 
Stove    plate   13  00 
Malleable    9  00 
Miscellaneous  steel    6  00 

PAINTS  AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins                  1   00  1  10 
Chemicals,    in   casks,   per   lb. — 

Arsenate  of  lead   0  lOi 
Sulphate   of   copper  (blue 
Stone)   0  06 
Litharge,  ground    0  ai 
Litharge,  flaked   0  06 
Green       copperas  (green 
vitriol)    0  01 
Sugar   of  Lead    o  09 

Colors  In  Oil — 
Venetian    red,    1-lb.  tins, 
pure    0  12 
Chrome,   yellow,  pure    ...  0  20 
Golden  ochre,  pure    0  13 
French  ochre,  pure   0  12 
Chrome  green,  pure    0  10 
French    permanent  green, 
pure    0  15 
Marine  black,  25  lb.  irons  0  19 
Signwriters'  black,  puro.  .  0  65 Glue,  in  sheets              0  10  0  15 
1  lb.  packages  (Brantford)  0  25 

Petroleum — Can.    Prime   white,    gal.  0  12 
U.S.  Water  white   ....  0  13% 
U.S.  Pratt's  astral  ....  0  15% Castor    oil,    per    lb.,  in 
bbls                         0  08     0  09 
Motor  Gasoline,  single 

b
b
l
s
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

0  17% 

Benzine,  per  gal,  single 

b
b
l
s
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

0  15% 

Putty —                          1st.  2nd. Bulk  in  casks    ....2  85  2  00 
Bulk  100  lb.  drums  ...  .2  70  2  40 
Bladders  in  barrels  2  90  2  60 

Ready  Mixed  Paints — 
Per  gallon,  qt.  tins.  1  65  2  00 

Red  Lead  (Dry)  — 
Genuine,    560    lb.  casks, 
per  cwt   5  00 
Genuine,     100     lb.  kegs, 
per  cwt   5  50 

Shingle  Stains — 
In  5-gallon  buckets   0  95 

Turpentine  and  Linseed  Oil — 
Pure     Turpentine,  single barrels   0  69 
Linseed  Oil,  single  barrel, 
raw    0  92 
Linseed  Oil,  single  barrel, 
boiled    0  95 

Rosin,  "G"  grade,  bbl.  lots, 100  lbs   3  60 

Varnishes,  per  gal.  cans — Carriage,  No.  1    1  50 
Pale  durable  body    3  50 
Finest   elastic   gearing    .  .  3  00 
Elastic   Oak    1  50 
Furniture,   polishing    ....  2  00 
Furniture,  extra    1  20 
Furniture,  extra  No.  1   .  .  0  95 
Light  oil  finish    1  35 
Gold  size  japan    2  00 
Turps   brown   japan    ....  1  60 
Baking  black  japan    ....  1  35 
Crystal  Damar    2  50 
Pure  asphaltum    1  40 
Oilcloth    1  50 
Lightning  dryer    0  85 Stovepipe       varnish,  % 
pints,,   per  gross    8  00 
Pure    white    shellac  var- 

nish, in  barrels    1  75 
Pure   orange   shellac  var- nish, in  barrels    1  70 

White  Lead  ground  in  oil — Canadian  pure,  less  than  tons.  6  90 
Canadian  pure,  ton  lots  6  75 

White  Zinc — Extra    Red    Seal,  V.M. 
(dry)    0  071/2 Pure,     in    25 -lb.  irons 
(in  oil)   0  09 

Window  Glass — United  Inches         Star  D.D. 
Under  26                  4  25  6  25 
26    to  40                  4  65  6  75 
41   to  50                   5  10  7  50 
51    to  60                   5  35  8  50 
61   to  70                   5  75  9  75 
71    to  80                   6  25  11  00 
81    to  85                   7  00  12  50 
86   to  90    15  00 
91    to  95    17  50 
96   to  100    20  50 Toronto,  25  p.c. 

Miscellaneous — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 
kegs    0  09% 
Pine  tar,   %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,  gilders,  bolted.  .  1  00 
Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,  Taylor  Forbes    ..  0  05% 
Chain — Proof  coil,  per  100  lb.  'H 

in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35 ;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — Blacksmith's  portable,  135 lbs   9  85 
Horse  Nails — $2.80  per  box  base  No.  9  and larger. 
Horseshoes — Iron,  light  &  me- dium. No.  1  and  smaller,  $3.75; 

No.  2  and  larger,  $3.50;  snow 
pattern.  No. .  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  $6.00. 
Toecalks  Standard,  J. P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.      25-lb.  boxes. 

Wire  Nails  base    2  30 
Cut  nails — Montreal,  $2.40;  To- ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'   nails,   33  1-3  p.c. Pressed  spikes,  %  diameter,  per 100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    13%,    $4.10;    No.  14, 
$4.25;    No.      15,      $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 lbs.  extra. 

Clothes  Line  Wire— No.  19,  $2.00  per 
100  ft. 

Coiled  Spring  Wire — High  Carbon,  No.  9,  $2.25;  No. 
12,  $2.40,  Montreal. 

Fine  Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b.   Montreal — 100   lbs..  No. 
9,  $2.25,  base.     In     car  lots 
straight  or  mixed. 

Poultry  Netting — 2-in.    mesh,  19 w.g.,  60  and  2%  p.c. 
Smooth  Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. Galvanized,  barb    2  30 

Galvanized,  plain  twist  .  .  2  80 
Fence  Staples — Bright,  $2.60;  gal- vanized, $2.85. 
Wire  Rope — Galvanized,  Ist  grade, 6  strands,  24  wires,    %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 100    feet    f.o.b.  Toronto. 

Wrought  Staples — Galvanized    2  85 
Plain    2  60 

Vises,  per  lb   0  12 
Hinged  pipe  vise,  25  lbs.  3  55 Saw  vise    4  50    5  00 
Blacksmiths',  60;  parallel,  45 
per  cent. GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per doz   12  50     14  00 Axes  —  Single  bit, 
per  doz   6  00      9  00 Double    bit,  per 
doz   10  00    12  00 
Bench  axes    6  75    10  00 
Broad  axes    22  75    25  DO 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  8  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50      6  85 

Ammunmon--"Dominion"  RimPire 
Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 

less Powder,  "Imperial"  Shells, both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 

p.c. 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows :  Chill- 

ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c.  per 
lb.  Add  freight  to  Toronto  15 
cents  100  lbs. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — Double  straphangers,  doz. 
sets   6  50 
Standard  jointed  hangers, 
doz.  sets    6  45 
Steel,  track,  1  x  3-16  in. (100  ft.)    3  25 

Bolts  and  Nuts — Carriage  Bolts,  common  new  $1 list. 

Carriage  Bolts,  %  and  smaller, 70  p.c. 

Carriage  Bolts,  7-16  and  up, 70  p.c. 
Carriage  Bolts,  Norway  Iron  ($3 
list),  60  p.c. 
Machine  Bolts,  %  and  less,  60, 10  &  10  p.c 
Machine  Bolts,  7-16  and  up, 60  p.c. 
Plough  Bolts,   55,   5   &   10  p.c. Blank  Bolts,  60  p.c. 
Bolt  Ends,  6  Op.c 
Sleigh  Shoe  Bolts,   %  and  less. 60  and  10  p.c 
Sleigh    Shoe    Bolts,    7-16  and larger,   55  and  05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4%c  per 
lb.  off. 
Nuts,  hexagon,  all  sizes,  4%c 
per  lb.  off. Stove  rods,  per  lb.,  5  %c  to  6c. Stove  Bolts,  80. 
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An  ounce  of  proof  is  worth 

a  pound  of  statement!  Write 

us  for  a  sheet  of  paper  coated 
with  the  celebrated 

Floor  Finish 

Crush  it  in  your  hand,  roll  it  in  a  ball, 

wet  it,  stamp  on  it,  and  you  will  notice 
the  varnish  has  neither  cracked  nor 

turned  white. 

Is  not  this  the  line  to  feature — don't 
you  think  it  will  add  to  your  reputation 

to  sell  so  worthy  a  product  ? 

Write  us  for  details  of  our  full  line  of 

International  Varnishes  and  Varnish 

Specialties — For  over  40  years  Supreme 

in  quality — Every  can  guaranteed  to 
contain  full  imperial  measure. 

TORONTO WINNIPEG 
Canadian  Factory  of  Standard  Varnish  Works 

New  York  Chicago  London 
Brussels  Melbourne 

Berli: 

Largest  in  the  world  and  first  to  establsh  definite 
i  ;   t  1  quality. 

PETROX 

Sanitary — Washable  | 

WATER  PAINT 

This  article  is  put  up  in  paste  form  in  handy  sizes  for 

retailing,  5,  10,  25  &  50  lb.  tins.  It  needs  but  the 
addition  of  a  little  water  to  make  an  excellent  paint. 
Is  washable  after  short  exposure  and  gives  a  matt 

finish,  showing  no  brush  marks.  The  colors  are  lime- 
resisting  and  non-poisonous.  Covering  power  is  a 
great  deal  more  than  that  of  Oil  Paint.  Can  also 
be  painted  or  papered  over. 

WRITE  FOR  PRICES 

Sanderson  Pearcy  &  Co. Limited 

Wholesale  Paints,  Oils,  Glass,  <6c. 

61-63-65  Adelaide  St.  W.     TORONTO,  ONT. 

EASYSET 

Store  Front  Construction 

Having  recently  secured  the  agency  for 
this  up-to-date  system  of  glass  setting  we 

are  prepared  to  fill  your  wants  in 

SIDEWALK  PRISMS 
STORE  FRONT  BARS 

PLATE  GLASS 
TRANSOM  GLASS 

For  transoms  we  can  supply  plain  or 
MAXIMUM  PRISM  in  sheets  or  in 

tiles  set  in  hard  metal  bar.  Let  us  figure 

on  your  next  specification. 

The 

Consolidated  Plate  Glass  Co. 

of  Canada,  Limited 

Winnipeg       Toronto  Montreal 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,  65  p.c. 
Sleigh  bells,   shaft   and  hamei, 
pair,  22c.  up. 
Sleigh  bells,  body  straps,  each, $1.15  up. 
Farm  bells.  No.  1.  $1.65. 

Building  Paper,  Etc. — 
Tarred  slater's  paper,  per roll    0  70 
O.K.  paper.  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 
ft.  roll   0  45 
Tarred  Fibre,  No.   1,  per 
400  ft.  roll    0  65 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll    0  65 
Dry  Cyclone,  15  lbs  0  45 
Plain  Surprise,  per  roll  ..040 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos  building  paper, 
per  100  lbs   4  00 
Heavy  straw,  plain  &  tar- red, per  ton  37  00 
Carpet  Felt,  per  100  lbs..  2  50 Tarred  wool  roofing  felt, 
per  100  lb   1  80 
Pitch,  Boston  or  Sydney, 
per  100  lbs   0  70 
Pitch,  Scotch,  per  100  lbs.  0  65 
Heavy  Fibre,  32  &  60,  per 
100  lbs   3  00 
2  ply  Ready  Roofing,  per 
square    0  70 
3  ply  Ready  Roofing,  per 
square    0  95 
2  ply  complete,  per  roll.  1  15 
3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 
per  gal  0  15 
Liquid     Roofing  Cement, tins    0  20 
Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 
doz   1  25 
Refined  Coal  Tar,  per  bar- rel   4  50 
Shingle  varnish,  per  barrel  4  50 
Caps,  psr  lb   0  06 
Nails,  per  lb  0  05 
Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 
Wrought  brass,  45  p.c.  off  re- vised list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought  steel   fast  joint  and 
loose  pin,  70  p.c. 

Cement — Portland,  bags  per 
bbl  "-.  .  .1  55    1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,  doz...  2  50 

Conductor  Pipe — 2  inch,  in  10  ft.  lengths..  3  30 
3  "  "  .  .  4  00 
4  "  "  .  .  5  28 
5  "  .  .  7  26 
6  •■  "  .  .  8  80 

Door  Enobs — Canadian,  45  and  10 
per  cent. Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  and  10  er cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — Single  sets,  each    1  80 
Double  sets,  each    3  25 
Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 
Carpenters'  6  inch,  doz...  5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per cent. 

Eavetrough — 
8  in.  in  100  ft.  lengths..  2  90 
10  "  ••  ..  3  15 
12  "  ••  .  .  3  68 
15  "  "  .  .  5  25 

Factory  Milk  Cans — 
Milk  cans  and  pails,   40  p.c. 
Hand     delivery     and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery  trimmings,  75  and 
12%  p.c. 

Files  and  Basps — 
Disston's,  Great  Western  Amer- ican, Kearney  &  Foot,  Arcade, 
J.  Barton  Smith,  Eagle,  McClel- 
lan.  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), ■  27%. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  bandied,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,   doz   1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,    doz   7  00 Farriers  hammers,  10  oz., 
doz  5  60 
Tinners    setting,     Vz  lb., 
doz  4  50 
Machinists,  %  lb.,  doz..  .  3  20 
Sledge,    Canadian,    5  lbs. and  over    0  u6 
Sledge,  Masons,  5  lbs.  and over    0  08 
Sledge,  Napping,  up  to  2 lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — Sidewalk  and  stable  scrapers, 
net,  $2.25. 
Wood    hay    rakes,    40    and  10 
per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50  per  cent. 
Heavy  T  and  strap,  4-in.,  100 
lbs.   net,   $7.25;   Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw  hook   and  hinge,  $3.50, 
$4.50. Crate  hinges  and  back  flaps,  65 
and  5  p.c. 
Chest  hinges  and  hinge  hasps, 65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. Hooks — Bright  wire  screw  eyes,  60 

p.c. 
Bright  steel  gate  hooks  and 
staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove   pipe   eyes,   kitchen  and 
square  hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 
Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 and  5. 
Locks  and  Keys— Canadian  51)  and 

19  per  cenc. 
Mallets —  Tinsmith',     2%  x 
5%  in.,  per  doz   1  25 
Carpenters',    round  hick- ory,,  6   in   1  95 
Lignum   Vitae,    round,  5 
inch    2  40 
Caulking,  No.  8,  oak  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% cents  per  lb. 
Drilling  hammers,  6  cents  per lb. 

Crowbars,   3  %    cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,  5  gallon,  per  doz., 
$10.00. Davidson  oilers,  40  p.c. 
Zinc  and  tin,   50  p.c. 
Coppered  oilers,   50  p.c. Brass  oilers,  50  p.c. 
Malleable,  75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American.  25  p.c. 
Wood,    fancy,     30   to     35  per cent. 

Rope  and  Twine — Sisal  rope    0  08% 
Pure  Manilla  rope  ...  0  10% 
"British"  Manilla  ...  0  08% 
Cotton,  3-16    inch  and 
larger    o  24 
Russia   Deep   sea    ....  0  16 
Jute    0  09 
Lath    Yarn,    single....  0  08 
Lath  Yarn,   double    ...  0  08% 

Sisal   bed  cord,   48  feet, 
per   doz   O  65 

Sisal    bed   cord,    60  feet, 
per  doz   o  80 

Sisal    bed    cord,    72  feet, 
per   doz  0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 
lb   0  27 
Wrapping,   cotton,  3-ply twine    0  26 
Wrapping,   cotton  4-ply twine    0  30 
Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 10. 

Iron  Burrs,  60  and  10  and  10 

per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Rivet  Sets — Canadian,  35  to  37% 
per  cent. Sad  Irons — Mrs.    Potts,  No. 
5a,  polislied,  per  set   0  85 
Mrs.  Potts,  No.  50,  nickle- 
plated,  per  set   0  95 
Mrs.   Potts,   handles,  jap- 
aned,  per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  50 
Asbestos,   per  set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  %  lb.  each,  per 
100    lbs   2  40 
Solid,  3  to  30  lbs   1  fiU 

Sash  Cord — No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   85  and  10 
Wood,  R.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  ..70  and  10 
Wood,  R.H.,  bronze..  65  and  10 Drive   screws   85  and  10 
Set,   case  hardened..  60 
Square  cap   50  and  05 
Hexagon    cap   45 
Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — Flat  head,  iron  and  brass,  35 
per  cent. Fillister  head,  iron,  30;  brass, 
25  per  cent. 

Shovels  and  Spades — Canadian,  No.  1  and  2  grade,  60 and   21^  p.c. 
No.  3  and  4  grade,  50  and  2% 

per  cent. 
Soldering  Irons — ■ Base,  per  lb.,  28  cents. 

Sap  Spouts — Bronzed  Iron  with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs...  5  70 
Bed,  100  lbs..  No.  14  ...  .  6  75 
Blind,  per  lb   0  12 
Coopers'    staples,   45   per  cent. Bright  spear  point,  75  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..  8  18 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz...  1  35 Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  M  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tinn- ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tMCks,  35;  leather  car- pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10 ;  trunk  nails,  tin- ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 
75:  saddle  n^ils,  in  papers.  10; 
saddle  nails,  in  bulk,  15 ;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  gluziers'  points,  5; double  pointed  tacks,  papers,  90 
and  10;  double  pointed  tacks,  bulk. 
55 ;    clinch   point   shoe   rivets,  45 

and  10;  cheese  box  tacks,  87%; 
trunk   tacks,    80   and   20 ;  straw- 

berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 

Plain    and    retinned,     75  and 

i2y2. 

Traps  (steel  game) — Newhouse, 
30  per  cent. 
Hawley  &  Norton,  40,  10  and  5 
per  cent. Victor,  60  and  5  per  cent. Oneida    JuJ»p    (Star),    50,  10, 
and  5  per  eent. 

Wheelb  arr  o  ws — Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  32  40 

Wrought  Iron  Washers — Canadian, 50  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100-ft.  rolls,  $1.65  per  100  iq. 
ft.;    in   50-ft.   rolls,    $1.70  per 100  sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 

$9.00. HOUSEFUENISHINGS. 
Stoves  and  Ranges — Gas  ranges,  50  per  cent. 

Stoves    and    ranges,    50    and  5 
per  cent. Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Range     Boilers — 30-gallon,  Stan- dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15:  18x36,  $1.95. 
Flat  rim  enameled  sinks  ̂   lHx'24 S2.65;  18.\30,  $3.10;  18x36,  $  .15 

Enameled  Ware — White  ware,  75 

per  cent. London  and  Princess,  50  per 
cent. 
Canada,  Diamond,  Premier,  60 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  steel.  60  and  10  per  cent 
Premiei-  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. 
Hollow  ware,  tinned  cast,  50 
per  cent.  off. Enamelled  street  signs,  40  per cent. 

Copper  Ware — Copper  boilers,  ket- tles, 50  p.c. 
Copper  tea  and  coffee  pots,  45 
per  cent. Copper  pitts,  40  per  cent. 

Galvanized    Ware — Dufferin  pat- tern pails,  50  per  cent. 
Flaring  pattern,  50  per  cent. Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  35  per  cent.— 
Copper  bottom  tea  kettles  and boilers,   35  p.c. 
Coal  hods,  40  per  cent. 
Boiler  and  tea  kettle  pitts,  40 

per  cent. Stamped  Ware — Plain,     75  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto, 
Hamilton,  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  Ot- tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machines — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re-act.   per  doz.  77  50 Dowswell    52  50 
New  Century,   Style  A..  101  25 Ideal  Power   180  00 
Daisy    73  25 
Stephenson    74  00 Puritan  Motor   165  00 
Connor,  improved   52  50 Ottawa    55  00 
Connor  Ball  Bearing.  ...  112  50 Connor    Gearless  Motor 
Washer   180  00 

Wringers — Royal   Canadian,    11  in., doz   47  75 
Eze,   10  in.,  per  doz.    .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 20  per  cent. 
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Good 

Solid  Value 

is  what,  for  the  last  seventy  years,  we  have  been 
putting  into  every  can  of 

Ramsay's  Paints and  when  it  comes  right  down  to  the  last  word  in  paints,  this  is 
the  argument  that  will  build  up  your  paint  business  and  keep  it 
for  you. 

We  invite  you  to  share  the  profits  that  are 
to  be   had  by   handling  paints   made  by 

A.  Ramsay  &  Son  Co. 

MONTREAL 
Western  Distributors  : 

Revillon  Bros.,  Limit  id,  Edmonton  A.  McBride  &  Co.,  Limited,  Calgary 
Bogardus,  Wickens  Beeg,  Limited,  Vancouver 

The  Best  Paint  Value  for  the  Money 

The  Canada  Paint  Co's.  products  are  neither  high  nor  low  priced.  They  are 
made  for  the  great  mass  of  mtelligent  buyers  who  want  good  quality  and  service 

at  a  reasonable  price.  Most  property-owners  now  realize  that  low  priced  paints 
and  varnishes  are  a  delusion.  The  great  majority  of  property-owners  and 
painters  refuse  to  pay  the  highest  prices  asked  for  some  brands.  With  C.  P. 
goods  on  your  shelves,  you  are  in  a  position  to  cater  to  the  most  substantial  and 
the  greatest  number  of  people  in  your  locality.  You  can  sell  them  to  any  one 
without  reserve  and  know  that  you  are  giving  the  buyer  the  fullest  value  for  Ills 

money  it  is  possible  to  get.  C.  P.  Finishes  have  a  reputation  for  reliability 

acquired  in  nearly  fifty  years  satisfactory  service.  As  your  old  stock  runs  low 
replenish  with  C.  P.  products. 

The  Canada  Paint  Company,  Liimited 

TORONTO  MONTREAL  WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention  the 
the  Canadian  Hardware  Stove  and  Paint  Journal 

ALUMINUM  WAHE. 
Northern  Aluminum  Co.,  Toronto. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
Wondershine,  Ltd.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

ASH  SIFTERS. 
E.  T.  Wright  Co.,  Hamilton. 

AUGER  BITS. 
Tohin  Arms  Mfg.  Co.,  Woodstock, Ont. 
AUTOMOBILE  ACCESSORIES. 

Canadian    Fairbanks,    Ltd.,  Mont- real. 
AXES. 

Allan  Hills  Edge  Tool  Co.,  Gait. 
James  Smart  Mfg.  Co.,  Brockville. 

BATHROOM  FITTINGS. 
Gendron  iMfg.  Co.,  Toronto. 

BELTING  (Leather). 
Sadler  &  Haworth,  Montreal. 

BICYCLE  LAMPS. 
Pollock  Mfg.  Co.,  Berlin. 

BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

BOLTS  AND  NUTS. 
Steel  Co.  of  Canada,  Hamilton. 

BAR  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove    &    Heater  Co., 

Hamilton. 
Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. 

BRACES. 
E.  C.   Atkins  &  Co.,  Indianapolis, Ind. 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 

BROOMS  AND  BJIUSHES. 
Boeckh  Bros.  Co.,  Toronto. 
Thomas  Bryan,  Ltd.,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. Belleville  Hardware   &   Lock  Mfg. 
Co.,  Belleville. 

Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton     Stove     &     Heater  Co., 

Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O. 
Canadian  Yale  &  Towne   Co.,  St. 

Catharines. 
BURNERS. 

Ontario     Lantern     &     Lamp  Co., 
Hamilton. 

CANS  (Milk). 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.    Davidson   Mfg.    Co.,  Mont- real. 

CARBORUNDUM. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 

CASH  REGISTERS. 
Dominion  Register  Co.,  Toronto. 
National    Cash   Register    Co.,  To- ronto. 

CEMENT. 
B.  &  S.  H.  Thompson,  Montreal. 

CHURNS. 
J.  H.  iConnor  &  Sons,  Ottawa. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 

CLIPPING  MACHINES. 
B.  &  S.  H.  Thompson  Co.,  Mont- real. 
Chicago   Flexible    Shaft    Co.,  Chi- cago. 

CLOCKS. 
Western  Clock  Mfg.  Co.,  La  Salle, 111. 

CLOTHES  MANGLES  AND 
WRINGERS. 

Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COAL  SHUTES. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 

CORRUGATED  IRON. 
Gait  Art  Metal  Co.,  Gait. 
A.  C.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. Metallic  Roofing  Co.,  Toronto. 
COW  TIES  AND  CHAINS. 

B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 
Oneida  Community,  Ltd.,  Niagara 

Falls,  Ont. 
CUTLERY. 

H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. 

DE-HORNERS. 
R.  W.  MoKenna.  Toronto. 

DRINKING  CUPS. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor  Forbes  Co.,  Guelph. 

DRILLS   (Hand  and  Power). 
Canadian  Buffalo  Forge  Co.,  I?uf- falo. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Sheet  Metal  Products  Co.,  Toronto. 
Gait  Art  Metal  Co..  Gait. 

EDGE  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

ENAMELED  WARE. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. 

FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 

FILES. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Barnett  Co.,  Philadelphia, Pa. 

FIRE    PLACE    BASKETS,  AND- IRONS, ETC. 
Enterprise  Foundry  Co.,  Sack- 

ville,  N.  B. 
James  Stewart  Mfg.  Co.,  Wood- stock. 

FOOD  CHOPPERS. 
D.  Maxwell  &  Sons,  St.  Marys. 

FORGES. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

FRUIT  JARS. 
Consolidated  Fruit  Jar  Co.,  New 

Brunswick,  N.  J. 
FURNACES  (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- ton. 
Can.    Heat.    &    Vent.    Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove     &    Heater  Co., 

Hamilton. 
Hall  Zryd  Foundry  Co.,  Grimsby. 
MoClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.  Norsworthy  Mfg.  Co.,  St. Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
FURNITURE  SHOES  (Sliding). 

Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON. 
A.  0.  Leslie  &  Co.,  Montreal. 
McOlary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.   Steel  Products   Export  Co., Montreal. 

GAS  RANGES. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove    &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 

GAS  STOVES. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

GATES. 
Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal. GLASS. 
Consolidated  Plate  Glass  Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcy  &  Co.,  Toronto. GO-CARTS. 
Gendron  Mfg.  Co.,  Toronto. 

GRINDSTONES. 
Cleveland  Stone  Co.,  Cleveland,  0. 

GUNS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

HAMMOCKS. 
Gait  Robe  Co.,  Gait. 

HANDLES. 
W.  C.  Crawford,  Tilbury,  Ont. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HORSE  SHOES. 
Steel  Co.  of  Canada,  Hamilton. 

ICE  CREAM  FREEZERS. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 

JOIST  HANGERS. 
Taylor  Forbes  Co.,  Guelph. 

KALSOMINE. 
A.  Ramsay  &  Son,  Montreal. 

KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait. 

LADDERS. 
Stratford  Mfg.  Co.,  Stratford. 

LAMPS  AND  BURNERS. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
LANTERNS. 

Thos.    Davidson    Mfg.    Co.,  Mont- real. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  &  Co.,  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  &  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co.,  Ltd.,  Stratford. 
LEVELS. 

Stanley   'Rule    &   Level    Co.,  New 
Britain,  Conn. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Rice-Knight  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. 
Belleville  Hardware  &   Lock  Mfg. 

Co.,  Belleville. Hamilton    Stove    &    Heater  Co., 
Hamilton. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. LUBRICATORS. 
Penberthy   Injector  Co.,  Windsor. 

MANGLES. 
Taylor  Forbes  Co.,  Guelph. 

MATTRESS  WIRE. 
Imperial    Steel    &    Wire    Co.,  Col- 

lingwood. METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. 
METAL  SHINGLES,  SIDING,  Etc. 
Gait  Art  Metal  Co.,  Gait. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

MOPS  ( Self- wringing) . 
American    Woodenware    Mfg.  Co Toledo. 
Tarbox  Bros.,  Toronto. 

MOTOR  ACCESSORIES. 
Canadian     Fairbanks     Co.,  Ltd., 

Montreal. NAILS  (Wire). 
H.   S.   Howland,    Sons   &    Co.,  To- ronto. 

Imperial  Steel  &  Wire  Co.,  Col- lingwood,  Ont. 
TJ.  S.  Steel  Products  Co.,  Montreal. 
Parmenter  &  Bullock,  Gananoque. 
Steel  Co.  of  Canada,  Hamilton. 

OFFICE  EQUIPMENT. 
Dominion  Register  Co.,  Toronto 
Goldie  &  McCulloch,  Gait. 
Monarch  Typewriter  Co.,  Toronto. 
National  Cash  Register  Co.,  To- ronto. 

OILERS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
MeClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

OIL  STONES. 
Carborundum    Co.,    Niagara  Falls. 

N.  Y. 
Pike  Mfg.  Co.,  Pike,  N.  H. 

OIL  STOVES. 
Thos.    Davidson   Mfg.    Co.,  Mont- 

real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

OIL  STORAGE  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 
National  Equipment  Co.,  Toronto. 

OVEN  DOOR  SPRINGS. 
U.  S.  steel  Products  Co.,  Montreal. 

PAINTS  AND  VARNISHES. 
Brandram  Henderson,  Ltd.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 
International  Varnish  Co.,  Toronto. 
Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,  Ltd.,  Toronto. 
iMartin-Senour  Co.,  Montreal. 
Pratt  &  Lambert,  Buffalo. 
Pinchin  Johnston  Co.,  Toronto. 
A  Ramsay  &  Son,  Montreal. Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 
PAINT  AND  VARNISH  REMOV- 

ERS. 
Chadeloid  Chemical  Co.,  New  York City. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel   &   Wire   Co.,  Col- 

lingwood. John  Lysaght,  Ltd.,  Bristol,  Eng., 
and  Montreal. 

POST  HOLE  DIGGERS. 
Erie  Iron  Works,  St.  Thomas. 

PLUMBING  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 

PROPELLER  FANS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

RAKES  (Lawn). 
Erie  Iron  Works,  St.  Thomas. 

RASPS. 
Nicholson  File  Co.,  Port  Hope. 

RAZORS. 
Gillette  Safety  Razor  Co.,  Mont real. 
International      Distributing  Co., 

Montreal. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

RAZOR  HONES. 
Carborundum  Co.,  Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike.  N.  H. 

RAZOR  STROPS. 
Carborundum  Co.,  Niagara  Falls, 

Ont. 

J.  Wiss  &  Sons.  Newark.  N.  J. 
REGISTERS  (Warm  Air). 

Canadian  Heating  &  Ventilating 
Co..  Owen  Sound. 

Clare  Bros..  Preston. 
i'errosteel  Co..  of  Canada,  Bridge- 

burg. 

Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co..  Wood- 
James  Smart  Mfg.  Co.,  Brockville. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 

burg. 
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A  WELL  LIGHTED  StORE 

£sTB4i  WILL  INCREASE  YOUR  SALES 

Do  you  know  that  people  are  attracted  to  a  well  lighted  store  and  that 
consciously  or  unconsciously  they  avoid  a  poorly  lighted  one.  You  can 
make  your  store  attractive— bright  and  inviting  by  using  Rice-Knight 
Lighting  System.  Can  be  installed  anywhere— burns  same  as  city  gas- always  ready  to  light.  Cheaper  than  gas  or  electricity.  Make  your  store 
the  brightest  spot  in  town.  Let  us  tell  you  how— write  to-day  for  booklet  "S." 

RICE-KNIGHT  LIMITED,  TORONTO 
Local  liardwave  ngeiits  waiit(;d  in  every  town. 

MONARCH 
The  King  of  al Writing 

TYPEWRITERS 

JUST  THE  THING  FOR  THE 

UP-TO-DATE  HARDWARE  MAN 

The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screws 
and  Stove  Wire. 

Write  for  Prices 

The  Consolidated  Fruit  Jar  Co. 

New  Brunswick,  N.  J. 

J.  J.  TURNER  &  SONS 

The  Largest  Manufacturers  in  Canada  of 

Tents,  Flags,  Awnings,  Sails,  Horse  Blan- 
kets, Waterproof  Goods,  Coal  Bags  and 

every  description  of  Camping  Goods. 

Send  us  your  orders  for  Tents  and  k^ep  them  in 
slock-   They  are  put  up  in  bags  to  k^ep  them  clean. 

J.  J.  TURNER  &  SONS 

Regina,  Sask. Peterborough,  Ont. 

If  you  want  Strictly  Pure  Turpentine  at  the  right 
price  get  our   quotation  before  placing  your  order 

Turpentine 

Producers'  Agency 
TORONTO,  ONT. 

Independent  Distributors 

Office:  14A  Victoria  St.  Phones 
Warehouse:  MacDonnell  Ave.,  Office:  Main  4391 

C.P.R.  and  G.T.R.  Siding    Warehouse:  Park  2781 

IWAN'S  PATENT  POST  HOLE  AUGER 
The  fastest  and  easiest  earth  cutthig  auger  on  the 
market.    A  splendid  hne  for  hardwaremen  to  push. 

Made  in  seven  sizes,  4  to  12  inches.    Shipped  half 
dozen  in  bundle.    Augers    weigh   ten    pounds  each. 

Write  us  for  Circular  and  Price  List. 

ERIE  IRON  WORKS,  St.  Thomas,  Ont. 

COMMERCIAL  PRESS.  Limited 

408  McKinnon  Bldg. ,  Toronto 

Gentlemen  : 

Kindly  add  my  name  to  the  list  of  subscribers 

for  CANADIAN  HARDWARE,  STOVE 

AND  PAINT  JOURNAL  for  one  year  for 

which  I  enclose  $1 .00. 

N, ame. 

Address.. 

When  writing  to  advertisers,  kindly  mention  tbe Canadian  Hardware,  Stove  &  Faint  Journal 
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EOOFING  (Metal). 
Gait  Art  Metal  Co.,  Gait. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

KOOFING  (Prepared). 
Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Roofing  Co.,  Toronto. 
H.    S.   Howland,    Sons   &   Co.,  To ronto. 
Canadian    H.    W.  .Johns-Manville 

Co.,  Toronto. 
Standard    Paint    Co.    of  Canada, 

Montreal. 
REFRIGERATORS  AND  ICE 

CHESTS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

RUBBER  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., 

Toronto. 
RULES  AND  TAPES. 

Lufkin  Rule  Co.  of  Canada,  Wind- sor. 
Stanley   Rule    &    Level    Co.,  New- Britain,  Conn. 

SAD  IRONS. 
Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McClary  Mfg.  Co.,  London. 
Taylor  Forbes  Co.,  Guelph. 

SAFES 

GoIdie-McCulloch  Co.',  Gait. SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 

SCREEN  CLOTH. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 

SCREWS. 
Steel  Co.  of  Canada,  Hamilton. 

SHEARS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

SHOVELS  AND  SPADES. 
Lundy  Shovel   &   Tool   Co.,  Peter- 

boro. Canadian     Shovel     &     Tool  Co., 
Hamilton. 

Erie  Iron  Works,  St.  Thomas. 
SILVERWARE. 

Oneida   Community,   Ltd.,  Niagara 
Falls,  Ont. 

Toronto  Silver  Plate  Co.,  Toronto. 
SHEET  METALS. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  (Cartridge  Co.,  Montreal. 
H.    S.    Howland   Sons.  &   Co.,  To- ronto. 
Kennedy  Hdvve.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRINGS  AND  AXLES. 
Guelph  Spring  &  A.xle  Co.,  Guelph. 

STEEL  TROUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STORE  EQUIPMENT. 
S.  G.  Bowser  &  Co.,  Toronto. 
Walker  Bin  &   Store  Fixture  Co., 

Berlin. 
National  Equipment  Co.,  Toronto. 

STOVES  AND  RANGES. 
D.  J.  Barker  &  Co.,  Picton. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 
Canadian    Heating    &  Ventilating 

Co.,  Owen  Sound. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 

Doherty  Mfg.  Co.,  Sarnia. 
Down  Draft  Funiaee  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co..  Toronto. 
Hall-Zryd  Foundry  Co.,  Grimsby. 
Hamilton     Stove     &     Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 
Moffat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Specialties  Mfg.  Co.,  Grimsby. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mf"-.  Co.,  Woodstock. 
Supreme  Heating  Co.,  Welland. 

STOVE  CTEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 
U.   S.   Steel  Products   Export  Co., 

Montreal. 
TENTS  AND  AWNINGS. 

J.  J.  Turner  &  Son,  Peterboro. 
TIN  PLATE. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.   Steel  Products  E.xport  Co., 

Montreal. 
TOOL  GRINDERS. 

Pike  Mfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TRAPS. 
Oneida   Community,    Ltd.,  Niagara 

Falls,  Ont. 

TURPENTINE. 
Turpentine  Producers  Agency,  To- ronto. 

VACUUM  CLEANERS. 
Onward  Mfg.  Co.,  Berlin. 
Page  Wire  Fence  Co.,  Walkerville. 

VALVES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Pcnijirtliy   Injector  Co.,  Windsor. 

VENTILATORS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  (ruelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
WATER  SERVICE  SYSTEMS. 

National  Equipment  Co.,  Toronto. 
WATER  GAGES. 

Pmberthy  Injector  Co.,  Windsor. 
METAL  WASHBOARDS. 

Meakins  &  Sons,  Hamilton. 
WHIFFLE  TREES  (Steel). 

Canada  Steel  Goods  Co.,  Hamilton. 
WHOLESALE  HARDWARE. 

Bond  Hdwe.  Co.,  Guelph. 
H.   S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 

WHITE  LEAD. 
Brandram-Henderson     Co.,  Mont- 

real. 
Canada  Paint  Co.,  Montreal. 
WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  0. 

WIRE  FENCING. 
Page  Wire  Fence  Co.,  Walkerville. 
U.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel   &    Wire    Co.,  Col- lingwood. 

WIRE  ROPE. 
B.  Greening  Wire  Co.,  Hamilton. 

WOODENWARE. 
Meakins  &  Sons,  Hamilton. 

No.  43— Plain  Lens 
No.  44—3  Way  Prism 

3  STYLES  OF 

GLASS 

used in  our 

Interlocking  Sidewalk  System 

"  Canadian  Manufacture ' 

No.  114   Single  Pendant  Prism 

JIT  Plastic  compound  around  top  of 

glass  is  furnished  when  desired, 

this   prevents  shaling   of  glass 

WRITE  us 

THE  HOBBS  MANUFACTURING  CO.,  LIMITED 

GLASS 

London 
Toronto 

Montreal Winnipeg 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Paint  and  Varnish  Removers 

MR.  DEALER  :  When  you  buy  Paint  and  Varnish  Remover  remember  that  QUALITY  is  more  important  than  Price- 
A  good  Paint  Remover  is  a  help  to  the  painter  ;  a  poor  Paint  Remover  is  a  nuisance.  The  fact  that  all  the  leading  manu- 

facturers of  paint  and  varnish  in  Canada  and  the  United  States  who  handle  paint  removers  at  all  are  licensees  of  this  com- 
pany and  manufacture  under  our  patents  is  the  strongest  possible  testimony  that  the  only  practical,  satisfactory  and  efficient 

removers  on  the  market  to-day  are  those  covered  by  our  patents. 

SEE  THAT  EVERY  CAN  IS  MARKED  "LICENSED  UNDER  CANADIAN  PATENT  No.  78,586" 
The  above  Canadian  patent  corresponds  to  our  U.  S.  patent  No.  714,880,  which  is  the  basic  patent  under  which  modern 
paint  removers  are  manufactured.  The  following  well-known  and  highly  respected  Canadian  companies  sell  paint  and 
varnish  remover  manufactured  in  Canada  under  our  patents  : 

Name  of  Brand 

The  Sherwin-Williams  Co.,  Montreal,  Canada  "Taxite" 
International  Varnish  Co.,  Ltd.,  Toronto,  Canada  "Klensa" 
Pratt  &  Lambert,  Inc.,  Bridgeburg,  Ontario,  Canada  "Elxpedite" 
British  American  Paint  Co.,  Victoria,  B.  C.  "Bapco" 
Mount  Royal  Color  and  Varnish  Co.,  Montreal,  Canada  "Scrape-off" 
James  Robertson  Co.,  Ltd.,  Toronto,  Canada  "Robertson's  Paint  and  Varnish  Remover" 
Sanderson  Pearcy  Co.,  Ltd.,  Toronto,  Canada  "Devolite" 
Stewart  &  Wood,  Toronto,  Canada  "Solvo" 
Martin-Senour  Company,  Ltd.,  Montreal,  Canada      "Martin-Senour  Paint  and  Varnish  Remover" 

The  character  and  standing  of  these  companies  is  a  guarantee  to  you  that  the  paint  remover  sold  by  them  is  the  best  that  can  be  produced 

You  take  no  risk  token  you  buy  one  of  the  licensed  brands  of  removers.     The^  are  harmless  and  efficient. 
They)  contain  no  carbolic  acid  or  alkali.     They  are  neutral 

Chadeloid  Chemical  Company 

100  William  Street 

NEW  YORK,  N.Y. 

Buffalo  Forge  No.  650  with  the  Famous 
"200  Silent  Blower."   1911  model. 

Buffalo  Ball  Bearing  Post  Drills.    We  make  a  complete 
line  for  Blacksmiths,  Horse  Shoers,  Farmers,  etc. 

No.  625 

The  World's  Standard  Rivet 
Forge.  Has  full  size  1 2-inch 
blower,  operated  by  crank. 
Will  last  and  do  good  wc)rk 
years  after  other  forges  are 
worn  out. 

"MADE  IN  CANADA" 

Catalogue  No.  144 
on  request 

Forges,  Blowers,  Drills 
and  Exhaust  Heads 
The  eyes  of  every  user  of 
blacksmith  tools  are  upon  the 
"Buffalo"  line.  If  you  want 
to  travel  along  the  line  of 
least  resistence,  offer  your 
customer  the  "Buffalo" forges,  drills,  blowers, 

punches,  shears  and  other  blacksmith  tools.  Ask  us  for 
catalogue  and  information  which  will  bring  to  you  trade 
which  may  now  be  passing  by  yoiu-  door. 

Canadian  Buffalo  Forge  Co.,  Limited 
MONTREAL 

Buffalo  Exhaust  Head. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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DOMINION 
MADE 

IS  A  NAME  AND  TRADE-MARK 
STANDING  FOR  THE  VERY  BEST 

IN  THE  LINE  OF 

Measuring  Tapes  and  Rules 

Our  extensive  advertising  in  Canada  has  created  a  demand 
that  every  progressive  dealer  should  be  able  to  satisfy. 

TM£ fuFKfN Rule  tjO'  ofQanadaJtj). 
W/ND30/tONr. 

BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863 

Twelve  Medals  of  Award  at 

INTERNATIONAL 

Expositions 

INCORPORATED  1895 

Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

Copy  of  Catalogue  will  be  sent  free  to  anv  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 

Index  to  Advertisements 

A 
E.  C.  Atkins  &  Co   8 

B 
Barber  &  Ellis   28 
G.  &  H.  Barnett   90 
Belleville  Hardware  &  Lock  Co. ,  28 
D.  J.  Barker  &  Co   30 
Brandram-Henderson,  Ltd   77 
Buffalo  Forge  Co.  (Canadian)   89 
S.  F.  Bowser  &  Co   10 
Burrow,  Stewart  &  Milne  25 

C 
Canada  Steel  Goods  Co  33 
Canadian  Fairbanks-Morse  Co...  19 
Canada  Paint  Co   85 
Canadian  Heating  &  Vent.  Co. ...  22 
Canadian  Johns-Manville  Co   14 
Canadian  Supply  Co   16 
Chadeloid  Chemical  Co   89 
Chicago  Flexible  Shaft  Co   9 
J.  H.  Connor  &  Son   28 
Consolidated  Fruit  Jar  Co  87 
Consolidated  Plate  Glass  Co   83 
Cowan  &  Britton   30 
Cummer-Dowswell,  Ltd   7 
Cleveland  Stone  Co   87 

D 
Thos.  Davidson  Mfg.  Co    18 
Dominion  Register  Co   52 
Dominion  Roofing  Co  : . .  22 

E 
Enterprise  Foundry  Co   31 
Erie  Iron  Works   87 

G 

Gendron  Manufacturing  Co   24 
Gillette  Safety  Razor  Co   2 

Gray's  School   75 
B.  Greening  Wire  Co   8 
Gurney  Foundry  Co   21 
Gutta  Percha  &  Rubber  Goods  Co.  24 
Glidden  Varnish  Co  71  to  74 

H 

Hero  Mfg.  Co   17 
Allan  Hills  Edge  Tool  Co   7 
H.  S.  Howland,  Sons  &  Co   5 
HobbsMfg.  Co   88 

I 

Imperial  Varnish  &  Color  Co   75 
International  Varnish  Co   83 

J 
Jenkins  &  Hardy   75 

L 
Legg  Bros   91 
A.  C.  Leslie  &  Co   81 
Lowe  Bros   53 
Lufkin  Rule  Co   90 
Lundy  Shovel  &  Tool  Co  11 

M 

Martin-Senour  Co   77 
D.  Maxwell  &  Sons  12 
Meakins  &  Sons   4 
McClary  Mfg.  Co   23 
R.  W.  McKenna   75 
Metal  Shingle  &  Siding  Co   18 
Monarch  Typewriter  Co   87 
Jas.  Morrison  Brass  Mfg.  Co....  20 

N 

National  Cash  Reg.  Co  ,   51 
Nicholson  File  Co   6 

0 
Oneida  Community  Ltd   13 
Oscar  Onken  Co   29 

P 
Parmentier&  Bulloch  75 
Penberthy  Iniector  Co  Cover 
Pike  Mfg.  Co   15 
Pease  Foundry  Co   30 
Pilkington  Bros   32 
Pinchin-Johnson  Co   79 
Pollock  Mfg.  Co   81 
Pratt  &  Lambert   54 

R 

A.  Ramsay  &  Son   85 
Rice,  Knight  Co   87 

Rice,  ijcwis  &  .Son   3 
Ross  &  AVright  75 

S 
Sadler  &  Ha  worth   11 
Sanderson  Pearcy  &  Co  83 
Sheet  Metal  Products  Co   14 
Sherwin  Williams  Co   79 
J.  H.  Still  Mfg.  Co  24 
Jas.  Stewart  Mfg.  Co   26  &  27 
Stratford  Mfg.  Co  32 
Steel  Co.  of  Canada   4 
Jas.  Smart  Mfg.  Co   20 

T 

Taylor  &  Boggis   17 
Taylor-Forbes  &  Co  Cover 
Tobin  Arms  Mfg.  Co   24 
B.  &  S.  H.  Thompson   32 
J.  J.  Turner  &  Son  87 
Turpentine  Producers  Agency   87 

U 

U.  S.  steel  Products  Co   30 

W 

"Walker  Bin  and  Store  Fixture  Co .  52 
Western  Clock  Co   34 
E.  T.  Wright  &  Co   33 
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^  Our  1912  Lawn  Mower  Catalogue,  No.  54  H,  illustrates  some  new  lines  you  will  want  to 
handle — the  finest  made  for  the  Canadian  trade.  We  are  the  only  Canadian  concern  making  an 
absolute  specialty  of  lawn  mowers,  and  our  name  on  every  machine  is  a  guarantee  of  quality. 

Taylor-Foi^bes  Co. 
Limited. 

Guelph. 

If  your  Jobber  cannot  supply  you,  write  any  of  our  branches 

Taylor-Forbes  Co.,  246  Craig  St.,  Montreal 
H.  G.  Rogers,  531-2  Dock  St.,  St.  John,  N.B. 
Canadian  United  Mfrs.  Agency,  Lx>ndon,  Eng. 

H.  F.  Moulden  &  Son,  Travellers*  Bldg.,  Winnipeg,  Man. 
W.  A.  MacLellan,  Vancouver,  B.C. 
J.  B.  H.  Rickaby,  Victoria,  B.C. 



MINEWAPAINT 

THE  KIND  THAT  NEVER STAfS 

LONG  ON  YOUR  SHELVES 

There^s  Profit 

3  and  satisfaction  in  handling 

the  famous  British  Brand  of 

PINCHIN 

AND  COMPANY 

(Canada)  Limited 

MINERVA 

Paints  and  Paint  Specialties 

Our  numerous  forceful  and  original  selling-helps  assist  the 

dealer  in  making  rapid  sales,  and  the  quality  put  into  every 

can  of  "MINERVA"  Paint  is  your 

guarantee  of  repeat  orders. 

Your  customers  in  every  case  get 

full  Imperial  Measure,  not  wine 

or  short  measure.  This  is  surely 

a  point  worth  emphasizmg. 

377-387  Carlaw  Avenue 

Toronio 

Write  for  details  of  our 

proposition 
IT  WILL  PAY  YOU 
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It's  Worth  WhUe  to  KNOW 

the  GILLETTE  Safety  Rzizor 

Naturally,  you  make  more  money  when  you  sell  a  Five  Dollar  Gillette 

than  when  you  hand  a  cheap  make-shift  safety  over  the  counter. 

Your  customer  wins,  too,  for  his  satisfaction  with  the  Gillette  is  sure  to  be 

many  times  greater  than  it  would  be  with  the  cheap  article  (usually  imported). 

But  the  average  customer  is  inclined,  at  first  sight,  to  doubt  if  the  extra 

value  IS  in  the  Gillette.  Here  is  where,  in  your  own  interests,  you  and  your 

clerks  ought  to  be  able  to  clearly  and  forcefully  show  the  Gillette's  superiority, 
point  by  point.    CAN  YOU  DO  IT  ? 

At  the  recent  Conventions  we  discovered  a  number  of  retail  salesmen 

who  did  not  know  the  advantages  of  the  Gillette's  adjustable  feature— of  the 
thin  blade,  gripped  rigid  in  the  curved  holder — of  the  Angle  Stroke. 

In  the  stores  where  these  salesmen  work,  low  priced  razors,  that  give 

little  profit  and  less  satisfaction,  are  being  HANDED  OUT,  where  Gillette's 
might  be  SOLD.    Is  your  store  one  of  these  ? 

The  Gillette  features,  clearly  understood  and  skillfully  presented,  win  with 

every  customer  who  appreciates  quality.  If 

your  clerks  do  not  thoroughly  understand  these 

features,  our  representative  will  be  more  than 

pleased  to  make  them  clear  the  next  time  he 

calls.  ASK  HIM  ox  WRITE  US. 

Gillette  Safety  Razor 

Co.,  of  Canada,  Limited 

Office  and  Factory 
The  New  Gillette  Building 

71  ST.  ALEXANDER  STREET 

MONTREAL 

TRADE  MARK 

KNOWN  THE WORLD  OVER 
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THE  LARGEST  MAUFACTURERS   OF  HARDWARE  IN  CANADA 

MILO 

BARN  DOOR 

HANGERS 

The  best  is  none  too  good  for  your  farmer  customers  as 

you  cannot  afford  to  spend  time  listenmg  to  complaints 
about  the  poor  workmg  of  cheap  door  hangers. 

The  MILO  is  Canadian  made,  backed 

TAYLOR-FORBES  guarantee,  and  every 
you  sell  will  help  to  sell  more  goods  for  you. 
BARN  DOOR  HANGERS  are  roller  bearing,  have 
malleable  iron  frame,  and  heavy  steel  straps,  japanned 
black  with  wheels  painted  red.  Each  set  is  packed  in  a 
cardboard  box,  one  dozen  boxes  to  a  case. 

by  the 

MILO"
 

MILO 

WOODYATT  LAWN  MOWERS 

The  WOODY  ATT 

lawn  mower  is  easily 
the  MOST  POP- 

ULAR high-grade 
lawn  mower  ON 
THE  CANADIAN 
MARKET.  It  is 
fitted  with  tool  steel 

knives,  oil  tempered, 

has  a  four  knife  cyhn- 
der,  with  1 in.  drive 

wheels.  Bearings  are 

extra  long  and  adjust- 
able. 

There's  more  PRO- 

FIT  for  you  in  push- 
ing the  sale  of  high- 

grade  lawn  mowers than  in  selling  cheap 

lines.  SATISFIED 
CUSTOMERS 

mean  REPEAT 

SALES  and  more 

business  for  you  in 
the  future.    Push  the 
WOODYATT  this 
season  and  build  your 

tradeonaQUALITY 
foundation. 

If  your  Jobber  does  not  stock  the  "  W oodyatt"  and  you  have  not  placed  your  order  for 
your  season's  requirements,  write  us  and  we  will  see  that  j;ou  get  prompt  and  careful 
shipment  as  well  as  seeing  that  you  get  the  advantage  of  the  best  prices  and  cash  discounts 

TAYLOR-FORBES  CO.,  LIMITED 

Taylor-Forbes  Co.,  246  Craig  St.,  Montreal  Head  Office  and  Works:  H.  F.  Moulden  &  Son,  Travellers' Bldg.,  Winnipeg 
H.  G.  Rogers,  531-2  Dock  St.,  St.  John,  N.B.  /^ITUI  DU     OWT  ^'  Vancouver,  B.C. 
Canadian  United  Mfrs.  Agency,  London,  Eng.  llUtLr  11,   UlN  1  .  J.  B.  H  Rickaby,  Victoria,  B.C. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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BUILDERS 

HARDWARE 

WITH  A 

REPUTATION 

CRESCENT 

Hinges,  Butts,  Staples,  Latches,  Gate  Hooks, 

Parlor  Door  Hangers,  Barn  Door  Hangers, 

Corrugated  Strap  and  Tee  Hinges,  and  Light, 

Medium  and  Heavy  Strap  and  Tee  Hinges 

CANADA  STEEL  GOODS  CO.,  Limited 

HAMILTON,  -  -  ONTARIO 

The  Steel  Company  of  Canada 
Limited 

Stove  Bolts    Stove  Rods 

Rivets 

Pig  Iron     Steel  Bands     Wire  Nails 

We  can  Make  Prompt  Shipment  of  Orders  Placed  Now 

DISTRICT  SALES  OFFICES: 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLennan,  Vancouver,  B.C.  H.  G.  Rogers,  St.  John,  N. B. 
J.  B.  H.  Rickaby,  Victoria,  B.C.  Geo.  D.  Hatfield,  Halifax,  N.S. 

When  writing  to  advertisers,  kindly  mention  tbe   Canadian  Hardware,  Stove  &  Paint  Journal 
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Make  Good  U  se  of  the  G 
rowing  lime 

Ti 

See  that  your  customers  are  supplied  with  Samson  Farm  and  Garden 

Tools  that,  when  the  work  is  done,  will  leave  the  satisfied  feeling  that 

comes  from  the  purchase  and  use  of  goods  of  high  quality. 

Samson  Farm  and  Garden  Tools 

Represent  the  embodiment  of  perfection  in  material,  workmanship  and  finish,  and 

are  the  kind  that  any  dealer  can  recommend  with  the  utmost  safety.  Samson  Tools 

are  sold  with  a  positive  guarantee.  Their  real  merits  are  so  evident  and  so  much 

in  your  interest,  we  can't  be  too  emphatic  in  urging  them. 

Send  us  Your  Orders  Now 

H.  S.  Howland,  Sons  &  Company,  Limited 

WE  SHIP  PROMPTLY 

WHOLESALE  HARDWARE 

TORONTO 

GRAHAM  NAILS  ARE  THE  BEST 

OUR  PRICES  ARE  RIGHT 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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How  the  Reputation  of 

NICHOLSON-MADE 

FILES  Helps  Retailers 

—  THE  BEST  BRANDS  — — 

Great  Western. 

Arcade. 

American. 

Globe. 

Eagle. 

Kearney  &  Foot. 

McClellan. 

J.  B.  Smith. 

~—  MADE  IN  CANADA- 

Known  Quality  Creates  Constant  Demand 

For  over  47  years  file  users  have  known  that  NICHOLSON-MADE  F"ILES  are  noted  for keen-cutting  and  long  life.    They  buy  them  because  they  are  assured  of  honest  value  at  a  fair  price. 

Easy  Sales — Satisfied  Customers — "Repeat  Sales" 
Your  clerk  has  but  to  show  a  NICHOLSON-INI ADE  FILE  to  make  a  sale.  The  buyer  invariably 
agrees  it  does  his  work  faster  and  better  than  any  he  has  ever  used.    "Repeat  sales"  naturally  follow. 

Your  jobber  can  supply  you.     Catalog  on  request 

NICHOLSON  FILE  COMPANY,  PORT  HOPE,  ONT. 

Now  is  the  time  to  Push  Churns 

And  the  Churn  to  Push  is  the  LE.A.DER Made  in  2  Styles— 6  Sizes 

STYLE  F. 
Agents 

W.  L.  HALDIMAND  &  SON 
Montreal 

H.  F.  MOULDEN  &  SON Winnipeg 

It's  a  name  familiar  to  the  Butter-Makers  of  both  hemispheres 

WHY? 

BECAUSE  they  combine  every  Requisite 
of  a  Rapid  and  Perfect  Butter  Maker  and 
are  a  combination  of  Simple  Construction, 
Massive  Strength  and  Easy  Manipulation. 
BARRELS  made  of  Seasoned  Oak. 

Run  on  Steel  Ball  Bearings,  are  Easilv 
Drained  and  conveniently  Detachable  for 
Cleaning. 

All  Steel  Frames 

Combination  Hand  and  Foot  Drive 
Fitted  to  Run  by  Power  if  Required 

MADE  BY STYLE  E. 

CUMMER-DOWSWELL,  Limited 
Hamilton,  Canada 
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It  Pays  Hardwaremen 

(i)  To  handle  guaranteed  tools. 

(ii)  To  satisfy  customers. 

(iii)  To  encourage  Canadian 

industries. 

Axes  Hammers 

Chisels  Picks 

Draw  Knives  Crow  Bars 

Adzes  Lumbering  Tools 

We  Maks  Them 

All  Jobbers  Sell  Them 

Allan  Hills  Edge  Tool  Co. 

Gait,  Ont. 

E.  SCHOFIELD  N.  J.  DINNEN 

Canadian  Express  Bldg.  141  Bannatyne  Ave. 
Montreal  Winnipeg 

Eastern  Representative  Western  Representative 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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THE  NORTHERN  REFRIGERATOR 

Cut  Illustrates  Size  No.  4 

Dry  Cold  Air  Principle 

No  interior  sweating — Keeps  food  sweet 

and  fresh  with  the  least  possible  con- 

sumption of  ice. 

Made  from  well  seasoned  hardwood  in  natural 

antique  finish. 

New  style  swing  base — Patent  drip  valve — Im- 
proved galvanized  iron  shelves — Raised  panels — 

Fancy  brass  locks  and  hinges — Self  retaining  casters, 
etc. — Splendid  Value. 

Write  for  prices  and  descriptive  circular 
and  order  early  to  insure  prompt  delivery 

Made  in  three  sizes :  Nos.  1  and  2  with  Single  Doors 
No.  4  with  Double  Doors 

The  Thos.  Davidson  Mfg.  Co. 
Limited 

Montreal  Toronto  Winnipeg 

Corrugated  Iron  Prevented  Spread 

of  Terrible  Fire 

The  thousands  who  watched  the  terrible  fire  in  Toronto  a  few  days  ago,  when 

thousands  of  dollars  worth  of  property  was  destroyed,  had  a  chance  to  see  what 
corrugated  iron  would  do  to  prevent  the  spread  of  flames. 

In  The  News  the  next  day  it  was  reported  that  the  firemen  could  not  reach  the 
flames  on  account  of  the  iron  coverings  of  the  buildings,  but  as  an  official  put  it 

afterwards,   "  I  tell  you  if  it  hadn't  been  for  the  iron  coverings  on  those 
buildings  this  entire  neighborhood  would  have  been  destroyed.    Some  of  those 

buildings  were  huge  furnaces  and  the  last  thing  to  fall  was  the  metal  sides." 
And  that  is  only  one  instance  of  the  protection  afforded  by  Corrugated  Iron. 

How  about  your  buildings  ?  Supposing  some  building  near  yours  should  burn  and 

the  burning  pieces  fall  on  your  factory — how  many  chances  have  you  of  saving  it 
Use  corrugated  iron  for  your  covering.    Let  us  tell  you  about  Acorn  Quality 

Corrugated  Iron — the  iron  with  the  trade  mark — the  kind  that  lasts  practic- 
ally forever. 

If  you  intend  building,  write  to  us  to-day  for  our  prices 

The  METAL  SHINGLE  &  SIDING  CO.,  Limited 

PRESTON,  Ontario MONTREAL,  Quebec 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware;  Stovo  &  Paint  Journal 
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MOTOR  BOAT 

AND 

AUTOMOBILE  SUPPLIES 

j^VERY  Hardware  dealer  should  realize  the  growing  popularity  of 
Motor  Boating,  and  the  large  trade  in  Accessories  and  Marine 

Engines  arising  from  same. 

The  wide  awake  dealer  should  have  all  the  necessary  supplies,  such 

as  Magnetos,  Spark-Plugs,  Carburators,  Lights,  and  a  full  line  of  Marine 
Hard  ware  and  Automobile  specialties. 

Our  stock  is  the  largest  in  Canada,  and  our  nearest  house  can  fill 

your  requirements  promptly. 

Our  Catalog,  No.  24,  shows  one  line  of  Motor  Boat  accessories. 

A  card  to  our  nearest  branch  will  bring  it  to  you. 

If  you  are  interested  in  Marine  Engines,  let  us  send  you  a  Catalog 

No.  23,  illustrating  "Fairbanks-Morse"  Marine  Engine. 

The  Canadian  Fairbanks-Morse  Co. 
LIMITED 

Fairbank,s  Standard  Scales,  Fairbanks-Morse  Gas  and  Gasoline  Engines 
Safes  and  Vaults. 

MONTREAL      ST.  JOHN       OTTAWA        TORONTO        WINNIPEG  CALGARY 
SASKATOON         VANCOUVER  VICTORIA 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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WRITE  TO  HACKENSACK! 

I  live  in  Hackensack,  N.J.,  and  have  an  office  on 

Broadway,  New  York,  also  Dearborn  Street,  Chicago, 

also  Portland,  Oregon,  London,  Berlin,  and  some  other 

places — but  I  want  you  to  address  me  at  Hackensack, 

because  I  will  be  sure  to  get  your  letter,  direct  from 

the  Postman's  hand. 

Thirty  years  ago  I  was  a  clerk  in  a  Hardware  Store, 

Twenty-five  years  ago  the  "Boss"  in  a  Hardware  Store. 

About  twenty  years  back,  I  edited  and  published  the  first 

issue  of  the  HARDWARE  DEALERS'  MAGAZINE— 

been  doing  nothing  else  up  to  the  present  minute. 

It  now  has  more  than  72,000  readers,  all  interested 

in  the  buying  and  selling  of  that  wonderful  aggregation 

of  dependable  wares  sold  in  Hardware  Stores. 

If  you  are  not  a  subscriber,  I  want  an  opportunity  to 

place  a  specimen  copy  in  your  hands  by  mail.  Also  glad 

to  have  a  business  letter  from  you  at  any  time. 

Daniel    T.    Mallett,  (Canadian  Hardware) 

Hackensack,  N.Y. 

I  would  like  to  see  a  specimen  copy  of  the  HARDWARE 

DEALERS'  MAGAZINE. 

Name   

Address  

Business  

Position    -  

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Correct  Rating 

Any  Hardware  Merchant  who  desires 

to  be  correctly  rated  in  the 

1912  Merchandize 

Rating  Register 

of  Hardware 

Merchants 

can  ascertain  particulars  by  writing  to 

the  Rating  Department  of  the  Hard- 

ware Dealers'  Magazine,  P.O.  Box 

1053,  New  York  City. 

(Canadian  Hardware) 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Jonrnal 
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ATKINS 

STERUNG 

MADE  IN 
CANADA 

SAWS 

The  profitable  line.  HIGHEST  QUALITY— 

They  stand  a  fair  profit  and  give  satisfaction. 

Send  for  full  information  on  Saws  and  Selling  Helps 

Factory 

HAMILTON,  ONT. 

E.  C.  ATKINS  &  CO. 

Makers  of  Sterling  Saws Branch 

VANCOUVER,  B.C. 

Keep  on  the  Right  Side  of  the  Builder 

by  supplying  him  with  our  guaranteed 

LEEKNOTT  ROOFING 

as  it  will  be  nearly  as  good  as  new  when  most  of  the  ready  roofings  are  forgotten.  It  will  cost  you  no  more  to  stock 
Leeknott  and  it  is  by  far  the  cheapest  and  most  profitable  in  the  long  run. 

Its  high  quality  is  due  to  the  work  of  experts — the  experts  use  the  very  best  of  long  fibre  woollen  felt,  which  is  thoroughly 
soaked  and  coated  with  the  genuine  Trinidad  Lake  Ashphalt,  specially  prepared  and  tempered  for  the  purpose.  Leeknott 
has  the  wonderhil  weather  and  fire  resisting  qualities,  qualities  that  most  roofings  lack.  Every  roll  is  absolutely  guaranteed. 

Rust-proof,  galvanized  special  roofing  nails,  extra  quality  lap  cement,  and  illustrated  printed  directions  packed  in  every  roll. 

Anyone  can  successfully  lay  "  LEEKNOTT." 
We  make  sales  easy  by  supporting  the  dealer  and  supplying  him  with  circulars,  etc.  Our  rolls  are  more  attractive 

and  are  certain  to  invite  enquiries. 

Write  for  full  details  Agents  wanted 

Canadian  Supply  Company 

220  King  Street  West Toronto,  Ontario •^ATHERPROOF* 

.PRODUCTS^ 
When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Men  Certainly  Appreciate 

MaxweU  L  awn  Mowers 

Maxwell  Lawn  Mowers  run  so  easily,  cut  so  clean,  hold  their  edges  and  stand 

right  up  to  the  work  so  well  that  they  are  prime  favorites  with  men  who  know 

good  tools. 

When  he  finds  out  the  Maxwell's  good  qualities  a  man  naturally  passes  the  word 
along,  so  one  sale  makes  others — to  the  decided  advantage  of  the  dealer  who  is 

wise  enough  to  feature  the  Maxwell 

Lawn  Mower. 

It's  a  case  of  the  very  best  materials, 
worked  up  by  men  who  know  their 

business,  into  the  best  Lawn  Mowers 

on  the  market  to-day. 

Made  with  8  to  1  0>2  inch  wheels,  with 

3  to  6  knives  from  1  2  to  20  inches  wide. 

Write  for  Catalogue  to 

David  Maxwell 

&  Sons 

Ontario 
St.  Mary's 

When  writing  to  advertisers,  kindly  mention  tlie  Canadian  Hardware,  Stove  &  Faint  Journal 
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To  the  Hardware  Trade 

Do  NOT  let  your  Competitor  make  ALL 

the  Sales  when  YOU  can  draw  the  greatest 

part  of  it  your  way  by  handhng  our 

guaranteed  Ime  of 

SHOVELS 

They  are  perfectly  balanced,  and  have  a 

finish  that  cannot  be  surpassed. 

We  make  WELDED  SHOVELS  because 

experience  proves,  and  the  trade  demands, 

goods  that  are  stronger,  and  more  durable 
than  other  makes. 

We  Ship  Promptly 

No  Irritating  Delay 

Write  for  Catalogue  and  Prices  either  to  Head 

Office,  or  to  the  following  Selling  Agents: 

ONTARIO 
N.  B.  Misener,  105  Cowan  Avenue,  Toronto 

QUEBEC 
Delorme  Bros.,  15  Debresoles  Street,  Montreal 

MANITOBA  AND  SASKATCHEWAN 
Tees  &  Persse,  Limited,  Winnipeg 

ALBERTA 
Tees  &  Persse  of  Alberta,  Limited 

BRITISH  COLUMBIA 
E.  E.  Crandall,  1073  Hamilton  Street,  Vancouver 

MARITIME  PROVINCES 
S.  N.  Sancton,  St.  John,  N.B. 

The  Lundy  Shovel  & 

Tool  Co.,  Limited 

PETERBOROUGH 

When  writing  to  advertisers,  kindly  mention 

Just 

To  Remind  You 

That  there  is  a  nice  healthy 

profit  to  be  had  and  a  "repeat- 

order  trade"  if  you  will  stock 

"CumX" 
and 

(WATERPROOF) 

Leather  Belting 

You  may  not  think  this  is  a 

hardware  line  but  we  can 

prove  that  it  is  and,  what's 
more,  is  a  good  one. 

Write  us  About  a  Stock 

Tanners  and  Manufacturers 

For  over  35  years  the  maimers 
of  the    best    leather  belts. 

MONTREAL  TORONTO 
511  William  St.  27  Melinda  St. 

ST.  JOHN,  N.  B.  VANCOUVER 
89  Prince  William  St.  27  Columbia  Ave. 

WINNIPEG 
244  Princess  St. 

Canadian  Hardware,  Stove  &  Faint  Journal 
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BUILDERS
^ 

HARDWAR
E 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  Furnace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 
Bungs,  etc.,  etc. 

Send  for  complete  descriptive 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

QgY^lcind.  Ohio 

Closed. 

The  Mug  With  The 

Disappearing  Handle" 
(Patent  Pending) 

Holds  a  brimming  tumbler  full. 

Can  be  used  for  hot  liquids. 

Has  a  sanitary  cover. 

Folds  up  flat,  like  a  watch. 
Does  not  drip. 

And  is 

Hero  Quality 

All  through  ! 

Open. 
No.  749  Aluminum.  No.  750  Brass. 
Nickel  Plated,  Silver  Plated  or  Gold 
Plated,  with  or  without  Leather  Cases. 

Your  Jobber  has  them.  Reasonable  price. 
^— Order  early.  — ^— — — — 

The  Hero  Mfg.  Company, 

Kensington, Philadelphia,  Pa. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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S.M.P.  DAIRY  SUPPLIES 

ARE  POPULAR  SELLERS 

EVERYWHERE 

Creamery  Cans 

with  deep  cover  and  strainer. 

Supplied  with  Fast  Key  unless 
ordered  otherwise. 

No. 
Inches 

Quarts 

5 

12 

Prompt  Shipment 
luaran teed 

Milk  Strainer  Pails Ix  Diary 

Quarts  .  ...  16 
Case  Lots,  dozen    •       -  ]4 

Milk  Pans 
Plain  or  Retinned 

Made  in  all  standard  sizes 

from  X -quart  to  12-quart. 

Prices  on 

Application 

The  Sheet  Metal  Products  Company  of  Canada,  Limited 
Successors  to  KEMP  MANUFACTURING  COMPANY 

MONTREAL  TORONTO WINNIPEG 

ANTIQUE  RUSTLESS 

BRONZE  WIRE  CLOTH 

GUARANTEED  RUSTLESS 
IN  EVERY  CLIMATE 

Should  be  used  in  every  better  class  of 
building. 

Every  Hardware  Man  should  stock  one  or 
two  rolls. 

Ask  Your  Jobber  for  Samples  and  Full  Particulars 

The  B.  GREENING  WIRE  CO.,  Limited 

Hamilton,  Ont.  Montreal,  Que. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Profitable  Summer  Specialties 

Some  hardwareman  in  your  town  already  has  or  is  going  to  get  the  reputation  of  carrying 

in  stock  the  many  specialties  which  are  placed  on  the  market  each  year  and  are  extens- 
ively advertised  in  the  big  city  papers.  Why  let  the  mail  order  houses  and  express 

companies  give  customers  better  service  than  you  offer  ? 

Lawn 

Swings 

and 

Settees 

Have  You 
Stocked 

Up  Yet? 
Unless 
You  Have 
The  Goods 
You  Cannot 
Sell  Them 

Extension 

and 

Step 

Ladders 

Summer  Lines  to  Push 

"Stratford"  and  "Ontario"  Lawn  Swings 
Supplied  with  or  without  awnings. 

Boyer's  Gliding  Settees Shipped  knocked  down  and  easily  assembled. 
Gcirden  and  Park  Seats 

Folding  Tables  and  Chairs 
Camp  Stools  and  Chairs 
Verandah  Chairs  and  Suspended  Seats 

"STRATFORD"  products  are  absolutely 
reliable  and  hardware  merchants  can  guarantee 
to  users  that  the  goods  will  give  unlimited  ser- 

vice. We  have  built  our  reputation  upon 
quality  and  our  reputation  is  behind  every 
article  we  manufacture.  Write  for  catalogue 
No.  3.    Quick  shipments  our  specialty. 

The  "HERCULES" 
Step  Ladder 

Is  a  splendid  line  for  retailers  to  push — 
one  they  can  guarantee  to  give  satis- 

faction, it  being  made  right  by  exper- 

ienced men.  The  "HERCULES" is  made  in  lengths  from  4  to  1 0  feet 
and  m  extra  heavy  stock  up  to  16 
feet.  For  the  housewife,  electrician 
or  mill  owner  it  has  no  equal  on  any 
market. 

Our  Roped 

Extension  Ladder 

Is  the  safest  and  most  convenient  lad- 
der for  painters  and  contractors  as  it 

can  be  adjusted  to  any  height  required. 
Has  automatic  hooks  that  lock  every 
round  and  unlock  between  the  rounds. 
It  is  made  of  clear  yellow  pine  and 
rock-elm  rounds  and  can  be  easily 
converted  into  two  ladders.  It  is  con- 

structed to  meet  the  requirements  of 
a  high  grade  ladder  and  never  falls 
short  of  what  we  claim  it  to  be. 

If  you  Haven't  one  of  our  1912  Catalogues  we'll  send  you  one 

STRATFORD  MFG.  CO.,  LIMITED 

STRATFORD ONTARIO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Your  Customers  Know 

the  "Tobin  Simplex  Gun,"  Our  extensive  publicity 
campaign  has  made  them  thoroughly  familiar  with 

this  high-grade  line.  They  know  the  gun  is  sold 

with  a  positive  "money-back-if-not-satisfied"  guar- 
antee.   We  stand  behind  you  m  this  guarantee. 

Simplex:  Guns 

should  be  in  your  stock.  They  are  easy  selling 

guns,  guns  that  stay  sold,  and  each  one  that  is  sold 
sells  another. 

We  are  constantly  receiving  inquiries  and  orders 
from  districts  where  we  lack  dealer  representation, 
and,  of  course,  supply  this  demand  direct. 

We  will  turn  over  these  orders  to  the  dealer 

who  handles  our  goods.  Write  to-day  for  our 
proposition,  it  will  be  worth  your  while. 

The  Tobin  Arms  Mfg.  Co.,  Ltd. 

Woodstock,  Ont. 

Mr.  Hardware  Man — 

When  that  Farmer  comes  to  buy  a  Poke 
for  the  breachy  horse  he  will  want  a 

Pearson  Poke 

WHY !  Because  he  knows  that  it  is  the 

strongest  and  lightest  poke  made. 

Because  he  knows  that  it  is  the  only  poke 
that  will  stop  him  jumping,  and  prevent 
him  running  in  the  field. 

Because  it  will  allow  him  to  lie  down, 

and  eat  comfortably. 

Because  it  is  easily  adjusted,  does  not 
wear  off  the  mane,  and  cannot  slip  off. 

Ask  for  Prices 

J.  H.  Still  Mfg.  Co.,  Limited 

St.  Thomas,  Ont. 

CATALOGUE 

5?^ 

WILLTELLYOU  AIL  ABOUT 

TheGendronMfg.Co. 
LIMITED 

TORONTO 

Canada 

The  "Handy  Andy 

Improved  Force  Cup 

WDY  ANO'^ 

CE  CUP  < 

For  household  use, 

enables  anyone  to 

keep  the  drain  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  safe 

and  sanitary  condition. 

There's  a  Good 

Sale  For  Them 

The 
Manufactured  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO         MONTREAL        HAUFAX  WINNIPEG 
CALGARY  VANCOUVER 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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See  The  Rivets 

Every  dealer— and  every  housewife,  too  — 
knows  only  too  well  how  rivets  work  loose  and 
sometimes  pull  out. 

Take  hold  of  the  handle  of  a 

"Wear-Ever'^ 

alummum  utensil  —  test  the  rivets 

for  yourself.  They  are  large- 

headed  and  firmly  grip  the  handle 

to  the  utensil. 

Feel  the  thickness  and  streng  th  of 

a  "Wear-Ever"  utensil.  It  is 

Stamped  from  thick,  hard 

sheet  aluminum.  It  will  not 

dent  readily. 

The  inside  is  hardened  by  electricity,  which  makes  the  metal  darker,  harder,  less  liable  to  be 

discolored  by  food  or  water  containing  alkali  or  iron,  and  more  easily  cleaned  than  would  be 

possible  if  the  utensils  were  not  so  finished. 

Any  man  who  has  handled  "Wear-Ever"  ware  will  tell  you  that  there  are  few  "come- 

backs^' from  "Wear-Ever"  utensils.  The  utensils  stay  sold — and,  because  they  give  en- 

during satisfaction,  they  bring  more  customers  to  the  store — women  who  by  experience  know 

that  "Wear-Ever"  is  the  mark  of  quality. 

"Wear-Ever"  is  the  well  made,  well  known,  widely  demonstrated  and  advertised  brand. 

We  have  booklets  telling  how  to  demonstrate  and  advertise  cooking  utensils.  Write  for  them. 

The  Aluminum  Cooking  Utensil  Co. 

Dept.  27.   NEW  KENSINGTON,  PA. 

f  New  Kensington,  Pa.  Distributing  Agents  for  Canada 

Distributing  Warehouses  :  |East  St.Lou^  111.  NORTHERN  ALUMINUM  CO.,  LTD.,  TORONTO 

Branch  Offices :  Boston,  New  York,  Philadelphia,  Pittsburgh,  Baltimore,  Cincinnati,  Chicago 

Detroit,  Minneapolis,  New  Orleans.  wtARtvtR" 

TA  C  U  Co 
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Louden  Talks 

to  Hardware  Dealers 

Guelph,  Ontario April,  1912 

Barn-Door  Hangers 

17  VERY  Spring  the  demand  increases  for  Barn  and 

■*— Hay  Tools,  Barn-Door  Hangers,  Hay  Carriers  and 
Forks,  Cow  Stalls  and  Stanchions,  and  Feed  and  Litter  Carriers. 
You  Hardware  Dealers,  being  in  closest  touch  with  farmers  about 
to  build  or  make  over  barns  and  stables,  can  add  many  a  dollar  to 

your  profits  by  selling  Barn  and 
Hay  tools.  This  month  we 
speak  particularly  about 

The  track  in  Louden's  Bird  Proof  Barn Door  Hanger  is  tubular  and  entirely 
encloses  the  trolleys.  It  is  made  from 
one  sheet  of  steel  pressed  into  shape, 
leaving  only  a  narrow  sirt  at  the  bottom 
for  the  hanger  strap  to  slide  in. 
Sparrows  can  never  get  into  this 
hanger  to  nest,  and  it  turns  rain,  snow, 
and  sleet  as  perfectly  as  does  the barn  roof. 

Louden's Bird-proof  Barn-Door 

Hangers 

These  hangers  can't  be  clogged 
by  birds  in  summer  or  snow  in 

winter.  The  tandem  rollers  can't 
come  off  the  track.  Louden's 
Bird- Proof  Hangers  are  the  only 
ones  on  the  market  having  a 
flexible  track  which  prevents 
the  gathering  of  trash  between 
track  and  barn.  They  will  never 
balk,  are  always  easy  to  operate, 
and  are  so  perfectly  flexible  that 
crowding  stock  cannot  break 
them.  They  work  so  smoothly 
and  easily  that  the  door  can  be 
pushed  open  by  a  child. 

If  you  present  to  farmers  these  unique  and  decided 
advantages,  you  will  have  no  trouble,  but  much  satisfaction, 

selling  Louden's  Bird-proof  Barn  Door  Hangers. 
m 

Louden  Barn  Tools 

— a  profitable  line 

Turn  to  profitable  account  the  tendency 
of  dairy  and  stock  farmers  to  employ 
devices  and  tools  vifhich  save  money, 
time  and  labor.  The  Louden  Line  is 

widely  advertised  in  the  agricultural  publications  of  Canada,  from  coast  to  coast. 
So  if  you  talk  Louden  Barn  and  Hay  Tools,  Stalls  and  Stanchions,  Feed  and 
Litter  Carriers,  you  are  assured  of  interested  attention.  The  chances  are  that 
many  farmers  in  your  own  community  are  already  using  the  Louden  Line  in 
whole  or  in  part. 

tfjl  Louden  Barn  Equipments  are  the  outcome  of  45  years  conscientious  and □J  intelligent  endeavor  to  devise  tools  calculated  to  reduce  waste  on  the  farm, 
to  economize  time  and  labor,  and  to  conserve  soil  fertility.  The  Louden 

line  of  Barn  Tools  is  the  most  perfect,  efficient  and  economical  ever  devised, and  is  known  and  used  all  over  the  world. 

Write  for  our  catalogue,  "  Everything  for  the  Barn,"  and  discover  for  yourself how  complete  and  efficient  (and  profitable)  is  the  Louden  Line  of  Barn  Tools. 
Note  the  two  addresses  below. 

Louden  Machinery  Company 

Guelph,  Ontario 

Western  Branch  : 

Louden  Hardware  Specialty  Co.,  Winnipeg,  Man. 

Black  Jack 

3/4  lb.  tins 3  doz.  in  case 

Quick     Clean  Handy 

THE "GEM" WASHER 

HIGH  SPEED  FLY  WHEEL 
RAPID    ACTION  DASHER 

For  smooth  running, 

easy  working  and 

rapid  action  this  ma- chine has  no  superior. 

The  Dasher  causes 

a  great  agitation  in 
the  water,  and  the 
clothes  are  cleansed 

very  quickly. "  Gem  "  Washer 

tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 

Manufactured  by 

J.  H.  CONNOR  &  SON,  Limited 
OTTAWA ONTARIO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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A  CONTRAST 

There  is  no  Fraud  or  Deception  About  the 

Stewart  Clipping  Machines 

No  Sham — No  Pretense — No  Imitation.  They  Are 
Genuine  in  Conception  and  Quality. 

When  you  sell  Stewart  Clipping  Machines, 

your  customers  and  yourself  are  backed  by  the 

guarantee  of  the  largest  establishment  in  the 

world  making  clipping  machines.  We  guarantee 

every  Stewart  machine  to  satisfy  the  user  or  we 

will  rufund  his  money. 

No  imitator  of  Stewart  Machines  has  ever  of- 

fered so  strong  a  guarantee  because  the  imitations 

are  inferior  in  quality. 

Business  Pirates  Find  Little 

Favor  with  Upright  Merchants 

The  Capta{?i  Kidds  of  Commerce  who  seek  to  trade  upon 

an  honest  manufacturers'  reputation  by  inferior  imitations, 
should  have  no  place  in  the  modern  business  world. 

Handle  the  genuine  Stewart  Machines  to  make  pleased 
customers. 

Chicago  Flexible  Shaft  Company 

250  Ontario  Street,  CHICAGO 

When  writing  to  advertisers,  kindly  mention  the   Canadian  Hardware,  Stove  &  Paint  Journal 
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The 

EMPIRE  KING 

FURNACE 

A  Powerful  Heater  Built  to  Last 

The  radiator  of  this  furnace  is  so  constructed  that  all  hot 
gases  and  smoke  after  leaving'  combustion  chamber  comes 
into  direct  contact  with  radiating  surface  and  consequently 
all  the  heat  is  utilized  before  it  reaches  the  chimney.  It 
combines  all  the  newest  ideas,  such  as  :  -  Large  Double 
Feed  Door,  Sectional  Fire  Pot,  Large  Steel  Radiator, 
Triangular  Grate  Bars,  Large  Waterpan,  Cast  Iron  Shields 
to  protect  steel  at  front  of  radiator. 

Made  in  various  sizes 

Canadian  Heating  &  Ventilating 

Company,  Limited 
OWEN  SOUND,  ONT. 

CHRISTIE  BROS.,  Limited  CHRISTIE  BROS.  CO.,  Limited 
1824  Dundas  St.,  Toronto  Park  &  Henry  Sts.,  Winnipeg 

M.  C.  DREW  &  SON,  Vancouver 

A  Popular  Furnace 

Every  User  a  Satisfied  Customer 

THE  TROPIC 

With  Steel  Radiator 

Is  our  new  line  introduced  last  season,  which  is 
having  a  very  large  sale.  The  price  is  right  and 
the  furnace  will  prove  just  as  satisfactory  as  the 

price. 

Having  passed  the  test  of  a  most  severe  winter 
we  have  yet  to  receive  the  first  complaint.  What 
better  proof  of  its  efficiency  is  required. 

Note  some  of  its  splendid  features  : — Triangular 
grate  bars,  two  part  fire-pot,  deep  radiator,  a 
well-proportioned  gas  tight  fire  chamber,  a  con- 

veniently placed  water  pan,  etc. 

Send  for  Booklets  and  get  our 
Agency  Proposition 

The 

James  Smart  Mfg.  Co. Limited 

Brockville  Ont. 

When  writing  to  adv.rtigers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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You^Can  Buy  a  Small  Set  of 

Copyright  1911  THE  FULL  SET  Patented  1911 
(Patented  1911  in  United  States  and  Foreign  Countries) 

The  above  illustration  shows  entire  set  of  No.  10  HARDWARE 
YOUNITS  comprising  150  YOUNITS  to  the  set.  There  are  18 
display  slabs  made  of  well-seasoned  oak  hiniber.  All  slabs  are 
fitted  with  tilting  metal  adjustments  on  back  for  holding  them  in 
different  positions.  Each  slab  is  covered  with  black  felt.  The 
remaining  132  YOUNITS  consist  of  RASE  BLOCKS,  UP- 

RIGHTS. CROSS  ARMS,  and  EXTENSION  YOUNITS,  in 
assorted  lengtlis  and  sizes  which  will  enable  you  to  make  HUN- 

DREDS and  HUNDREDS  of  Window  Trims  and  as  many  odd and  standard  fixtures. 

You  Never  Need  a  Tool 

A.  KRAMER 
Montreal,  Canada 

Montreal,  Canada,  Sept.  8tli,  1911 
THE  OSCAR  ONKEN  CO., 

Cincinatti,  Ohio 
Gentlemen:— In  reply  to  your  reque.st  about  Window  Fix- tures I  got  from  you,  I  delayed  writing  as  I  only  displayed 

them  a  few  days  since. 
Personally  speaking  I  have  no  improvement  to  suggest. 

They  are  all  that  you  claim  them  to  be,  and  what  is  more,  I 
am  the  only  one  in  our  cit.v  just  now  to  have  your  fixtures.  I 
would  advise  all  my  friends  in  the  trade  to  get  a  set.  I  believe 
the  results  they  will  bring  in  will  more  than  pay  the  cost  of the  fixtures. Yours  truly, 

A.  KRAMER. 

My  Two  Sets 

No.  10  Set 150  YOUNITS  For  2  large  Hardware  tfCC  nn 
and  Sundry  windows  and  inside  store  <?«'*'•"»' use  on  Counters  and  Cases.  The  18  Disjjlay  Boards  are  covered 

with  black  felt  each  equipped  with  adjustable  metal  and  tilting 
attachment. 

75  YOUNITS  For  1  large  Hard-  QQ No.  1  0  Set  ware  and  Sundry  window  and  in 
side  store  use  on  Counters  and  Cases.  The  10  Display  Boards 
are  covered  with  black  felt,  each  equipped  with  a  metal  ad- justable and  tilting  attachment. 

A  <i^f   110  YOUNITS.  This  set  is  made  for  the   4:76  00 
O.  ̂   Oct  General  Store  Trade.    This  set  can  be  -P^O-vv 

used  for  displaying  Hardware  Furnishings,  Clothing,  Shoes,  Dry 
Goods  and  Groceries.    A  good  all  around  set. 

Freight  and  duty  allowed  to  Winnipeg  and  to  all  ports  of  entry 
east  of  Winnipeg  on  the  Southern  Canadian  Border. 

Shipments  Made  at  Once. 
Every  Set  Absolutely  Guaranteed. 

.  miWHANaiAaitv  ^ 

VOUNIT 

For  the  accommodation  of  Hardware 

Stove  Merchants  who  have  limited  win- 

dow space,  I  am  making  a  small  set  of 

my  YOUNIT  Window  Fixtures  to 
meet  their  wants. 

This  small  set  will  do  the  same  service  as  the 

large  set  only  of  course  on  a  smaller  scale. 

No  matter  what  size  windows  you  have,  my 
YOUNIT  Wind  ow  Fixtures  will  enable  you  to  build 
most  beautiful  Window  Displays  in  a  few  minutes.  Win- 

dow Displays  that  will  attract  into  your  store  additional 
trade. 

My  Window  Fixtures  simplify  window  trimming  by 
economizing  your  time. 

With  my  set  of  Window  Fixtures,  you  have  at  your 
command  unlimited  possibilities  for  HUNDREDS  and 
HUNDREDS  of  original  and  effective  trade-pulling 
window  treatments  that  are  positively  impossible  with 
hundreds  of  dollars  worth  of  metal  or  any  other  wood 
fixtures. 

Each  set  is  put  up  in  a  HARDWOOD  HINGED-LID 
STORAGE  BOX,  (oiled  finished  .)  Fixtures  are  made  of  a  fine 
quality  of  weathered  oak,  in  a  soft  mellow  waxed  finish. 

A  book  of  designs  showing  many  original  window  trims  cover- 
ing all  lines  goes  free  with  each  set  sold.  Every  set  absolutely 

guaranteed. 

THE  OSCAR  ONKEN  CO. 

775 
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To  Dealers— 

Read  These  Figures 

In  London,  Ontario,  The  Annual  Reports  of  Board 

of  Education  for  last  five  years  sfiow  as  follows : — 
Average  cost  per  class  room  per  year : 

PEASE  SYSTEM  $27.75 

Other  Systems  54.44 

In  Toronto  Board  of  Education  Annual  Report : 

PEASE  SYSTEM  in  Annette 

Street  School  cost      $21.61  per  room 

All  other  Systems  in 
Toronto  Average      $43.86  per  room 

See  the  Difference  ? 

Pease  foundry  company 

Toronto  Winnipeg 

Western  Representatives  : 
PEASE-WALDON  COMPANY.  Limited,  WINNIPEG 

333 

Every  Range  is  just  as 

good  as  the  Grate! 

And  that  is  the  chief  reason  why 

you  should  stock  and  recommend  the 

"Champion"  Range 
with  the  famous  "Champion" 
Grate.      This   grate    gives  better 

Flat  Rolled  Steel 

BEST  BRIGHT  FINISH" 

Just  the  stock  for  nickel  plating, 

stove  rings,  facings,  corner  pieces. 

All    v^^idths,    thickness  and 

tempers. 

Send  for  Illustrated  Booklet 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

combustion  than  any  other,  be- 
cause it  is  more  open  and  more 

easily  shaken.  The  cross-wise,  non- 
warping  bars  prove  an  irresistible 
selling  feature. 

SEND  FOR  CATALOGUE  TO-DAY 

D.  J.  BARKER  &  CO. 

PICTON,  ONT. 

COWAN  &  BRITTON 

HINGES— BUTTS— HARDWARE 

UNIFORM  DEPENDABLE  QUALITY 

The  cost  of  Cowan  &  Britton  goods  is  about  the  same  as  that  paid  for  inferior 
lines.    Specify  Cowan  &  Britton  make  when  ordering  from  your  jobber. 

FACTORY  AND  HEAD  OFFICE GANANOQUE,  CANADA 

„,    ,       D  .  /D.  PHILIP,  2914  Portage  Ave.,  Winnipeg. 
Western  Representatives^,  ̂   OGILVIE,  P.O.  Box  1259,  Vancouver,  B.C. Look  for  the  above  brand 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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A  Seller  All  the  Time 

Famous  E.  S.  Cabinet  Gas  Range 

Ws  the  way^theyWe  built  does  it 

Send  Your 

Order  to 

Nearest 

Branch 
To-day 

Offer  a  good  line  to  the  people  and  they'll  pay  the  price  willingly. 

The  housewife  knows  good  value — that's  why  so  many  E.  S.  Cabinet  ranges  are  being  sold. 
The  ease  with  which  the  work  can  be  done  and  the  high  quality  of  the  range  are  powerfully 

held  forth  by  the  range  set  up  on  your  floor. 

Don't  Neglect  to  Order  the  E.  S.  To-day 

'McClary"  on  Goods 
is  a  Quality  Name WClax

y's 
London        Toronto        Montreal  Winnipeg 

Vancouver       St.  John  Hamilton 
Calgary  Saskatoon McClary's 

Ship  Quick 

A  Supply  of  Special  Advertising  Cook  Books  Sent  With  Your  Order 
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Stung 

But 

Not 

With 

is  the  way  any  man  feels  after  he 
has  used  a  cheap  trashy  roofing- 
which  he  bought  through  a  mail 
order  house. 

if  his  local  dealer  should  sell  him 
the  same  grade  of  material  he 

would  lose  the  man's  trade. 
a  howl  would  be  made  to  the  mail 
order  house  when  the  consumer 

was  stung,  but — 
the  local  dealer  it  would  be  diifer- 
ent.  He  would  lose  his  old  friends 
and  it  would  be  hard  to  make  new 
ones.  The  dependable  kind  of 
roofing  for  any  dealer  to  sell  is 

Mule-Hide  Roofing 
"Not  a  Kick  in  a  Million  Feet" 

For  it  is  made  of  good  wool  felt  and  high  grade  asphalt,  and  is  sold  at  useable 
prices.  MULE-HIOK  is  ne\  er  bought  by  mail-order  concerns— There's  a  reason. 
But  we  have  a  "GET  ACTION"  Selling  Ser\  ice  which  is  lielijing  the  dealers  get the  trade  which  rightfully  belongs  to  him.  We  will  gi\  e  you  particulars  if  you want  them. 

We  get  business  for  j  ou 

The  Dominion  Roofing  Co.  of  Canada 
Toronto,  Can. 

Limited 

BURMAN'S CLIPPERS 

Bring  Repeat  Orders 

and  are  rapid  sellers  on  account 
of  construction,  finish  and  price. 
A!2sale  of  one  of  these  clippers 

represents  another  satisfied 
customer  —  who  will  come  back 

again  for  this   and    other  lines. 

It  Pays  to  Handle  Burman's 

Hand  Clippers,  Power  Clippers,  Clippers  of  all  Kinds 

Large  Stock        Prompt  Shipments        Spare  Parts 

Order  through  ̂ our  jobber  or  direct. 

Sole  Agents  for  Canada 

B.  &  S.  H.  THOMPSON  &  CO.,  Limited,  Montreal 

■When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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CAPITAL  FAVORITE 
16,  18  and  20-Inch  Ovens 

CAPITAL  FAVORITE 
16,  18  and  20-Inch  Ovens 

■r A  Range  to  Suit  Every  Class 

Both  as  to  Quality  and  Price 

THE  UNIVERSAL  FAVORITE  is  our  Leader.    It  has  Size,  Weight,  Style  and  more  genuine 
selling  paints  than  any  other  range  on  the  market.    It  is  distinctly  in  a  class  by  itself  and  its 
attractiveness  demands  the  attention  of  the  buying 

public. 
THE  CAPITAL  FAVORITE  is  a  medium 
priced  Range,  substantially  built,  a  great  business 
getter,  and  very  popular  with  the  trade. 

THE  CROWN  FAVORITE  is  a  Six-Hole  Range. 
It  looks  w^ell,  it  works  well  and  is  the  kind  to  have 
on  your  floor  to  meet  competition. 

THE  COLONIST  is  a  Six-Hole  Range  and  shows 
up  big  for  the  money  This  Range  will  enable 
you  to  meet  the  competition  of  Catalogue  Houses 
and  at  the  same  time  net  you  a  fair  profit. 

THE  GLEANER  is  a  Four -Hole  Steel  Cook 
fitted  with  Flat  or  Duplex  Grates,  and  the  price 
for  which  it  is  sold  is  practically  giving  it  away. 

COLONIST 
16  and  18-Inch  Ovens 

The  road  to  success  has  a  myriad  of  forks,  and  the  man  who  once  turns  in 
the  wrong  direction  must  either  go  back  or  fail.  Now,  MR.  DEALER, 
one  of  the  main  arteries  to  success  in  your  business  is  a  good  line  of 
STOVES  and  RANGES.  If  you  are  not  satisfied  with  your  Stove 
Trade,  write  us. 

FINDLAY  BROS.  CO.,  Limited 

Head  Office  and  Works:  CARLETON  PLACE,  ONT. 
Branch  House:  260  PRINCESS  STREET,  WINNIPEG 

DISTRIBUTING  AGENCIES : 

H.  H.  Dryden      Stewart  &  Co.      D.  V.  Cope  &  Co.      Revillon  Bros.,  Ltd.      Geo.  D.  Horsman 
Sussex,  N.B.  Toronto,  Ont.  Calgary,  Aita.  Edmonton,  Alta.  Vancouver,  B.C. 
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The  Journal  Has  "Made  Good" 

^  Have  you  noticed  the  tremendous  development  made  by  the  Canadian 
Hardware,  Stove  &  Paint  Journal  during  the  past  year. 

C|  The  number  of  our  advertisers  increased  200  per  cent. — from  39  in  February, 
1 9 1  1 ,  to  1  1  5  in  February,  1912,  while  the  number  of  subscribers  increased 

about  1 25  per  cent,  during  the  same  period. 

There's  a  Reason 

^  The  Quahty  of  the  coated  paper,  the  excellent  Typography  and  Fine  Press- 
work,  proves  to  advertisers  that  Canadian  Hardware,  Stove  &  Paint  Journal 
not  only  gives  them  the  best  possible  mechanical  service  but  it  also  forces 
competing  publications  to  give  greater  value  to  advertisers  than  they  did  when 

they  had  a  monopoly  of  the  field.  ' 

^  The  same  high  standard  is  set  editorially,  the  best  possible  service  being  given 
to  merchants  and  clerks  to  assist  them  in  increasing  the  volume  of  their  sales 

of  profitable  special  lines.  The  addition  of  an  average  of  1 00  new  sub- 
scribers each  month  proves  that  Canadian  Hardware,  Stove  &  Paint  Journal 

is  giving  good  editorial  service. 

As  to  Circulation 

C|  Every  month  2500  to  3000  of  the  3200  retail  hardware  merchants  in  Canada 
receive  copies  of  Canadian  Hardware,  Stove  Paint  &  Journal,  about  2200 
being  on  the  regular  subscription  list,  the  remainder  being  sample  copies  sent 
to  probable  subscribers. 

^  The  paid  subscnption  list  is  divided  roughly  as  follows  :  Quebec  and 
Maritime  Provinces  300  ;  Toronto  and  Ontario  1 050  ;  Western  Canada 

740  ;  U.  S.  and  exchanges  1  30. 

" '  ̂  Any  advertiser  has  the  privilege  of  examining  the  subscription  list  of  Canadian 
Hardware  Stove  &  Paint  Journal  at  any  time,  the  publishers  believing  that 
advertisers  are  entitled  to  know  what  they  are  paying  for,  and  holding  to  the 
belief  that  frankness  pays  better  than  misrepresentation. 

Canadian  Hardware,  Stove  &  Paint  Journal 

408-410  McKinnon  Bldg.,  Toronto 

318  Broadway 
NEW  YORK 

10th  Floor  Eastern  Townships  Bank  Bldg. 
MONTREAL 

4059  Perry  Street 
CHICAGO 
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Hamilton  Jewel  Gas  Ranges 

Are  Good-VERY  Good 

The  illustration  shows  our  No.  240  Gas  Range. 
The  additional  workings  space  provided  on  the 

top  of  the  rang-e  by  the  raising  of  the  side 
oven  and  broiler  is  a  feature  that  commands 

interest  everywhere.  The  oven  and  broiler 
are  large  and  placed  at  a 
convenient  height.  The 
elevated  shelf  and  steel 

under-shelf  are  additional 

space-providers,  and 
combine  to  make  this 

range  one  of  our  most 

popular  styles. 

Our  Catalogue 
illustrates  and 

describes  fully 

this  range  and 
124  OTHER 
STYLES. 

Ask  For 

It 

HAMILTON  JEWEL 

Gas  Ranges  are 
crowded  with  real 

sale-producing  fea- 
tures. 

Simple  in  design 

Easily  operated 

Excellent  working and  wearing 

qualities 
Unsurpassed  in 
actual  results 

obtained 

Equipped  with  the Graves'  Patent 

Safety  Lighter  and 
Jewel  Adjustable Needle  Valves. 

Economical  in  time, 
fuel  and  labor 

The  Price  is 

Right 

Style  240 

Let  us  explain  our  new  systematic, 

direct-to-consumer  advertising  and 

its  relation  to  YOUR  Sales. 

Our  Catalogue  of  Gas  Ranges,  Heat- 
ing Stoves  and  Gas  Appliances,  is  a 

book  YOU  ought  to  have. 

The  Burrow,  Stewart  &  Milne  Co.,  Limited 

Head  Office  and  Works:    HAMILTON,  ONTARIO 

Offices  and  Warerooms  at  TORONTO,  MONTREAL  and  WINNIPEG 

Western  Customers  please  address  all  communications  to  130  James  Ave.,  Winnipeg 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Wright's  No.  4 

COLD  BLAST  LANTERN 

With  Undetachable  Wire  Ears 

No  openings  in  the  tubes  to  wear  larger  and  allow  the  handle  to  drop  out. 
No  openings  in  the  tubes  to  affect  the  draft.     The  cold  air  flows  steadily  and 

uniformly  through  the  tubes,  unaff"ected  by  the  entrance  of  extraneous  currents. 
Flame  burns  steadily  and  brilliantly — no  flickering  or  oscillation. 
Large  oil  well — lantern  burns  longer  than  any  other  sold  on  the  continent. 

Wright's  No.  4  Cold  Blast  leads  in  points  of  appearance  and  quality. 
Packed  ̂ -dozen  in  a  carton. 

Send  us  order  for  sample  lot 

E.  T.  WRIGHT  &  CO. 

(H.  G.  WRIGHT) 

HAMILTON     -     -  CANADA 

Agencies  at  WINNIPEG,  VANCOUVER  and  TORONTO 

Better  Profits  and  Increased  Business 

are  invariably  the  result  from  recommending, 
selling  and  installing 

The  "Victorian" 

Vitreous-China  Lavatory 

It  cannot  be  excelled  in  quality,  design  and  construction. 
This  lavatory  is  absolutely  impervious  to  crazing  or  chipping,  and  always  attains 
its  rich,  glossy  appearance.  This  feature  is  certain  to  appeal  to  modern  archi- 

tects and  is  greatly  appreciated  by  all  users. 
Let  us  send  you  a  sample  order — give  the  lavatory  a  fair  trial  as  to  its  selling 
qualities,  and  if  it  does  not  satisfy — return  it  at  our  expense. 

No.  805 — Corner  Lavatory 

No.  857— Pedestal  Lavatory 

Better  get  our  circulars  and  prices  at  once,  as  we  have  a  large 
variety  from  which  to  select.    Write  us  MOW. 

The  Jas.  Morrison 

Brass  Mfg.  Co.,  Limited 

93-97  Adelaide  St.  West,  TORONTO 

When  writing  to  advertisers,  kindly  mention  tlie  Canadian  Hardware,  Stove  &  Faint  Journal 
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THE  GOOD  CHEER 

The  Steel  Range  De  Luxe  of  Canada  and — for  that  matter — of  America 

And  it's  not  all  on  the  outside  by  any  means. 
The  "Good  Cheer"  firebox  alone  affords 

you  talking  points  sufficient  to  clinch  every 
sale.  Our  study  of  firebox  construction  has 

resulted  in  a  perfection  in  detail  and  results 

apparent  at  a  glance. 

What  science  and  art  can  accomplish 
in  stove  and  furnace  construction  is 

exemplified  in  "Good  Cheer"  stoves 
and  furnaces. 

The  "Good  Cheer" 
Circle  Waterpan  Furnace, 

No.  I  1 8,  and  the  "Good 
Cheer "  Hard  Service 

Series  Heater,  No.  520, 

are  two  of  the  most 

m  o  d  e  r  n  1  y  constructed 

warm  air  furnaces  on  any 

market.  Write  for  par- 
ticulars and  exclusive 

agency  in  your  vicinity. 

Design  Registered 

The  James  Stewart  Mfg.  Company,  Limited 
Western  Warehouse  : 
156  Lombard  Street 

WINNIPEG,  MAN. 

WOODSTOCK 

ONT. 

Wholesale  Distributors : 
ROSS  BROS.,  LIMITED,  Edmonton 
WOOD,  VALLANCE  HDWRE.  CO.,  Nelson.  B.C. 
McLENNAN,  McFEELEY  &  CO„  Vaucouver,  B.C. 
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IN  CASE  OF  FIRE 

The  insurance  adjuster  will  make  you  prove  your  loss  before  he  will  recom- 
mend payment  on  your  policy  if  your  store  bums. 
Are  you  in  shape  to-day  to  prove  the  value  of  your  stock  of  merchandise  ? 

You  must  do  something  to  prove  its  value,  your  statement  is  not  enough.  What 
records  have  you  ? 

If  you  are  not  one  of  the  seventy  thousand  users  of  the  McCaskey  Gravity 
Account  Register  System,  the  chances  are  you  have  none. 

Only 

One  Writing- 
SYSTEM  « 

First  and  Still 

the  Best 

with  one  writing  will  handle  every  detail  of  your  business  from  the  time  you  buy  your  goods  until 
the  money  for  them  is  in  the  bank.  It  will  cut  your  useless  bookkeeping.  Every  time  you  copy 
an  account  you  add  to  chances  for  making  mistakes.  It  will  prevent  disputes  with  customers  over 
their  accounts  because  each  customer  has  the  same  record  of  his  account  as  has  the  merchant,  and 
in  the  same  handwriting.  It  prevents  forgetting  to  charge.  It  is  an  automatic  collector  and  brings 
money  into  the  store  faster  than  any  human  agency  can.  It  is  an  automatic  credit  limit,  and  in 
case  of  fire  puts  you  in  position  to  prove  your  loss. 

There  is  no  need  to  wait  to  see  what  the  "  other  fellow  "  thinks  of  the  McCaskey  System. 
Ask  us  and  we'll  send  you  hundreds  of  letters  from  users,  merchants  in  your  locality,  who  tell  us it  pays  for  itself  several  times  in  the  course  of  the  first  year  it  is  installed. 

A  letter  or  postal  will  bring  you  mformation  without  obligation  on  your  part  to  purchase. 
Better  write  to-day,  or  tear  out  this  advertisement,  sign  your  name  and  address.  We'll  know 

you  want  information. 

DOMINION  REGISTER  CO.,  Umited 

Branches : -New  York,  Boston,  Pittsburg,  Chicago, 
Minneapolis,  Kansas  City,  San  Francisco, 
Atlanta,  Memphis,  Washington. 

90-98  Ontario  St.,  Toronto,  Canada 
519-521  Com  &  Produce  Exchange,  Manchester,  England. 
The  McCaskey  Register  Co.,  Alliance,  Ohio,  U.S.A. 

Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 
THE 

Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 
BELLEVILLE,  CAN. 

EASYSET 

Store  Front  Construction 

Having  recently  secured  the  agency  for 

this  up-to-date  system  of  glass  setting  we 
are  prepared  to  fill  your  wants  in 

SIDEWALK  PRISMS 
STORE  FRONT  BARS 

PLATE  GLASS 

TRANSOM  GLASS 

For  transoms  we  can  supply  plain  or 
MAXIMUM  PRISM  in  sheets  or  in 

tiles  set  in  hard  metal  bar.  Let  us  figure 

on  your  next  specification. 

The 

Consolidated  Plate  Glass  Co. 

of  Canada,  Limited 

Winnipeg      Toronto  Montreal 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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A  NEW  IDEA 

No  Dirt 
Can  Lodge 

in  the 

'All-Metal" 

MEAKI
NS' 

SANI
TARY

 

WASH
 

BOAR
DS 

Made  of  Nothing  But  Metal  Throughout 

Points  of  Excellence — Wears  longer  than  five  wooden  boards. 
No  place  for  dirt  to  collect.  No  smell  after  washing.  No  nails  to 
come  out  and  tear  clothing.    No  zinc  to  come  loose  and  cut  hands. 

PACKED  IN  HALF  DOZEN  PACKAGES 

BRUSHES 

Varnish  Brushes  that  re- 

tail for 

5c.  10c.  15c.  20c.  25c. 

at  a  good  profit  for  the 

storekeeper.  Can  be 

bought  through  any 

Hard  ware  Jobber. 

Assortments  also  of  Flat  IV all  Brushes, 
retailing  at  25c.,  35c.,  and  50c.  in 
three  partitions 

Assortments  of  Brushes  in  neat 

display  boxes  convenient  for  the 
Hardwareman, 

MEAKINS  &  SONS 

TORONTO HAMILTON 
WINNIPEG 

When  writing  to  advtrtisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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CANADIAN  HOWARD 

Not  a  Cheap  Furnace 

But  a  Dependable  Heater 

The  main  idea  of  the  "  Canadian  Howard  "  Furnace  is  as  a  fuel 
saver,  the  perfection  of  the  down  draft  principle  as  applied  to  this 
furnace  retaining  the  combustion  and  gases  longer  than  the 
ordinary  furnace. 
As  illustrated,  the  long  fire  travel  from  the  top  of  the  dome,  through 
the  upper  and  lower  radiators,  in  order  to  reach  the  smoke  exit, 

provides 
AN  ENORMOUS  RADIATING  SURFACE 

The  "  Canadian  Howard  "  is  the  only  furnace  on  the  market  having 
an  outside  jacket  for  heating  a  kitchen  boiler.  The  jacket  is  entirely 
separate  in  itself,  and  trouble  caused  by  coils  in  the  fire  pot  burning 
out  through  becoming  clogged  with  lime  is  entirely  elimmated. 

Built  entirely  of  cast  iron  the  "  Canadian  Howard  "  is  guaranteed 
to  heat  any  house  inside  of  capacity,  if  properly  installed. 

Write  for  a  copy  of  our  furnace  catalogue 

Double 
Radiator FURNACE 

THE  C.  NORSWORTHY  CO.,  LIMITED 
ST.  THOMAS ONTARIO 

ANNOUNCEMENT 

HAMILTON  &  STOTT,  ST.  THOMAS,  SUCCEED 

THE  JONES  REGISTER  CO.,  OF  TORONTO 

We  are  pleased  to  announce  that  we  are  to-day  favored  with  a  visit  from  Mr.  Bert  Hamilton,  of 
Hamilton  &  Stott,  of  St.  Thomas. 

While  here,  Mr.  Hamilton,  on  behalf  of  the  firm  of  Hamilton  &  Stott,  completed  arrangements 

whereby  they  purchased  from  the  Jones  Register  Co.,  of  Toronto,  their  entire  stock  of  Jones  Registers, 

floor  registers,  border  and  faces,  wall  pipes  and  fittings,  and  everything  connected  with  the  Heating 

business  formerly  owned  by  the  Jones  Register  Co.,  of  Toronto.  From  this  date,  Hamilton  &  Stott 

will  be  successors  to  the  Jones  Register  Co.,  of  Toronto,  and  all  Jones  Registers  furnished  to  the  trade 

in  the  Province  of  Ontano  will  be  furnished  by  Hamilton  &  Stott,  of  St.  Thomas. 

The  Jones  Register  Co.,  still  retain  the  book  accounts,  and  all  collections  of  the  Jones  Register 

Co.'s  book  accounts  will  be  made  by  the  Jones  Register  Co. 

THE  JONES  REGISTER  COMPANY 

Toronto,  March  28,  1912  A.  O.  JONES,  Secretary 
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For  Quick  Sellers  Try  Our 

it 

Onward"  Automatic  Hand  Power  and 

Onward"  Automatic  "TRIUMPH" 
Electric  VACUUM  CLEANERS 

These  vacuum  cleaners  are  strictly  in  a  class 

by  themselves,   having  won   their  distinction 
through  their  highly  efficient  and  absolutely 
reliable  service. 

If  you  have  any  doubts  as  to  the  quality 
of  these   machines,   write  us  for  list  of 
users,   then  write  them  and  get  their 
verdict. 

Our  proposition  is  far  beyond  the  ordinary — it  will  pay  you  to  com- 
municate with   us  at  once.     Get  our  Circulars,    Prices  and  Trade 

Discounts. 

Onward  Manufacturing  Co. 

BERLIN  CANADA 

Largest  Builders  of  Hand  and  Electric  Power  Vacuum  Cleaners  in  Canada. 

THE  IMPERIAL 

CANADIAN 

FERROSTEEL  COMPANY 

Bridgeburg,  Ontario 

SIDE  WALL 

REGISTER 

SPECIALISTS 

ALL  DESIGNS  ALL  SIZES 
ALL  FINISHES 

THE  MORRISH 

Cleveland  Grindstones 

New  Power  Machine  for  Farm 

There  is  a  strong  and  increasing  de- 
mand for  this  new  power  grindstone 

among  Canadian  farmers.  This 
power  grindstone  can  be  run  with  a 
small  power  gasoline  engine,  but  is 
also  light  enough  to  be  turned  by  hand. 
Has  improved  ball  bearings  and  strong 
cast  iron  frame  and  trough.  Genuine 
Berea  stone,  22in.  diam.  Cleveland 
Grindstones  are  made  in  aH  sizes,  for 
all  purposes — power,  hand  and  treadle 
We'velooked  after  your  profit  all  right 
Write  for  Catalog  and  Prices 

The  Cleveland  Stone  Co. 
Cleveland,  Ohio 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screws 
and  Stove  Wire. 

Write  for  Prices 

The  Consolidated  Fruit  Jar  Co. 

New  Brunswick,  N.  J. 
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Big  Ben  Store  Helps 

In  order  to  enable  Canadian  dealers  to 

get  the  maximum  benefit  from  the  Big  Ben 

campaign  now  running  in  Canadian  mag- 
azines, we  are  packing  Big  Ben  specially 

for  Canadian  trade,  six  in  a  carton  with  a 

full  set  of  store  selling  helps  (two  posters, 
two  show  cards,  two  metal  signs. ) 

On  an  order  for  12  we  add  a  solid  ma- 

hogany display  stand.    On  an  order  for  24 

or  more,  we  print  your  name  on  dials,  give 

the "  posters,  display  stand,  and  a  beautiful 
metal  sign  lithographed  in  five  colors. 

Big  Ben  and  his  selling  helps  are  being 
carried  in  stock  by  54  wholesale  Canadian 
distributors.  We  will  be  glad  to  let  you 
have  their  names  upon  request.  Any  will 

tell  you  Big  Ben  is  the  best  made  and  the 

best  selling  alarm  that's  ever  been  put  out. 
In  broken  and  dozen  lots,  $2.15  less  2%.      In  lots  of  24,  $2.05  less  2%. 

The  Western  Clock  Co.,  La  Salle,  111. 
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Tact  in  To  bluntly  tell  a  man  that  his 
Selling  Paint.  store,  his  dwelling  or  his  barn 

is  badly  in  need  of  a  coat  of 
paint  will  in  all  probability  stir  up  resentment  within 
him. 

The  average  man  no  more  likes  to  be  told  by  the 
hardwareman  that  his  buildings  are  downright  shabby 
than  he  does  by  his  tailor  that  his  clothes  are  thread- 

bare, or  by  his  shoemaker  that  he  would  look  more 
respectable  if  he  had  a  new  pair  of  shoes  on  his  feet. 

It  is  always  safer  to  approach  a  probable  customer 
with  a  suggestion  rather  than  with  a  command  or  a 
criticism,  just  as  molasses  will  catch  more  flies  than 
\dnegar. 

To  tactfully  suggest  that  a  building  would  look 
better  if  a  coat  of  paint  was  applied  to  it,  and  that 

now  is  the  seasonable  time  to  do  it,  will  probably  in- 
duce the  customer  to  consider  you  a  counsellor.  At 

any  rate  he  is  not  likely  to  assume  an  unfriendly  atti- 
tude toward  you. 

When  you  have  got  his  sympathy  it  is  easier  to  get 
his  business.  And  it  is  a  wise  thing  to  study  and 

know  your  customer  before  you  try  to  catch  him. 

A  hardwareman  whose  store  front  is  shabby 

for  the  want  of  a  coat  of  paint  is  scarcely 

in  a  position  to  preach  paint  to  his  customers. 

Handle  Poor  paint  never  gives  satis- 
Good  Paint.  faction.    Wliether  it  be  for  in. 

terior  or  exterior  work  its  de- 
merits are  revealed  some  time.    Then  the  onus  is  not. 

upon  the  manufacturer  of  the  paint;  it  is  upon  the 
retailer.    It  is  the  latter  only  that  is  remembered  by 
the  customer. 

The  retailer,  therefore,  who  takes  paint  of  inferior 

quality  into  stock  runs  the  risk  of  injuring  his  busi- 

ness reputation,  not  only  as  a  vendor  of  paint  but  for 
other  articles  as  well. 

There  are  so  many  good  paints  on  the  market  that 
there  is  no  excuse  for  any  hardware  dealer  putting 
an  inferior  article  in  stock.  He  who,  because  of  the 
possibility  of  a  larger  profit,  will  take  a  chance  with 
a  brand  about  whose  quality  he  is  not  assured  makes 
a  grave  mistake.  One  cannot  afford  to  take  a  chance 

Avith  paints  any  more  than  one  can  with  his  char- acter. 

Be  sure  the  paint  you  handle  is  reliable,  and  then 
push  it  for  all  you  are  worth.  There  is  a  good  profit 
in  it,  and  there  is  not  a  locality  in  Canada  where  the 
possibilities  of  a  very  much  enlarged  business  are  not 

present. 
Bxisiness  men  who  have  an  inflated  idea  of 
their  own  importafice  may  be  taken  for  a  puff- 
ball  by  their  customers. 

Increase  in  Canada's  imports  last  year  of 
Hardware  Imports.        such  manufactured  articles  as 

are   found   in    the  hardware 
stores  of  the  country  were  the  largest  on  record. 

Taking  sixteen  lines,  the  total  value  of  the  imports 
was  $9,800,000  compared  with  $6,900,000  in  1900,  an 
increase  of  about  40  per  cent.  These  are  the  lines 

upon  which  the  basis  was  made : — 
Builders'  hardware   $503,939  $681,050 
Cutlery  of  all  kinds    783,925  1,041,152 
Fire  arms    377,950  622,037 
Stoves    492,538  694,389 
Tools  of  various  kinds    891,826  1,114,687 
Granite  and  other  ware    185,881  247,200 
Barb  wire    765,427  743,527 
Wire  rope    345,756  530,054 
Wire  cloth  and  netting    76,792  140,037 
Wire  screens    9,623  20,067 
Screws    29,189  47,268 
Skates  :    45,908  80.255 
Nails    33,457  41,599 

Chains'  of  various  kinds   384,476  526,937 
Butts  and  hinges    65,783  94,450 
Bar  iron  and  steel   1,952,170  3,179,921 

$6,959,640  $9,804,628 

To  some  of  the  manufacturers  these  figures  are  pro- 

bably not  on  the  whole  satisfactory.  The  adverse 
trade  conditions  which  obtained  in  the  United  States 

last  year  naturallv  led  to  an  active  campaign  for  busi- 

ness "in  Canada.  To  get  the  business  prices  were  sacri- 
ficed. And  to  meet  this  competition  the  manufacturers 

in  Canada  naturally  had  to  meet  the  import  figures. 

To  such  an  extent  Avas  this  done  in  certain  instances 

that  in  at  least  one  industry  that  might  be  named  the 

question  of  closing  down  was  seriously  considered.  It 
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was  only  the  fact  that  to  close  down  even  temporarily 
would  have  meant  the  loss  of  skilled  employees. 
With  trade  conditions  improving  in  the  United 

States  and  good  in  Canada  both  our  manufacturers 

and  our  retailers  ought  to  have  a  good  year's  busi- ness. 

A  business  itiay  live  imthout  advertising  just 
as  a  machine  may  be  run  ivithout  lubricants  ; 
but  ifs  not  businesslike. 

Group  Meetings  At  the  recent  convention  of 
of  Hardwaremen.  the  Ontario  Retail  Hardware 

and  Stove  Dealers'  Associa- 
tion some  attention  w^as  given  to  the  subject  of  local 

organizations  of  retailers.  Mr.  Robert  Smith,  of 
Bolton,  who  broached  the  saibject,  was  of  opinion  that 
much  good  Avould  result  if  the  hardwaremen  in  a 
given  district  would  confer  occasionally  at  a  central 
point  and  discuss  methods  of  business  betterment. 

Although  nothing  definitely  was  decided  upon  a  good 
service  was  rendered  in  bringing  the  matter  to  the 
attention  of  the  Association.  In  time  the  Association 
may  see  fit  to  take  official  action  in  the  matter.  But 
why  wait  for  the  central  organization  to  move?  There 
is  nothing  to  prevent  hardwaremen  in  towns  and 
counties  from  holding  meetings  even  though  they  be 
only  informal.  Even  if  they  only  dine  together  occa- 

sionally much  good  would  result  therefrom. 
The  board  of  directors  of  the  Nebraska  Retail  Hard- 

ware Association  has  already  been  experimenting  along 
similar  lines.  They  have  been  going  to  different  parts 
of  the  state  and  gathering  groups  of  local  hardware- 
men  for  the  purpose  of  discussing  matters-  appertain- 

ing to  the  welfare  of  the  trade.  At  some  of  these 
meetings  a  couple  of  score  of  hardwaremen  were  to 
be  found,  many  of  whom  had  never  before  attended 
a  gathering  of  hardware  dealers. 

It  should  not  be  impos.sible  to  repeat  in  many  parts 
of  Canada  what  has  been  done  in  Nebraska.  It  only 

requires  someone  in  the  dift'erent  localities  to  take  the initiative. 

A  good  many  people  will  only  be  reminded 
that  the  time  Jor  spring  cleaning  is  at  hand 
when  they  see  the  fact  illustrated  in  the 

hardware  dealer's  store  window  or  annouticed 
in  his  advertisement. 

Failures  Through  That  many  failures  in  business 
Unwise  Credits.  are  due  to  unwise  credit  goes 

Avithout  saying.  But  that  there 
are  as  many  from  this  cause  as  some  would  believe  is 
not  borne  out  by  the  facts. 

In  Canada  last  year  the  number  of  failures  from 
unwise  credits,  according  to  the  statistical  statement 
of  Bradstreets,  was  only  twelve.  As  the  total  number 
of  failures  from  all  causes  were  1,401,  those  from  un- 

wise credits  were  less  than  one  per  cent,  of  the  Avhole. 
In  1910  the  percentage  was  the  same.  In  this  respect 
we  are  ahead  of  the  United  States,  the  failures  there 
due  to  unwise  credits  being  two  per  cent,  of  the  whole. 

The  fact  that  failures  diie  to  unwise  credits  are  re- 
latively so  small  can  scarcely  be  taken  as  an  encour- 

agement for  retailers  to  carry  on  a  credit  business. 
Few  dealers  may  find  it  possible  to  confine  their  busi- 

ness to  a  strictly  cash  basis.  But  that  does  not  alter 
the  fact  that  the  nearer  they  can  get  to  the  strictly 
ca.sh  basis  Avithout  impairing  their  business  the  better. 

In  retailing  as  Avell  as  in  manufacturing  the  aim 
should  always  be  to  keep  costs  down  to  the  lowest 

minimum  that  is  commensurate  Avith  efficiency.  That 
is  an  axiom  with  A\diich  no  one  vpill  quarrel. 

To  conduct  a  retail  business  on  the  credit  basis  is 
not  in  the  direction  of  economy.  It  is  in  the  opposite 
direction.  To  sell  on  credit  means  to  enhance  the  cost 
of  bookkeeping  and  to  entail  an  expenditure  for  the 
collection  of  accounts,  to  say  nothing  of  the  losses  re- 

sulting from  bad  accounts.  It  is  quite  obvious  that 
all  these  things  add  to  the  cost  of  retailing. 
But  AA^hether  the  business  be  on  a  credit  or  on  a 

cash  basis,  courage  is  demanded  to  say  No,  and  to 
say  it  Avisely,  when  occasion  so  demands. 

It  doesn  t  pay  to  lie  in  an  advertisement.  It 
is  even  more  unprofitable  than  selling  goods 
belo7v  cost. 

Co-operation  When  merchants  co-operate  to 
Kills  Prejudices.  promote  the  general  business 

interests  of  their  toAvn,  they 

bring  into  existence  a  friendlier  feeling  toAvards  each 
other.  And  AA'hile  there  may  never  be  any  direct  at- 

tempt to  regulate  prices  better  profits  AA'ill,  as  a  rule, ensue. 

Price  cutting  in  order  to  get  business  is  not  com- 
petition. It  is  Avarfare.  It  is  an  attempt  to  kill  the 

"other  felloAv's"  business. 
When  co-operating  for  the  general  good  prejudices 

are  dissipated,  and  as  they  disappear  the  desire  to  cut 
prices  becomes  less  common. 

//  is  better  to  co-operate  with  than  to  fight 

against  your  competitor.  The  one  is  profit- 
able, the  other  unprofitable. 

A  Commendable  There  is  one  form  of  combin- 
Combination.  tion  that  no  law  in  the  land 

can  ever  declare  illegal.  It  is 
that  form  of  combination  that  is  formed  by  business 
men  to  keep  the  local  trade  at  home. 

To  hold  all  the  local  trade  is  not  possible.  There 
Avill  ahvays  be  something  that  a  consumer  cannot  or 

AA'ill  not  buy  from  local  merchants.  But  that  more 
can  be  held  than  is  at  present  no  one  Avill  deny.  Every 
merchant  recognizes  this,  and  many  of  them  are  in- 

dividually doing  a  great  deal,  by  employing  the  most 
up-to-date  methods,  to  put  their  belief  to  the  j)ractical test. 

But  co-operation  Avill  do  infinitely  more  than  individ- 
ual effort  possibly  can. 

The  more  up-to-date  the  methods  are  that  country 
merchants  employ  the  greater  Avill  be  the  local  trade 
they  will  retain  and  hold.  That  is  a  truism  so  obvious 
that  it  is  scarcely  necessary  to  state  it.  By  co-operat- 

ing merchants  AA'ill  naturally  both  stimulate  each  other 
and  to  devise  more  comprehensive  Avays  and  means 
for  securing  AA'hat  is  desired. 

The  greater  the  number  of  counsellors  the  greater 
ought  the  product  of  Avisdom  to  be. 

S  I  have  sold  my  business  and  am  going-  to  s 
g  Saskatoon  to  engage  in  the  building  business.  g 
8  What  balance  do  I  owe  on  my  subscription  ?  § 
g  If  I  was  going  into  the  hardware  business  out  Q 

g  West  I  certainly  would  continue  taking  "Can-  S 
a  adian  Hardware,  Stove  and  Paint  Journal,"  § 
o  as  it  is  growing  better  every  issue.  s 

g  R.  F.  Johnstone,  Aeton,  Ont.  S 
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What  Trade  Associations  are  Doin^ 

Off  To  a  Good  Start 

Bp  Weston  Wrigley 

Never  before  was  there  a  brighter  outlook  for  hard- 
ware association  in  Ontario  work  than  this  year,  and 

the  active  workers  have  already  got  into  the  swing. 

District  Organization  in  Eastern  Ontario. 

Past-President  Chown  got  busy  as  soon  as  he  re 
turned  from  the  Guelph  convention  and  the  result  is 
a  district  association  organized  to  maintain  retail  sell- 

ing prices  in  the  district  includng  Belleville,  Madoc. 
Stirling,  Tweed.  Marmora.  Frankford,  etc.,  Mr.  Chown 
l)eing  chosen  President  and  W .  E.  Connor,  Madoc,  Sec- 
retary. 

Convention  at  North  Bay. 

Wm.  Maglader}',  New  Liskeard,  also  lost  no  time  on 
his  return,  and  with  the  co-operation  of  J.  W.  Rich 
ardson,  North  Bay,  and  the  Secretary  of  the  Ontario 
Association,  a  call  was  sent  to  hardwaremen  in  the 
district  between  Sault  Ste.  Maria  and  Pembroke, 

Burk's  Falls  and  Cochrane,  for  a  meeting  at  North 
Bay  on  Good  Friday,  April  4,  the  list  of  speakers  in- 

cluding President  Madole  and  Secretary  Wrigley  of 
the  Ontario  Hardware  Association,  A.  S.  Howe,  former 
President  of  a  Wire  and  Nail  Club  associated  with 
the  Minnesota  Retail  Hardware  Association,  and  W 
G.  Wright.  Toronto,  insurance  expert  for  the  Ontario 
Association. 

Next  Year's  Exhibition. 
The  new  Canadian  Hardware  Manufacturers  Ex- 

hibitors, Limited,  has  also  been  doing  things,  and  ar- 
rangements have  already  been  practically  conchided 

for  the  holding  of  next  year's  hardware  exhibition  in 
the  splendid  new  armories  at  Hamilton,  the  manufac- 

turers succeeding  in  getting  the  building  after  an  ap- 
plication from  the  retailers  had  been  discoitraged.  At 

a  joint  meeting  of  the  directors  of  Exhibitors,  Lim- 
ited, and  the  Executive  of  the  Ontario  Association  at 

Hamilton  on  Easter  Monday  details  for  the  1913  ex- 
hibition will  be  completed. 

Applications  for  space  at  the  next  convention  arti 
so  numerous  that  it  looks  as  though  there  will  be  an 
overflow  or  lots  will  have  to  be  drawn  to  decide  which 
firms  will  be  allowed  to  make  displays.  In  any  case 

next  year's  exhibition  is  certain  to  outclass  all  pre- 
vious hardware  shows  in  Canada),  the  armories  at 

Hamilton  resembling  thos'e  at  Peterboro,  besides  be- 
ing located  in  the  very  centre  of  the  city. 

Having  undertaken  the  responsibility  for  next  year's shoAV  the  manufacturers  cannot  afford  to  fall  down 
Every  salesman  on  their  staff  will  be  a  booster,  and 

the  net  result  Avill  be  the  "greatest  show  ever"  and 
the  largest  attendance  of  retailers  at  any  retail  con- 

vention yet  held  in  Canada. 

Retailers  are  Enthusing. 

Despite  the  small  attendance  at  the  Guelph  conven- 
tion on  account  of  the  blizzard  which  tied  up  railway 

traffic,  1912  membership  receipts  for  the  first  three 

months  only  are  far  in  advance  of  any  year  except 
1910,  and  even  the  mark  set  at  the  London  conven- 

tion may  be  reached  before  1912  passes  into  history. 
During  March  quite  a  number  of  old  members  sent 

in  their  rencAval  fees  in  response  to  the  Secretary's 
letter,  and  many  more  will  folloAV  as  a  result  of  the 
formation  of  district  associations. 

An  example  of  the  enthusiasm  existing  amongst 
members  is  the  following  from  John  W.  Lavitz,  of 

Munroe  &  Lavitz,  Wallaceburg:  "The  joint  commit- 
tee made  a  wise  selection  when  they  chose  Hamilton 

as  the  1913  convention  city.  If  you  Avill  send  me  a 
list  of  the  retailers  in  this  district  who  are  members 
I  will  try  and  secure  membership  fees  from  those  who 
are  not.  We  should  double  our  membership  before 

the  next  meeting." 
Silvester  Bros.,  Stoiiffville,  when  ordering  a  set  of 

stove  lien  note  forms  used  by  members  of  the  Ontario 

Retail  Hardware  and  Stove  Dealers'  Association, 
write:  "We  were  very  much  pleased  with  the  Guelph 
convention,  the  hotel  accommodation  being  the  only 

flaw.  We  trust  next  year's  convention  at  Hamilton 
V show  another  step  forward." 

Silvester  Bros,  touch  a  vital  point  in  their  letter — 
that  of  hotel  accommodation.  With  only  about  140 
retailers  present  at  Guelph  complaints  are  heard  of 
lack  of  accommodation  so  what  would  have  happened 
if  that  blizzard  hadn't  arrived  and  another  hundred 
retailers  had  registered? 

The  lesson,  hard  though  it  may  be  on  Past  Presi- 
dent Chown  and  his  enthusiastic  Belleville  supporters, 

is  that  future  conventions  must  be  held  in  larger 
cities. 

A  Discordant  Note. 

Re])orts  of  "knocking"  are  heard  from  various  quar- 
ters, stories  of  circular  letters  and  personal  conver- 

sations having  been  related  to  the  writer,  and  while 
every  "knock"  is  a  "boost"  it  may  be  as  well  to  give 
the  disturbing  element  a  chance  to  come  out  into  the 

open.    To  cite  a  specific  case : — 
"  "I  hear  you  had  a  very  poor  convention  at  Guelph," 
said  a  Toronto  hardware  manufacturer  to  the  Asso- 

ciation Secretary,  a  fortnight  ago. 

"What  did  you  hear?"  the  Secretary  asked  in  reply. 
"Oh,  that  you  had  only  about  90  hardAvaremen  at 

the  con\ention.  The  man  who  told  me  said  he  wasn't 
knocking  the  Association." 

"Did  he  give  any  explanation  for  the  small  attend- 
ance? Did  he  say  anything  about  raihvay  traffic  be- 

ing tied  up  by  snow  drifts?"  again  queried  the  Secre- tary. 

"No.  he  gave  me  the  impression  that  the  Associa- 
tion was  going  to  pieces." 

"Well,  the  real  number  present  was  about  140,  and 
nlrcadv  this  A^ear  our  membership  receipts  are  more 
than  all  of  last  year.  That  doesn't  look  as  though 
the  Association  is  breaking  uy).  Moreover,  the  manu- 

facturers taken  hold  of  the  exhibition  end,  and 

in  order  to  make  a  success  of  it  thcA'  Avill  haA^e  to  help 
us  induce  more  retailers  to  attend  the  couA'entions. 
Why!  i)rospeets  Avere  never  brighter  than  at  present. 
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But  who  was  your  informant?  Was  lie  a  trade  news- 

paper man?" 
"Wei,"  replied  the  manufacturer,  "he  used  to  sell 

typewriters. ' ' 
'  "I  thought  so.  But  a  hardware  and  metals  adver- 

tising solicitor  can  employ  his  time  to  better  advan- 

tage than  in  trying  to  undo  the  work  of  years  in  build- 
ing up  the  Retail  Hardware  Association.  Take  yourself, 

for  instance,  you  have  never  exhibited  at  one  of  the 

retail  conventions.  But  you  have  several  special- 
ties which  scores  of  retailers  have  never  sold  or  even 

seen.  Suppose  we  could  bring  400  or  500  retailers  to 

a  convention  wouldn't  it  be  a  good  chance  for  you 

to  demonstrate  your  lines.  And  wouldn't  it  help  your 
circulars  and  trade  paper  advertising  to  get  closer  to 

your  customers.  Take  a  tip  from  me  and  try  and  get 

space  at  next  year's  convention." What  the  Members  Make  It. 

The  Retail  Hardware  Association  is,  and  it  Avill  be, 
iust  what  the  members  make  it.  If  enough  progress 

hasn't  been  made  and  a  change  of  officers  will  instil 
new  blood,  let  there  be  a  change. 

The  Ontario  Retail  Hardware  and  Stove  Dealers'  As- 
sociation has  accomplished  some  things  and  failed  to 

accomplish  others.  It  led  a  successful  fight  against  the 

parcels  post  C.O.D.  proposal  of  Postmaster-General  Le- 
mieux.  It  indiiced  the  manufacturers  of  white  lead  to 

ston  marking  second-grade  lead  as  "No.  1."  While 
it  failed  to  establish  a  Mutual  Fire  Insurance  Com- 

pany, it  has  bettered  the  insiirance  situation  for  many 
of  its  members,  and  it  has  a  fair  chance  of  succeeding 

in  its  fight  to  abolish  the  charges  made  for  reinspec- 
tion  of  weights  and  measures.  Besides  scores  of  re- 

tailers will  bear  testimony  to  the  better  feeling  created 
and  the  many  advantages  gained  by  attendance  at  the 
annual  conventions. 

The  Association  is  a  good  thing  for  the  retail  trade, 
and  it  can  be  made  of  even  greater  value.  Everv 

organization  has  its  "ups  and  downs."  The  Guelnh 
convention,  for  easily  understood  reasons,  wasn't  the 
success  it  deserved  to  be.  But  the  tendency  is  again 

"up"  and  "every  knock  is  a  boost." 

DEATH  OF  ASSOCIATION  MEMBER. 

George  H.  Clark,  Niagara  Falls,  one  of  the  oldest 
members  of  the  Ontario  Retail  Hardware  and  Stove 

Dealers'  Association,  died  on  March  29  after  a  Aveek's 
illness  with  pleiiro-pneiimonia.  Mr.  Clark  attended 
most  of  the  conventions  of  the  Ontario  Association, 
and  was  well  known  as  a  hardAvareman  with  progres- 

sive ideas. 

GILLETTE'S  NEW  RAZOR  FACTORY. 
The  Gillet+e  Safetv  Razor  Comnanv  of  Cana'la  have 

now  completed  the  transfer  of  all  their  machinery  to 

their  ne-\v  building  on  St.  Alexander  Street.  Montreal, 
the  company  having  shoAvn  remarkable  faith  in  the 
possibilities  of  the  Canadian  trade  bv  constructing  a 
building  which  is  intended  to  be  the  home  of  the  Gill- 

ette Safety  Razor  Company  of  Canada.  As  A.  A. 
Bittues,  manager  and  director  of  the  company  said : 

"We  never  expect  to  move  again.  We  have  built  a 
big  enough  building  to  enable  us  to  increase  our  equip- 

ment and  business  to  any  extent  which  Canada  may 
demand.  From  the  monetary  standpoint,  we  knew 
no  better  investment  could  be  made  than  in  real  estate 

of  this  type  in  Montreal." 
The  primary  reason  for  the  erection  of  the  new 

Gillette  building  was  the  necessity  of  more  manufac- 

turing space  to  take  care  of  the  increasing  demand 
for  Gillette  Safety  Razors.  It  was  essential  also  that 
a  building  be  erected  which  would  provide  securitj- 
from  fire,  freedom  from  vibration,  perfect  lighting  and 
economical  distribution  of  space.  In  the  new  building 
it  will  be  possible  to  carry  out  the  rfiost  delicate  oper- 

ations on  any  of  the  floors. 
The  building  is  lighted  on  four  sides,  and,  contrary 

to  usual  practice  in  the  construction  of  cement  build 
ings,  the  Turner  or  Mushroom  type  was  adopted,  it 
admitting  of  no  beams  to  obstruct  the  light.  There 
are  five  stories  and  a  basement,  each  story  having  thir- 

teen feet  clear  height  without  ceiling  beams.  The  main 
building  measures  115  x  82,  giving  9,000  square  feet 
to  each  floor,  there  being  also  a  two-story  wing,  pro- 

viding 2,000  extra  feet,  making  a  total  of  47,000  square 
feet  floor  space. 

The  front  of  the  building  is  made  of  crushed  gran- 
ite for  stone  in  the  concrete  instead  of  the  usual  blue 

stone.  This  has  been  bushhammered  and  presents  the 
appearance  of  granite  giving  the  impression  of  mas- siveness. 

Large  airy  offices  are  located  on  the  ground  floot, 
and  two  electric  elevators  have  been  installed  for  pas- 

sengers and  freight.  The  sprinkler  system  provides 
against  danger  from  fire  while  burglar  and  fireproof 
vaults  are  located  on  each  floor.  A  mechanical  ventil 
ating  system  changes  the  air  in  the  offices  and  factory 
constantly  while  hygienic  bubbling  fountains  and  the 
most  up-to-date  plumbing,  heating  and  lighting  sys- 

tems have  been  installed  to  provide  for  the  health  and 
comfort  of  the  office  and  factory  employees.  As  a 
manufacturing  building,  it  has  probably  no  equal  in 
Montreal. 

MAY  BUILD  CANADIAN  PLANT. 
Chas.  Edward  Wood,  well  known  to  the  Canadian 

hardware  trade  as  former  sales  manager  of  the  Do- 
minion Cartridge  Co.,  Montreal,  spent  a  week  in  On- 

tario in  March  representing  Peek,  Stow  &  Wilcox, 
Cleveland,  Ohio,  as  special  representative.  Mr.  Wood 
is  enthusiastic  regarding  the  future  prospects  of  Can- 

ada, and  while  here  made  enquiries  regarding  possible 
sites  for  a  branch  of  his  company,  which  already  has 
six  factories  in  the  United  States.  No  definite  de- 

cision has  yet  been  reached  regarding  the  establish- 
ment of  a  Canadian  plant,  but  the  opportunity  is  here 

and  the  remarkable  growth  of  Canadian  industry  jus- 

tifies Mr.  Wood's  enthusiasm,  and  it  is  quite  probable 
that  he  will  succeed  in  having  a  plant  erected  in  Can- 

ada to  supply  domestic  and  foreign  trade. 

HAMILTON  DECIDED  UPON 

At  a  joint  meeting-  of  the  Executives  of  the  Ontario 
Retail  Hardware  and  Stove  Dealers'  Association  and 
Canadian  Hardware  Manufacturers  Exhibitors,  Limited, 
held  at  Hamilton  on  Easter  Monday,  arrangements  were 
practically  completed  for  holding  the  1913  Convention  and 
Exhibition  in  Hamilton's  fine  new  Armouries. 

Weston  Wrigley  and  R.  B.  Johnson  were  appointed  to 
arrange  a  program  and  report  back  to  their  respective 
organizations. 

Belleville's  application  was  again  considered  but  Hamil- 
ton, the  third  week  in  February,  1913,  decided  upon. 

W.  F.  Macpherson  and  W.  W.  Bennett  were  appointed 
a  legislative  committee  for  the  Retail  Association,  and 
J.  M.  McGregor,  Oakville,  and  C.  W.  Conn,  a  committee 
on  blank  forms  for  the  use  of  members.  A  strong  mem- 

bership committee  will  also  be  appointed. 
Vice-president  Occomore  was  absent  through  illness. 
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Northern  Hardware  Club  Organized 

Discontent  with  conditions  under  which  district  and 

national  jobbing  houses  are  competing  in  an  unfair 
manner  with  Northern  Ontario  hardwaremen  was  the 
reason  for  the  enthusiastic  meeting  held  in  the  Town 
HaU,  North  Bay,  on  Good  Friday,  April  5. 

Three  sessions  were  held,  morning,  afternoon  and 
evening,  and  a  strong  organization  was  formed  which 
should  be  the  means  of  very  materially  improving 
hardware  trade  conditions  throughout  New  Ontario. 

The  morning  meeting  was  called  to  order  at  12 

o'clock  by  Wm.  Magladery,  of  New  Liskeard,  he  be- 
ing elected  temporary  Chairman,  and  J.  W.  Richardson, 

North  Bay,  temporary  Secretary.  Mr.  Magladery  an- 
nounced that  he  had  personally  seen  the  majority  of 

the  hardwaremen  along  the  line  of  the  T.  &  N.  O.  and 
the  feeling  was  unanimous  in  favor  of  organizing. 
While  many  had  found  it  impossible  to  attend,  they 
had  s-ignified  their  willingness  to  co-operate  in  any 
action  that  was  taken.  Letters  were  also  read  from 
]3ewar  &  Ryan,  Pembroke;  F.  W.  Braithewaite,  Blind 
River;  L.  Fowler  &  Co.,  Sudbury;  N.  H.  Bowers,  Mas- 
sey;  Geo.  Taylor  Hardware  Co.,  New  Liskeard,  and 
H.  N.  Joy,  South  Porcupine,  expressing  their  desire 
to  see  an  organization  formed.  Those  present  includ- 

ed: Wm.  Magladery,,  representing  Magladery  Bros., 
New  Liskeard  and  Englehart ;  Milton  Carr,  Cobalt  and 
South  Porcupine;  John  H.  Bell,  Mattawa  and  Hailey- 
bury;  W.  Hawkins,  Latchford  Hardware  Co.,  Latch- 
ford;  Jas.  Purvis,  Sudbury;  F.  A.  Ricard,  Sudbury; 
Jos.  Hilliar,  Burks  Falls  Hardware  Co.,  Burks  Falls; 
J.  W.  Richardson  and  Stanley  Richardson,  North  Bay; 
J.  W.  McDonald  and  Geo.  E.  Hay,  of  McDonald  & 
Hay,  North  Bay ;  Mr.  Doyle,  of  Doyle  &  Munns,  a  new 
hardware  firm  just  starting  at  North  Bay. 

M.  S.  Madole,  Napanee,  and  Weston  Wrigley,  To- 
ronto, President  and  Secretary  of  the  Ontario  Retail 

Hardware  &  Stove  Dealers'  Association,  delivered 
short  addresses  at  the  opening  of  the  convention,  they 
being  followed  by  A.  S.  Howe  of  the  Dover  Manu- 

facturing Co.,  Canal  Dover,  Ohio,  Mr.  Howe  having 
formerly  been  a  retailer  in  Minnesota  and  a  President 
of  a  Wire  and  Nail  Club  comprising  the  retail  hard- 

ware men  of  the  district  and  working  in  affiliation 
with  the  Minnesota  Retail  Hardware  Association. 

Following  the  opening  addresses,  the  various  retail- 
ers present  expresed  their  views  regarding  organiza- 

tion. The  Cochrane  Hardware  Co.,  with  jobbing  and 
retail  hardware  branches  at  North  Bay,  Sudbury,  and 
other  Northern  Ontario  points,  came  in  for  strong 
criticism  for  the  unfair  methods  they  are  alleged  to  be 
using  to  secure  business,  and  Hon.  Frank  Cochrane, 
head  of  the  company,  was  particularly  censured  for 
using  his  positions  in  the  Ontario  and  Ottawa  cabinets 
to  secure  business  from  lumbermen,  miners  and  rail- 

way contractors.  Many  of  the  retail  hardwaremen, 
supporters  of  the  same  political  party  to  which  Mr. 
Cochrane  belongs,  expressed  themselves  forcibly  re- 

garding stifling  of  competition,  the  monopoly  of  trade 
created  and  the  advantage  taken  of  the  jobbers  lists 
prices  to  cut  into  the  retail  trade  of  competing  hard- 
waremen. 

Jobbing  houses  in  Montreal  and  Hamilton  also  came 
in  for  warm  censure  for  establishing  resident  agents 
in  the  mining  camps  to  sell  at  wholesale  prices  to  min- 

ing corporations  in  competition  with  the  legitimate 
hardware  trade  in  the  mining  country.  The  retailers 
present  expressed  their  their  determination  to  stand 
together  and  discontinue  purchasing  from  jobbers  who 

refused  to  protect  the  retail  hardware  trade  by  refus- 
ing to  sell  to  consumers. 

Milton  Carr,  ex-M.P.P.,  Cobalt,  told  of  how  he  had 
been  forced  to  sell  the  grocery  end  of  his  business  by 
the  unfair  competition  of  grocery  jobbers  who  claim 

to  sell  only  to  retailers.  "The  hardware  trade  in  this 
north  country  will  go  the  same  way  unless  we  organ- 

ize to-day,"  said  Mr.  Carr.  Mr.  Carr  told  of  how  a 
Montreal  jobber's  traveller  had  sold  him  a  bill  of 
goods  for  the  hardware  covering  a  block  of  buildings, 
the  salesman  immediately  after  going  to  the  contractor 
and  securing  an  order  from  him  covering  the  same buildings. 

After  an  interesting  discussion  a  committee  com- 
posed of  Messrs.  Ricard,  Hilliar,  Carr  and  Magladery 

were  appointed  to  discuss  with  Mr.  Madole  a  plan  of 
organization,  the  committee  to  report  at  the  afternoon 
session. 

The  Committee  on  organization  reported  as  follows : 
"We  recommend  that  the  Northern  Hardware  Club 
be  organized,  that  a  President.  Vice-President,  Secre- 

tary and  Treasurer,  and  an  Executive  of  three  be 
elected,  and  that  an  annual  fee  of  $5  be  charged  to  in- 

clude membership  in  the  Provincial  Association  and 

the  Northern  Hardware  Club." 
The  report  was  carried  and  the  following  officers 

elected : — 
President — Wm.  Magladery,  New  Liskeard. 
Vice-President — F.  A.  Ricard,  Sudbury. 

Secretary-Treasurer — J.  W.  Richardson,  North  Bay. 
Executive  Committee — Milton  Carr,  Cobalt,  Chair- 

m.an ;  John  H.  Bell,  Mattawa ;  Jos.  Hilliar,  Burks  Falls. 

Address  on  Insurance. 

W.  G.  Wright,  Toronto,  delivered  an  interesting  ad- 
dress on  the  adjustment  of  fire  insurance  losses  and 

answered  numerous  questions  from  the  delegates  pre- 
sent, following  the  analysis  of  several  policies,  most 

of  which  contain  red  ink  variations,  weakening  the 
value  of  the  policy  to  the  insurer.  Keen  interest  was 

shown  in  Mr.  Wright's  address  and  several  stated 
that  it  alone  was  worth  the  expense  of  attending  the 
convention. 

Banquet  in  the  Evening'. 
A  question  box  discussion  was  conducted  under  the 

leadership  of  Milton  Carr,  Cobalt,  until  9.30  p.m.,  after 
which  the  delegates  were  entertained  at  a  banquet 
provided  by  President-elect  Magladery.  Various 
toasts  were  honored  and  a  most  enjoyable  time  spent, 
the  speakers  including,  in  addition  to  those  who  at- 

tended the  convention,  Messrs  D.  A.  MacNab,  Orillia, 
and  Oscar  Hodson,  former  organizer  of  the  Ontario 

Retail  Hardware  &  Stove  Dealers'  Association,  but 
now  salesman  for  Brandram-Henderson,  Limited. 

TO  MAKE  RUBBERSET  BRUSHES. 

Meakins  &  Sons,  Hamilton,  are  putting  in  a  plant 
for  the  making  of  rubberset  brushes,  and  expect  to 

begin  manufacturing  during  April.  This  is  an  im- 

provement in  brush  manufacture  which  "Canadian 
users  of  brushes  will  appreciate.  Meakins  &  Sons 
established  a  warehouse  in  Winnipeg  three-  years  ago 
under  the  management  of  Walter  Scott,  their  northern 
traveller,  and  they  now  have  a  stock  of  brushes  in 
Winnipeg  sufficient  to  supply  any  requirements  of 
western  hardwaremen.  An  exceptionally  busy  year  is 
looked  forward  to  in  all  departments. 



British  Columbia  Hardware  Dealers'  Association 
The  Annual  Convention  held  in  North  Vancouver- 

Reports  of  the  Officers — Price  Cutting-  Deplored — Fees 
and  Price  Lists  Fixed — Afternoon  Holidays  During 
Summer  Months — The  Banquet. 

The  convention  of  the  B.  C.  Hardware  Dealers'  Asso- 
ciation was  held  in  the  K.  &  P.  hall,  North  Vancouver, 

B.C.,  Thursday.  March  21,  1912.  It  was  called  to 
order  at  11  a.m.  with  H.  C.  Martin,  President,  in  the 
chair. 

THE  PRESIDENT'S  REPORT 
In  presenting  his  annual  report  the  President  said : 

"It  affords  me  the  greatest  pleasure  to  submit  my 

President  J.  B.  Paine  Kx-Piesident  H.  C.  Martin 

report  for  the  ̂ ear  1911,  during  which  time  I  have 
served  as  your  president  to  the  best  of  my  ability. 

"I  believe  the  past  year  has  been  the  most  success- 
ful both  in  regard  to  volume  of  business  and  net  pro- 
fits that  the  members  of  our  association  have  ever  en- 

joyed, and  I  believe  that  the  hardware  dealers  of  Van- 
couver, North  Vancouver  and  New  Westminster  can 

largely  attribute  the  net  profit  end  of  this  successful 
year  to  the  untiring  efforts  of  its  officers  and  faithful 
members. 

Price  Cutting. 

"I  regret  to  say  that  in  some  few  lines  price  cut- 
ting has  been  reported,  but  I  trust  that  the  result  of 

this  convention  will  be  that  even  these  few  commod- 
ities will  be  put  on  a  firmer  basis,  and  that  your  next 

President  will  not  have  to  comment  along  these  lines 
a  year  from  hence. 

"The  monthly  meetings  have  been  well  attended,  and 
the  innovation  of  an  informal  banquet  among  the  mem- 

bers previous  to  these  gatherings  has  been  productive 
of  fostering  a  splendid  feeling  of  good  fellowship 
among  the  members. 

"All  the  committees  have  done  splendid  work,  and 
your  Secretary,  Mr.  R.  D.  Dinning,  has  been  untiring: 

in  fact,  your  President's  position  has  been  a  sinecure 
with  such  a  live  wire  Secretary  to  do  the  work. 

"I  have  had  correspondence  with  the  hardwaremen 
of  Prince  Rupert  and  Revelstoke  regarding  forming 

sister  a.ssoeiations,  and  headed  a  delegation  to  Chilli- 
wack  in  our  efforts  to  form  an  association  there. 

"As  your  President  I  represented  you  in  February 
at  the  convention  of  the  Ontario  Hardware  and  Stove 

Dealers'  Association  at  Guelph,  a  report  of  which  1 will  make  later. 

A  Bright  Future. 

"Gentlemen,  while  we  are  glad  to  take  a  retrospect 
and  find  things  have  gone  well  with  us,  yet  it  is  really 

the  future  that  we  must  bend  our  attentions.  "We  be- 
lieve, as  merchants  of  British  Columbia,  that  our  be- 
loved Province,  upon  which  nature  has  bestowed  such 

bountiful  wealth,  is  entering  upon  an  era  of  prosper- 
ity that  will  eclipse  all  the  good  years  that  have 

passed,  and  it  behoves  us  as  an  association,  and  as 
individual  hardwaremen,  to  reap  the  harvest  in  such  a 
way  that  all  the  years  of  golden  wheat  which  we  are 
to  garner  in  the  hardware  field  of  1912  will  be  safely, 
honestly,  and  profitably  harvested. 

"To  best  accomplish  this  we  must  be  united,  and 
wliile  it  is  our  duty  to  try  and  get  all  the  legitimate 
business  we  can,  let  us  not  in  our  anxiety  overstep  the 
mark  of  honesty  and  fair  dealing  toward  our  brother 
hardwareman,  whom  we  must  all  admit  has  a  right 
to  a  share  of  business  so  long  as  he  conducts  it  along 
the  lines  prescribed  by  our  association,  of  which  he  is 
a  member. 

The  Matter  of  Credits. 

"Athough  it  is  not  for  me  to  advise,  I  would  sug- 
gest to  the  members  the  necessity  of  being  more  con- 

servative than  ever  with  regard  to  credits.  Many 
amounts,  both  large  and  small,  I  am  afraid  have  been 
lost  by  our  over-anxiety  to  do  business. 

"I  would  also  suggest  that  we  look  for,  and  when 
found,  to  eliminate  the  business,  even  if  it  is  of  large 

1st  Vice-Pres.  Geo.  Blakely  2nd  Vice-Pres.  CiEO.  Moscrop 

amount,  that  is  not  profitable.  Keep  your  eyes  fixed 
on  your  cash  counter  trade  from  which  our  net  profits 
come. 

"In  closing,  gentlemen,  allow  me  to  thank  you  for 
the  honor  you  have  done  me  as  your  President  for 
the  past  year,  and  assure  you  that  I  have  given  of 
the  best  that  was  in  me  for  the  upbuilding  of  our 
association  and  the  welfare  of  its  individual  members. 



CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 43 

As  a  private  member  I  can  promise  the  same  support 
to  the  incoming  officers. 

"Before  closing,  I  wish  to  express  my  hearty  thanlcsi 
to  all  those  who  have  so  ably  assisted  me  during  the 
last  twelve  months. 

"May  our  association  continue  to  grow  and  prosper, 
and  may  we  as  individual  members  expand  under  its 
influences  to  be  better  citizens  and  better  hardware- 
men  ;  fair  to  ourselves,  honest  to  our  association 

pledges  and  charitable  to  our  competitors," 

SECRETARY  DINNING 'S  REPORT. 
Mr.  President  and  Gentlemen, — In  submitting  my 

report  on  the  work  of  the  Association  during  the  past 
12  months,  I  have  pleasure  in  stating  that  we  have 
at  the  close  of  the  year,  39  fully  paid  up  members  out 

C.  Kennedy,  a  Dii-cctoi'  G.  E.  McBhide,  a  Director 

of  possibly  some  50  hardware  stores  in  the  cities  of 
Vancouver,  New  Westminster  and  North  Vancouver, 
and  include  in  our  membership  practically  all  the 
larger  stores  of  any  consequence.  During  the  year 
two  members  sold  out  their  places  of  business,  name- 

ly, J.  D.  Fraser,  hardware,  North  Vancouver,  and 
Mark  Dumond,  Vancouver,  and  we  were  successful  in 
persuading  their  successors  to  become  members  of  the 
Association.  Two  other  members,  Forbes-Van  Horn 
and  A.  R.  Millard,  retired  from  the  hardware  trade. 
There  were  no  resignations  from  the  Association,  apart 
from  the  two  stores  discontinuing  business.  The  Bon- 
nell  Hardware  Co.  also  discontinued  business  and  were 

absorbed  by  McLaughan  Bros.,  members  of  the  Asso- 
ciation. The  new  members  elected  during  the  year 

were :  Johnstone  &  Salsbury,  North  Vancouver ; 
Brown  &  Hartley,  Vancouver ;  Fox  Pioneer  Hardware, 
South  Vancouver;  Shearer  Bros.,  Coquitlam,  B.C. 

A  visit  was  paid  to  Chilliwack  during  the  latter  part 
of  the  year  in  an  endeavor  to  get  the  merchants  or- 

ganized, and  although  we  have  so  far  not  been  suc-i 
eessful  in  getting  the  hardware  dealers  of  that  section 
to  submit  their  application  for  membership  to  our  As- 

sociation, we  feel  sure  it  will  not  be  long  before  they 
realize  that  it  is  to  their  own  interest  to  become  one 
of  us. 

On  taking  over  office  I  was  lead  to  understand  that 
the  following  stores  were  members  of  the  Association, 
Init  on  applying  to  them  for  their  dues,  I  was  informed 
otherwise,  and  would  recommend  that  their  names  bo 
struck  off  the  membership  roll:  G.  R.  Baird,  B.  C. 
Plate  Glass  Co.,  Bailey  Hardware  Co.,  Champion  & 
White,  Manitoba  Hardware  Co.,  Cunningham  Hard- 

ware Co.,  New  Westminster. 
We  have  during  the  year  held  in  all  some  25  meet- 

ings, and,  with  the  exception  of  the  month  of  Jan- 
uary, when  the  Association  regular  meeting  night  fol- 

lowed so  closely  on  the  holidays,  a  general  meeting 
has  been  held  each  month.  The  attendance  at  the  gen^ 
eral  meetings  has  not  been  as  good  as  it  might  have 
been,  and  it  would  seem  to  me  that  the  average  re- 

tailer who  joins  an  association  does  so  without  thought 
of  contributing  to  the  general  fund  of  information 
which  is  essential  to  the  successful  operation  of  the 
organization. 

It  is  fair  to  presume  that  every  merchant  joining 
an  association  expects  to  receive  benefits,  but  unfor- 

tunately few  expect  to  take  active  part  in  the  work, 
without  which  it  is  an  impossibility  for  an  association 
to  be  an  influence  for  bettering  business  conditions. 
This  is  the  attitude  of  so  many  of  our  members  that 
the  wonder  is  how  the  Association  succeeds.  There 
is  entirely  too  general  a  willingness  to  leave  the  work 
to  the  olficers  and  to  a  few  of  the  more  energetic  and 
capable  members.  This  is  wrong.  Every  member 
should  be  an  active  member,  every  man  should  ac- 

tively co-operate  with  his  fellow  members  in  planning 
and  carrying  on  the  work  for  which  the  organization 
v\^as  formed. 

No  member  has  a  right  to  expect  to  derive  benefit 
from  his  association  unless  he  contributes  something 
besides  his  mere  dues  towards  making  it  an  efficient 
organization.  It  is  selfish  and  mean  to  leave  all  the 
work  to  others  and  members  who  do  so  are  a  hind- 

rance rather  than  a  help  to  the  trade. 

We  have,  during  the  year,  taken  up  several  griev- 
ances, principally  price  cutting,  and  in  spite  of  the 

fact  of  all  that  has  been  said  and  written,  and  in  spite 
of  the  obvious  folly  of  it,  price  cutting  on  certain  art- 

icles, principally  nails,  sash  weights,  building  paper, 
and  powder,  has  been  continued  by  certain  merchants, 
utterly  ignoring  the  plainly  obvious  fact  that  the  more 
goods  one  sells  below  cost,  the  greater  are  their  losses. 
Early  in  the  year  Messrs.  Moserop  &  Paine  were  ap- 

pointed a  committee  to  wait  upon  the  Hamilton  Pow- 
der Co.  with  a  view  to  obtaining  their  influence  in  hav- 
ing the  resale  price  on  powder  adhered  to,  and  while, 

they  appeared  to  be  willing  to  help  us  in  this  rcbpect, 
they  claimed  that  the  small  dealers  who  appeared  to 
be  doing  all  the  cutting,  were  handled  by  the  hard- 

ware jobbing  houses,  in  whose  hands  the  matter  rests. 
We  have  used  our  influence  with  the  wholesalers  to 
get  this  practice  discontinued. 

Last  April  we  endeavored  to  get  the  manufacturers 
of  sash  weights  to  fix  a  uniform  retail  price,  but  were 
not  successful  in  getting  them  into  line,  with  the  re- 

sult that  sash  weights  are  being  sold  to-day  at  a  price 
that  does  not  even  cover  handling  costs. 

The  cutting  on  nails  has  been  discussed  at  pretty 
nearly  every  meeting,  and  while  we  have  had  some 
pretty  heated  arguments  along  this  line  in  our  en-, 
deavor  to  have  the  association  price  maintained,  it  does 
not  appear  to  have,  h^-d  the  desired  results.  A  remedy 
must  be  found,  and  now  is  the  time  to  deal  with  it. 
Your  directors  were  successful  in  persuading  the 

saw  manufacturers  to  place  a  fixed  resale  on  cross-cul 
mailed  you  in  my  letter  of  28th  June  last.  They  Avere 
also  successful  in  getting  the  Simplex  Manufacturing 
Company  to  agree  to  have  the  Association  price  on 
their  hangers  maintained.  At  a  conference  with  the 
wholesalers  last  June  a  price  was  agreed  on  mattocks, 

.shovels  and  picks  for  supplies  to  the  city  and' bona- fide  contractrrs. 
The  Saturday  afternoon  closing  received  a  hard 

knock  on  August  25,  when  the  firm  of  Forbes  and 
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VanHorne  stated  tlieir  intention  to  discontinue  closing 

after  the  end  of  August,  which  was  the  beginning  of 
the  end  of  the  Saturday  afternoon  closing,  after  which 

date  it  became  optional  with  the  members  to  remain 
closed. 

The  best  attended  meeting  of  the  Association  was 
held  at  North  Vancouver  on  December  5,  when  the 

idea  of  holding  an  informal  banquet  prior  to  the  meet- 
ing, and  inviting  manufacturers,  wholesalers  and  trav- 

ellers to  be  in  attendance  had  the  much  desired  effect, 
and  resulted  in  a  bumper  attendance. 

At  the  general  meeting  in  February  it  was  decided 
to  send  our  worthy  President  to  represent  us  at  the 

Ontario  Hardware  Dealers'  Convention,  and  I  am  glad 
to  be  able  to  report  his  return  in  time  to  give  us  his 
views  at  this  convention. 
At  the  last  general  meeting  on  March  5,  Messrs. 

Snell,  Blakely,  and  Owen  were  appointed  a  commit- 
tee to  wait  on  the  Wholesale  Association  to  discuss  the 

prices  being  quoted  on  city  and  government  contracts, 
and  Chairman  Snell  will  no  doubt  report  on  the  re- 

sults of  the  committee's  interview. 
I  now  wish  to  refer  to  the  finances  of  the  Associa- 

tion. I  have  Avith  me  a  certified  accountant's  state- 
ment of  the  accounts  for  the  year,  showing  a  credit 

balance  of  $34.53.  I  would  mention  that  I  had  this 
balance  sheet  drawn  up  by  a  certified  accountant  foi 
my  own  personal  satisfaction  and  for  the  benefit  of 
the  Association,  as  I  think  it  only  right  and  proper 
that  this  should  be  done  in  every  instance,  and  I 
would  ask  the  President  to  appoint  a  committee  to 

check  same,  and  foot  the  bill  for  $5,  the  accountant's 
fee  for  drawing  up  the  balance  sheet. 

R.  D.  DINNING, 

Secretary-Treasurer, 

B.  C.  Hardware  Dealers'  Association,  Vancouver,  B.C. 
Officers  for  1912. 

The  election  erf  officers  resulted  as  follows: — 

President — J.  B.  Paine,  North  Vancouver. 

Vice-President-— George  Blakely,  New  Westminster. 
2nd  Vice-President — Geo.  Moscrop,  Vancouver. 
Secretary-Treasnrer — R.  D.  Dinning. 
Directors — C.  B.  Bryson,  New  Westminster;  J.  John- 

ston, North  Vancouver;  W.  R.  Owen,  Vancouver;  C. 
Kennedy,  Vancouver;  Geo.  McBride,  Vancouver. 

T.  S.  Futcher,  Secretary  for  Vancouver  Island,  stat- 
ed that  on  account  of  pressure  of  business  he  was  sorry 

that  he  was  the  only  one  that  could  attend  from  the 
Island,  but  assured  the  members  that  the  good  wishes 
of  the  members  there  were  sent  through  him,  and  that 
he  hoped  that  at  some  future  date  they  would  hold 
a  convention  in  Victoria,  and  would  be  glad  to  wel- 

come as  many  of  the  members  from  the  mainland  that 
could  attend. 

The  retiring  President,  H.  C.  Martin,  spoke  of  the 
good  work  done  by  the  Association  in  the  past  year 
and  hoped  it  would  continue  throughout  all  time  to 
come.  He  was  very  glad  to  know  that  they  had  ap- 

pointed a  worthy  President  as  Mr.  J.  B.  Paine,  who 
was  a  splendid  Association  worker  and  felt  sure  the 
jAssociation  would  advance  by  leaps  and  bounds  under 
his  good  management.  He  had  great  pleasure  in  re- 

signing his  seat  to  Mr.  Paine. 
Mr.  Paine,  on  being  called  to  the  chair,  expressed  his 

pleasure  in  following  after  such  a  splendid  President 
as  H.  C.  Martin,  and  would  do  his  best  to  advance 
the  interests  of  the  Association,  stating  that  much  de- 

pended on  the  Secretary,  and  having  such  a  good  one 

as  Mr.  Dinning,  he  felt  sure  that  the  good  work  would 
be  carried  on  satisfactorily. 

Addresses  followed  by  each  of  the  newly  elected 
directors. 

Mr.  H.  W.  Welsh,  local  manager  of  the  British-Amer- 

ica Paint  Co.,  read  a  paper  on  "Success  for  1912."  It 
will  be  reproduced  in  a  later  issue. 

The  members  were  invited  to  the  Palace  Hotel  to 
luncheon  by  Mr.  J.  B.  Paine,  of  North  Vancouver. 

At  the  afternoon  session  the  committee  appointed  to 
audit  books  reported  everything  correct. 

Fees  Fixed  at  $10  and  $75. 

The  committee  appointed  on  assessment  reported, 
and,  as  on  objections  being  raised  the  minimum  fee 
Avas  placed  at  $10,  the  maximum  being  $75. 

The  retiring  President,  H.  C.  Martin,  again  addressed 
the  meeting  giving  an  account  of  his  trip  to  the  East- 

ern Provinces,  which  was  listened  to  with  great  in- 
terest.   He  gave  a  very  interesting  account  of  his 

C.  K.  Snei.l,  who  sang  "  Rule  Bi  itaiiiiia  "      Sec.-Treas.  R.  B,  Dinning 

visit  to  the  Guelph  convention  of  the  Ontario  Retail 

Hardware  and  Stove  Dealers'  Association,  and  assured 
Mr.  Paine  that  when  he  took  the  same  trip  East  he 
would  learn  a  great  deal  to  help  him  along  in  asso- 

ciation work. 

Mr.  J.  J.  Foote,  of  the  McClary's  Manufacturing 
Company,  next  addressed  the  members.  In  this  he 
emphasized  the  fact  of  creating  in  clerks  their  full 
selling  powers,  first  by  helping  them  as  much  as  pos- 

sible; second,  by  getting  the  travellers  when  they  come 
to  demonstrate  certain  articles ;  thirdly,  by  leaving 
them  responsible  to  look  after  their  end  of  the  busi- 

ness and  see  that  they  did  same  satisfactory. 

The  price  list  was  next  taken  up,  which  w^as  gone 
over  very  carefully  and  caused  a  great  aeal  of  dis- 

cussion, but  finally  was  adjusted  to  the  satisfaction 
of  all. 

Afternoon  Closing  of  Stores. 

Saturday  afternoon  closing  was  the  next  point  dis- 
cussed, and  it  was  decided  that  during  June.  July  and 

August  the  hardwaremen  of  Vancouver,  North  Van- 
couver and  New  Westminster  would  remain  closed 

from  one  to  seven  p.m. 
A  telegram  from  Weston  Wrigley,  manager  of  the 

Canadian  Hardware,  Stove  and  Paint  Journal,  was  re- 
ceived, congratulating  the  members  and  wishing  them 

every  success.  A  hearty  vote  of  thanks  was  extended 
to  him  for  his  kindness  in  remembering  the  British 
Columbia  Association. 

As  the  hour  was  late  it  was  moved,  seconded  and 
carried  that  a  hearty  vote  of  thanks  he  extended  to 



CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 45 

carried  that  a  hearty  vote  [of  thanks  be  extended  to 
Mr.  Paine  for  Ms  kindness  in  extending  to  the  mem- 

bers the  invitation  to  luncheon,  vphich  was  given  in  a 

very  appreciative  manner. 
The  afternoon  session  adjourned  at  6.30  p.m.  to  meet 

again  on  call  of  the  Secretary. 
In  appreciation  of  the  good  work  done  by  Secretary 

Dinning  it  was  regularly  moved  and  seconded  that 
the  Secretary  write  a  cheque  in  favor  of  Mrs.  R.  D. 
Dinning  for  $50,  which  was  carried  with  the  approval 
of  aU. 

The  Banquet. 

As  in  every  case  this  was  the  crowning  feature  of 
the  convention,  two  hundred  odd  being  seated  in  the 
spacious  dining  room,  which  was  decorated  for  the 
occasion. 

J.  A.  Roaf,  acting  in  the  capacity  of  toastmaster, 
conducted  himself  in  the  most  able  manner.  Being  an 
excellent  orator  and  witty,  he  was  able  to  keep,  as  it 
were,  the  ball  a-rolling  during  the  period  spent  in  the 
dining  room. 

Mr.  C.  K.  Snell  sang  "Rule  Britannia,"  a  very  fitting 
song  after  the  toast  to  the  King. 

J.  A.  Roaf,  in  proposing  the  toast,  "Our  Ambitious 
City,"  spoke  of  the  wonderful  growth  of  the  city,  and 
was  sure  that  same  would  be  one  of  the  largest  manu- 

facturing centers  in  Canada  in  a  very  short  time,  and 
that  North  Vancouver  would  be  another  Brooklyn  or 
what  Oakland  is  to  San  Francisco. 

Mayor  McNeish,  of  North  Vancouver,  drew  atten- 
tion to  the  fact  that  British  Columbia  was  one  of  the 

foremost  provinces  in  the  Dominion  of  Canada  to-day, 
and  it  only  needed  reciprocity  between  Vancouver 
and  North  Vancouver  to  make  Vancouver  one  of  the 
largest  and  one  of  the  leading  business  centers  of  the 
Dominion.  Montreal,  until  recently  had  one  of  the 
finest  harbors  in  the  Dominion  as  well  as  one  of  the 
largest  shipping  points,  but  Vancouver  was  gradually 
drawing  away  those  honors  and  would  in  a  short  time 
eclipse  Montreal  in  that  respect.  One  could  not  make 
a  mistake  in  buying  property  anywhere  around  Van- 

couver as  it  was  bound  to  jdeld  good  profits.  On  be- 
half of  the  City  of  North  Vancouver  he  was  glad  to 

welcome  those  present  and  hoped  that  the  next  con- 
vention would  also  come  their  way  and  be  held  in 

North  Vancouver,  the  city  wth  so  many  possibilities. 

The  Wholesalers'  Association  was  proposed  by  H.  T. 
Kirk  and  responded  t'o  by  W  R.  Veggal  in  the  absence 
of  R.  P.  McLellan  and  R.  P.  Anderson. 

The  B.  C.  Hardware  Dealers'  Association  was  pro- 
posed by  the  toastmaster  and  responded  to  by  J.  B. 

Paine,  the  newly  elected  President,  and  H.  C.  Martin, 
the  retiring  President. 

Sister  associations  was  responded  to  by  F.  W.  Welsh, 
President  of  the  British  Columbia  Merchants'  Asso- 

ciation, and  T.  S.  Futcher,  Secretary  of  the  Victoria 
Retail  Grocers'  Association  of  Victoria,  B.C. 

Manufacturers  was  responded  to  by  J.  J.  Foote,  of 

McCary's  Manufacturing  Co.,  of  Winnipeg,  and  H.  H. Welsh. 

Our  Friends,  the  Travellers,  was  responded  to  by 
A.  T.  Chambers,  W.  C.  Budsall,  Mr.  Mink,  of  the  Can- 

adian Explosives,  and  others. 
The  singing  of  the  National  Anthem  and  Auld  Lang 

Syne  brought  to  a  close  one  of  the  best  attended  and 
most  successful  conventions  yet  held  in  this  province, 
and  every  one  went  home  happy  and  contented  know- 
mg  that  another  year  of  good  work  had  been  done  in 
helping  along  the  betterment  of  every  hardware  deal- 

er in  British  Columbia  as  well  as  throughout  Canada, 
as  no  doubt  having  an  Association  in  British  Colum- 

bia it  naturally  helps  those  in  the  Eastern  Provinces. 

DISTRICT  ASSOCIATION  IN  EASTERN  ONTARIO. 

A  meeting  was  held  at  Stirling,  Out.,  on  March  15, 
to  organize  the  district  association  of  retail  hardware- 
men,  following  somewhat  the  plan  of  organization 
adopted  by  similar  associations  which  have  been  do- 

ing good  work  at  Barrie,  St.  Catharines,  Winnipeg, 
Vancouver  and  in  scores  of  places  throughout  the  U.  S. 

R.  C.  Chown,  Belleville,  Past  President  of  the  On- 
tario Retail  Hardware  and  Stove  Dealers'  Association, 

was  one  of  the  active  spirits  in  arranging  the  meeting 
at  Stirling,  and  in  addition  to  the  W.  W.  Chown  Co., 
Belleville,  he  represented  the  Stafford  Hardware  Co., 
J.  W.  Walker,  John  Lewis  &  Co.,  and  Wm.  McGie,  all 
of  Belleville.  Others  present  were :  L.  and  R.  W. 
Meiklejohn,  of  Stirling;  C.  McGee,  of  McGee  &  Le- 
grow,  Stirling ;  Frank  Defoe,  Madoe ;  M.  W.  and  W.  E. 
Connor,  of  M.  W.  Connor  &  Son,  Madoc,  and  Harry 
Connor,  of  Connor  &  Gray,  Marmora.    A  heavy  snow 

R.  C.  Chown,  President  Kastern  W^  E.  Connor,  Secretary  Eastern 
Out.  Retail  Hardware  Association  Ont.  Retail  Hardware  Association 

storm  prevented  the  attendance  of  other  retailers  from 
Frankford  and  Tweed,  but  it  was  decided  that  the 
work  of  organization  would  be  gone  on  \vith  and  an- 

other meeting  held  at  Belleville  in  May. 
R.  C.  Chown,  Belleville,  was  elected  President,  and 

W.  E.  Connor,  Madoc,  Secretary.  The  name  of  the 
association  was  left  open  for  decision  at  a  later  meet- 
ing. 

It  was  decided  that  quarterly  meetings  would  be 
held  and  that  the  new  association  would  endeavor  to 
have  all  firms  selling  hardware,  stoves  and  kindred 
lines  adopt  uniform  prices.  During  the  three-hour 
session,  much  of  the  time  was  taken  up  with  a  dis- 

cussion dealing  with  the  small  margin  of  profit  on 
vrhich  too  many  lines  of  hardware,  tinware,  etc.,  are 
sold,  many  lines  being  sold  without  profit  as  a  result 
of  price  cutting  between  dealers  who  ought  to  get 
together  and  discontinue  the  practice  of  selling  goods 
at  cost. 

Secretary  Connor  writes  Canadian  Hardware,  Stove 
and  Paint  Journal  stating  that  the  new  organization 
desires  to  co-operate  with  the  Provincial  Association, 
and  that  in  sending  out  notices  for  the  next  meeting 
at  Belleville  in  May,  the  territory  will  be  extended  and 
retail  hardware,  stove  and  tinware  merchants  at  Hast- 

ings, Campbellford,  Trenton,  and  other  places  will  be 
included. 

All  hardwaremen  in  the  district  are  requested  to 
correspond  with  Secretary  Connor  or  President  Chown, 
particulars  of  any  trade  grievances  which  may  exist  or 
saggestions  as  to  how  the  new  association  can  be  made 
of  value  to  the  retailers  in  the  eastern  part  of  the 

province. 



46 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 

Art  of  Satisfying  Customers 

A  group  of  hai'dwaremeu  were  the  other  day  talk- 
ing business  matters  when  one  of  them  remarked  that 

a  retailer  should  satisfy  a  dissatisfied  customer  even 
if  at  the  time  he  had  to  lose  money  by  so  doing. 

One  or  two  of  them  gave  instances  in  which  they 
had  found  it  profitable  to  do  this.  For  instance,  one 
had  sold  a  stove  to  a  new  airival  in  his  town,  and  by 
a  little  courtesy  extended  by  one  of  his  clerks  he  had 
so  pleased  the  purchaser  that  he  came  back  shortly 
afterwards  and  purchased  a  number  of  expensive 
articles  which  were  necessary  to  begin  housekeeping 
with. 

Another  gave  an  instance  where  one  of  his  men  had 
tried  to  repair  a  defective  water  tap,  but  although 

the  fault  was  not  with  the  latter 's  employee,  it  was 
found  necessary  to  put  on  a  new  tap.  Shortly  after- 

wards the  customer,  however,  took  the  price  of  the 
tap  from  the  bill  and  refused  to  pay  it.  The  retailer 
made  up  his  mind  that  he  would  not  create  any  fuss 
over  it  and  allowed  the  matter  to  go,  but  as  he  felt 
it  was  an  injustice  he  later  on  spread  the  price  of 
the  tap  over  a  number  of  items  in  a  subsequent  bill. 
When  the  customer  was  paying  the  bill  he  remarked, 

"I  suppose  that  man  has  charged  up  the  price  of  that 
tap  somewhere  in  this  bill,  but  I  don't  blame  him,  for 
after  all  the  fault  was  not  his  that  the  tap  had  to  be 

replaced,  and  then  he  acted  a  gentleman  over  it." 
"There  are  times,  however,"  remarked  one  of  the 

retailers,  "when,  a  business  man  should  not  sacrifice 
his  dignity.  For  example  three  years  ago  a  man  came 
into  my  store  and  bought  a  stove,  for  which  he  paid 
$55.  he  stove  was  delivered  and  put  up.  A  few  days 
afterwards  the  purchaser  came  to  the  store  and  de- 

manded a  refund  of  $5,  claiming  that  the  price  he  had 
originally  been  asked  for  the  stove  was  $50.  As  the 
stove  had  cost  me  $50,  I  was  very  positive  that  I  had 
not  quoted  any  such  price.  He  threatened  me  if  I 
did  not  refund  the  $5  he  would  not  only  not  deal  with 
me  in  the  future,  but  would  try  to  do  me  all  the  harm 
he  could  among  his  friends.  For  three  years  he  did 
not  come  into  my  store,  and  he  and  his  family  refused 
to  speak  to  me  also.  I  always  spoke  to  him  and  his 
family  when  I  met  them  on  the  street.  Qiiite  recently 
he  built  a  new  house  and  wanted  to  put  on  a  metal 
shingle  roof,  and  he  ordered  the  metal  roofing  from 
a  manufacturer,  but  when  he  had  the  material  deliv- 

ered he  could  not  get  anyone  he  could  rely  upon  to 
put  the  metal  shingles  on.  As  I  had  always  made  a 
specialty  of  this  kind  of  work  he  finally  came  to  me 
and  asked  me  if  I  would  do  the  .job  for  him.  I  un- 

dertook to  do  so  and  now  he  is  again  one  of  my  best 

customers,  but  we  say  nothing  about  the  past." 
"I  had  an  experience  recently,"  remarked  another 

one  of  the  retailers.  "A  day  or  so  before  Christmas 
I  sold  a  set  of  carvers  and  a  day  or  two  after  Christ- 

mas the  customer  came  in  with  the  handle  off  the 
knife  and  wanted  us  to  replace  the  set.  It  was  a  good 
set  of  carvers  and  it  was  quite  clear  that  the  knife 
had  been  allowed  to  lie  in  boiling  water.  Under  the 
circumstances  I  felt  it  would  not  be  just  to  myself 

to  take  the  set  back,  consequently  I  refused  to  do  so." 

UNIQUE  MUZZLE-SELLING  METHOD. 

Fort  William,  a  short  time  ago,  passed  a  by-law  that 
all  dogs  had  to  be  muzzled.  Some  people,  of  course, 
got  leather  muzzles  made  at  the  harness  makers.  Later 
the  order  came  out  that  all  dogs  had  to  have  wire 
muzzles.  Consequently  there  was  a  shortage  of  wire 
muzzles  among  the  dealers.  W.  Gr.  Colville  Co.,  Lim- 

ited, happened  to  be  lucky  enough  to  get  theirs  in  a 
couple  of  days  before  the  others. 

Mr.  G.  R.  Colville  thought  of  a  novel  scheme  of  ad- 
vertising same,  which  dealers  in  other  towns  might 

use  to  advantage  if  they  have  cause  to.  Not  oAvning 
a  dog  of  his  own  he  went  to  a  friend  and  put  this 

jiroposition  to  him  which  he  accepted:  "I'll  muzzle 
your  dog  if  you  will  let  me  use  him  for  an  advertise- 

ment." Mr.  Colville  got  a  piece  of  white  duck,  cut 
it  the  shape  of  a  blanket  and  painted  in  large  l)laek 
letters  the  following: — 

WIRE  DOG  MUZZLES 
at 

COLVILLE 'S  HARDWARE. 
This  was  tied  on  the  dog,  after  which  the  latter 

was  sent  on  the  streets.  In  a  half  an  hour  people 
were  coming  fast  and  thick  for  muzzles.  Out  of  six 
dozen  muzzles  the  firm  had  in  stock  at  nine  in  the 

morning,  by  five  o'clock  that  afternoon  only  two  were 
left.    That's  selling  a  few  muz/les  in  one  day! 

DISPLAY  RACK  FOR  OILCLOTH. 

By  the  use  of  the  iron  pipe  herewith  illustrated  a 
firm  in  Massachusetts  have  doubled  their  sales  of  oil- 

cloth. The  upright  pieces  of  the  rack  are  half-inch 
gas  pipe  and  fastened  to  the  floor  and  wall  with  1-2- 
inch  floor  plates.  The  rods,  which  hold  the  oilcloth 
are  3-8-in.     Couplings  are  made  with  tees,  ells  and 

crosses.  The  tees  at  one  end  are  cut  out  at  the  top 
to  receive  the  horizontal  pipes.  An  enlarged  view  of 
the  tee  is  shown.  Before  the  couplings  were  made  a 

round  stick  was  put  in  each  upright  to  keep  the  cross- 
pieces  from  slipping  in  too  far  and  dropping  out  at  the other  end. 

The  rods  are  quickly  lifted  out  and  it  is  a  simple 
matter  to  remove  the  roll  of  oilcloth,  when  the  desired 
amount  may  be  measured. 
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HOW  CUSTOMERS  ARE  SOMETIMES  LOST. 

Quite  often  a  customer  is  lost  through  no  fault  of 
the  dealers.  While  in  the  store  of  a  northern  Ontario 
hardwareman  recently  a  representative  of  the  Journal 
saw  a  case  in  point. 

A  few  days  before,  the  dealer  had  ordered  some  roof- 
ing from  a  Toronto  house  and  the  day  after  he  placed 

the  order  a  lady  came  in  and  asked  for  some  of  that 
particular  brand.  The  merchant  told  the  lady  he  was 
right  out  of  it,  but  expected  some  in  about  three  days. 
The  lady  came  back  at  the  end  of  that  time,  but  still 
the  goods  had  not  arrived,  although  a  letter  containing 
advice  that  the  shipment  had  been  made  had  come  to 
hand.  The  dealer  told  the  customer  that  the  goods  had 
not  been  received,  but  that  they  would  arrive  for  sure 
in  a  couple  of  days.  However,  they  did  not  come  to 
hand  in  that  time  and  when  the  lady  came  around  again 
she  was  quite  put  out  about  it  and  placed  her  order 

,  Interior  of  tlie  Store  of  tlie  McLaren  Hardware  Co.,  Calgary. 

elsewhere.  She  needed  the  goods  right  away  for  the 
roof  was  leaking  and  if  a  very  heavy  storm  came  along 
the  room  would  be  flooded. 

Eight  days  elapsed  between  the  date  the  order  was 
placed  and  the  date  the  goods  were  received.  The 
fault  was  not  with  the  roofing  firm  but  with  the  rail- 

way, yet  it  cost  the  dealer  not  only  that  sale  but  the 
loss  of  that  customer  and  maybe  the  loss  of  several 
more  in  the  future,  for  talk  will  spread. 

KEEPING  TRACK  OF  CLERKS'  SALES. 
The  Peterborough  Hardware  Co.,  Peterborough,  Ont., 

keeps  track  of  each  clerk's  sales  in  a  manner  that  very 
seldom  allows  a  mistake  to  be  made.  Besides  register- 

ing the  amount  of  a  sale  in  a  cash  register,  a  duplicate 
bill  is  made  out  and  the  original  given  to  the  customer. 
At  the  end  of  each  day,  the  sales  slips  are  given  to  the 
bookkeeper  and  next  morning  she  checks  them  up  with 
the  cash  register  receipts,  afterwards  entering  the  dif- 

ferent amounts  in  the  "cash  received"  book.  The  sales 
slips  are  then  filed  away  in  the  vault,  each  day's  in  a 
separate  bundle. 

By  this  method  the  manager  cannot  only  see  what 
clerks  are  having  the  biggest  sales  and  what  a  certain 

clerk's  sales  were  on  a  certain  day,  but  should  any 
controversy  as  to  price  occur,  it  is  an  easy  matter  to 
look  things  up. 

Suppose  a  customer  comes  in,  purchases  a  certain 

article  and  says:  "Why,  on  December  33,  I  only  paid 
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$ —  for  that."  If  the  price  has  not  gone  up  in  the 
meantime,  and  the  customer  is  not  trying  to  make  you 
lower  your  price,  you  know  there  is  something  wrong. 
If  the  customer  can  give  you  the  exact  date,  or  nearly 
so,  on  which  the  article  was  purchased,  it  can  easily  be 
looked  up  in  the  sales  slips. 

TREAT  ALL  ALIKE. 

It  is  difficult  for  some  dealers,  remarks  an  exchange, 
to  appreciate  the  importance  of  treating  all  customers 
with  equal  favor,  regardless  of  their  station  or  their means. 

Prompted  by  their  desire  to  sell  a  large  bill  of  goods 
both  clerks  and  proprietors  are  naturally  inclined  to 
take  more  pains  to  accommodate  an  affluent  customer 
than  one  in  moderate  or  poor  circumstances. 
However  great  the  immediate  advantage  of  showing 

a  marked  preference  for  the  rich  may  seem,  the  aver- 
age merchant  will  readily  understand  that  it  is  bad 

policy  to  do  so  when  he  remembers  that  his  poorer 
customers  far  outnumber  his  richer  ones  and  that  their 
aggregate  patronage  constitutes  a  large  percentage  of his  business. 

Except  in  very  exclusive  stores,  operated  solely  for 
the  accommodation  of  wealthy  people,  and  whose  policy 
is  to  discourage  all  other  patronage,  equality  of  treat- 

ment should  be  the  invariable  rule  in  dealing  with  cus- 
tomers. Such  a  course  is  manifestly  just  and  is  in- 

vulnerable to  the  reasonable  criticisms  of  any  class. 

A  VALUABLE  SUGGESTION. 

That  the  "Question  Box"  discussion,  held  annually at  the  convention  of  the  Retail  Hardware  Association, 
is  interesting  and  that  many  valauble  hints  can  be 
secured  by  attending  it,  is  shown  by  the  following  in- cident. 

At  this  year's  meeting,  the  question  came  up,  "Does 
Calendar  advertising  pay?"  During  the  discussion, 
W.  F.  MacPherson,  Preseott,  Ont.,  brought  out  the  point 
that  he  never  buys  from  a  calendar  salesman  on  his 
first  call,  but  always  waits  till  a  little  later  in  the  season 
for  a  lower  price  on  job  lots. 

Shortly  before  the  convention  J.  N.  McGregor,  Oak- 
ville,  Ont.,  had  been  solicited  by  a  traveler  for  a  calen- 

dar firm,  but  did  not  place  an  order.    At  the  Question 

An  Address  Label  used  by  the  Bond 
Hardware  Co.,  Giielpli. 

Box  Meeting  he  took  particular  note  of  Mr.  MacPher- 

son's  point  and  shortly  after  his  return  home  was  called 
upon  by  the  same  traveler.  This  time  he  was  offered 
a  design  that  he  was  formerly  quoted  1  Scents  each 
on,  for  six  cents.  He  is  now  firmly  convinced  that  it 

pays  to  wait  a  while. 

In  order  to  know  what  to  do  under  the  conditions 
that  will  arise  with  increase  in  your  business,  study 
what  other  men  have  done  who  have  succeeded  under 
those  conditions. 



Importance  of  Knowing  the  Cost  of  Goods 

By  an  Old  Retailer 

One  of  the  most  serious  mistakes  made  by  dealers 
to-day  is  the  sacrifice  of  profits  to  secure  a  greater 
volume  of  business. 

The  dealer  who  sells  $10,000  worth  of  goods  at  a  net 
profit  of  5  per  cent,  is  a  successful  dealer  compared  to 
the  dealer  who  sells  $20,000  without  a  profit. 

In  every  community  we  find  a  few  bargain  counter 
hunters  who  go  from  one  dealer  to  another  to  get  a 
cut  price.  If  dealers  make  a  reduction  to  get  this  class 
of  business,  they  are  compelled  to  make  this  cut  price 
to  all,  and  in  order  to  get  the  business  of  the  bargain 
counter  customer,  which  will  not  amount  to  2  per  cent, 

of  a  dealer's  total  business,  they  must  lose  a  fair  per 
cent,  of  profit  on  the  remaining  98  per  cent,  of  the 
yearly  business. 

There  is  not  a  dealer  who  cannot  know  what  it  costs 
him  to  do  business.  There  is  not  a  dealer  who  can 
afford  to  not  know  what  it  costs  him  to  do  business. 
Do  not  deceive  yourselves  by  thinking  that  it  is  too 
complicated  a  subject;  that  it  takes  too  much  time  to 
keep  a  record  such  as  is  necessary  for  this  purpose. 

The  dealer  who  does  know  his  cost  will  not  sell  at 
a  loss. 

It  is  an  acknowledged  fact  that  we  are  all  inclined 
to  follow  the  lines  of  the  least  resistance,  and  how  the 
dealer  who  is  selling  goods  at  a  loss  does  not  find  his 
competitor,  who  knows  his  cost,  competing  against  him 
for  this  particular  line  of  business. 

This  being  true,  he  gets  interested  in  the  sale  of  this 
line  of  goods,  and  devotes  much  of  his  time  to  the  sale 
of  them.  On  the  other  hand,  the  dealer  who  knows 
that  the  goods  his  comeptitor  is  pushing  the  sale  on  is 
not  profitable,  gives  them  but  little  consideration,  but 
turns  his  attention  and  devotes  his  time  to  the  sale  of 

goods  that  are  profitable,  at  the  same  time  finds  that 
the  competition  on  them  is  not  so  strong  because  his 
competitor  is  busy  selling  the  other  line  of  goods. 

This  may  appeal  to  you  as  a  theory ;  if  it  does,  go 
home  and  try  it  out  in  a  practical  way,  and  see  what 
the  result  will  be. 

Again,  the  dealer  who  knows  the  total  cost  of  his 
goods ;  that  is,  delivery  cost  plus  the  cost  of  doing  busi- 

ness, will  demand  a  price  for  his  goods  that  will  assure 
him  a  net  profit  and,  more  than  that,  he  will  get  the 
price,  because  that  is  what  he  is  in  business  for — the 
net  profit. 

To  know  the  delivery  cost  of  an  article  plus  the  cost 
to  sell  or  the  total  cost,  is  the  best  backbone  stiffener 
the  dealer  ever  applied.  It  will  give  him  the  nerve  to 
stand  for  a  fair  and  reasonable  profit.  Not  to  know 
this  is  like  a  leap  in  the  dark ;  you  cannot  tell  where 
you  will  light  and,  generally  speaking,  you  land  in 
bankruptcy. 

Sacrificing  Profits. 
The  dealer  should  get  out  of  his  head  the  idea  of 

sacrificing  his  profits,  that  his  competitor  may  not  make 
a  sale.  Instead,  he  should  get  into  his  head  the  idea 
that  he  should  sell  his  goods  at  a  profit  that  will  pro- 

vide for  his  family,  and  secure  for  them  a  share,  at 
least,  of  the  good  things  of  life.  It  is  much  more  to 
the  credit  of  any  dealer  that  he  provide  well  for  his 
family  than  it  is  that  he  should  be  the  cause  of  his 
competitor  failing  in  business. 

You  may  not  think  that  you  are  your  brother's 
keeper,  but  your  family  has  a  claim  on  you  and  a  right 

to  expect  your  support,  and  if  you  spend  your  time 
selling  goods  without  a  profit  you  are  doing  your  com- 

petitor an  injury;  at  the  same  time  you  are  doing  your 
family  a  greater  injury. 

Many  times  the  only  reason  that  dealers  do  not  get 
a  fair  profit  is  because  they  do  not  ask  for  it;  that  is, 
they  do  not  name  a  price  that  will  show  a  profit.  The 
fact  is,  they  do  not  know  the  delivery  cost  plus  the  cost 
of  doing  business. 

At  the  close  of  the  year,  when  I  found  that  my  assets 
were  no  greater  than  when  I  began,  I  commenced  to 
look  for  the  cause ;  the  more  I  investigated,  the  more 
surprised  I  was  to  find  the  total  amount  of  my  cost  to 
do  business.  When  I  located  the  trouble  I  advanced 
the  price  of  the  goods  I  sold;  then  it  was  that  I  found 
I  did  not  get  a  profit  because  I  did  not  ask  for  it.  I 
continued  to  sell  goods ;  in  fact,  I  increased  the  volume 
of  my  business,  because  I  knew  that  I  was  getting  a 
net  profit,  and  it  enthused  me  with  my  work.  This 
is  the  time  that  I  did  the  thing  that  was  of  the  greatest 
value  to  me  in  my  business.  This  was  the  time  in  my 
business  when  I  figured  out  for  myself,  in  a  crude  way, 
what  it  cost  me  to  do  business. 

You  have  at  times  had  propositions  made  to  you  as 
a  dealer  that  appeared  too  large  for  you,  and  you 
passed  them  up ;  later  you  decided  it  was  necessary 
that  you  should  take  them  up.  After  you  had  gotten 
into  them,  and  found  out  all  there  was  in  them,  you 

have  thought,  "How  different  when  you  are  on  the 
inside  looking  out  from  what  it  was  when  you  were 

on  the  outside  looking  in."  So  with  this  subject,  "Cost 
of  doing  business";  when  you  get  into  it,  you  will  look 
out  and  think  how  very  simple  it  is. 

Blind  Folly. 

No  dealer  should  conduct  a  business  without  the 
knowledge  of  the  cost  of  doing  business.  The  dealer 
owes  it  to  himself  to  endeavor  to  be  successful ;  he  owes 
it  to  his  family,  because  they  are  depending  on  him  for 
their  support.  It  is  folly  to  go  blindly  along  the  route 
that  leads  to  failure  when  you  can  avoid  it.  To  say 
that  you  do  not  understand  how  to  figure  cost,  and  that 
it  takes  too  much  time,  will  not  excuse  you ;  such  ex- 

cuse will  not  avail  you  anything  after  you  have  failed 
in  business  and  lost  all  the  money  you  have  invested. 

Many  times  competitors  are  selling  their  goods  with- 
out any  consideration  of  the  cost  of  doing  business, 

and  their  selling  price  is  so  low  that  it  does  not  equal 
the  total  cost  of  goods,  but  the  dealers  who  know  what 
it  costs  to  do  business  can  refuse  to  sell  at  a  loss,  and 
maintain  a  price  equal  to  delivery  cost  and  his  cost  of 
doing  business,  and  should  a  competitor  sell  at  a  less 
price,  he  will  be  the  loser,  not  the  dealer  who  is  wise 
to  cost  of  doing  business.  Right  here  let  me  give  you 
a  pointer,  that  it  is  not  the  dealer  who  makes  the  low 
or  cost  price  that  is  successful  in  business.  A  low  price 
is  not  what  leads  to  success ;  many  times  it  has  the 
opposite  effect.  Take  that  home  to  yourself  and  see  if 
it  is  not  true. 

The  things  that  lead  to  success  in  the  retail  trade  is 
quality  and  good  service.  The  dealer  who  sells  goods 
that  have  merit,  and  the  dealer  who  is  always  prepared 
to  render  good  service  to  his  customer,  need  not  be 
afraid  that  his  price-cutting  competitor  will  put  him 
out  of  business.  I  have  had  customers  ask  me  for  a 

reduction  in  price,  stating  that  they  could  get  one  of 
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John  Jones  at  the  reduced  price.  Knowing  my  cost  of 
doing  business,  and  the  net  per  cent,  of  profit  on  every 
article  I  sell.  I  have  invited  the  customer  into  my 
office,  turned  to  my  summary  sheet  and  showed  him  in 
cold  figures  that  this  was  true,  and  then,  like  most 
farmer  customers,  he  would  be  fair,  and  say  that  it  is 
all  right,  and  you  should  have  that  amount  of  profit. 
Some  may  say  that  this  is  not  good  policy,  but  if 

you  are  dealing  honorably  and  upright  with  your  cus- 
tomer, you  can  well  afford  to  do  such  things.  The 

closer  you  can  get  into  the  confidence  of  your  customer, 
the  better  you  will  succeed  in  business.  With  thirty 

years'  experience,  located  in  the  same  town,  and  at 
the  same  place  of  business,  I  have  proven  this  to  my 
own  satisfaction,  and  I  give  it  to  you  for  what  it  is 
worth. 

The  Delivery  Cost. 

The  dealer  who  knows  the  delivery  cost  of  his  goods 
plus  the  cost  of  doing  business  on  the  total  cost  will 
find  this  the  most  valuable  asset  in  the  business.  This 
to  him  may  be  termed  a  dead  line.  If  he  sold  goods  at 
this  price  he  would  not  make  any  profit — neither  would 
he  lose  anything.  Every  dollar  additional  he  adds  to 
this  he  knows  is  profit.  Every  dollar  deducted  he 
knows  to  be  loss.  If  it  is  not  a  benefit  to  a  dealer  to 
have  this  knowledge,  then  cost  accounting  is  of  no 

value  to  the  dealers;  if  it  is,  then  it's  worth  while,  and 
every  dealer  should  make  an  effort  to  secure  this  knowl- 

edge of  his  business. 

I  am  sure  this  will  in  a  reasonable  time  convince  you 
that  it  is  profitable  to  know  the  cost  of  doing  business. 
It  is  true  that  we  do  not  all  agree  on  all  points  of  cost 
accounting,  but  we  are  agreed  on  the  essential  points. 
The  accountant  insists  that  we  figure  the  cost  of  doing 
business  on  sale,  technically  this  may  be  the  proper 
way,  but  for  myself,  I  figure  the  cost  of  doing  business 
on  the  delivery  cost  of  goods ;  this  to  me  is  a  more 
simple  way.    Either  gets  the  same  results. 

All  the  difference  is  that  the  cost  of  doing  business 
is  a  different  per  cent,  to  cover  cost.  One  is  found  by 
dividing  the  total  expense  by  the  gross  sales,  while 
the  other  is  found  by  dividing  the  total  expense  by  the 
delivery  cost  of  goods  sold.  There  is  a  difference  of 
opinion  relative  to  cash  discount.  I  do  not  think  that 
it  is  practical  to  admit  anything  to  go,  that  it  may  offset 
or  equal  another,  because  they  may  or  may  not  equal 
each  other. 

Cash  Discounts  and  Invoice  Price. 

Cash  discounts  should  not  be  deducted  from  invoice 
price  before  applying  the  cost  of  doing  business ;  to  do 
Ibis  would  cause  the  dealer  to  lose  the  cash  discount — ■ 

provided  he  add  the  same  net  profit.  If  the  dealer's 
expense  account  includes  all  the  real  expense  of  his 
business,  then  interest  is  charged  in  this  account  for  all 
money  invested  and  all  money  borrowed,  and  it  is  this 
money  that  enables  the  dealer  to  secure  the  cash  dis- 

counts. The  fact  that  the  dealer  creates  an  expense 
to  secure  money  to  take  his  discounts  is  proof  that  the 
cash  discount  should  protect  this  expense,  and  the 
dealer  who  deducts  the  cash  discount  before  applying 
the  cost  of  doing  business  loses  the  discount.  In  so 

much  as  the  subject  assigned  me  is  simply  "The  Bene- 
fit of  Cost  Accounting,"  I  shall  not  enter  into  the  dis- 

cussion of  how  to  figure  cost  of  doing  business,  but  I  do 
want  to  impress  the  dealers  who  have  so  far  not  taken 
this  subject  up  because  they  are  not  satisfied  that  they 
have  a  clear  understanding  of  it.  that  thev  are  wasting 
valuable  time.    That  the  time  to  start  with  this  work 

is  now,  start  with  what  knowledge  you  have  and  work 
it  out  in  your  own  way. 

There  are  dealers  everywhere  who  are  carrying  life 
insurance  to  protect  their  families,  and  at  the  same 
time  doing  biisiness  without  any  knowledge  of  what 
it  costs.  They  are  investing  every  dollar  they  have  in 
their  business  and  guessing  at  the  selling  price.  Every 
dollar  of  their  capital  is  in  jeopardy  when  they  do  this. 

The  cost  of  doing  business  cannot  be  measured  en- 
tirely by  the  total  amount  of  the  expense  account. 

Many  times  dealers  do  certain  things  in  business  that 
does  not  cause  them  to  add  anything  to  their  expense 
account  in  dollars  and  cents,  but  it  does  cause  them 
much  extra  expense.  The  dealer  who  is  not  prepared 
to  give  good  service  to  the  trade;  the  dealer  who  does 
not  study  the  line  of  goods  he  sells;  the  dealer  who 
does  not  place  quality  above  price ;  the  dealer  who  is 
continually  changing,  selling  one  make  of  goods  this 
year  and  another  next ;  the  dealer  who  sacrifices  his 
profit  to  secure  a  greater  volume  of  business;  the 
dealer  who  sells  goods  all  year  without  checking  his 
sales  and  stock  against  goods  on  hand  and  from  inven- 

tory and  goods  received  during  the  year,  then  he  may 
discover  goods  delivered  without  settlement ;  the  dealer 
who  neglects  to  take  his  cash  discounts,  even  if  he  has 
to  borrow  the  money;  the  dealer  who  neglects  to  make 
a  demand  for  settlement  of  note  and  account  when  due ; 
the  dealer  who  is  not  able  to  meet  his  customers  with 
a  smile,  no  matter  what  his  own  troubles  may  be,  all 
add  to  their  cost  of  doing  business. 

On  the  other  hand,  the  dealer  who  is  a  booster  for 
his  business ;  the  dealer  who  is  a  booster  for  his  town 

and  community;  the  dealer  who  will  assist  in  organiz- 
insr  a  local  business  men's  association;  the  dealer  who 
will  subscribe  for  the  trade  journals  and  read  them ;  the 
dealer  who  is  broad  enough  in  his  views  of  business  to 
concede  to  his  competitor  the  right  to  be  in  business 
— all  help  to  reduce  the  cost  of  doing  business. 

A  TRADE  PULLER. 

Hardware  dealers  in  towns  and  cities  have  a  great 
chance  to  work  up  a  good  trade  in  sheet  metal  work 
vnth  the  farmers  of  the  surrounding  country,  if  they 
will  only  go  about  it  in  the  right  way.  Everyone 
knoAvs  that  in  the  country,  where  social  life  is  not  at 
its  height,  if  one  man  buys  a  new  horse,  a  new  cow, 
puts  up  a  new  barn,  installs  a  furnace,  or,  in  fact, 
makes  a  new  acquisition  of  any  kind,  his  neighbors  all 
come  to  inspect  the  article. 

A  hardware  dealer  recently  started  in  to  handle  sheet 
metal  roofing,  ceilings,  etc.,  and  thought  of  various 
schemes  to  work  up  trade.  He  went  to  one  of  the  most 
influential  farmers  near  his  town  and  told  him  he  was 
going  into  the  business,  and  offered  to  equip  his  house 
with  eave  troughing  free,  on  condition  that  he  would 
tell  all  inqiiiring  neighbors  Avho  did  the  job  and  for 
how  much  they  could  have  their  homes  done.  The 
dealer  mentioned  the  price  that  it  would  have  cost  the 
farmer  in  the  ordinary  course  of  business. 

The  countryman,  naturally,  agreed  to  a  proposition 
of  this  kind  and  after  the  work  Avas  done  his  neighbors 
all  inquired  what  it  cost  him,  and  it  was  not  very  long 
before  the  dealer  had  the  whole  countryside  coming 
into  his  store  requesting  that  he  come  out  and  measure 
their  houses  and  barns  to  see  how  much  the  job  would 
cost. 

It  takes  nerve  to  adopt  a  policy  such  as  this,  but  it 
usually  pays  in  the  long  run.  A  well-done  job  is  the 
best  advertisement  a  dealer  can  have. 
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Window  and  Newspaper  Advertising 

Hints  for  Paint  Displays 

By  A.  F.  Ericson 

Many  and  varied  are  the  window  displays  that  can 
be  made  with  paint,  and  well-written  cards  add  much 
to  the  appearance  of  the  window.  Below  are  given  a 
few  suggestions  for  wording  on  cards,  and  short  hints 
as  to  the  arrangement  of  a  window.  The  background 
and  cans  of  paint  can  be  arranged  to  suit  the  retailer, 
and  any  one  of  the  foloAving  show  cards  will  draw 
attention : — 

"Every  gallon  under  the  brush  leads  to  others." 
A  novel  window  may  be  made  by  suspending  an  old 

hat  from  the  ceiling,  under,  or  over  which  a  sign  read- ing, 

"This  covered  a  multitude  of  sins," 
can  be  placed.  Alongside  of  this  can  be  shown  sonn; 
cans  of  the  paint  you  handle,  with  a  sign  reading, 

"  paint  (name  the  brand)  will  cover  a  multitude 

of  dark  spots  around  the  house." 
Another  design  is  to  show  a  toy  bank,  filled  Avith 

money,  fastened  to  the  wall,  with  a  card  bearing  the 
words, 

"This  money  was  saved  by  using   paint." 
Show  a  wheelbarrow  filled  with  cans  of  paint,  and 

bave  a  sign: 

"We  are  pushing  paint." 
A  window  showing  your  line  of  paint  neatly  ar- 

ranged, a  broken  drum,  and  a  sign  with  the  words, 

"Can't  be  beat" 
.shows  originality. 

Arrange  in  the  centre  of  the  window  a  pile  of  cans, 
fit  over  this  a  man's  coat  and  have  a  card: 

"A  good  coat  that  always  suits. 
Another  neat  window  can  be  made  by  arranging  a 

pyramid  of  tins  in  the  centre,  and  to  one  side  have  a 
football  mounted  on  a  couple  of  tins  and  a  sign, 

"Made  to  kick  about." 

On  the  other  side  of  the  pyramid  have  a  couple  of 
tins  of  paint  and  a  sign, 

"But  no  one  kicks  about   paint." 
In  a  window  of  paint  can  be  placed  a  broken  um- 

brella (one  turned  inside  out)  and  a  card  with  the 
words : 

"This   affords  no  protection   against  the  weather. 
Neither  does  poor  paint." 

A  window  that  looks  atractive  and  at  the  same  time 
serves  two  purposes,  and  is  very  seasonable  at  this 
time  of  year,  can  be  made  as  follows:  Arrange  a  base- 

ball diamond,  with  a  tin  of  paint  placed  at  each  cor- 
ner. In  the  centre  of  the  diamond  have  one  or  more 

brushes.  Around  the  outside  may  be  placed  small  dis-i 
I)lays  of  paints  and  specialties  and  baseball  bats,  balls. 

gloves,  chest  protectors  and  mask  neatly  arranged. 
Place  a  card  bearing  the  words 

"  paint  makes  a  hit." 

This  card  conveys  two  meanings. 

WINDOW  DISPLAYS  IN  SMALL  TOWNS. 

The  retailer  will  never  possess  any  other  weapon 
which  can  be  made  as  strong  for  fighting  the  mail- 

Tlie  above  window  display  of  Jap-a-lac  was  arranged  by  J.  A.  Slaughter, 
of  the  Interstate  Hardware  &  Supply  Co.,  Bristol,  Tenn.  Instead  of  display- ing the  cans  in  vertical  position  he  placed  them  horizontally.  This  helped 
him  to  carry  ont  that  idea  of  a  train  of  cars— see  the  top  row.  The  engine is  made  of  a  couple  of  round  cans.  The  train  is  going  acioss  the  bridge 
(of  cans),  and  through  tlie  span  we  sec  in  the  distance  a  beautiful  country 
home,  witli  the  road  running  riglit  under  the  bridge.  The  Journal  is  in- 

debted to  the  "American  Paint  and  Oil  Dealer"  for  use  of  the  illustration. 

order  house  competition  as  his  own  show  windows. 
The  trouble  at  the  present  time  seems  to  be  that  very 
few  retailers  outside  of  the  big  cities  realize  this  fact, 
according  to  a  contemporary. 

In  travelling  over  the  couitry  it  is  noticed  that  prac- 
tically no  attention  is  paid  to  the  show  windows  in 

small  towns.  They  have  a  glass  front,  but  no  window 
for  display  purposes.  Thus  an  opportunity  is  lost  every 
day  for  the  very  cheapest  and  best  kind  of  advertising. 
In  large  cities  business  men  pay  hundreds  of  dollars  per 
month  for  locations  where  their  display  windows  must 
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51 be  passed  by  the  crowds.  The  retailer  in  even  the  small- 
est towns  should  make  the  same  use  of  his  windows, 

for,  though  the  passing  crowd  is  small,  it  is  just  as 
anxious  to  see  what  is  for  sale  within  the  store  and  the 
price  asked  for  it. 

Retailers  in  most  small  towns  seem  more  willing  to 
spend  their  money  to  advertise  to  bring  country  people 
to  town  than  they  are  to  make  up  window  displays 
which  can  be  made  at  quiet  times  to  attract  the  atten- 

tion of  people  after  they  get  to  town. 

It  is  probably  inexperience  which  causes  most  re- 
tailers to  hesitate  about  putting  in  show  windows. 

This  should  not  prevent  a  start  being  made,  how.?ver. 
Remember  that,  while  j'onr  efforts  at  trimming  a  win- 

dow may  not  compare  favorably  with  city  windows 
which  have  been  trimmed  bv  men  who  command  high 

full  of  different  articles  bewilders  the  passer,  and  you 
get  no  results.  Fill  the  window  full,  if  you  so  desire, 
but  let  it  be  filled  with  but  one  class  or  kind  of  goods. 
Put  in  another  kind  the  next  week,  and  so  on  through- 

out the  year.  A  little  care  will  enable  you  to  display 
everything  at  the  right  season.  If  you  o'nly  have  one 
article  of  some  particular  kind  it  will  make  a  window 
display  if  you  put  it  in  the  window  and  have  the  right 
kind  of  a  window  card  to  go  with  it. 

HOW  TO  WASH  WINDOWS. 

Strange  as  it  may  seem,  there  is  a  right  and  wrong 
way  to  wash  windows,  and  as  this  operation  is  usually 
dreaded,  the  following  method  will  doubtless  be  appre- 

ciated, as  it  saves  both  time  and  labor : 
Choose  a  dull  day,  ir  at  least  a  time  when  the  sun  is 

A  Display  by  Rice,  Lewis  &  Son,  Limited,  Toronto. 

salaries  for  their  skill  in  this  particular  direction,  they 
will  compare  very  favorably  with  the  windows  of  your 
less  enterprising  neighbor  who  has  no  display  and  prob- 

ably has  dirty  windows  to  boot. 
If  you  have  no  show  window  have  one  put  in  at  once 

by  all  means.  Have  a  glass  back  put  in,  so  your  store 
will  be  as  light  as  ever,  and  then  begin  trimming  up 
the  window  with  something  new  every  week.  Remem- 

ber that  many  people  buy  from  catalogues  because 
they  think  the  particular  thing  wanted  is  not  for  sale 
in  their  towns.  Make  your  show  windows  show 
them  everything  you  have  for  sale,  but  do  not 
put  it  all  in  the  windows  at  one  time.    A  window 

not  shining  on  the  windows,  for  when  the  sun  shines 
on  the  window,  it  causes  it  to  be  dry-streaked,  no  mat- 

ter how  much  it  is  rubbed.  Take  a  painter's  brush  and 
dust  them,  inside  and  out,  washing  all  the  woodwork 
inside  before  touching  the  glass.  The  latter  must  be 
washed  slowly  in  warm  water  diluted  with  ammonia — 
do  not  use  soap.  Use  a  small  cloth  with  a  pointed  stick 
to  get  the  dust  out  of  the  corners ;  wipe  dry  with  a  soft 
piece  of  cotton  cloth — do  not  use  linen,  as  it  makes  the 
gJass  linty  when  dry.  Polish  with  tissue  paper  or  old 
newspaper.  You  will  find  that  this  can  be  done  in  half 
tlie  time  taken  where  soap  is  used,  and  the  result  will 

be  brighter  windows. — The  Storekeeper. 
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Publicity  for  the  Paint  Department 

No  matter  how  good  the  paint  may  be  that  the  deal- 
er puts  into  stock  for  the  spring  trade  the  number 

of  people  who  will  be  aware  of  it  will  be  limited  un- 
less ways  and  means  are  adopted  to  make  the  jjublic 

aware  of  the  fact. 
Those  who  have  not  yet  waffed  out  a  publicity  plan 

should  do  so  at  once  so  that  when  the  season  is  over 
they  will  not  be  heard  crying  on  the  house  tops  to  the 
effect  that  the  summer  is  ended  and  their  opportun- 

ities are  past. 
There  are  opportunities  galore  all  over  the  coun- 

try for  selling  paint.  But  opportunities  themselves 
are  of  no  advantage  unless  they  are  appropriated.  To 
put  prepared  paints  into  stock  and  then  sit  tight  ex- 

pecting that  people  are  going  to  fall  over  each  other 
in  their  desire  to  buy  them  is  a  delusion.  Every  hard- 
wareman  will  sell  some  paint  whether  he  makes  any 
effort  to  do  so  or  not.  Most  people  know  when  they 
want  paint  where  they  can  purchase  it.  But  there  are 
a  great  many  people  who  need  paint  who  do  not  real- 

ize that  they  need  it.  Then  there  are  others  who 
know  they  need  paint,  hnt  who  do  not  know  just  what 
particular  kind  they  need  or  where  is  the  best  place 
to  buy  it. 

It  is  the  office  of  the  retailer  dealer  to  be  the  guide 
and  counsellor  for  all  such  people.    And  it  is  a  simple 

dries  over  night  so  it  can 
be  walked  on  next  day 

It's  a  great  paint,  and 
wears  like  iron.  Try  a 

can  and  you'll  use  Senour 
paint  forever  after.  SAd 

only  at 

Mack's  Hardware 
Geo.  A.  McMurtry  Co» 

621  Talbot  street.       Plionc  67,5  1 
on 

A  Good  Ail\ citiseiiient  as  far  as  tlic.  reading 
matter  is  coiHernerl,  but  tlie  jiriiitcr's  work is  slo\  eiil,v.    Same  as  original  size. 

matter  for  him  so  to  be.  Many  dealers'  are  thoroughly 
alive  to  this  fact  and  are  acting  accordingly. 
One  of  his  most  potent  forces  is  his  window  dis- 

])]ay.  And  there  is  no  branch  of  his  business  which 
lends  itself  more  readily  to  the  work  of  display  than 
his  paint  department.  The  cans  of  paint  themselves, 
with  their  attractive  labels,  can  be  employed  for  most 
striking  displays.  But  that  is  not  all :  There  are  the 
striking  appliances,  designs  and  materials  of  different 

kinds  which  are  supplied  by  manufacturers  to  supple- 
ment the  natural  adaptability  of  the  cans  of  paint  for 

display  purposes. 

Another  of  the  retailer's  potent  forces  is  his  news- 
paper advertising.  Here  his  way  is  again  compara- 
tively easy.  Every  dealer  has  his  local  newspaper  in 

which  he  can  scatter  abroad  his  announcements  and 
do  the  necessary  educational  work.  Typewritten  let- 

ters are  always  effective  when  well  done.    And  then 

MAGLADERY  BROS 

HARDWARE 
Englehart 

Wc  don't  hesitate  in  rccom mending 

Sherwin  Williams 

.=.  Paints  .=. 
To  those  of  oui  I-  j  -lomtTs  who  arc  p..rticular  an.)  to  thoae  -nb^j  insist  or.  having  the  very  best  i »he  paiat  hue       Our  txpcncnce  with  SHEf^^'IN    WILLIAMS    PAINT  has  made  us so  alisrtlntcly  sure  that  they  are  superior  to  all  others  (or  weancg.  for  covering,  for 

good  aiJfK.,irani.T  that  as  soon  as  a  person  says  "  I  want  the  hest  made,"  we  at oncv  rwninmend  SHERWIN  WILLIAMS  PAINT     Wc  have  beej 
selling  this  'iraodof  paint  for  nine  years  and  we  have  ye:  to  find one  cuslnmcr  who  was  not  more  than  pleased  with  it.    That  is  rather 

a  good  sifrn  that  the  Flint  is  all  riKht,  isn't  it  ?     If  you  have  any  notion  of of  pflinting  your  house,  barn,  verandah,  floors,  or  anything,  perhaps  we  could  be  of 
fioirc  assistance  to  you  in  suggesting  color  combinations,  etc.     Il  won't  be  a bit  of  Ironhlc  to  us  any  nay  so  we  will  be  glad  to  have  you  come  in  and 

talk  paint.     We  have  an  idea  that  we  know  a  thing  or  two about  paint,  and  may  be  able  to  give  you  a  pointer. 

Srvcn  pmlv  ol  ninltine  oil  jml  one  pint 
of  lurpcnlfnc  thor"iii;hl>  mixrd  ln,nkl■^  a  good *'jlulion  for  keeping  liic^  ofl  hufM--^  and  cattle. 
po  younefd  FENCE  Or  FENCE  WIRE? 

Wt  h.\\-c  3  very  Lirge  Mock  on  hanii  mri  it  is all  No  I  Cleveland  wire     The  prict  right 

Here  li  somethini;  el^e  worth  knowing  . No  one  Beats  Oar  Prices  or  Our  Goods. 
Il  is  a  point  ol  honor  with  us  to  see  that 
our  custfetners  buy  HARDWARE  that  is  of 
the  highest  grade  and  at  a  price  that  is  as  low, and  often  a  little  lower,  than  they  would  have 
to  pay  elsewhere. 

Look  over  this  list  .—Screen  Doors  and  Windows,  Refrigeiators  and  Ice  Cream  Freezers. Lawn  Mowers.  Hose  and  Sprayers,  Rakes,  Hoes,  Spades,  etc.  Everythingfor  the  garden  and  lawn. 

tell  what  you  wai 
handle  your  orders 

rill  find  that  we  give  very  prompt  attention  to  letter  orders, at  slalir<n  to  Ic  jnd  you  will  be  surpilsed  how  quickly  v making  a  specialty  of  prompt  shipping 

MAGLADERY  BROS.  . 

I  New  liskeard  HARDWARE 

A  Good  Ail-Round  A(l\ (■iti>ieinent.  which  is  creditable  both 
to  Magladery  lints.,  mid  to  the  printers.  One- third  original  size 

there  is  the  immense  amount  of  excellent  and  "rea- 
son why"  literature  which  the  manufacturers  supply, 

which  should  be  placed  in  the  hands  of  every  probable 
customer. 

With  two  such  potent  publicity  forces  as  the  win- 
dow and  the  advertisement  at  his  disposal,  the  hard- 

wareman  who  cannot  gather  in  a  large  amount  of 
business  for  his  paint  department  must  be  exceeding- 

ly lacking  in  enterprise. 

FEATURE  STANDARD  ADVERTISED  GOODS. 
While  it  is  undoubtedly  a  fact  that  more  than  an 

average  profit  can  be  made  on  merchandise  that  has 
not  made  a  reputation,  it  is  also  a  fact  that  the  buyer 
who  in  his  desire  to  make  large  profits  neglects  stand- 

ard and  well  advertised  articles  that  pay  a  smaller  per- 
centage of  profit,  is  making  a  vital  mistake. 

Many  buyers  fail  to  realize  the  importance  of  keep- 
ing in  stock  a  proper  assortment  of  such  goods  as  the 

public  are  familiar  with  and  have  the  manufac- 
turer's name  and  reputation  behind  them.  As  a  rule 

this  class  of  goods  gives  perfect  satisfaction  to  his  cus- 
tomers, and  a  buyer  should  be  just  as  anxious  to  secure 

his  customers  from  dissatisfaction  as  he  is  to  insure  his 
stock  from  fire. 
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Paint  and  Varnish  Trades 
1 

System  in  the  Care  of  Paint  Stock 

Sjj  F.  J.  Yarrow 

Do  dealers  generally  pay  enough  attention  to  their 
paint  stock?  Probably  those  who  are  the  most  guilty 

in  this  respect  will  be  the  first  to  cry,  "Why,  there 
is  nothing  wrong  with  mine."  But  just  think  a  bit, 
you,  who  are  so  sure. 

Leave  your  desk,  or  counter,  for  a  moment,  and 
walk  over  to  the  paint  shelves.  Glance  your  eyes  along 
the  tins;  look  at  some  of  the  covers.  Is  there  not  more 
dust  on  them  than  you  imagined  to  be  the  case?  Are 
not  one  or  two  of  the  labels  torn.  Just  remember 

how  nicely  assorted  the  tins  were  when  the  last  ship- 
ment was  put  into  stock.  It  is  true  that  many  orders 

have  been  supplied  since,  but  now  the  matter  is  men- 
tioned, don't  you  think  that  there  is  greater  disorder 

there  than  the  occasion  warrants?  Are  not  the  greens 
rather  hopelessly  mixed  up  with  the  browns  and  the 
reds.  And  by-and-by,  considering  hoAV  well  maroon 
has  sold  this  season — it  must  be  the  fashionable  color 
in  your  district  for  the  time  being — are  you  not  very 
shy  on  the  shade.  You  seem  to  have  a  very  heavy 
stock  of  that  light  oak  stain.  The  tins,  too,  are  very 
shop  soiled.  You  must  have  had  them  on  your  hands 
for  some  time.  What  made  you  load  yourself  up  so 
heavily?  Were  you  offered  special  (advantages?) 
terms  by  the  traveller  for  taking  a  large  quantity? 

Go  to  the  front  of  your  store,  Mr.  Dealer,  then  look 
carefully  at  the  paint  department.  Does  it  strike  you 
that  you  have  selected  the  best  location  for  your  stock? 
Does  it  command  the  best  light.  Would  a  customer 
coming  into  the  store  be  liable  to  miss  the  paints  alto- 

gether, and,  if  not,  is  the  display  so  pleasingly  arrang- 
ed that  his  interest  is  aroused  forthwith?  Then  go 

back  to  your  desk  or  counter  and  think  aboiit  it. 

Do  you  keep  a  "wants  book"  for  your  clerks  to  use, 
a  stock  check  book,  and  how  often  do  you  sort  up  the 
stock?  In  fact,  when  it  comes  down  to  plain  talking, 
have  you  any  system  at  all  for  keeping  your  stock  in 
good  order. 

Care  of  the  Stock. 

It  is  just  as  imperative  to  take  extreme  care  of  the 
stock,  as  it  is  to  let  customers  know  that  paint  is  car- 

ried. Kitchener  conquered  the  Soudan  because  he  made 
certain  that  as  his  army  advanced  his  railway  lines 
followed  close  on  its  heels  so  that  supplies  were  always 
up  to  the  base  of  operations.  In  the  same  way  the 
merchant  v  iio  takes  extreme  care  with  his  paint  stock, 

and  watchf-'s  every  drain  upon  it.  is  in  the  best  posi- 
tion to  get  full  measure  of.  success  from  his  paint  puli- 

licity  and  the  selling  powers  of  his  staff. 
An  instance  of  the  folly  of  not  keeping  tab  on  the 

stock  was  forcibly  brought  to  my  notice  in  a  store  the 

other  day.  A  clerk  was  showing  a  customer  a  color 
card  illustrating  the  range  of  colors  carried,  and  at 
the  same  time  was  talking  so  convincingly  as  to  the 

benefit  of  paint,  and  on  the  suitability  of  a  certain 

shade  of  green  for  the  customer's  purpose,  that  not 
only  the  latter,  but  myself,  too,  were  forcibly  im- 

pressed. I  could  not  help  feeling  that  the  clerk  was 
not  only  M^ell  grounded  in  the  selling  points  of  paint, 
but  that  he  was  enthusiastic  likewise — the  most  pow- 

erful combination.  As  I  anticipated,  the  order  was 
given,  and  the  clerk  went  away  smiling,  to  get  the 
paint.  But  he  came  back  with  quite  a  different  ex- 

pression. 
"I  am  sorry  to  say,"  he  said,  "that  we  are  quite 

out  of  that  shade.  The  boss  forgot  to  sort  over  his 
stock  last  week,  and  there  has  been  such  a  run  on  that 
green  that  we  aire  entirely  out.  But  I  can  quickly  get 

you  some  from  the  manufacturer." 
The  customer  was  naturally  very  disappointed,  and 

refused  to  wait  for  the  paint,  or  to  take  any  other 
kind.  Thus  not  only  was  the  store  given  a  black  mark 

by  the  customer,  but  fine  salesmanship  on  the  pai't  of 
the  clerk  was  utterly  wasted. 

Importance  of  Supervision. 
Strict  supervision  of  the  stock  is  one  of  the  most 

important  principles  of  a  successful  paint  department. 
Merchants  within  easy  reach  of  the  manufactiirer 
should  check  over  their  stock  at  least  once  a  week,  and 
instead  of  waiting  until  the  sorting  order  amounts  to 

S  There  are  many  people  who  are  as  blind  to  S 
S  the  fact  that  their  buildings  need  a  coat  of  g 
8  paint  as  others  are  to  the  fact  that  they  need  g 

g  religion.     It  is  up  to  the  hardware  dealer  to  § 
2  enlighten  them.  Q 

a  fair-si:;ed  consignment  fill  up  at  any  time.  Dealers 
who  are  not  so  favorably  located  cannot  do  this,  but 
it  is  possible  for  every  man  to  keep  such  a  systematic 
tally  on  his  stock  that  at  no  time  is  the  danger  run 
of  the  line  being  completely  cleaned  out.  Besides  the 
careful  watching  of  a  stock  means  a  saving  to  the  mer- 

chant, as  by  that  means  he  can  buy  more  lightly.  In 
these  days  of  many  shades,  and  brands,  it  is  a  big  un- 

dertaking for  the  average  man  to  carry  a  large  assort- 
ment of  each  kind.  It  means  the  expenditure  of  many 

hundreds  of  dollarsi  unless  the  range  is  cue  down,  and 
this  latter  course  is  not  commended  becaiise  the  more 

comprehensive  the  stock  the  better  the  chance  of  in- 
teresting a  customer.  If  reflects  against  a  store  to 

tell  a  customer  that  a  certain  shade  is  not  handled. 
The  latter  might  turn  round  and  say  that  the  rival 
man  is  keeping  it.  It  is  imperative,  therefore,  that  the 
merchant  should  carry  a  comprehensive  range,  but  he 
can  neutralize  this  by  buying  lightly  in  each  kind  and 
protect  himself  by  most  careful  sorting  np.  He  must 
Iveep  an  eagle  eye  upon  every  order  going  out  though, 
and  watch  his  stock  most  carefully.  This  means  worry, 
luit  it  also  means  that  his  money  is  turned  over  more 

quickly. 
Stock  Keeping  is  System. 

The  keeping  of  a  stock  in  good  shape  is  simply  a 
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question  of  store  system.  Just  as  a  dealer  has  a  sys- 
tem in  his  sales,  so  he  should  have  one  in  his  stock. 

He  can  best  tell  from  his  paint  demand  how  often  the 
stock  should  be  gone  through.  But  if  he  decides  on  a 
weekly,  bi-weekly,  or  monthly  checking,  let  him  carry 
it  through  the  whole  year  round  as  a  part  of  his  com- 

plete system,  and  not  do  it  when  the  consumptive  de-i 
mand  is  at  its  height,  and  neglect  it  when  trade  has 
slackened  off,  for  that  is  the  time  when  a  bad  selling 
mistake  is  most  likely  to  be  made. 

A  stock  cheek  book  is-  easily  kept.  Every  sale  should 
be  entered  at  once  against  the  number  of  tins  carried 

paint  tins  should  be  clean  and  bright  looking,  as  for 
the  merchant  to  keep  his  silverware  free  from  tarnish. 

Location  of  Stock. 

A  point  bearing  on  the  care  of  the  stock  is  the  one 
of  the  best  location  for  the  shelves.  Here  is  where 
many  merchants  make  a  mistake.  They  may  not  trans- 

gress on  the  question  of  keeping  stock  clean,  but  they 
possibly  do  on  that  of  location.  The  situation  of  the 
stock  is  everything. 

"Tell  me,"  said  a  manufacturer,  "where  a  dealer 
keeps  his  stock  of  paints,  and  I  know  at  once  what 

value  he  puts  upon  it  as  a  profitable  investment."  His 

Interior  of  the  Store  of  J.  C.  Stewart,  Graysuii,  Sask.,  with  inset  of  store  front  in  the  uijper  corner.    Note  the  arrangement  of  cans  of  paint. 

of  each  particular  shade.  Thus  the  merchant  at  the 
end  of  the  day  can  see  at  a  glance  in  what  direction 
the  drain  has  been  without  calling  over  the  whole  of 
the  stock,  and  be  ready  to  sort  up  at  the  right  time. 
To  my  mind  the  success  of  a  paint  department  de- 

pends upon  the  strictness  of  the  check  made  on  the 
stock. 

As  for  the  care  of  the  stock,  it  is  surely  not  neces- 
sary in  these  days  of  progressive  paint  selling  to  in- 

siist  upon  the  absolute  necessity  of  keeping  tins  clean, 
and  free  from  dust.  We  associate  paint  with  clean- 

liness. In  our  selling  arguments  we  demonstrate  how 
paint  freshens  up  a  surface;  hoAV  it  drives  away  all 
dirt;  and  makes  sanitary  what  was  insanitary.  How 
can  this  be  impressed  upon  a  customer  Avhen  at  the 
same  time  a  clerk  is  furtively  wiping  a  tin  on  his  coat 
before  showing  it  to  the  customer.  It  is  worse  than 

a  store  calling  itself  "the  house  for  paints"  and  hav- 
ing an  exterior  that  looks  as  if  it  never  had  a  coat  of 

paint.  Resides,  a  dirty  looking  tin  gives  a  customer 
the  impression  that  the  stock  is  old.  As  a  natural  se- 
(Hience  that  the  merchant  cannot  have  much  demand 
for  his  paint,  and  that  therefore  the  customer  has  made 
a  mistake  in  going  to  him.   It  is  just  as  essential  that 

meaning  is  easy.  The  man  who  thinks  that  any  lo- 
cation in  the  store  is  good  enough  for  his  paint,  who 

does  not  stop  to  consider  the  question  of  light,  easy 
access  for  the  customer,  and  general  harmony  of  sur- 

roundings, has  a  poor  opinion  of  his  paints  as  a  rev- 
enue-producing proposition.  What  success  can  this  man 

possibly  have  Avith  his  paints?  In  his  ignorance  he  con- 
demns them  from  the  first.  And  what  does  the  cus- 
tomer think?  We  are  prone  to  impressions.  If  one 

man  shivers  we  are  inclined  to  shiver  likewise.  The 
merchant  by  inference  shows  that  he  is  not  enthusiastic 
over  his  paints,  therefore  the  customer  gets  chilled  be- 

fore the  sale  is  completed. 
But  what  a  contrast  is  the  man  who  is  convinced 

that  he  has  a  great  source  of  revenue  in  his  paints, 
and  being  progressive,  pushes  them  for  all  he  is  worth. 
No  sooner  is  the  customer  inside  the  store  than  he  is 

confronted  with  the  stock.  Placed  in  a  most  promin- 
ent position,  and  given  all  the  light,  both  natural  and 

artificial,  that  is  at  the  command  of  the  merchant, 
there  is  no  mistake  that  here  is  the  store  for  paint. 
The  customer's  attention  is  at  once  attracted.  Pre- 

suming that  he  entered  the  store  for  some  other  article, 
he  is, for  the  moment  taken  away  from  that  article  and 
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it  made  to  think  of  paint.  He  is  impressed  with  the 
display.  He  commences  to  feel  the  influence  of  the 
merchant's  belief.  The  merchant  shows  that  he  wants 
his  paints  looked  at,  or  else  he  would  not  place  them 
there  or  keep  them  in  such  order.  The  customer  com- 

mences to  think  of  painting,  and  the  seed  is  sown  with- 
out any  advertising  propaganda,  or  selling  campaign 

on  the  part  of  the  merchant — simply  his  belief  in 
paints  as  shown  by  the  position  and  care  of  his  stock. 

Take  care  of  the  stock;  value  it  as  the  biggest  plank 
in  the  paint  selling  forces  at  our  command,  and  the 
battle  is  more  than  half  won. 

Courting  the  Spring  Paint  Trade 

3i/       F^-  Greene 
The  Sherwin-  IVilliams  Co. 

The  old  days  when  paint  was  considered  an  unim- 
portant side  line  in  the  hardware  store  are  fast  passing 

away.  Most  of  our  progressive  hardware  merchants 
have  found  that  the  paint  department,  if  properly 
handled  and  developed,  is  an  exceedingly  profitable 
part  of  their  business. 

The  sale  of  prepared  paint  is  usually  the  backbone 
of  the  sales  of  such  a  department,  and  the  profit  of  this 
staple  is  very  much  better  than  on  other  staple  lines 
such  as  nails,  wire,  etc.,  and  as  a  paint  stock  can  be 
quickly  turned  over,  the  profit  at  the  end  of  the  season 
usually  amounts  to  a  very  handsome  sum.  Then,  too, 
the  handling  of  a  full  line  of  good  paint  brings  so 
many  customers  to  your  store  that  it  is  valuable  on 
that  account.  It  helps  you  get  in  touch  with  those 
people  who  are  renovating  or  improving  old  property, 
or  putting  up  new  buildings,  and  so  you  have  the  op- 

portunity to  sell  them  many  other  lines.  It  is  an  ad- 
vantage for  a  hardware  dealer  to  put  himself  in  a 

position  to  take  care  of  all  the  needs  of  the  man  who 
is  building.  If  he  cannot  do  so,  the  possible  customer 
may  go  to  other  stores  to  buy  one  certain  product  and 
in  the  end  be  persuaded  in  buying  there  of  practically 
his  whole  supply. 

Special  Effort. 
To  get  the  best  out  of  your  paint  department,  a  little 

special  time  and  attention  must  be  given  to  it.  This 
is  the  season  of  the  year  when  a  little  special  effort 
Avill  bring  very  profitable  reward  in  the  way  of  in- 

creased business.  The  first  thing  to  do,  of  course,  is 
to  look  over  your  stock  and  see  that  it  is  complete. 
In  putting  in  a  paint  department,  it  is  best  to  start 
with  some  well-known  concern  whose  goods  are  of 
the  very  best  quality  and  widely  advertised.  A  very 
large  investment  is  not  necessary  to  enable  you  to  put 
in  a  fair  size  stock  of  house  paint,  and  a  few  of  the 
special  shelf  goods  line,  such  as  more  generally  called 
for,  and  from  time  to  time  you  can  add  to  your  stock, 
keeping  it  all  under  one  label  and  all  of  the  one  best 
quality.  This  is  much  the  best  policy  in  your  paint  de- 

partment, for  if  you  handle  several  different  brands, 
you  are  not  able  to  carry  a  stock  of  any  one  brand 
sufficient  to  take  care  of  your  customers  properly,  and 
when  you  sell  a  can  of  one  brand,  it  only  advertises 
that  brand  and  does  not  help  you  sell  all  the  other 
lines  on  your  shelves  under  different  labels.  On  the 
other  hand  when  you  handle  only  one  line  and  a  com- 

plete stock  of  that  line,  every  package  sold  advertises 
that  line  to  your  customer  and  makes  it  easier  to  sell 
him  everything  he  needs  in  paints  and  varnishes. 

Make  Stock  Complete. 

But  to  return  to  spring  plans:    First  be  sure  that 

your  stock  is  complete,  then  see  that  it  is  arranged  in 
a  prominent  part  of  the  store  so  that  the  customer 
coming  in  will  know  that  you  handle  a  full  line  of 
such  goods.  Be  sure  that  your  manufacturer  supplies 
you  with  sufficient  color  cards,  display  cards  and  hang- 

ers, put  them  out  on  the  counter  and  on  your  show 
cases,  or  in  other  prominent  places.  This  kind  of  ad- 

vertising does  good  missionary  work  for  the  customer 
who  comes  to  buy  some  other  feature  in  your  stock. 
When  the  spring  opens  up  nicely  and  the  fine  weather 
comes,  be  sure  and  trim  an  attractive  paint  window. 

Don't  let  it  stay  in  longer  than  a  week,  then  put  in 
another  display  a  couple  of  weeks  later.  If  you  have 
a  double  window,  it  would  be  well  to  have  at  least  one 
window  trimmed  with  paint  every  second  week  dur- 

ing the  painting  season. 
If  you  are  a  newspaper  advertiser,  obtain  from  your 

manufacturer  some  electrotypes  advertising  the  brand 

that  you  handle,  and  see  that  at  least  part  of  your 
usual  advertisement  talks  paint. 

Make  up  a  careful  list  of  property  owners  who  are 
likely  paint  buyers,  send  to  the  manufacturer  of  the 
goods  that  you  handle,  and  get  them  to  send  out  some 
circular  matter,  talking  the  use  of  paints  and  var- 
nishes. 

Be  a  Missionary. 

Do  a  little  missionary  work  yourself.  Mention  paints 
to  your  customers  when  you  are  selling  them  other 
lines,  and  find  out  whether  they  are  interested  in  hav- 

ing their  house  painted  this  season.  Send  one  of  your 
clerks  out  or  go  out  yourself  to  that  part  of  your  town 
where  there  is  likely  to  be  some  of  the  houses  need- 

ing paint,  and  make  a  memorandum  of  the  names  of 
the  property  owners  owning  such  houses;  send  these 
to  your  manufacturer  and  get  them  to  write  special 
letters,  calling  attention  to  the  advantages  of  economy 
of  keeping  buildings  painted  and  directing  them  to 
your  store  for  purchases. 

In  your  efforts  to  get  after  the  paint  business  don 't 

L.  R.  Greene,  the  writer  of  this  article,  is  Advertising  Mana- 
ger of  the  Sherwin-Williams  Co..  Cleveland,  O.,  bvit  lie  is  to  be 

transferred  to  a  similar  position  in  the  Montreal  office  of  the 
same  company.  Mr.  (irceiie  is  a  Canadian  by  birth.  Restarted his  business  career  with  Peter  Hertrani,  hardware,  Hannlton,  and 
was  with  him  for  tl^-e  years.  At  the  end  of  that  period  he  mi- grated to  Toronto,  where  he  was  with  the  Vokes  Hardware  Co. 
for  five  months.  When  the  Sherwin-Williams  Co.  started  their 
Toronto  office,  under  the  management  of  Alex  Sclater,  he  was 
ottered  a  position  with  that  company,  which  he  accepted.  Being 
fond  of  drawing  he  nsed  his  talent  in  his  spare  moments  making 
sketches  referring  to  the  company's  business.  This  condng  to tlie  attention  of  the  Cle\-cland  office  he  was  ultimately  induced to  .join  the  advertising  staff  there.  That  was  thirteen  years  ago. 
Now,  as  already  noted,  he  is  returning  to  his  native  land. 
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think  that  the  bulk  of  the  business  is  on  the  lines  for 
the  use  of  the  outside  of  buildings.  Remember  that 
the  interiors  offer  splendid  opportunity  for  profitable 
sales.  Advocate  the  use  of  interior  wall  paints  which 
have  lately  come  into  vogue  and  which  are  very  dur- 

able and  absolutely  sanitary,  as  they  can  be  readily 
washed  and  cleaned.  There  are  all  kinds  of  floor  fin- 

ishes for  different  styles  of  floors,  and  varnishes  for 
the  refinishing  of  doors  and  woodwork,  varnish  stains 
for  refinishing  furniture,  and  enamels  for  cupboards, 
woodwork,  etc. 

This  spring  will  offer  unexcelled  opportunity  for 
getting  out  after  the  paint  business  vigorously.  Near- 

ly all  our  towns  and  villages  are  growing,  which  means 
new  buildings,  and  too,  the  present  prosperity  allows 
the  owners  of  old  homes  to  repaint  and  renovate. 

HE  WOULD  HAVE  GOOD  CLERKS. 

"If  I  were  in  the  retail  business,"  said  Mr.  C.  N. 
Haldenby,  of  Sanderson  Pearcy  &  Co.,  to  the  Journal, 

"the  first  thing  I  would  do  would,  of  course,  be  to 
see  that  I  was  handling  only  a  strictly  high  grade 
prepared  paint.  The  next  important  thing  would  be 
to  have  a  couple  of  first-class  clerks — young  fellows 
who  can  sell  goods.  I  would  have  them  become  ac- 

quainted with  the  customers  that  come  in  and  find  out 
what  they  were  doing,  whether  building  a  house,  re- 

pairing a  house,  or  just  having  a  regular  spring  clean- 
ing. Then  they  would  know  just  what  to  sell  them. 

The  clerks  should  be  instructed  to  ask  customers  who 
in  their  neighborhood  was  doing  the  same  thing  and 

what  friends  of  theirs'  owned  their  houses,  and  if 
there  was  any  possibility  of  them  doing  any  improv- 

ing, either  inside  or  out.  Thus  the  clerk  would  show 
that  he  was  interested. 

"To  advertise  my  goods,  I  would  distribute  circu- 
lars from  door  to  door  in  my  neighborhood,  calling- 

attention  to  the  quality  of  my  goods  and  the  attrac- 
tive prices.  Then,  of  course,  I  would  use  my  town 

paper,  inviting  'people  to  come  and  look  over  my  line. 
"Naturally,  I  would  make  a  window  display,  and 

in  this  would  use  extensively  the  advertising  matter 
furnished  by  the  makers.  These  add  greatly  to  the 
appearance  of  the  display.  In  the  arrangement  of 
the  tins,  I  think  the  pyramid  form  is  about  the  best 
that  can  be  used.  Along  Avith  the  paint  I  would  cer- 

tainly show  a  line  of  brushes,  floor  wax,  cotton  waste, 
varnish  stains,  fillers,  sand  paper  and  other  specialties. 

"Missionary  work  is  to  be  commended,  and  I  would 
devote  considerable  of  my  time  to  getting  out  and 
canvassing  the  people  I  heard  Avere  contemplating 

brightening  up  the  appearance  of  their  houses." 

Selling  Paints  Intelligently Edwin  Dowslej) 

A.  Ramsay,  Son  &  Co. 

The  retailer  in  any  line  of  merchandise  may  safely 
be  allowed  to  know  more  about  disposing  of  goods  by 
retail  than  the  wholesaler  or  any  other  outside  party. 
Wliile  that  is  conceded,  the  retailer  will  admit  that 
no  one  man  knows  it  all,  and  that  the  wholesaler  is  as 
keenly  interested  in  the  sale  of  goods  by  retail  as  is 
the  retailer  himself.    The  lives  of  both  depend  on  it. 
A  better  feeling  is  growing  every  day  between  the 

wholesaler  and  the  retailer,  as  each  learns  to  under- 
stand better  the  other.  And  this  is  evidenced  in  no 

better  way  than  by  the  numerous  advertising  helps 
being  put  out  by  the  wholesaler.  Probably  in  no  line 
of  business  are  these  helps  more  specifically  detailed 
and  dealt  with  than  in  the  paint  business ;  compulsory, 
no  doubt,  from  the  particular  nature  of  the  line,  de- 

manding extensive  color  schemes,  color  cards,  and 
many  minute  instructions,  the  enormous  cost  of  which 
is  not  fully  appreciated  by  the  retailer. 

The  Use  of  Helps. 

The  wholesaler  of  paints— or  as  we  shall  better  term 
it  now,  the  manufacturer  of  paints — has  felt  for  some 
time  that  his  advertising  helps  are  in  many  instances 
rendered  abortive  by  coldness,  or  indifference,  or  by 
the  "too  busy"  retailer. 

Without  doubt  this  condition  of  lack  of  appreciation 
is  being  rapidly  corrected,  and  with  the  growth  of 
trade  in  mixed  paints  and  specialties  there  are  many 
merchants  studying  the  question  closely,  with  the  re- 

sult that  their  paint  business  is  growing  with  enor- 
mous rapidity,  and  hundreds  of  retailers  to-day  are 

making  splendid  use  of  every  bit  of  advertising  matter 
and  suggestive  helps  sent  out. 

A  paint  dealer  will  do  well  to  recognize  that  a  great 
deal  of  education  is  involved  in  correct  house  paint- 

ing.   This  education  is  not  easily  acquired,  but  much 
may  be  learned  by  observation,  and  it  is  interesting. 

Color  Schemes. 

In  a  broad  way,  how  many  clerks  in  paint  store  have 
three,  two  or  even  one  color  scheme  in  their  mind  to 
put  before  a  customer  who  wants  to  paint  his  house. 
It  is  easy  to  imagine,  and  indeed  it  is  a  fact,  that  many 
a  man  or  a  woman  goes  into  a  paint  store  wholly  un- 

prepared as  to  the  color  he  or  she  is  to  use.  Such  a 
person  wants  help.  This  help  can  only  be  given,  that 
is.  given  in  a  manner  that  begets  confidence,  by  a  man 
who  has  given  a  little  attention  to  color  schemes.  A 
color  combination  suitable  for  an  old-fashioned  colon- 

ial residence  would  not  be  applicable  to  a  bungalow. 
A  house  standing  back  in  from  the  road  surrounded 
b}^  trees  may  be  painted  differently  from  one  close  upon 
the  street  line  in  the  glaring  sun.  Much  of  this  in- 

formation can  be  gained  from  the  many  color  schemes 
put  out  by  the  paint  makers,  their  suggestion  book- 

lets from  time  to  time,  and  also  by  the  cultivation  of 
a  little  taste  and  close  observation  of  the  houses  stand- 

ing all  about  one. 
Clerks  Should  Observe. 

Let  clerks  in  the  paint  stores  observe  the  houses  they 
pass  on  the  street.  Ask  themselves  why  it  is  painted 
so  and  so ;  is  it  gaudy  or  quiet ;  is  it  good  or  bad : 
Avould  it  look  better  this  way  or  that  way.  Not,  of 
course,  to  get  too  critical,  but  to  get  understanding. 
He  will  find  it  a  pleasure  and  a  profit.  Then,  in  the 
store,  let  him  pick  out  his  colors.  Such  and  such  for 
good  body  colors,  such  for  trims,  such  for  the  roof, 
and  also  for  the  blinds.    When  a  customer  comes  in, 
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he  can  put  his  colors  out  with  confidence,  he  will  have 
some  reason  for  showing  his  particular  schemesi,  and 
his  own  confidence  will  beget  confidence.  This,  of 
course,  applies  to  the  undecided  customer.  If  a  man 
knows  what  he  wants,  let  him  have  it,  but  if  he  wants 
help  give  it  to  him. 

By  a  little  study  along  these  lines,  dealers  would  also 
be  able  to  trim  their  stocks  more  compactly  to  fewer 
colors.  The  quantity  sellers  would  be  the  body  colors 
which  would  be  carried  mostly  in  large  packages,  in  a 
few  colors.  Then  the  trims  in  more  colors,  but  smaller 

quantities,  and  so  on  as  the  respective  local  trade  de- 
mands. 

The  paint  line  rightly  handled  is  productive  of  much 
business  and  much  profit. 

Co-operation— the  Spirit  of  Progress 
B\)  Frank  H.  Brown, 

Manager  Sales  and  Advertising,  Lowe  Brothers,  Limited 

One  of  the  world's  highest  authorities  on  business 
matters  said  one  time  that  over  95  per  cent,  of  the  re- 

tailers fail  annually.  By  failing,  he  meant  that  they 
fell  short  of  making  a  success  in  a  big  way — they  mere- 

ly made  a  living.  Seems  a  startling  statement  that, 
yet  the  statement  is  not  half  so  startling  as  the  fact 
that  only  5  per  cent,  of  the  men  connected  with  the 
retail  trade  really  succeed  in  the  true  sense  of  the 
term.  Among  manufacturers'  the  conditions  are  no 
doubt  similar.  Conditions  have,  however,  improved, 
and  are  growing  better  year  by  year. 

A  decade  ago  there  arose  in  the  business  world  a 
call  for  higher  standards  of  efficiency.  The  call  came 
from  offices,  from  factories,  from  banks,  from  stores, 
from  all  departments  of  the  commercial  and  industrial 
world.  Thinking  men,  magazine  writers  and  commer- 

cial schools  have  done  much  to  answer  that  call.  Men 
in  business  are  to-day  better  trained  than  ever  before. 
It  means  more  to  make  good  to-day  than  it  did  ten 
years  ago.  It  will  doubtless  take  more  to  make  good 
ten  years  from  now  than  it  does  to-day. 

The  Call  for  Co-operation. 

But  with  the  attainment  of  higher  standards  of  effi- 
ciency among  manufacturers  there  goes  forth  a  new 

call  to  the  dealers — that  vast  body  of  men  on  whose 
shoulders  rests  the  burden  of  final  distribution  of  pro- 

ducts. The  one  word  which,  better  than  any  other, 
expresses  that  call  is  Co-operation. 

The  law  of  co-operation  means  the  seizing  of  the 
opportunity  at  your  end  of  the  line.  For  example : 
John  Jones  casually  remarks  that  it  is  his  intention 
to  paint  his  house  a  month  or  so  hence.  The  live  re- 

tailer takes  note  of  the  fact,  and  realizing  the  power 
of  good  literature^  sends  the  name  and  address  of  John 
Jones  to  some  paint  manufacturer.  Silently  these  little 
missives  prepare  the  future  course  of  the  prosjiect, 
and  the  result  is  a  certain  sale. 

If  the  cable  between  Canada  and  England  was  sep- 
arated by  a  crevice  one-tenth  of  an  inch  in  width  the 

people  of  the  Mother  Land  would  wait  in  vain  for  our 
messages. 

I  am  speaking  for  the  great  body  of  manufacturers 
when  I  say  that  we  have  something  to  say  to  the  con- 

sumer continually.  These  messages  can  only  be  sent 
by  co-operation  on  the  part  of  local  dealers.  If  that 
co-operation  is  lacking  the  cable  is  broken  and  the  most 

convincing  message  wastes  its  strength,  like  the  flower, 
"on  the  desert  air." 

To  plough  the  ground  in  spring  is  not  sufficient.  It 
must  also  be  earefidly  harrowed  and  seeded.  And 
even  all  this  toil  would  be  useless  if  in  the  end  there 
were  no  machines  to  gather  the  harvest. 

Some  Retailers  do  not  Reap. 

Many  manufacturers  are  ploughing  and  seeding 
faithfully  the  ground  for  their  products,  only  to  find 
that  the  retailer  through  some  reason  difficult  to  un- 

derstand, refuses  to  gather  the  ripened  grain. 
It  takes  often  six  months  to  a  year  to  prepare  a 

good  business  bringing  series  of  brochures,  while  it 

does  not  take  but  very  little  of  the  dealer's  time  to 
display,  or  to  distribute  the  same  series  to  advantage. 
Yet  there  are  many  retailers  who  are  blind  utterly 
to  this  spirit  of  co-operation,  and  who  relegate  to  dusty 
corners  and  to  dark  recesses,  pamphlets  and  booklets, 
and  other  advertising  matter  that  might,  by  even  or- 

dinary display,  prove  big  factors  in  expanding  busi- ness. 

Reckless  Waste. 

I  have  seen  beautiful  metal  agency  signs  used  to 
stop  up  knot  holes  in  the  floor,  attractive  galvanized 
iron  field  signs  replacing  a  warehouse  broken  window, 
and  color  cards,  booklets,  and  other  good  printed  mat- 

ter, that  were  the  result  of  infinite  pains  and  time  and 
money,  thrown  about  recklessly  and  not  doing  duty 
because  the  retailer  did  not  live  up  to  that  great  gold- 

en rule  of  business — "Faithful  Co-operation." 
On  the  other  hand,  I  know  dealers  in  small  cities 

Avho  are  brimful  of  the  co-operative  spirit,  and  it  is 
a  pleasure  and  a  profit  to  any  manufacturer  to  send 
them  good  advertising  matter.    They  are  keenly  alert 

8  It  is  quite  proper  for  every  hardwareman  to  8 
S  be  consumed  with  an  ambition  to  paint  his  d 
g  town  red—or  any  other  color  that  will  suit  the  8 
g  artistic  tastes  of  his  customers.    He  should,  8 
a  however,  advertise  the  faet.    Customers  can  g 
S  scarcely  be  expected  to  know  it  unless  they  g 
S  are  told.  g 

to  every  prospect,  and  we,  as  manufacturers,  are  ever 
willing  to  make  our  good  money  with  their  good  en- ergy. 

All  dealers  should  line  themselves  and  their  stores 
up  with  the  big  concerns  whose  goods  they  handle.  A 
manufacturer  can  spend  only  a  certain  amount  on  ad- 

vertising. If  50  per  cent,  of  the  advertising  fails  to 
perform  its  purpose  through  the  lethargy  of  the  re- 

cipient, it  simply  means  that  the  "live  wire"  dealer 
is  just  getting  one-half  as  much  free  advertising  as 
he  would  otherwise  get. 

One  expert  has  said  that  less  than  5  per  cent,  of 
advertising  matter  hits  the  mark  it  was  intended  to 
hit.  He  gives  as  his  reasons  (a)  poor  copy,  (b)  poor 
distribution,  and  (c)  illogical  quantity. 

Poor  copy  has  been  sufficiently  descanted  upon  by 
the  copy  specialists.  Poor  distribution,  however,  has 
not  received  due  attention,  and  distribution  means 

nothing  more  than  "Unfaithful  Co-operation." 
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Conducting  a  Paint  Department 
R.  B.  Johnson, 

Pinchin- Johnson  &  Co.,  Toronto 

A  paint  manufacturer  should  look  at  this  phase  of 

the  question  from  the  retailer's  standpoint,  and  in  con- 
sidering it  in  that  light,  he  has  to  place  himself  some- 

what in  the  dealer's  position  and  see  things  through 
the  retailer's  spectacles. 

Locality,  of  course,  governs  a  dealer's  paint  stock, 
and  what  one  retailer  could  do  to  advantage,  another 
one  could  not.  However,  the  most  essential  thing  for 
the  dealer  who  is  anxious  to  build  up  his  trade,  is  to 

R.  B,  Johnson 
The  writer  of  this  article 

secure  the  agency  for  a  high-class  ready  prepared  paint 
and  stock  the  line  of  the  manufacturer  in  its  entirety. 
Then  co-operate  with  the  manufacturer,  i.e.,  take  all 
the  help  he  offers,  but  do  not  let  him  do  all  the  work. 
The  dealer  must  do  his  share  and  those  dealers  who 
are  working  with  the  manufacturer  are  increasing 
their  sales  immensely. 

In  a  good  many  instances  the  dealer  does  not  attach 
sufficient  importance  to  his  paint  stock.  He  places  it 
away  in  some  out-of-the-way  corner  in  his  store,  where 
it  is  inconvenient  to  get  at  and  hard  to  supply  custom- 

ers' wants  speedily,  which  causes  many  sales  to  be 
lost.  A  customer  may  come  into  a  store  for,  say,  a 
hammer,  and  if  he  saw  a  nicely  arranged  paint  dis- 

play, it  would  most  likely  suggest  some  painting  he 
had  to  do  and  he  would  purchase  the  paint  then  and 
there.  Dealers  should  make  it  a  point  to  properly  dis- 

play their  stock  and  instruct  their  clerks  to  suggest 
the  use  of  paint  to  ciistomers  when  buying  other  goods. 
Retailers  who  do  this  find  their  paint  department  is 
the  most  revenue-producing  branch  of  their  business. 

Illustrations  of  well-arranged  paint  stocks  and  win- 
dow trims  are  frequently  shown  in  the  trade  papers, 

and  retailers  should  endeavor  to  follow  the  examples 
set  by  other  paint  dealers.  Why,  for  instance,  should 
display  space  be  taken  up  with  ugly  kegs  of  nails 

shown  in  front  of  the  counters'?  And  why  should  the 
$15  or  $20  a  week  clerk  wait  on  a  customer  who  wants 
a  few  pounds  of  nails,  when  he  can  refer  the  customer 
to  a  boy  who  is  drawing  only  $8  or  $9  a  week.  The 
high  salary  man  can  make  more  money  for  his  em- 
player  if  he  will  devote  his  energy  to  selling  paint 
and  other  lines  on  which  there  is  an  equally  high 
margin  of  profit. 

Naturally,  the  front  of  the  store  seems  the  best 
place  for  displaying  paint  at  this  season,  but  there  are 
some  times  instances  where  it  is  impossible  to  do  this. 
The  front  is  the  most  suitable,  but  there  is  no  reason 

why  a  paint  stock  towards  the  rear  of  the  store,  if 
arranged  in  good  order,  should  not  be  productive  of 
equally  as  good  results.  Having  the  stock  at  the  back 
means  a  little  more  introduction,  for  people  usually 
wait  at  the  front  of  the  store  for  their  purchases.  I 
know  of  one  dealer  who  has  his  display  at  the  back 
and  he  has  so  arranged  his  counter  displays  that  cus- 

tomers are  naturally  drawn  towards  his  paint  depart- 
ment, and,  as  his  stock  includes  a  full  line  of  special- 

ties and  is  most  attractively  arranged,  buyers  do  not 

hesitate  about  going  to  the  back.  It's  largely  a  ques- 
tion of  arrangement  and  having  everything  bright 

and  neat. 

Salesmen  frequently  fail  to  realize  the  value  of  color 
cards  and  other  advertising  matter.  These  cost  a  great 
deal  of  money  and  are  intended  to  be  distributed  to 
probable  users  of  paints  with  the  aim  of  producing 
business  for  both  the  dealer  and  the  manufacturer. 

The  Canadian  consumer  has  got  to  the  point  where 
he  demands  a  higher  grade  article  than  he  has  been 
accustomed  to  using  in  past  years,  for  the  simple  rea 
son  that  he  realizes  that  in  a  cheap  article  he  gets 
what  he  pays  for  and  no  more,  sacrificing  economy 
and  ultimate  satisfactory  results.  This  applied  al- 

most everything.  It  necessitates  a  slightly  increased 
first  outlay,  but  the  ultimate  results  are  economy  and 
satisfaction.  In  ready  prepared  paint  this  is  particu- 

larly true.  The  cost  of  the  paint  is  not  the  first  thing 
to  be  taken  into  consideration.  The  expense  of  putting 
on  a  cheap  grade  of  paint  is  just  as  great  as  putting 
on  the  higher  grade  material,  and  much  more,  be- 

cause a  skilled  mechanic  can  apply  more  paint  of 
good  quality  than  he  can  a  cheap,  inferior  grade.  This 
means  a  saving  in  the  cost  of  both  labor  and  material, 
owing  to  the  high  quality  paint  covering  more  sur- 

face and  the  economy  due  to  the  durability  of  the  bet- 
ter grade  making  the  paint  last  a  much  longer  time. 

Hardware  and  paint  dealers  are  gradually  realizing 
the  advantages  to  be  gained  by  handling  a  paint  of 
strictly  high-class  quality  and  are  finding  it  more  pro- 

fitable to  sell  ready  prepared  paints  than  lead  and  oil 
in  bulk.  They  are  certain  of  supplying  their  custom- 

ers Avith  reliable  goods  if  they  stock  the  ready  pre- 
pared article.  The  makers  name  and  reputation,  re- 

presented by  the  label  on  the  package,  is  a  guarantee 
of  quality.  The  lead  and  oil  proposition  has  got  to  a 
point  where  the  dealer  does  not  know  whether  these 
are  pure  and  of  what  grade.  If  he  handles  these  lines 
and  supplies  doubtful  material,  they  are  liable  to  se- 

cure for  him  many  dissatisfied  customers. 

Beauty  is  only  skin  deep,  but  it  isn't  only  the  thick- 
ness of  the  skin  that  makes  it.  It's  the  kind  of  paint 

and  the  way  it's  put  on  that  makes  the  Sherwin-Wil- 
liams' aduminum  paint  the  leader  of  all  others.  S-W 

aluminum  paint  can  be  used  on  either  Avood  or  metal 
surfaces.  Has  no  offensive  odor.  Withstands  extreme 
heat  or  cold.  Does  not  discolor.  Very  durable.  Paint 

man  claims  he  wouldn't  sell  the  S-W  aluminum  paint 
if  it  Avasn't  the  most  satisfactory  to  use. — LaAvrence 
Paint  Co.,  Binghamton,  N.Y. 

^       ̂   ^ 

Good  results  is  what  everybody  is  stri\'ing  for,  no 
matter  in  what  channel  of  activity  it  may  be.  If  you 
are  after  satisfactory  results  from  the  use  of  paints, 
success  AAdll  croAvn  your  efforts  if  you  insist  on  getting 

the  Imperial  mixecl  paints,  for  Avhich  Ave  are  the  ex- 
elusive  selling  agents  in  this  city. — Tuttle  Paint  & 
Glass  Co.,  El  Paso. 
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Know  the  Paint  you  Sell 
Sj;  T.  F.  Mon^penn^ 

The  Imperial  Varnish  &  Color  Co. 

If  I  were  in  the  retail  business,  the  first  question  I 
would  consider  in  my  paint  department  is  quality. 
This  is  the  important  feature  if  a  man  is  to  make  a 
success  of  the  line.  I  would  handle  the  paint  of  a 
house  that  turns  out  a  high-class  article,  a  house  that 
gives  a  good  reasonable  proposition  in  advertising 
and  one  that  will  back  its  goods  with  a  good  guar- 

antee and  stand  by  the  retailer  to  the  finish. 

I  would  co-operate  with  the  manufacturer  at  all 
times  and  call  on  him  for  assistance  at  every  oppor- 

tunity. Paint  manufacturers  are  anxious  and  Avilling 
at  all  times  to  help  the  retailer  and  will  do  all  in  their 
l)()wer  to  create  sales.  Co-operation  is  one  of  the  things 
most  essential  to  success,  and  unless  the  retailer  will 
work  hand  in  hand  with  the  maker  of  paint,  he  can- 

not make  the  most  profit  out  of  his  line. 

Bring  Paint  to  the  Front. 

With  the  first  sign  of  spring,  the  paint  should  be 
l)rought  to  the  front  shelves  in  the  store,  and  the  de- 

partment made  as  attractive  as  possible.  See  that  the 
labels  on  the  tins  are  clean  and  make  good  use  of  the 

color  cards'  and  display  signs  furnished  by  the  firm 
whose  paint  you  are  handling,  instead  of  having  them 
lying  loose  all  over  the  counter,  or  thrown  in  a  heap 
at  the  back  of  the  store  or  down  cellar. 

When  the  new  shipment  of  paint  comes  in,  the  old 
stock  should  lie  taken  down,  and  any  tins  with  soiled 
labels  put  to  one  side  and  put  under  the  counter  where 
they  can  be  got  at  conveniently.  Those  cans  that  are 
clean  and  neat  can  be  put  back  on  the  shelves  in  front 
of  the  new  shipment.  Sell  the  dirty  cans  first.  A 
soiled  label  on  a  tin  does  not  lessen  the  quality  of  the 
contents ;  paint  that  is  a  year  or  two  old  is  often 
better  than  new  stock.  In  this  way  your  stock  is 
being  constantly  turned  over. 

The  difi^erent  literature  and  instructions  furnished 
by  the  manufacturer  should  be  carefully  read,  both  by 
the  proprietor  and  his  clerks. 

Get  a  Knowledge  of  Paint. 

There  are  many  men  in  the  hardware  business  who 
do  not  know  Avhat  paint  is  made  of,  how  it  should  be 
reduced  and  how  to  apply  it.  All  this  information  is 
contained  on  the  label  or  in  some  of  the  literature. 
Dealers  who  handle  our  line  have  written  us  asking 
({uestions  along  these  lines,  and  when  we  told  them 
it  Avas  on  the  can  they  were  very  much  surprised  and 
«.nid  they  did  not  notice  it. 
Know  your  goods.  When  a  customer  sees  a  retailer 

knows  what  he  is  talking  about,  he  places  his  trust  in 
him.  A  man  may  come  into  a  store  wanting  some  wall 
finish,  but  is  uncertain  what  to  use  and  wants  the  deal- 

er's advice.  If  the  latter  also  is  uncertain  and  recom- 
mends the  wrong  article,  the  job  is  sure  to  prove  un- 

satisfactory, and  the  customer  is  sore  on  the  dealer. 

A  Case  in  Point. 

One  of  the  best  cases  I  can  cite,  shoAving  that  it 
pays  to  knoAV  your  goods,  is  that  of  the  manager  of 
the  paint  department  in  one  of  our  largest  depart- 

mental stores.  This  young  man  was  formerly  connect- 
ed with  a  correspondence  school  and  was  offered  the 

position  as  manager  in  the  paint  department  of  this 
store.  He  kncAV  absolutely  nothing  about  paints  and 
paint  specialties,  but  was  a  good  buyer  and  an  ex- 

cellent salesman.  After  accepting  the  position,  he 
spent  a  day  in  each  of  the  factories  manufacturing  the 
lines  his  firm  handled,  and  went  to  assume  his  new 
duties.  He  learned  thoroughly  the  composition  of  the 
different  articles,  their  various  uses  and  good  selling 
points,  and  to-day  he  is  considered  by  his  firm  to  be 
the  best  man  they  ever  had  in  the  department. 

Displaying  Paints. 

Now,  as  to  window  displays.  This  matter  depends 
entirely  on  local  conditions,  size  of  Avindow,  etc.,  but 
any  retailer,  by  giving  the  matter  a  little  careful 
thought,  can  arrange  a  windoAV  that  is  sure  to  please 
the  public.  Every  manufacturer  furnishes  excellent 
material  for  making  a  good  windoAV  and  the  aid  of  the 
traveller  can  be  solicited  in  arranging  the  display. 
Unfortunately,  there  are  not  many  paint  travellers  Avho 
are  expert  window  dressers,  but  some  of  their  sugges- 

tions are  very  valuable  and  can  Avell  be  folloAved  out. 
There  are  many  other  methods  and  schemes  a  re- 

tailer can  foUoAV  in  conducting  a  successful  paint  cam- 
paign. I  have  given  a  fcAv  of  the  main  ones  and  those 

I  AA'ould  consider  most  important  were  I  in  the  retail 
business. 

GETTING   AFTER   PAINT  TRADE. 

NoAV  is  the  time  to  start  pushing  varnishes  and 
paints.  In  the  course  of  a  AA'eek  or  Iavo.  spring  cleaning 
Avill  commence,  and  Avhile  the  man  of  the  house  will  be 
in  the  backyard,  dressed  in  all  his  old  clothes  and 
thinking  between  Avhacks  where  all  the  dust  in  the 
carpets  came  from,  the  good  houscAvife  will  be  think- 

ing A\iiat  colors  she  is  going  to  paint  her  rooms  and 

a  When  farm  and  other  buildings  are  shabby  for  8 
g  the  want  of  a  coat  of  paint  it  is  evident  that  » 
g  the  education  of  their  owners  has  been  sadly  « 
S  neglected.    The  local  hardwareman  should  be  S 
o  the  educator.  g 

what  stains  will  look  nicest.  All  the  paints  and  spe- 
cialties should  be  brought  to  the  front  and  the  win- 

doAvs  and  counters  and  shelves  nearest  the  door  given 
up  to  these  goods. 
Many  hardAvare  men  follow  the  plan  of  securing  the 

services  of  a  young  lady  to  demonstrate  specialties  to 
customers  and  with  good  results.  Often  the  firm  whose 
line  yoti  handle  Avill  send  a  lady  but,  if  this  cannot  be 
done,  it  pays  to  have  a  lady  from  your  own  town  do 
the  Avork  for  a  while. 

In  the  matter  of  advertising,  the  town  papers,  of 
course,  should  be  used.  Then,  too,  a  list  of  prospec- 

tive customers  should  be  compiled  to  which  to  send 
advertising  literature. 

The  big  thing  at  this  season,  however,  is  outside  oi 

"missionary"  work.  This  method,  when  followed  in 
the  right  manner,  is  productive  of  better  results  than 
any  other.  Every  dealer  should  take  a  walk  through 
his  toAvn  and  make  a  note  of  ncAV  houses  nearing  com- 

pletion and  of  old  houses  that  need  repainting.  Then 
get  out  and  canvass  the  OAvners. 

A  tailor,  unless  he  kncAv  a  man  really  well,  could  not 

come  lip  and  say,  "Here,  Smith,  that  suit,  or  overcoat 
you  are  Avearing  is  looking  pretty  shabby.    Don't  you 
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think  you'd  better  have  a  new  one?"  Likewise,  a 
grocer  could  not  say  to  a  man  or  woman  who  was  not 

a  customer  of  his,  "  That  breakfast  food  you  are  using 

is  not  as  good  as  some  I  have."  If  accosted  in  this 
manner,  almost  every  person  would  get  angry. 

And  with  a  hardware  man  or  paint  dealer,  the  situa- 
tion is  altogether  different.  Nearly  every  man,  no  mat- 

ter who  he  is,  takes  a  personal  pride  in  the  appearance 
of  his  house  and  his  vanity  on  this  subject  is  easily 
touched.  Therefore,  a  paint  dealer  can  approach  a  man 

with  no  fear  of  insulting  him.  For  instance,  a  man's 
verandah  needs  touching  up.    If  the  dealer  calls  on 

the  station  I  noticed  a  couple  of  new  houses  almost  fin- 
ished. When  I  got  to  the  store,  the  dealer  told  me  he 

did  not  think  he  would  give  me  an  order.  He  was 
handling  another  brand  Avhich,  he  stated;  was  giving 
satisfaction  to  his  customers. 

"During  our  conversation  I  asked  him  if  he  had 
secured  the  order  for  the  paint  required  for  the  two 

new  houses  near  the  station.  'No,'  he  replied,  'the 
owner  always  buj'S  lead  and  oil  and  mixes  his  own.'  I 
suggested  that  we  both  go  down  and  see  the  owner  of 
the  houses  and  talk  ready-mixed  paint.  Mr.  Dealer  con- 

sented, so  down  Ave  Avent  and  shav  our  man.    Before  we 

The  Paint  Department  of  the  Webster^ardwareeCo.,  Hamilton,  agents  for  Minerva  Paint 

him  and  sa.A's.  "Jone?  your  verandah  is  looking  pretty 
bare.   Do  you  not  think  it  needs  a  fresh  coat  of  paint?" 

The  man  may  state,  "Why,  I  just  painted  it  last 

year. ' ' "Well,"  might  say  Mr.  Dealer,  "who  ever  did  it 
made  a  poor  job  or  used  an  inferior  grade  of  paint.  It 

certainly  needs  it  again." 
A  couple  of  statements  such  as  these  should  not 

ofiPend  any  man,  and  if  he  is  at  all  particular  about  his 
house,  the  order  is  likely  to  be  secured.  Then,  the 
chances  are  that  the  man  would  not  have  noticed  it 
particularly  and  likely  would  not  have  painted  till  next 
year  or  perhaps  for  two  years.  If  painted  this  year, 
the  house  will  likely  need  it  in  another  couple  of  years 
and,  if  satisfaction  has  been  given,  the  order  is  almost 
sure  to  come  your  way. 

An  instance  of  where  this  method  of  getting  after 
trade  has  been  successful  is  shown  in  the  folloAving 
incident,  related  to  the  Journal  by  a  well-knoAvn  paint 
traveller. 

"I  had  dropped  off  at  a  small  town,"  said  this 
traveller,  "to  try  and  sell  a  line  of  goods  to  a  local 
dealer  who  "was  not  handling  our  line.    On  my  way  to 

left  the  dealer  had  secured  an  order  for  about  $50 

worth  of  paint  as  a  result  of  this  'missionary'  Avork. 
"Naturally  Mr.  Dealer  gave  me  an  order,  so  you  see 

it  meant  money  for  both  of  us." 
There  is  no  reason  Avhy  every  dealer  cannot  follow 

such  methods  as  these,  Avith  equally  good  results. 
The  best  thing  about  business  secured  in  this  way  is 

that  it  is  neAv  business,  business  Avhich  would  likely  not 
have  come  at  all,  and  if  the  Avork  was  done,  the  chances 

are  that  some  other  retailer  might  liaA^e  got  it.  Then, 
too,  if  the  paint  gives  satisfaction,  it  means  that  the  cus- 

tomer Avill  call  again  for  his  future  requirements  in  the 
liardAvare  line. 

Mr.  Farmer,  brighten  up  j'our  Avagon,  tools  and  bug- 
gies. SherAvin-Williams  Avagon  and  implement  paint 

for  Avagons  and  tools.  SherAvin-Williams  buggy  paint 
for  buggies.  Things  Avell  painted  shoAV  prosperity. 
You  are  prosperous.  Use  paint.  Get  it  from  us.  All 
kinds.  Glass',  too. — The  Lawrence  Paint  Co.,  Bingham- 
ton,  N.Y. 
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What  Progress  Have  YOU 

Made  in  10  Years 

HRST  YEAR 
Started  in  business  with  new  store,  new 

stock  and  bright  prospects. 

SECOND  YEAR 
Doing  a  fair  business,  but  not  quite  as  much 

as  had  been  expected. 

C    I  STANDSTMi^ 

THIRD  YEAR 
Same  store,  good  location,  but  business 

hasn't  grown  any.  Many  customers  not  regular buyers. 

FIFTH  YEAR 
Still  at  the  old  stand,  Profits  really  should 

net  higher  on  amount  of  business  done. 

TENTH  YEAR 
Can't  figure  out  why  other  merchants  make more  money,  yet  charge  same  or  lower  prices than  he  does. 

Some  merchants  who  started  business  same  year  as 
you,  have  seen  their  business  and  profits  grow  bigger  and 
bigger  month  after  month  every  year.  Others  have  done 

"fairly  well,"  making  a  bare  living.  Still  others  have 
"  progressed  backwards." 

In  Which  Class  Do  You 

Belong? 
FIRST  YEAR 

Started  in  business  with  new  store,  new 
stock  and  modern  equipment. 

Have  yoH  ever  stopped  to  figure  up — to  see  if  you 
are  getting  ahead?  Your  yearly  turn-over  is  how  much? 
Say  $30,000.  And  you  figure  to  net  at  least  1 0  per  cent, 

profit.  That's  $3,000  a  year.  In  1 0  years  you  have 
EARNED  total  NET  PROFITS  of  $30,000. 

What  have  you  got  to  show  for  it?  You  OUGHT 
to  have  a  good  part  of  that  $30,000.  Have  you?  And 
you  ought  to  be  doing  a  bigger  business  with  larger  profits 
now  than  ever  before.    Do  you? 

Whether  You  Succeed  or 

Fail  Depends  Entirely 
on  Your  Methods 

If  you  are  not  following  the  right  methods 

you'll  make  no  better  progress  this  year  and 
NEXT  year  than  you  have  in  the  past.  And 

your  profits  will  still  be  in  the  future.  You  can't 
"  get  ahead  "  by  following  the  methods  of  un- 

successful merchants.  No  use  trying.  You  MUST 
do  as  successful  merchants  do. 

Successful  Merchants  Put  a 

Receipt  in  Every  Parcel 

And  because  National  Cash  Registers  pro- 
vide the  quickest  and  most  accurate  method  of 

issuing  receipts  with  every  transaction,  most 
successful  merchants  use  the  NATIONAL  sys- 

tem. Why  don't  you?  Don't  say  you  "can't 
afford  it. "  The  reason  you  "  can't  afford  "  a 
National  Cash  Register  is  because  you  haven't 

got  one. 
Ask  About  the  New  "Get 
a  Receipt  Plan  "  and  Write for  Free  Booklets. 

National  Cash 

SECOND  YEAR 
Prompt,  careful  service  makes  business 

grow — needs  biggerstore.  Customers  like  his methods. 

THIRD  YEAR 
New  store — more  customers  than  ever, 

with  every  purchase.    No  losses. 

jives  a  receipt 

FIFTH  YEAR 
Profits  saved  in  five  years  enable  purchase  of 

location  and  erection  of  own  building. betle 

Register  Co. 

85  Yonge  Street,  Toronto 

Canadian  Factory 
at  Toronto 

J.  C.  LAIRD, 
Manager  for  Canada 

TENTH  YEAR 
Business  well  established  in  new  store.  His  methods  attract  crowds. 

Earnings  very  large.    Success  fairly  won  through  better  service. 

When  writing  to  »(iverti»«rs,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Mr.  W.  G.  Wright 

Canada's  Excessive  Fire  Rates'" W.  G.  Wright 

The  hardy  perennial,  objections  to  fire  insurance 

rates,  is  ever  with  us.    Excessive  insurance  rates  are 
a  burden  to  every  line  of 
business  and  probably  the 
hardware  and  the  lumber 
goods  trades  have  the 
most  reason  to  raise  ob- 

jections. The  hardware 
trade  get  it  in  increased 
cost  of  their  products  be- 

cause rates  on  iron  manu- 
factures are  excessive 

and  the  wholesaler  and 
retailer  get  it  again  and 
this  makes  selling  charges 
high. 
This  insurance  rate 

qiiestion  is  much  like  our 
good  old  reliable  Cana- 

dian thistle,  its  roots  seem 
to  run  almost  to  China, 
and  like  the  thistle  I  be- 

lieve with  the  insurance 
rate  question,  it  is  a  ease 

of  grasp  the  hardy  thistle  close  or  grasp  it  not  at  all. 
It  v/ill  require  skilful  and  thorough  cultivation  to 
eradicate  the  thistle,  and  it  will  require  scientific  and 
drastic  action  to  ameliorate  the  greatest,  most  useless, 
and  most  excessive  tax  we  have  to-day,  that  repre- 

sented in  part  by  the  moneys  paid  insurance  compan- ies. 

Question  of  Reduced  Rates. 

I  full  well  know  that  it  is  useless  to  look  to  insur- 
ance companies  to  reduce  insurance  rates.  Roughly, 

sixty  dollars  of  every  one  hundred  dollars  they  collect 
go  to  pay  losses,  and  the  balance  is  used  to  pay  agents' 
commissions,  head  office  salaries  and  profits.  Your 
local  agent  may  sometimes  assist  you  in  getting  a 
lower  rate  on  a  risk  in  order  to  hold  the  business  or 
to  get  a  slice  of  business  from  his  opposition,  but  ex 
cept  with  such  an  object  in  view  an  agent  is  a  fool 
who  sets  out  to  reduce  rates  and  the  up-to-date  agent 
fully  knows  this  and  acts  accordingly.  The  whole 

proposition  gets  back  to  the  old  story 'of  the  nest  of 
larks  in  the  farmer's  corn.  They  were  in  no  danger while  he  depended  on  neighbors  or  relatives,  or  in 
fact  on  the  other  fellow  to  do  the  harvesting,  but  when 
he  determined  to  do  it  himself,  Mother  Lark  moved 
in  the  morning.  In  this  question,  too,  it  is  up  to  you 
and  you  only  to  examine  into  the  problem  and  work 
out  its  solution. 

Abortive  Remedies. 

The  remedy  usually  suggested,  the  one  that  has  most 
advocates,  the  one  that  has  always  someone  to  vigor- 

ously canvas  it,  because  he  or  someone  else  looks  for 
a  position  as  manager  or  director  or  president — is  that 
forming  a  mutual  company.  I  do  not  mean  to  say 
that  mutual  companies  are  not  successful.  Some  of 
them  do  excellent  work.  But  after  all  this  remedy 
reminds  me  of  that  cure  for  the  bite  of  a  mad  dog, 
applying  to  the  wound  the  hair  of  the  dog  that  bit 
you.  Both  have  similar  objections,  you  must  catch 
the  dog,  you  must  be  sure  it  is  the  right  one,  and  you 
must  be  bitten  first.  In  the  insurance  case  you  have 
the  advantage  that  you  have  been  bitten,  are  being 

*  Paper  read  at  the  recent  Convention  of  the  Ontario  Retail  Hardware and  htove  Dealers'  Association  at  Guelph. 

bitten,  and  will  be  bitten.  I  do  not  think  the  hair 
method  of  cure  one  bit  better  in  one  case  than  in  the 
other,  and  I  advocate  killing  the  dog  before  he  bites. 
In  the  dog  case  it  will  not  matter  much  to  me  whether 
I  shoot  several  dogs  so  long  as  I  shoot  the  right  one 
because  I  keep  no  dogs.  But  in  the  insurance  case 
you  must  be  careful  to  get  the  right  animal.  The  sum 
of  my  remarks  so  far  is  this,  that  we  must  find  out 
just  who  is  responsible  for  these  excessive  rates  and 
then  see  that  the  proper  means  are  taken  to  remedy 
the  evil. 

Some  of  you  are  no  doubt  aware  that  until  about 
two  years  ago  I  was  engaged  in  the  fire  insurance 
business.  In  fact  I  spent  ten  years  in  head  office  work 
as  inspector  and  adjuster  and  was  for  the  latter  two 
years  Chief  Inspector  of  one  of  our  large  Canadian 
companies  for  Canada  and  the  United  States.  On 
Nov.  1st,  1909,  Mr.  John  A.  Ross,  Inspector  and  Ad- 

juster of  the  Economical  Mutual  Fire  Insurance  Com- 
pany, one  of  the  most  successful  of  our  Ontario  com- 

panies, joined  with  me  to  form  the  firm  of  Ross  & 
Wright,  Insurance  Counsellors  and  Adjusters  of  Fire 
Losses  for  the  Assured.  Since  then  our  business  has 
been  to  act  exclusively  in  the  interests  of  the  assured. 
We  do  not  sell  insurance.  Clients  who  come  to  us  for 
advice  must  place  the  insurance  through  agents  of 
companies  ancl  even  when  they  ask  us  to  advise  as  to 
agent  or  company  or  to  assist  them  in  insuring  pro- 

perty we  accept  remuneration  only  from  our  clients. 
The  agent  must  retain  all  the  commission.  We  never 
act  as  adjusters  for  insurance  companies.  Any  of 
you  who  have  read  the  column  in  Toronto  Saturday 

Night  "Concerning  Insurance,"  which  I  assist  in  edit- 
ing, will  agree  that  the  position  taken  is  absolutely 

independent  of  insurance  companies.  Why  I  make 
this  personal  digression  will  appear  as  I  proceed. 

The  Game  of  Extortion. 

It  will  take  no  argument  on  my  part  to  secure  an 
agreement  that  insurance  rates  are  excessive.  The 
experience  of  most  of  the  business  men  before  me  will 
confirm  the  statement  that  they  are  increasing.  And 
1  think  that  most  of  you  will  quite  agree  that  it  is 
time  that  a  curb  is  put  on  this  game  of  extortion,  and 
that  the  measures  taken  by  individuals,  by  mercantile 
and  manufacturing  associations,  by  boards  of  trade, 
by  insurance  departments,  by  legislatures  and  by  par- 

liament cannot  be  too  drastic.  And  to  this  the  most 
thoughtful  of  our  great  public  men  are  trying  to  lead. 

I  wish  now  to  show  what  the  insurance  companies 
have  actually  done  in  this  matter  in  Ontario.  ]\Iany 
requests  came  to  Saturday  Night  for  the  truth  about 
the  insurance  companies  and  the  profits  they  were 
making,  and  the  character  of  their  stocks  as  an  in- 

vestment. In  Ontario  in  the  last  fifteen  years  there 
have  been  formed  some  seventeen  companies  with  Pro- 

vincial and  Dominion  licenses.  I  made  a  careful  analy- 
sis going  back  as  far  as  the  Government  records 

showed  the  amounts  paid  in  on  account  of  capital 
stock  and  then  carefully  collecting  and  comparing 
the  assets  and  liabilities.  Before  publishing  this  I 

submitted  it  to  parties  closely  in  touch  with  the  com- 
panies, and  I  was  urged,  almost  begged,  to  not  make 

the  results  public  because  it  might  do  serious  injury 
to  the  interests  of  the  Canadian  companies.  I  felt 
then  as  I  do  now  that  the  public  and  the  companies 
will  be  best  served  by  the  public  knowing  the  facts, 

and  they  are  these. 
Losses  of  Insurance  Companies. 

In  the  fifteen  years  Results,  one  company  shows  a 
net  profit  of  sixty-five  dollars.    The  other  sixteen 
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63 show  an  aggregate  net  loss  of  over  one  million  six 
hundred  thousand  dollars.  Four  comiianies  show 
their  entire  paid  up  capital  exhausted  and  several 
others  are  really  on  the  verge  of  bankruptcy,  and  I 
do  not  think  a  single  one  has  ever  been  in  a  position 
at  any  time  in  the  fifteen  years  to  pay  a  dividend 
without  impairing  capital,  that  is  out  of  profits. 
You  Avill  now  understand  in  some  measure  why  I 

do  not  think  that  the  insurance  companies  are  the 
cause  of  excessive  rates,  you  will  perhaps  doubt  that 
any  application  of  the  hair  of  the  dog  will  have  much 
effect ;  in  fact  I  do  not  think  that  the  formation  of  a 
hardware  Mutual  Fire  Insurance  Company  under  ex- 

isting circumstances  Is  at  all  in  your  interests.  You 
must  get  back  to  the  seat  of  the  disease  and  by  prob- 

ing far  and  cutting  deep  and  by  fearless  scientific  sur- 
gery, effect  a  radical  cure. 

Excessive  Fire  Waste. 

Get  to  the  cause!  That  cause  in  its  last  analysis  is 
excessive  and  increasing  fire  waste.  The  attitude  of 
the  minds  of  the  public  is  that  fire  waste  is  a  loss  to 
the  insurance  companies.  Disabuse  your  minds  at 
once.  The  companies  toll  every  dollar  of  fire  waste 
in  which  they  are  interested  to  the  extent  of  sixty  to 
seventy  per  cent.  All  insurance  is  in  its  final  effect 
mutual,  and  every  dollar  of  fire  waste  must  be  borne 
by  the  people,  and  if  it  be  covered  by  insurance  then 
the  waste  is  only  sixty  to  seventy  per  cent,  greater. 
My  advice  to  you  is  that  all  other  means  you  may 
adopt  are  but  ineffective  palliatives.  Reduction  of 
fire  waste  is  the  only  possible  and  effective  means  thai 
will,  so  far  as  it  is  done,  cure  absolutely  the  evil  of 
excessive  fire  insurance  rates. 

How  to  Check  Fire  Waste. 

Now  to  apply  this  remedy.  In  France,  England  and 
.\merica  the  comparative  loss  ratio  are  France  7,  Eng- 

land 14,  America  70.  This  means  that  the  loss  ])er 
thousand  of  value  in  America  is  ten  times  as  great  as 
in  France  and  five  times  as  great  as  in  England.  The 
reasons  for  these  differences  is  that  in  France  the 
owner  or  occupant  of  a  building  is  held  responsible 
for  the  damage  done  to  neighboring  properties  by 
fires  which  are  the  result  of  carelessness  or  even  if 
the  cause  is  not  shown  to  have  been  unpreventable. 

This  being  the  case  no  one  is  fool  enough  to  insure 
and  burn  up  because  he  knows  that  the  insurance  he 
might  collect  has  a  lien  against  it  to  the  extent  of 
the  damage  he  causes  neighbors.  The  moral  hazard  is 
entirely  eliminated  and  nearly  the  entire  element  of 

preventable  fires.  In  England,  as  compared  with 

America,  they  build  and  so  do  we,  but  generally  speak- 
ing, we  build  bonfires.  Outside  of  some  few  of  the 

larger  cities,  where  there  is  fairly  satisfactory  enforce- 
ment of  building  and  fire  by-laws,  where  one  bonfire 

is  extinguished  a  larger  and  higher,  and,  if  possible, 
more  inflammable  one  is  erected.  Building  construc- 

tion and  architecture  generally  in  this  country  are 

conducted  Avith  almost  an  ntter  disregard  for  insur- 
ance and  fire  preventive  engineering. 

Careless  Management. 

Not  only  is  construction  exceedingly  defective,  but 
what  may  be  called  fanlts  of  management  are  just 

about  as  general  and  as  serious  as  can  well  be  imag^ 
ined.  Enter  the  cellar  of  a  country  hardware  store 

and  tell  me  if  this  is  not  what  you  usually  find :  _  A 
hot  air  furnace  without  any  surrounding  protection 

and  frequently  a  heap  of  ashes  on  one  hand  and  a  pile 

of  kindling  on  the  other,  and  near  at  hand  the  win- 

ter's accumulations  of  straw  from  the  boxes  of  glass. 
Then  at  one  end  are  the  barrels  of  coal  oil,  paint  oil, 
turpentine,  and  frequently  gasoline.  Nearly  always 
the  barrels  have  the  ordinary  tap  and  the  waste  runs 
on  to  the  floor,  sawdust  being  used  to  absorb  it.  If 
there  is  one  insiduous  incendiary  it  is  the  combin- 

ation of  sawdust  or  cotton  waste  and  paint  oil.  Now, 
gentlemen,  without  going  into  the  hundred  and  one 
things  that  are  every  day  making  fires  in  hardware 
stores,  is  there  any  condition  you  call  to  mind  Avhich 
should  have  a  greater  effect  in  increasing  the  fire 
losses  in  your  line  of  business?  I  shall  just  mention 
a  few  other  of  the  common  bad  features. 

Defective  Wiring. 

Defective  electric  wiring,  swinging  gas  jets,  electric 
flexible  cord  hung  over  nails,  hooks,  or,  in  fact,  used 
for  any  other  purpose  than  straight  pendant  drops ; 
electric  lights  hung  close  to  merchandise  or  decora- 

tions, the  want  of  elementary  fire  protection.  Every 
store  should  have  a  covered  galvanired  tank  and  three 
pails  for  every  twenty-five  hundred  feet  of  floor  area, 
and  this  should  be  kept  filled  with  brine.  Why  name 
more ;  most  you  know,  many  in  your  own  store,  but 
you  are  indifferent,  and  leave  that  to  the  insurance 
companies.  You  forget  that  a  fire  means  little  to 
them,  it  means  all  to  you,  and  in  the  end  you  must 

pay  for  it. 
Lack  of  Competition. 

The  last  feature  of  excessive  insurance  rates  on 
which  I  shall  touch  is  the  lack  of  competition.  It  is 
true  we  have  tariff  and  non-tariff  and  mutual  com- 

panies, l)ut  after  all  there  are  very  few,  possibly  a 
dozen  of  those  companies  not  members  of  the  Can- 

adian Fire  Underwriters  Association,  which  can  give 
you  real  protection  when  you  buy  insurance.  Further, 
cheap  insurance.  Avhich  is  not  good  insurance,  is  dear 

at  any  price.  Don't  understand  me  as  advocating 
tariff  insurance,  some  of  that  is  doubtful.  Judgment 
in  selection  is  necessary.  What  I  do  say  is  that  owing 
to  the  insurance  departments  at  Toronto  and  Ottawa 
being  practically  dead  or  asleep  to  the  interests  of 
the  public,  every  change  in  the  law  regarding  fire 
insurance  for  ten  years  back  has  tended  to  decrease 
the  protection  of  the  public,  has  enabled  unsound 
home  institutions  to  continue  in  business,  and  bring 
discredit  on  Canadian  financial  institutions.  The  re- 

sult is  that  Canadian  .companies  with  few  exceptions 
are  being  starved  to  death.  In  the  meantime  foreign 
companies,  licensed  and  unlicensed,  are  I)eing  fed  with 
the  cream  of  the  Canadian  business,  either  through 
])rokers  or  as  reinsurance,  with  the  result  that  gener- 

ally Canadian  companies  are  every  year  making  a 
worse  showing. 

We  need  a  policy  for  our  insurance  department  of 
Canada  for  Canadians,  and  with  such  a  policy  and  a 
man  of  the  type  of  the  Hon.  Wm.  Hotchkiss,  Super- 

intendent of  Insurance  of  New  York,  to  carry  it  out 

we  could  have  such  a  condition  of  affairs  that  "Made 
in  Canada"  insurance  woidd  be  equal  in  cost  and  qual- 

ity to  the  best  in  the  Avorld. 
What  do  I  recommend?  The  enlargement  of  your 

committee  on  insurance  and  that  you  include  in  it 
your  strongest  and  most  energetic  members  who  will 
serve  with  enthusiasm  in  a  campaign  of  education  in 
what  will  be  a  national  benefit,  the  reduction  of  the 
enormous  preventable  fire  waste  of  Canada,  and  in 
organizing  a  Canadian  National  Insurance  program 
to  secure  the  freest  competition  consistent  with  the 
safety  of  the  public. 
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MCBTStAL-CHlCACO 
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BY-THE-WAY,  Mr.  Dealer 

Don't  let  the  dollar  get  the  best  of  you. 

Don't  economize  falsely. 

Don't  be  too  quick  to  make  a  dollar  if  you  are  apt  to  lose 
two  dollars  later. 

The  shrewd  paint  dealer,  who  makes  a  big  success  of  his 
business,  is  the  man  who  responds  cheerfully  and  confidently 
with  the  article  and  says  a  good  word  spontaneously  for  it, 

thereby  commanding  the  customers'  permanent  patronage. 

It  isn't  the  profit  you  make  on  one  sale  that  swells  your 
income,  but  it's  the  continuous  demand  that  counts.  Make 
good  with  every  customer,  sell  him  paint  that  you  positively 
know 

WEARS  BEST       LOOKS  BEST       GOES  FARTHEST 

then  you  will  hold  him  every  time,  and  ever  after  when  he 

wants  g"00d  paint,  he's  going  to  come  direct  to  3'ou. 

MARTIN-SENOUR  PAINTS 

make  good  every  time — more  than  that,  they  far  exceed  the 

customer's  expectation  in  quality,  brilliancy  and  durability. 
That's  one  reason  why  our  dealers  are  holding  their  trade, 
and  blazing  the  way  for  more  business.  If  you  are  not 
perfectly  satisfied  with  the  profits  from  your  paint  stock,  give 

us  an  opportunity  to  serve  you — ^just  once,  a  trial  is  all  we 

ask.  We'll  assign  you  exclusi\e  territory,  and  co-operate 
with  you  by  numerous  effective  methods  in  creating  business; 
furthermore,  we  are  prepared  to  take  care  of  business  for 

early  Spring  delivery. 

THE  MARTIN-SENOUR  CO,  Limited 
PIONEERS  OF  PURE  PAINT 

MONTREAL       CHICAGO  WINNIPEG 
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New  Goods  on  the  Market 

When  writiug  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

The  National  Equipment  Co.,  Limited,  Toronto,  are 

featuring  their  "Peerless"  silent  electric  house  pump. 
This  pump  is  primarily  intended  to  supply  water, 
through  either  a  pressure  or  an  overhead  tank,  for 
domestic  use.  It  is  particularly  useful  for  creating  a 
constant  supply  of  soft  water.  With  each  pump  comes 
a  self-starting  motor.  These  goods  are  being  handled 
by  hardAvare!  men  and  plumbers  all  over  the  country 
and  are  meeting  with  good  sales. 

The  Oneida  Community,  Limited,  have  perfected  a 
new  device  for  setting  the  Oneida  Jump  Trap.  It  is 
illustrated  herewith.  This  tool  enables  the  trapper  to 
easily  set  these  traps  under  the  various  conditions  he 
meets  with  while  out  on  his  line.  The  illustration  shows 
how  easily  and  quickly  this  handy  tool  can  be  applied. 

With  'one  turn  of  the  wrist  the  spring  is  brought  down 
and  held  in  place,  so  that  the  jaws  can  be  opened  and 
the  trap  set. 

There  are  two  adjustments  of  the  loop — for  the 
smaller  traps  the  second  is  used;  for  larger  traps,  the 
end  loop  is  used.  The  entire  tool  measures  but  nine 
inches  in  length,  Aveighs  but  a  few  ounces  and  may  be 
readily  carried  in  the  pocket. 

The  Tarbox  Manufacturing  Co.'s,  Toronto,  new  im- 
proved No.  8  mop-stick  eoniltines  all  the  essential  fea- 

tures of  a  good  stick — firm  cloth  gripping  attachments, 

large  snu)oth  bnndle,  durability  and  head  so  shaped  as 
to  become  completely  concealed  by  the  cloth  to  avoid 
scratching  cleaned  surfaces.    Their  No.  10  combina- 

tion cloth  and  scrub  brush  mop-stick  is  a  winner.  This 
firm  supplies  electros  for  advertising  purposes  and  do 
all  in  their  power  to  help  the  retailer. 

The  Marble  Arms  nad  Manufacturing  Co.,  515  Delta 
avenue,  Gladstone,  Mich.,  are  pushing  the  sale  of  their 

"Trout  Nippers."  These  goods  are  meeting  with  great 
favor  among  sportsmen  in  all  parts  of  the  country. 
With  their  aid  it  is  impossible  for  a  fish  to  get  away. 
The  fish  is  forced  up  against  two  j^rojections,  which 

hold  him  securely.  The  nippers  are  four  ounces  in 
Aveight,  nine  inches  long,  and  have  a  spread  of  five 
inches  and  will  hold  a  trout  up  to  2^/^  pounds  in  weight. 
They  are  heavily  nickelled  and  thus  cannot  rust.  The 
firm  is  making  a  country  Avide  campaign  Avith  these 
goods  and  is  advertising  them  in  all  the  leading  sport- 

ing and  standard  magazines  in  the  country. 

Russell  &  Erwin  Manufacturing  Co.,  NeAV  Britain, 

Conn.,  have  introdnced  the  new  "R.  &  E."  razor  strop 
card  here  illustrated.     Each   card   displays  a  dozen 

hooks,  fastened  Avith  brass  clips  Avhich  are  easil.y  de- 
tached from  the  card.  The  hooks  are  of  cast  bronze 

metal,  highly  polished  and  Avith  heavy  nickel  plate. 
On  this  card  the  strop  holds  firmly  at  any  angle. 

The  Pollock  Manufacturing  Co.,  Berlin,  Ont.,  are 
offering  a  line  of  bicycle  lamps  AA^hich  they  have  named 
the  "Old  Sol."  They  are  the  only  manufacturers  of 
acetylene  bicycle  lamps  in  Canada.  "Old  Sol"  lamp  is 
ideal  for  motor  cycle,  motor  boat  or  bicycle. 
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When  writing  to  adv«rtiierg,  kindly  mention  the  Canadian  Hardware,  Stove  ft  Paint  Journal 
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Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

The  C.  Norsworthy  Co.,  Limited,  St.  Thomas,  Ont., 
are  sending  ont  their  1912  catalogue  of  the  Canadian 
Howard  double  radiator  warm  air  furnaces  and  hot 
water  boilers.  Illustrations  of  the  different  parts  of 
the  furnace  are  given,  together  with  a  complete  des- 

cription of  same.  The  accompanying  illustration  shows 

the  fire  pot  used  exclusively  in  the  "Canadian  How- 
ard." The  outside  jacket  shown  permits  the  heating 

of  a  kitchen  range  boiler.  This  jacket  is  cast  on  the 
outside  making  it  separate  from  the  rest  of  the  pot 
and  eliminating  the  chance  of  the  coil  becoming 
clogged  with  lime  and  burning  out.  Another  feature 
about  this  pot  is  that  it  can  be  turned  to  any  position 
to  make  connection  with  the  range  boiler.  A  hot 
water  radiator  also  can  be  connected  to  heat  a  room 
where  warm  air  connection  cannot  be  made. 

The  Allen  Hills  Edge  Tool  Co.,  Gait,  have  been  ex- 
tending their  line  of  manufacture  and  are  now  manu- 

facturing picks,  they  reporting  very  gratifying  re- 
sults following  the  introduction  of  this  new  line.  A 

new  catalogue  is  in  course  of  preparation  and  will  be 
ready  for  distril)ution  shortly. 

The  Martin-Senour  Co.,  Montreal,  are  supplying  to 
their  retail  customers  a  splendid  display  bracket  par- 

ticularly serviceable  for  displaying  paint  in  windows. 
The  bracket  is  fashioned  and  painted  to  resemble  a 

man's  arm,  the  hand  holding  a  paint  brush,  on  top  of 
which  is  a  circular  shelf  just  large  enough  to  hold  a 
quart  can  of  paint.  The  device  is  easily  fastened  to 
the  post  of  a  Avi-ndow  or  to  any  upright,  and  is  a  trade 
bringer  for  the  merchant  as  well  as  100  per  cent,  pure 

paint. 

The  McCaffrey  File  Company,  Philadelphia,  Penn., 
is  sending  out  a  display  card  to  aid  merchants  in  sell- 

ing one  of  its  various  lines.  The  accompanying  illus- 
tration shows  a  card  of  auger  bit  files.  The  card  is 

10%  inches  long  and  Si/o  inches  wide  and  holds  one 
dozen  files.  These  are  held  in  position  by  means  of  an 
elastic,  thus  allowing  of  the  easy  removal  of  the  article 
displayed.  The  eyelet  shown  at  the  top  permits  of  the 
card  being  hung  up  or  it  can  be  made  to  stand  on  the 
counter  or  showcase  by  means  of  the  bracket  on  the 
back. 

The  Onward  Manufacturing  Co.,  Berlin,  have  just 
issued  a  fine  new  twenty-page  catalog-ue,  illustrating  their 
full  line  of  hand-power,  electric  and  stationary  vacuum 
cleaners. 

The  Horton  Manufacturing  Co.,  Bristol,  Conn.,  have 

turned  out  a  new  rod,  named  the  "Baby  Grand,"  on 
account  of  its  shortness,  being  only  five  feet  in  length. 
This  rod  is  very  light,  but  has  all  the  backbone  and 
elasticity  necessary  for  the  ideal  bait-caster.  The  trim- 

mings are  all  satin  nickel  and  the  double  grip  cork 
handle  make  it  a  very  handsome  rod.  The  line  carries 

a  three-year  guarantee.  The  "Bristol"  fly  casting  rod 
No.  6,  the  "Bristol"  bait  rod  No.  11,  and  the  "Bristol" 
adjustable  telescopic  rod  No.  34  are  also  shown  here- 
with. 

BUSINESS  CHANGES. 

Ontario, 

Fort  William. — Hocking  Hardware  Co.  suffered  fire 
loss. 

Simcoe. — Schaeft'er  Bros,  succeed  J.  D.  Murdoch  & Co. 
Manitoba. 

Napinka. — Wood  &  Jack  succeed  H.  S.  De  Witt. 
Neepawa. — J.  P.  Shannon  sold  to  W.  E.  N.  King. Elkhorn.— Groat  Bros,  suffered  fire.  Insured. 

Saskatchewan. 

Stornaway.— G.  A.  J.  Hendry  succeeds  Wilson  & Hendry. 

Regina. — Dunlop  &  Muuro  succeed  Duulop  &  Mar- shall. 

Creelman.— W.  C.  Carrothers  sold  to  J.  E.  Wright. Alberta. 

Calgary. — Linton  &  Hall  dissolved. 
British  Columbia. 

Armstrong.— II.  B.  ]\Iorley   Co.,  Ltd.,  changed  to JMaePhail-Smith  Hardware  Co..  Ltd. 
Kam]()0])s.^W.  Ilargraves  sold  to  Wilcox  &  Hall. 

A  CARELESS  MANUFACTURER. 

Stove  manufacturers  are  sometimes  careless  in  their 
business  methods.  A  little  incident  was  recently  re- 

lated to  a  journal  representative.  A  hardware  dealer 
took  over  the  agency  for  a  certain  line  of  stoves.  The 
first  model  that  came  to  hand  was  first  class,  but  the 
second,  a  stove  of  different  design,  was  very  poor.  The 
nickel  finish  on  it  was  such  that  it  looked  like  tin.  The 
dealer  sent  the  range  back,  accompanied  by  a  letter. 
To  this  day  he  has  received  no  acknowledgement, 
neither  has  he  received  another  sample,  although  it  is 
several  months  since  he  returned  the  model  to  the maker. 

Mr.  H.  JURGENSEN 

Mr.  Juro^ensen  has  recently  joined  the  staff  of  Pratt  & 
Lambert,  Bridg-eburg,  Ont.     He  is  representing  the  firm 

H.  JURBENSEN 

in  Toronto.  For  several  years,  Mr.  Jurgensen  has  been 

a  manufacturers'  representative  in  Illinois. 
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"There  are  two  things  I  like 
about  a  rooster — one  iz  the 
krow  that  is  in  him,  and  the 
other  iz  the  spurs  he  wears 

to  bak  up  the  krow  with  " — Josh  Billings. 

Quality  goods  are  the  talk  of  the  day  in  all  lines  of  trade. 

Most  Paint  Manufacturers  crow  like  chanticleers  about  quality — they  consider  it  "a 

good  nail  to  hang  their  hat  on." 

This  word  "Quality"  as  also  the  good  upright  word  "Pure"  are  put  to  some  very 
slant-wise  uses  in  paint  advertising ;  being  often  employed  only  as  a  selling  feature 

and  not  at  all  descriptive  of  a  paint  "which  gives  best  results." 

Most  paints  are  advertised  as  quality  paints  or  pure  paints,  when  in  reality  the  only 

measure  of  paint  value  is  what  a  paint  will  do — results  attainable — and  actual  tests 
alone  serve  to  determine  this  real  efficiency  of  any  particular  brand. 

The  public  does  not  generally  accept  anything  without  first  applying  its  tests ;  it  tests 

its  gold  before  it  grants  the  Karat  Mark;  it  tests  its  silver  before  granting  the  Sterling 

Mark;  it  tests  its  men  before  granting  them  seats  of  honor — just  as  every  dealer 
should  test  his  paint  before  offering  it  to  his  trade. 

Actual  tests  of  Lowe  Brothers  "High  Standard"  Liquid  Paint  back  up  the  highest 
claims  and  fulfil  the  most  sanguine  expectations. 

A  thorough  investigation  will  prove  the  truth  of  this  statement  and  on  a  comparison 

of  "High  Standard"  Paint  with  other  paints  you  will  find  that  your  present  line  does 

not  have  all  the  essentials  "  to  bak  up  the  krow  with," 

Investigate  our  claims. 

Dayton 

Toronto 

Boston New  York  Boston  Chicago 

Lyon-Monkhouse,  Limited,  171  James  Street,  Winnipeg^  Manitobii 

Kansas  City 

Wben  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  FaiUt  Jourtial 
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It  Takes  Time  to  Tell  What 

a  Varnish  is  Worth 

Tall^  is  no  test — claims  prove  nothing.  Exposure  is  the 

thing  that  tells.  The  calendar  writes  the  real  story  of 

quahty.  When  a  varnish  has  stood  dampness  and  heat 

— humidity  and  frost — then  the  consumer  is  m  a  position 

to  know  whether  you  have  sold  him  the  right  goods. 

Glidden's  M.P.  {Master  Painters)  Durable  Exterior 

is  guaranteed  not  to  whiten,  crack  or  peel.  Any  varnish  that  makes  good  on  ships  and 

yachts,  buffeting  the  raw  elements,  will  make  good  anywhere.  The  first  choice  of  ship- 

builders all  over  the  country — they  J^noW.  As  elastic  as  rubber  and  as  easy  flowing  as 
oil.  Sets  dust-free  in  four  to  five  hours  and  dries  perfectly,  according  to  the  thermometer 
and  the  barometer. 

Do  You  Sell  the  Glidden  Line? 

If  not,  why  not  find  out  where  and  how  you  can  increase  your  trade  and  your  profits  with 
these  goods. 

The  Glidden  Varnish  Company 

Cleveland,  Ohio  Toronto,  Ont. 
Branches :  New  York       -  Chicago 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware.  Stove  &  Paint  Journal 
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Diverting  Mail-Order  Stove  Trade 
B\)  C.  A.  Eddy 

One  of  the  brightest  signs  which  has  appeared  on 
the  business  horizon  for  a  number  of  years  is  the  de- 

creasing stove  mail-order  business.  It  must  not  be  in- 
ferred from  this  statement  that  the  mail-order  houses 

are  not  selling  some  stoves,  for  on  the  contrary  they 
are  selling  thousands  of  them,  and  apparently  w^axing 
fat  on  the  profits. 

At  the  same  time  all  indications  point  to  the  fact  that 
the  home  dealer  is  coming  into  his  own  and  getting  a 
much  larger  share  of  this  stove  business  that  formerly 
went  to  the  mail-order  houses.  There  is  no  logical  rea- 

son why  people  should  buy  stoves  by  mail.  There  are 
hundreds  of  good  sound  reasons  why  it  pays  to  buy  of 
the  local  dealer.  Those  merchants  who  are  progressive 
and  far  seeing  enough  to  give  some  study  and  thought 
to  this  question  and  take  the  pains  to  show  buyers  in 
their  communities  reasons  Avhy  they  can  give  them  a 
better  deal  than  the  mail-order  houses,  are  getting  the 
business. 

Absurdity  of  Buying  Stoves  by  Mail. 
The  merchant  who  went  into  details  and  pointed  out 

the  absurdity  of  purchasing  a  stove  by  mail  when  the 
risk  and  trouble  it  incurred  was  taken  into  considera- 

tion, found  people  paying  some  attention  to  the  state- 
ments he  made.  He  pointed  to  the  fact  that  when  a 

stove  was  bought  by  mail  it  was  necessary  to  first  send 
the  money,  and  a  few  weeks  later  the  stove  was  deliv- 

ered at  the  nearest  depot.  The  purchaser  is  then 
obliged  to  go  to  the  depot,  cart  the  stove  home  and 
have  the  trouble  of  setting  it  up  and  testing  it  out. 
If  any  parts  are  broken,  or  for  any  reason  the  stove 
does  not  work  as  it  should,  it  will  be  necessary  to  cor- 

respond vnth  the  mail-order  house.  The  chances  are 
it  will  take  a  number  of  letters  before  some  sort  of  an 
adjustment  can  be  made.  Suppose  the  stove  is  not  as 
represented  and  it  is  found  desirable  to  return  it.  It 
is  then  necessary  to  crate  the  stove,  cart  it  back  to  the 
depot,  attend  to  the  shipping  and  wait  probably  a  few 
weeks  for  the  return  of  his  money. 

Does  any  purchaser  think  for  a  moment  that  this  is 
a  more  desirable  way  of  buying  goods  than  to  go  to  the 
store  of  the  merchant  who  is  well  known  in  the  com- 

munity, select  the  identical  stove  you  desire  to  buy, 

have  this  stove  delivered  by  the  dealer's  own  men,  set 
up  and  tested  out  at  his  expense?  If  it  is  not  right, 
the  dealer  makes  it  good  on  the  spot.  Does  the  mail- 

order man  figure  for  one  moment  that  this  is  not  the 
better  way  of  buying  a  stove?  The  only  argument  the 
mail-order  man  has  is  price,  and  when  you  consider  the 
fact  that  most  of  the  stoves  sold  by  mail-order  houses 
are  of  an  uncertain  quality,  it  is  a  very  short-sighted 
buyer  who  would  consider  this  method  of  purchasing  a 
heating  apparatus. 

These  are  facts  and  points  which  every  stove  dealer 
should  acquaint  the  buyers  of  his  community  with.  He 
should  not  take  it  for  granted  that  they  know  all 
about  these  things.  Unless  people  are  made  acquainted 
with  these  facts  it  never  enters  their  heads  that  there  is 

such  a  great  disadvantage  in  dealing  with  far-away, 
unknown  concerns.  They  take  for  granted  a  great 

many  of  the  statements  contained  in  the  usual  mail- 
order catalogue.  If  they  are  disappointed  they  usually 

swallow  their  loss  and  resolve  not  to  be  taken  in  by 
these  methods  again. 

Value  of  Demonstrations. 

When  you  come  to  consider  the  fact  that  the  local 
merchant  is  known  in  the  communit.y,  that  he  has  such 
an  excellent  opportunity  for  a  fine  display  of  his  stoves 
why  do  not  more  dealers  take  advantage  of  this  fact? 
Can  anything  be  more  inviting  than  an  attractive 
demonstration  with  an  experienced  cook  baking  bis- 

cuits and  serving  coffee  on  some  particular  range  the 
merchant  is  selling?  If  there  are  salesmen  in  the  store 
capable  of  explaining  the  features  of  the  range,  is 
there  any  merchant  with  good  business  ability  who 
cannot  turn  a  large  number  of  visitors  into  sales? 

Some  merchants  argue  that  they  do  not  have  time  to 
give  to  demonstrations  of  this  kind  or  to  make  personal 
calls  upon  people  who  may  be  in  the  market  for  a 
stove.  If  such  is  the  ease  there  surely  is  no  good  rea- 

son why  the  merchant  cannot  follow  up  a  large  num- 
ber of  prospects  through  the  mail.  The  large  majority 

of  aggressive  dealers  of  to-day  have  up-to-date  mailing 
lists.  They  make  us,e  of  these  lists  with  well-written 
circulars,  giving  reasons  why  it  pays  to  trade  at  their store. 

Adopt  Mail-Order  House  Methods. 
One  well-known  firm  went  farther  than  this  and 

adopted  practically  the  same  methods  as  the  mail-order 
houses.  They  issued  a  real  mail-order  catalogue  of 
about  sixteen  pages  and  cover  measuring  9  x  12.  This 
catalogue  was  written  from  the  standpoint  of  the  local 
retail  merchant  and  contained  full  information  on  how 

to  order.  This  merchant  said,  "If  you  cannot  call  at 
our  store  and  see  at  first  hand  our  stock,  send  us  a 
check,  money  order  or  express  order,  and  any  goods 
you  pick  out  from  the  catalogue  will  be  delivered  to 
you  the  same  day  order  is  received.  You  have  our 
guarantee  that  these  goods  are  exactly  as  represented, 
and  if  not  satisfactory  we  will  call  and  get  them  at  our 
own  expense  and  promptly  refund  your  money. 

The  catalogue  showed  not  only  stoves,  but  season- 
able goods,  such  as  guns,  shells,  step  ladders,  stove 

parts,  stove  polish,  wall  paper,  bushel  baskets,  roofing 
paper,  articles  of  furniture,  etc.,  with  prices  quoted  on 
each  article.  It  was  profusely  illustrated  and  went  into 
details  regarding  the  quality  and  workmanship  of  the 
goods  shown.  From  experience  this  firm  has  found 
that  this  catalogue  brought  in  thousands  oi  dollars  in 
new  business  to  them.  They  figure  a  large  number  of 
people  have  the  mail-order  habit.  They  seem  to  feel 
that  by  ordering  from  a  catalogue  they  are  -getting 
something  better  than  anything  they  can  purchase  at 
their  local  dealer.  This  firm  took  advantage  of  that 
line  of  reasoning  and  turned  it  to  its  own  profit. 

Local  Advertising  Necessary. 

The  merchant  Avho  would  successfully  combat  mail- 
order competition  will  of  course  use  attractive  adver- 
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tisements  in  his  local  papers.  He  will  also  make  the 

most  of  his  windoAV  displays,  changing  these  displays 

from  time  to  time  and  incorporating  new  ideas  to 

attract  attention.  His  stove  floor  will  occupy  a  prom- 
inent location  and  he  will  back  all  this  up  by  selling 

the  highest  quality  line  of  stoves  he  can  secure.  He 

will  buy  of  those  manufacturers  who  are  making  a 

fight  against  mail-order  houses.  He  will  secure  their 

co-operation  and  get  the  kind  of  advertising  matter  he 

can  use  to  best  advantage  in  displays  and  local  adver- 
tising. There  are  so  many  opportunities  for  the  local 

stove  dealer  to  divert  the  mail-order  business  to  his 

store  that.it  does  seem  a  shame  that  so  many  dealers 

are  not  as  yet  taking  advantage  of  the  opportunity. 

One  great  advantage  the  local  dealer  has  over  mail- 
order houses  is  the  human  element  entering  into  his 

business  transactions.  When  he  sells  goods  he  can  talk 

to  the  buyer  face  to  face.  He  can  learn  his  likes  and 

dislikes.  He  can  appeal  to  the  man  in  a  manner  ob- 
servation teaches  will  make  the  greatest  and  most  fav- 

orable impression.  The  law  that  governs  the  decision 

of  a  man  in  buying  applies  to  every  want  of  his  life 
that  contemplates  possession.  When  he  goes  into  a 
store  to  buy  an  article  he  is  intent  upon  securing  the 
best  possible  for  his  money.  A  man  buys  a  cigar ;  from 
the  box  handed  him  he  chooses  one — always  a  certain 
and  particular  one — a  decision  reached  in  a  minute  that 
it  is  the  best  smoke  there. 

A  woman  comes  into  your  store  to  buy  a  range.  It 
is  not  some  certain-priced  stove  she  wants,  but  one  bet- 

ter than  her  neigehor  has  or  that  she  herself  had  last. 
The  man  who  buys  a  saw,  who  has  even  made  up  his 
mind  as  to  price,  balances  it  in  his  hand,  sights  down 
the  teeth,  puts  it  down  and  tries  another  and  perhaps 
another,  and  makes  his  choice,  and  that  choice  repre- 

sents to  him  the  best  of  the  three.  From  his  expres- 
pression  you  know  which  saw  he  desires  to  own.  Price 

isn't  always  a  factor.  You  are  on  the  ground  and  face 
to  face  with  him,  so  you  gauge  your  selling  talk  to  meet 
conditions.  You  and  your  salesman  can  do  this  in 
every  sale  you  make.  It  is  obvious  that  here  you  have 
a  big  advantage  over  mail-order  competition. 

The  great  idea  in  salesmanship  is  to  have  the  gain 
when  we  sell  assume  wider  proportions  than  the  profit 
on  a  particular  transaction — this  is  the  very  essence  of 
the  human  element  or  personality  in  selling. 

Cementing  the  friendship  of  the  customer  to  the 
store,  sending  him  away  happy,  glad  he  came,  a  mis- 

sionary of  good  report,  a  satisfied  feeling  that  will  not 
only  bring  him  back,  but  cause  others  to  follow,  wins 
out  over  catalogue  competition  always. 

The  thousands  of  merchants  who  are  giving  the  ques- 
tion the  thought  and  attention  it  deserves  realize  that 

they  have  an  excellent  opportunity  of  keeping  a  large 
majority  of  the  business  in  their  own  locality  provided 
the  proper  methods  are  used. — Hardware  Trade. 

ORIGINAL  METHODS  WIN. 

It  is  originality,  in  any  scheme,  that  draws  the  pub- 
lic and  produces  results,  and  the  stove  and  kitchen- 

ware  business  probably  offers  more  scope  for  original 
methods  than  any  other.  There  is  no  limit  to  the  num- 

ber of  schemes  than  can  be  worked  out  for  the  dis- 
playing* and  selling  of  this  line.  New  ideas  are  con- 

stantly being  brought  to  mind,  M^hich.  when  M'orked 
out,  mean  good  profit. 
Now  that  spring  is  approaching  and  house-cleaning 

time  draws  near,  it  suggests  a  "Spring  Cleaning"  sale. 
Stove  polish  and  varnish  for  the  pipes  are  needed  and, 
of  course,  brushes  to  do  this  work  are  required.  The 

housewife  wants  everything  looking  spick  and  span  at 
this  season,  and  on  going  over  her  kitchen  utensils  is 
sure  to  find  many  worn  articles  that  are  almost  beyond 
repair.  This  means  new  pots  and  pans,  kettles,  tea 
pots  and  various  other  articles  of  enamelware. 

A  sale  of  this  kind  can  be  conducted  on  quite  a  large 
scale  and  well  advertised  throughout  the  surrounding 
country.  Not  only  will  it  clean  out  the  old  stock,  but 
it  will  also  bring  new  customers  to  the  store  and  help 
the  sale  of  other  lines. 

A  model  kitchen  might  be  fitted  up  and,  if  prac- 
ticable a  cooking  demonstration  conducted  at  certain 

hours  during  the  day.  A  scheme  of  this  kind  ahvays 
interests  the  ladies,  and  it  is  they  that  buy  the  house- 

hold goods. 
There  is  no  limit  to  the  number  of  schemes  that  can 

be  worked  out  to  help  the  sale  of  goods  in  this  depart- ment. 

GETTING  AFTER  STOVE  PROSPECTS. 
Fall  and  winter  stove  sales  are  now  over  and  most 

dealers  have  a  bunch  of  names  as  prospects.  There  is 
not  much  use  in  canvassing  these  people  for  coal  and 
wood  ranges  at  this  season,  but  why  not  get  after  them 
on  the  subject  of  gas  stoves  and  ranges?  The  season 
for  burning  coal  and  wood  is  now  almost  over  and 
witli  the  advent  of  warmer  weather,  gas  stoves  and 
ranges  will  be  in  demand  and  all  prospects  should  be 
canvassed.  Circular  letters  and,  where  possible,  a  per- 

sonal call  will  produce  the  results  that  are  desired. 
Personal  calls  are,,  undoubtedly,  much  the  better,  but 
where  a  man  has  a  list  of  several  hundred  names  it  is 
impossible  to  call  on  each  one  of  these. 

Not  only  should  a  dealer  keep  a  list  of  stove  pros- 
pects, but  he  should  add  to  such  a  list  the  names  of 

people  who  have  at  any  time  shown  an  interest  in  his 
store.  Thus,  when  he  has  anything  special  to  offer  or 
is  conducting  a  sale  of  any  kind,  he  has  a  good  list  to 
which  to  send  circular  advertising  matter.  All  of  them 
may  not  be  interested  in  stoves  but  are  almost  sure  to 
be  interested  in  some  of  your  other  lines.  A  large  list 
naturally  means  more  work  and  money,  but  then  there 
are  just  that  many  more  chances  of  making  sales. 

In  following  up  prospects,  new  names  can  be  can- 
vassed much  harder  than  old  customers,  for  with  peo- 

ple who  have  never  patronized  you,  you  have  nothing 
to  lose,  whereas  old  customers  might  not  like  to  be 

pressed  too  hard. 

WARM  AIR  DESTROYS  BACTERIA. 

By  S.   W.  Jameson 
AVhen  bacteria  are  concerned,  the  warm  air  furnace 

is  the  only  system  of  heating  which  will  destroy  them. 
This  argument  I  have  never  seen  in  print.  The  tem- 

perature of  the  heating  surfaces  over  Avhieh  the  air 
passes  to  be  heated  is  sufficient  to  destroy  the  bacteria. 

Hot  air  sterilizing  apparatiis  is  used  by  physicians 
and  surgeons  for  keeping  their  instruments  free  from 
infection.  Tests  made  in  our  shop  show  in  moderate 
weather  an  average  temperature  of  heating  surfaces 
of  from  240  degrees  Fahr.  to  380  degrees.  Either 
temperature  will  destroy  bacteria  coming  in  contact 
with  these  surfaces.  The  temperature  of  air  entering 
rooms  from  the  above  surfaces  ranges  from  120  de- 

grees to  140  degrees.  In  this  connection  I  might  say 
that  the  temperature  of  air  entering  rooms  is  rarely  as 
high  as  many  people  suppose. 

In  cases  where  too  small  furnaces  are  used,  the  tem- 
perature of  the  heating  surfaces  is  consequently  great- 

er than  those  given  above. 



CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL 73 

SELL  M-L  GOODS 
A  full  lino  of  outdoor,  interioi'  and  decorative  paints.    Kvery  number  tested 
by  its  quality—and  a  quality  that  retailers  can  rely  on. 
DECORATIVE  AID  DEPT.— This  new  department  helps  you  to  do  bis 
local  business  in  M-L  lines.    Write  for  descriptive  booklet,  ^ 

Imperial  Varnish  &  Color  Co.,  Limited 
108  Princess  St.      6-24  MORSE  ST. 
Winnipeg  TORONTO 

DELIGHTED!  IT'S  M.L.  PAINT 

Window  display — Pratt  &  Lambert  Varnishes (JoUins  Paint  Co. 

Not  a  Single  Complaint  on  Pratt  & 

Lambert  Varnishes  in  Ten  Years 

This  letter  proves  Pratt  &  Lambert  Varnishes  sell  through 
P  &  L  advertising  and  varnish  selling  assistance  which  has 

tripled  the  sale  of  "61  "  Floor  Varnish  for  P  &  L  Dealers  in 
three  years  ;  tripled  the  sales  of  Vitralite,  the  Long-Life  White 
Enamel  in  less  than  one  year.  How  much  have  your  white 
enamel  and  floor  varnish  sales  increased  ? 

F.  P.  COLLINS  PAINT  CO. 
White  Lead,  Paints,  Colors,  Varnishes,  Oils,  Turpentine,  Brushes, 

Glass  and  Painters'  Supplies 

225  West  Fayette  Street 
Syracuse,  N.Y. ,  December  12,  igii 

Pratt  &  Lambert 

Gentlemen  : — We  are  glad  to  have  the  opportunity  of  expressing  our  appreciation  of  your  courteous  treatment  and  hearty 
co-operation  in  the  sale  of  these  celebrated  goods.  The  writer  has  been  identified  with  the  paint  business  for  upwards  of 
twenty-five  years,  and  is  pleased  to  say  that  your  several  makes  of  Varnish  seem  to  meet  the  needs  and  win  the  unqualified 
approval  of  our  trade,  not  only  in  Syracuse  but  also  in  the  many  cities  and  towns  of  Central  New  York. 

If  there  is  such  a  thing  as  pre-eminence  among  your  excellent  brands,  our  trade  would  place  Vitralite  and  "61"  Floor Varnish  a  step  in  advance  of  the  others.  Reports  from  consumers  indicate  that  these  brands  need  no  salesman.  In  the 
writer's  experience  as  a  dealer,  he  has  yet  to  find  their  equal. 

We  are  always  glad  to  give  credit  where  credit  is  due  and  assuring  you  that  we  are  pleased  to  continue  pushing  the  sale 
of  your  famous  products,  we  remain.    Very  truly  yours,    F.  P.  COLLINS  PAINT  CO.    FPC-W    Per  F.  P.  Collins  (Signed.) 

Pratt  &  Lambert  advertising  is  creating  the  same  varnish  selling  demand  in  your  town  which  will  be  greater  than  ever  this 
Spring.    You  must  decide  for  yourself  whether  or  not  you  will  take  the  sales  and  profits,  but  first,  so  you  may  consider  the  facts. 

WRITE  NOW  FOR  P  &  L  DEALERS'  PROPOSITION 

PRATT  &  LAMBERT,  Inc. 

VARNISH  MAKERS        24  COURTWRIGHT  ST.,  BRIDGEBURG,  ONT. 
factories: BRIDGEBURG,  CAN. NEW  YORK BUFFALO LONDON HAMBURG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Card  Writing  Suggestions 

J.  R.  Hutson 

In  this  article  the  use  of  the  Roman  letter  with 
three  dil¥erent  kinds  of  layouts  will  be  the  subject. 
These  layouts  are  all  made  with  a  No.  10  brush.-  A 
is  a  one-stroke  letter.  The  numerals  are  Roman  out- 

line with  a  No.  6  brush ;  the  borders  and  underlines 
are  also  made  with  a  No.  6  brush. 

In  Pig.  1  the  layout  is  the  first  thing  to  consider: 
this  layout  is  known  as  a  balanced  layout  and  is  used 
more  than  any  other  kind.  In  worldng  up  this  card, 
first  decide  on  the  margin  necessary — that  isi,  the  dis- 

tance from  the  lettering  to  the  edges  of  the  card.  In 
any  case  always  have  room  for  a  one-inch  border  line. 

Sale  ̂ g/^ Menb  Kid  Oloues 

t 

Fic.  1 

This  card  being  a  half-sheet  (14  by  22  inches)  with 
five  lines  of  reading-matter,  a  margin  of  2%  inches 
at  each  end  of  the  card  and  from  2i/^  inches  to  3 
inches  at  top  and  bottom  will  equalize  the  black-and- 
white  space  very  well. 

Never  to  have  less  than  a  two-inch  margin  on  a 
half-sheet  is  good  form. 

Always  mark  off  the  center  of  all  cards  of  balanced 
layouts.  Start  at  top  of  card  and  rule  off  lines  as 
instructed  in  Fig.  1. 

One  of  Me/^7<7/7j/ 

Fig.  2 

Lesson  2 — Strike  off  the  letters  lightly  in  pencil  for 
correct  spacing.  Always  bear  in  mind  that  the  sub- 

ject and  price  should  be  made  to  appear  large  and 
strong. 

Do  not  make  the  letters  too  large.  In  Fig.  1,  the 

subject,  "Men's  Kid  Gloves,"  all  the  lower-case  let- 
ters in  this  line  are  about  one  inch  high ;  therefore 

the  other  lines  must  appear  much  smaller.  The  num- 
erals may  be  made  a  little  larger  than  the  capital  let- 

ters in  the  subject. 

.shows  a  style  of  layout  using  few  capital  letters — all 
sentences  are  shown  starting  on  a  vertical  line  at  the 
left.    This  card  was  made  using  a  No.  10  red  sable 

Mcnfe 

Fig.  3 

chisel-edge  brush,  the  numerals  outlined  and  filled  in, 
spurs  on  all  letters  made  with  a  single  stroke ;  the 

In  Fig.  2  we  have  single-stroke  Roman  italics.  This 
layout  breaking  the  edges  of  the  lines  on  the  right 
permits  inserting  numerals  or  prices  in  the  break,  to 
form  a  pleasing  style  adapted  to  cards  for  all  lines 
of  merchandise. 

Fig.  3  shows  a  "balanced  layout"  means  one-half 
the  subject  is  set  to  leave  extra  white  space  at  one 
end  in  the  upper  part  of  the  card,  and  the  other  hall 
is  set  reversed  to  leave  a  similar  space  at  an  opposite 
end  in  the  lower  half.  In  this  layout  ornamental  lines 
are  shown  to  fill  these  spaces  fitting  in  with  the  un- 
derscore. 

PAYS  TO  READ  TRADE  JOURNALS. 

M.  E.  Nixon,  Milton,  Ont.,  was  called  on  recently  by 
a  representative  of  the  Journal.  He  had  just  complet- 

ed the  erection  of  a  nail  keg  rack,  paterned  after  the 
rack  illustrated  in  the  August,  1911,  issue  of  the  Jour- nal. 

"I  Avas  impressed  with  the  utility  of  the  rack  shown 
in  your  paper,"  said  IMr.  Nixon,  "and  I  kept  the  copy until  I  was  able  to  erect  one  like  it.  That  idea  alone 

has  been  worth  to  me  the  price  of  several  subscrip- 

tions to  your  paper." 

EARLY  CLOSING  IN  ALBERTA. 

An  early  closing  bill  is  to  be  introduced  in  the  Al- 
berta Legislature  by  C.  W.  Cross.  M.P.P.  It  provides 

for  the  closing  of  all  retail  stores  and  barber  shops  at 
six  p.m. 

The  Western  Canada  Trade  Grazette  says  that  the 
announcement  has  caused  no  little  stir  among  the  re- 

tailers, and  the  proposed  bill  is  being  widely  discussed, 
and,  in  the  majority  of  eases,  condemned. 

According  to  the  Gazette  a  delegation  composed 

largely  of  Calgary  men,  arranged  to  meet  Premier  Sif- 
ton  recently  to  discuss  the  proposed  measure.  It  was 
agreed  in  advance  that  the  delegation  would  urge  upon 
the  premier  the  advisability  of  enacting  a  law  which, 
in  effect,  would  give  the  government  power  to  order 
workshops  and  other  business  establishments  to  close  at 
a  snecified  time,  provided  that  a  petition  was  presented 

to  the  government  signed  by  two-thirds  of  such  busi- 
ness houses,  with  the  sanction  of  the  municipal  authori- 

ties in  which  city  the  petition  was  circulated. 
The  proposed  law,  it  is  stated,  is  designed  to  make 

the  closing  of  business  establishments  more  uniform  in 
the  cities  of  Alberta  than  is  the  case  now.  It  is  aimed 

particularly  at  the  larger  cities,  where  more  or  less 
complaint  has  been  made  of  lack  of  uniformity  in  clos- 

ing, creating  consideratble  friction  in  commercial  cir- 
cles, as  well  as  among  the  employees. 
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Talks  on  Paint  Selling 

No.  8 

Inferior  and  adulterated  linseed  oil  has  caused  many  paint 
tragedies.  The  reason  is  that  there  is  no  substitute  for  pure  linseed 
oil  yet  discovered.     Probably  there  never  will  be. 

Pure  Linseed  Oil  combined  with  inferior  or  adulterated  pig- 
ments may  give  fair  results,  but  adultered  Linseed  Oil  combined 

even  with  the  best  and  purest  pigments  obtainable  is  bound  to  cause 
trouble.    This  proves  that  the  "Oil  is  the  life  of  paint." 

Linseed  oil  is  easy  of  adulteration.  This  has  been  carried  on 
to  such  an  extent  that  special  laws  to  protect  the  consumer  have 
been  enacted,  but  they  cannot  protect  you  against  the  manipulations 
of  unscrupulous  paint  manufacturers  who  depend  on  low  prices  to 
sell  their  goods. 

The  Sherwin-Williams  Co.  insures  the  purity  of  the  oil  used 
in  its  products  by  making  it  under  its  own  supervision.  The  clean- 

ing of  the  seed  and  the  filtering  and  aging  of  the  oil  are  given  the 
very  closest  attention.  No  ingredient  in  our  paint  has  to  pass  a 
more  searching  test  for  a  high  standard  of  purity. 

There  is  another  point  relating  to  the  sale  of  Linseed  Oil 
itself  If  you  are  selling  a  good  quality  of  paint,  be  very  particular 
about  the  purity  of  the  oil  you  sell  to  be  used  with  it.  The  paint 
isn't  made  that  will  stand  up  under  the  abuse  of  mixing  with  impure 
oil.     More  than  one  of  the  "paint  tragedies"  has  occurred  here. 

Sherwin-Williams  Agents  satisfy  their  customers  and  build  up 
a  profitable  business  because  S-W  Products  are  good  all  the  way through. 

The  Sherwin-Williams  Co. 
(of  Canada.  Limited) 

PAINT,  VARNISH    AND   COLOR  MAKERS 
LINSEED  OIL  CRUSHERS 

factories:     MONTREAL,    TORONTO,    WINNIPEG,    LONDON,  ENG. 
OFFICES  AND    warehouses:    MONTREAL,  TORONTO,  WINNIPEG,  VANCOUVER 

Here  is  the  Evidence  on 

B-H  "ENGLISH"  PAINT 

tLvery  can  or  B-H  "English"  White  Paint 
that  leaves  one  of  our  factories  bears  the  follow- 

ing guarantee: — 

We  guarantee  this  B-H  "English"  White  Paint  is  made 
from  Brandram's  B.B.  Genuine  Government  Standard  White 
Lead  and  Pure  Zinc  White  in  the  following  proportions: 

70  per  cent.  Pure  White  Lead 
30  per  cent.  Pure  White  Zinc 

(100  per  cent.  Pure) 

Mixed  ready  for  use  with  Pure  Linseed  Oil,  Turpentine 
atid  Dryer. 

On  every  can  of  B-H  "English"  Paint  where the  shade  can  be  made  on  a  white  base  there  is 

a  guarantee  label  reading  as  follows: — 
We  guarantee  the  7vhite  pigment  forming  the  base  of  this 

paint  is  made  from  Brandram' s  B.B.  Genuine  Government Standard  White  Lead  and  Pure  White  Zinc,  in  the  following 

proportions: 70  per  cent.  Pure  White  Lead 
30  per  cent.  Pure  White  Zinc 

(100  per  cent.  Pure) 
Hie  various  shades  are  arrived  at  by  adding  Tinting 

Colors,  and  mixed  ready  for  use  with  Pure  Lijiseed  Oil, 
Turpentine  and  Dryer. 

B-H  "ENGLISH"  PAINT  will  be  sold  in  your  town.  If  the  Agency  is  still  open  you  have  the 
opportunity  of  securing  it.    Write  to-day  for  complete  agency  proposition.    Address  our  nearest  office. 

RRANDRAM-HENDERSON 

MONTREAL HALIFAX ST.  JOHN TORONTO WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Hardware  Trade  in  all  lines  is  well  up 

Markets.  to  the  mark,  but  the  contin- 
ued unseasonable  weather  and 

freight  congestion  is  having  a  marked  effect  on  the 

business  being  done.  As  soon  as  the  weather  opens 

up  it  is  expected  that  this  will  turn  out  to  be  one  of 

the  best  years  for  both  manufacturer,  jobber  and  re- 
tailer.   Everywhere  there  is  a  feeling  of  optimism. 

The  threatened  carters'  strike  in  Toronto  only  lasted 

one  day  and  shipments  were  not  delayed  to  any  ex- 
tent. Most  of  the  wholesale  houses  have  delivery  wag- 

ons of  their  own  and  these  were  used  to  handle  the 

country  freight.  Had  the  men  stayed  out  for  any 

length  of  time,  it  would  have  been  a  very  seriouf» 
matter  as  it  would  be  impossible  to  handle  shipments 

in  this  way  for  any  length  of  time. 

Rope  has  advanced  in  price.  Raw  material  is  cost 

ing  more  and  manufacturers  have  been  forced  to 
charge  more. 

Sash  weights  have  advanced  $1.00  per  ton,  owing 
to  increased  cost  of  raw  material. 

Not  much  is  doing  in  sporting  goods  as  yet.  Orders 

are  all  pretty  well  booked,  but  the  retail  trade  will 
not  feel  the  benefit  until  the  advent  of  warm  weather. 

The  backward  weather  also  has  affected  the  sale  of 

lawn  mowers,  garden  tools,  hose,  and  other  season- 

able goods.  However,  it's  coming.  There  has  been  a 
big  trade  this  year  in  all  kinds  of  harvest  tools  and 
stock  orders  are  now  pretty  much  in  the  hands  of  the 
retailers. 

Builders'  hardware  is  moving  freely.  With  the  gen- 
eral expansion  of  the  country  and  the  increased  popu- 

lation, 1912  should  be  an  excellent  year  in  this  line. 
*    *  * 

Firm  Metal  The  metal  market  is  decided- 

Market,  ly  firm.    Stocks  are  light,  ow- 
ing to  inadequate  railway  fa- 

cilities), and  there  is  an  upward  tendency  in  prices. 
Jobbers  are  having  great  difficulty  in  filling  orders  as 
the  railways  seem  unable  to  get  shipments  over  the 
ground.  One  jobber  stated  that  he  has  written  the 
railway  company  fully  twenty  times  and  telegraphed 
at  least  five  times,  all  in  reference  to  one  car.  After 
all  this  work,  the  goods  have  yet  to  arrive.  The  rail- 

ways are  slowly  going  behind  and  the  worst,  it  is 
feared,  is  yet  to  come.  Just  at  this  time  busness  is 
particularly  good,  and  it  is  gratifying  to  note  the 
change  from  last  year.  Jobbers  are  receiving  orders, 
which,  in  many  cases,  they  are  unable  to  fill.  People 
who  do  not  specify  for  their  goods  now  will  find  them- 

selves left  when  autumn  comes  round. 

As  yet  the  coal  strike  in  the  Old  Country  has  not 
affected  this  market,  althoiagh  it  is  believed  that  its 
influence  will  be  felt  in  a  month  or  so.  Just  now  it 
looks  as  if  the  metal  industry  in  this  country  is  on 
the  eve  of  an  expansion  which  manufacturers  will  not 
be  able  to  meet.  In  copper,  everything  is  sold  up  to 
May  and  June  and  spelter  up  until  July.  In  certain 
grades  of  sheet,  delivery  cannot  be  expected  until  the 
second  half  of  this  year. 

Copper,  lead  and  antimony  are  all  up  in  price,  and 
indications  point  to  a  continuation  of  firm  market  and 

high  prices.  Tin  is  now  quoted  at  46  and  47  cents, 
with  a  steady  demand. 

Pig  iron  has  not  advanced  as  yet,  but  this  article 
is  generally  the  last  to  move,  and  it  is  expected  that  it 
will  not  be  long  before  it  takes  to  soaring. 

There  is  an  extraordinary  good  demand  for  sheets 
and  plates.  Stocks  are  light  and  increased  prices  are likely. 

*    *  * 

Paints,  Oils  The  outlook  in  the  paint  busi- 
Glass.  uess  for  1912  is  exceedingly 

bright.  From  orders  already 

in  hand,  it  is  expected  that  this  year  will  be  the  big-- 
gest  yet.  Some  makers  are  having  difficulty  getting 
shipments  out.  With  the  business  that  is  coming  in 
from  western  points  and  from  the  older  settled  dis- 

tricts in  the  eastern  part  of  the  country  nothing  can 
check  this.  Not  only  is  this  true  in  prepared  paintss, 
hnt  also  in  specialties.  As  one  jobber  stated,  the  peo- 

ple of  to-day  want  nicer  residences  than  they  have 
had  in  the  past.  In  nearly  all  the  new  houses  now 

being  built,  hardwood  floors  are  wanted,  the  decor- 
ations must  be  of  the  finest,  and  paints,  enamels  and 

specialties  of  all  kinds  will  be  in  big  demand. 
The  freight  congestion  is  causing  considerable 

Avorry  all  along  the  line.  Manufacturers  are  exper- 
iencing difficulty  in  making  shipments  and  retailers 

are  complaining  about  the  late  arrival  of  stocks. 
Linseed  oil  is  up  in  price  again,  and  is  now  quoted 

at  94  for  raw  and  97  for  boiled.  It  may  be  that  prices 
will  go  still  higher.  American  crushers  are  having 
difficulty  getting  seed  and  are  on  the  Canadian  mar- 

ket in  the  west  bidding  for  our  product.  This  indi- 
cates continued  high  prices  all  through  the  season. 

White  lead  is  firm  and  showing  an  upward  tend- 
ency. Raw  material  is  up  in  price,  and  it  will  be  im- 

possible for  grinders  to  sell  white  lead  at  present  prices. 
Pure  lead  is  now  offered  at  $7.10. 

The  congestion  of  freight  has  caused  increased  prices 
in  turpentine.  Very  few  dealers  have  been  able  to 
get  in  their  supplies,  this  has  caused  a  shortage  at 
local  points,  with  the  natural  result.  The  present 
price  is  72  cents. 

Glass  is  moving  steadily  and  prices  are  firm.  There 
is  a  feeling  that  present  prices  are  too  Ioav,  but  as 
yet  there  has  been  no  word  from  the  manufacturers 
as  to  an  advance. 

THE  STORE  TALKSMITH. 

I  went  into  a  hardware  store  to  buy  a  quire  of  nails. 
The  clerk  I  dealt  with  was  a  bore,  who  told  me  dreary 
tales.  He  wore  a  large  elastic  smile  that  split  his  face 
in  two ;  his  jaw  was  going  all  the  while,  and  when  his 

stunt  was  through,  I  cried:  "Cut  out  these  verbal  gales! 
Let  all  this  talk  be  tinned !  Lo,  when  a  patron  comes 

for  nails,  you  only  hand  him  wind!"  I  went  into  the 
druggist's  lair,  to  buy  some  pickled  smoke;  a  languid 
salesman  met  me  there,  and  said:  "Say,  here's  a  joke!" And  then  he  slammed  me  on  the  back,  and  leaned 

against  my  bust,  and  quoted  from  some  almanac  a  joke 
all  red  with  rust.  And  then  I  smote  him  with  a  chair 
and  knocked  him  through  the  floor,  determined  as  I  left 
that  lair,  to  go  there  never  more.  Oh,  Avhen  will  buoyant 
salesmen  learn  to  give  their  jaws  a  rest,  and  know  that 

customers  don't  yearn  for  quip  and  ancient  jest?  Ah, 
how  I  love  the  quiet  clerk,  vpho  sells  me  sealing  wax, 
and  keeps  his  mind  upon  his  work,  and  sidesteps  al- 

manacs ! — Walt  Mas'on. 
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Experience  Proves 

"QUEEN'S  HEAD" 

Galvanized  Iron 

to  be  without  an  equal. 

Have  your  jobber  supply  it. 

JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 
Makers  MONTREAL 

Bristol,  Newport  Managers  Canadian  Branch 

Are  you 
Ready 

to  Deliver 

LIGHTNING 

&  BLIZZARD 

FREEZERS? 

There  will  be  a  greater  demand  than  ever  this  season, 
for  we  are  advertising  them  more  extensively  to  both 
dealer  and  consumer  than  ever  before  in  the  history  of 
the  business. 
DEALERS  and  HOUSEHOLDERS  HAVE  LEARNED 
that  the  Lightning  and  Blizzard  Freezers  make  the  finest 
cream  with  the  least  outlay  in  time,  effort  and  material 
of  any  Freezer  made  and  will  stand  good  hard  use  season 
after  season. 

Better  Order  at  Once 
From    Your  Jobber. 

NORTH  BROS.  MFG.  CO 

PHILADELPHIA,  PA. 

Quality  sells  our  Glass 

When  buying  Window  Glass,  see 

that  you  get  the  world-wide  brand 

Manufacturers  of  all  kinds  of  British 

Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 

CaJt,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 
MONTREAL 
WINNIPEG 

TORONTO 
VANCOUVER 

Works: — St.  Helens,  Ens^lancl 

How  to  Sell  More  Pike  Stones 

Send  for  the  Pike  Window  Display,  and  other  Dealer 
Helps  free,  to  help  boost  your  sales  for 

PIKE  SHARPENING 

STONES 

We  have  evolved  some  Dealer  Helps  and  a  Selling-  Scheme 
that  are  proving  of  tremendous  advantage  to  dealers — including  a  big 

Colored  Window  Display 

that  will  beautify  your  whole  store  front  and  "pull"  cus- tomers in  to  buy.     Send  for  it  to-day. 

New  Pike  Catalogue  Now  Ready 

Send  for  this  big  new  catalogue,  too — the  most  complete 
of  the  kind  ever  issued — full  of  valuable  information,  much 
of  it  new.  Uniform  discounts  and  more  convenient  prices 
are  a  big  feature. 

Pike  Manufacturing  Co. 

PIKE,  N.H.,  U.S.A. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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PREVAILING  MARKET  PRICES. 

Toronto,  April  10th,  1912 

The  figures  given  below  are  approximately  correct, 

but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 

including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

0  20 
.  0  08 
0  21 
0  22 
0  23 
0  Ifii 
0  22 20  Va 

0  28 
0  23 
0  21 

METALS. 
Aluminum,  ingots   
Antimony,  per  lb  
Brass  rods,        to  1  inch .  .  . 

Sheets,  up  to  20  gauge.. 
Tubing,  1  inch,  base.... 

Copper  ingots,  casting. .... 
Sheets,  plain,  14  oz.  base 
Sheets,  tinned,  14  oz.  base 
Sheets,   plenished,    14  oz. base   
Sheets,  braziers  ........ Bars,  round  V4  to  2  in... 

Black  Sheets,  28  gauge  base, 
Toronto   2  80 
Montreal    2  40 

Canada  Plates — 
Ordinary,    52    sheets,  To- ronto   ^  o- 
All  bright,  52  sheets   3  So 
Galvanized  Apollo  Ordinary 
18x24x52     ....  4  45  435 60    4  70  4  60 
20x28x80    8  90  8  70 
20x28x80    9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....  3  30 

Galvanized  Sheets.  Fleur  Queen's de  Lis  Head 
16-20  gauge    3  45  3  70 
22-24  gauge    3  50  3  7o 
26  gauge   3  90  1  lo 
28  gauge   4  00  4  2a Case  lots  10  cents  less. 
Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — Black,  base,  1  inch   i  51 
Galvanized,  base,  1  inch   6  19 

Iron  Pipe  Fittings — Canadian  malleable,  40;  cast 
iron,  70;  standard  bushings,  70; 
headers  (1(1  and  1(1;  flanged,  unions, 
70;  malkMblc  liusliings,  65;  nipples, 
75  and  10 ;  uiallcable  lipped  unions, 65. 

Soil  Pipe  and  Fittings — Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 
Bar  Iron,  per  1001b   2  00 

Forged  iron    2  20 
Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron  finished  steel,   2  15   2  25 
Fire  steel    2  35 
High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1  18  25 
Middlesboro,  No.  3    19  00 
Radnor    (charcoal)    ....  32  50 

Lead,  Canadian  pig   4  25 
Imported  pig,  100  lb   4  50 
Bar  pig    5  25 
Sheets,  base,  2%  Ib.sq.  ft.  5  00 
Pipe  and  waste   30  p.c. 
Traps  and  bends   50  p.c. 

Solder,    half    and    half,  lb., 
24%  261/2 

Spelter,  foreign,  per  100  lb.  6  75 Sheet  Zinc   8  50 
Tin,  ingots,  1001b   47  00 
Tin  Plates,  charcoal — 
MLS,  Famous  (equal  Bradley) 

Per  box 
I  C,  14x20  base    7  00 
I  X,  14x20  base    8  25 
I  X  X,  14x20  base    9  75 

"Dominion     Crown     Best" — Re- tinned. 
I   C,    14x20  base    5  50 
I  X,    14x20  base    6  50 
I  X  X,  14x20  base    7  50 

"AUaway's     Best"    —  Standard 
Quality. I  C,  14x20  base    4  60 
I  X,   14x20  base    5  50 
I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
1  C,  14x20  base    4  35 

Terne  Plates. 
I  C,   20x28,   112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal   Tin   Boiler  Plates. 
I  X   X,    14x60,   50  sheet 
bxs    7  00 

Tinned  Iron. 
72x30    up     to    24  gauge, 
case    lots                    7  25  7  35 
72x30    up   to     26  gauge, 
case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 

Prices — ■ Heavy  Copper  and  Wire  lb.  IIM 
Light  copper  bottoms   .  .  .  09%. 
Heavy    red    brass     ...    .  10% 
Heavy  yellow  brass    08% 
Light    brass    06% Tea  lead    02% 
Heavy    lead    02% 
Scrap    zinc    0  04 
No.  1  wrought  iron  ....10  00 
Machinery      cast  scrap. 
No.  1   14  50 
Stove   plate   13  00 
Malleable    9  00 
Miscellaneous   steel    6  00 

PAINTS  AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins                   1    00  1  10 
Chemicals,    in   casks,   per   lb. — Arsenate  of  lead   0  101 

Sulphate   of  copper  (blue 
Stone)   0  06 
Litharge,  ground    0  oh 
Litharge,  flaked   0  06 
Green       copperas  (green 
vitriol)    0  01 
Sugar    of   Lead    0  09 

Colors  in  Oil — 
Venetian    red,    1-lb.  tins, 
pure    (I  12 
Chrome,   yellow,   pure    ...  0  20 
Golden  ochre,  pure    0  13 
French  ochre,  pure   0  12 
Chrome  green,  pnre    0  10 
French    permanent  green, 
pure    0  15 
Marine  black,  25  lb.  irons  0  19 
Signwriters'  black,  puro.  .  0  6i 

Glue,  in  sheets              0  10  0  15 
1  lb.  packages  (Brautford)  0  25 

Petroleum — Can.   Prime  white,   gal.  0  12 
U.S.  Water  white              0  13% 
U.S.  Pratt's  astral  ....  0  15% Castor    oil,    per    lb.,  in 
bbls                         0  08     0  09 
Motor  Gasoline,  single 

b
b
l
s
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

0  17% 

Benzine,  per  gal,  single 

b
b
l
s
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

0  15% 

Putty—                          1st.  2nd. Bulk   in  casks    ....2  35  2  00 
Bulk  100  lb.  drums  ...  .2  70  2  40 
Bladders  in  barrels  2  90  2  60 

Ready  Mixed  Paints — 
Per  gallon,  qt.  tins.  1  65  2  00 

Red  Lead  (Dry)  — 
Genuine,    560     lb.  casks, 
per  cwt   5  00 
Genuine,     100     lb.  kegs, 
per  cwt   5  50 

Shingle  Stains — In  5-gallon  buckets   0  95 
Turpentine  and  Linseed  Oil — 

Pure     Turpentine,  single 
barrels   o  69 
Linseed  Oil,  single  barrel, 
raw    0  92 
Linseed  Oil,  single  barrel, 
boiled    0  95 

Rosin,  "G"  grade,  bbl.  lots, 100  lbs   3  60 

Varnishes,  per  gal.  cans — 
Carriage,  No.  1    1  50 
Pale  durable  body    3  50 
Finest   elastic   gearing    .  .  3  00 Elastic   Oak    1  50 
Furniture,    polishing    ....  2  00 
Furniture,  extra    1  20 
Furniture,  extra  No.  1   .  .  0  95 
Light  oil  finish    1  35 
Gold  size  japan    2  00 
Turps   brown  japan    ....  1  60 
Baking  black  japan    ....  1  35 
Crystal  Damar    2  50 
Pure  asphaltum    1  40 
Oilcloth    1  50 
Lightning  dryer    0  85 Stovepipe       varnish,  % 
pints,,   per  gross    8  00 
Pure    white    shellac  var- 

nish, in  barrels    1  75 
Pure    orange   shellac  var- nish, in  barrels    1  70 

White  Lead  ground  in  oil — 
Canadian  pure,  less  than  tons.  6  90 
Canadian  pure,  ton  lots   6  75 

White  Zinc — Extra    Red    Seal,  V.M. 
(dry)    0  07% 
Pure,     in    25-lb.  irons 
(in  oil)   0  09 

Window  Glass — 
United  Inches         Star  D.D. 
Under  26                  4  25  6  25 
26    to  40                  4  65  6  75 
41   to  50                  5  10  7  50 
51    to  60                   5  35  8  50 
61   to  70                  5  75  9  75 
71    to  80                   6  25  11  00 
81    to  85                   7  00  12  50 
86   to  90    15  00 
91   to  95    17  50 
96   to  100    20  50 Toronto,  25  p.c. 

Miscellaneous — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 
kegs    0  09% 
Pine  tar,   %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,  gilders,  bolted.  .  1  00 
Whiting,   plain    0  70 

HEAVY  HAEDWAEE. 
Anvils,   Taylor  Forbes    ..  0  05% 
Chain — Proof  coil,  per  100  lb.  ̂ 4 

in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 and  5. 

Forges — Blacksmith's  portable,  135 lbs.,    9  85 

Horse  Nails — • $2.80  per  box  base  No.  9  ar.d larger. 
Horseshoes — Iron,  light  &  me- dium, No.  1  and  smaller,  $3.75; 

No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight steel,  No.  0  to  4.  $5.25; 
special  countersunk  steel,  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  $6.00. 
Toecalks  Standard,  J.P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 

Wire  Nails,  base   2  20 
Cut  nails — Montreal,  $2.40;  To- ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'   nails,   33  1-3  p.c. Pressed  spikes,  %  diameter,  per 
100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    13%,    $4.10;    No.  14, 
$4.25;    No.      15,      $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 lbs.  extra. 

Clothes  Line  Wire— No.  19,  S2.00  per 
100  ft. 

Coiled  Spring  Wire — High  Carbon,  Ko.  9,  $2.25;  No. 
12,  $2.40,  Montreal. Fine  Steel  Wire — 25     per  cent. 

Galvanized     Wire  —  From  stock, 
f.o.b.  Montreal — 100   lbs..  No. 
9,   $2.25,    base.     In     car  lots 
straight  or  mixed. 

Poultry  Netting — 2-in.    mesh,  19 w.g.,  60  and  2%  p.c. 
Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots— Toronto. Galvanized,  barb    2  23 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- 

vanized, $2.85. 
Wire  Eope — Galvanized,  1st  grade, 6  strands,  24  wires,    %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 100   feet    f.o.b.  Toronto. 

Wrought  Staples — Galvanized    2  85 
Plain    2  60 

Vises,  per  lb   0  12 
Hinged  pipe  vise,  25  lbs.  3  5o Saw  vise    4  50     5  00 
Blacksmiths',  60;  parallel,  45 

per  cent. GENEEAL  HAEDWAEE. 
Adzes  —  Carpenters',  per doz   12  50     14  00 Axes  —  Single  bit, 

per  doz   6  00      9  00 Double    bit,  per 
doz   10  00    12  00 
Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50      6  85 

Ammunition--"Dominion"  Rim  Fire Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same as  ball  cartridges. 
"Crown"  Black  Powder;  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 

less Powder,  "Imperial"  Shells, both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 

p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent :  net  extras  as  follows  :  Chill- 

ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c  per 
lb.  Add  freight  to  Toronto  15 
cents  100  lbs. 

Augers — Ford's  auger  bits.  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — Double  straphangers,  doz. 
sets   6  50 
Standard  jointed  hangers, 
doz.   sets    6  45 
Steel,  track,  1  x  3-16  in. (100  ft.)    3  25 

Bolts  and  Nnts — Carriage  Bolts,  common  new  $1 list. 

Carriage  Bolts,  %  and  smaller, 70  p.c. 
Carriage  Bolts,  7-16  and  up, 70  p.c. 
Carriage  Bolts,  Norway  Iron  ($3 list),  60  p.c. 
Machine  Bolts,  %  and  less,  60, 10  &  10  p.c 
Machine  Bolts,  7-16  and  up, 60  p.c. 
Plough  Bolts,   55,   5   &   10  p.c Blank  Bolts,  60  p.c. 
Bolt  Ends,  6  Op.c. 
Sleigh  Shoe  Bolts,   %  and  less, 60  and  10  p.c. 

Sleigh    Shoe    Bolts,    7-16  and larger,   55   and  05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4%c  per lb.  off. 
Nuts,  hexagon,  all  sizes,  4%c 
per  lb.  off. Stove  rods,  per  lb.,  5  %c  to  6c. Stove   Bolts,  80. 
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And  you  should  be  ready  for  it  with  a  stock  of  the  right  paint  to 
paint  right  the  paint  which  is  backed  up  by  an  experience  and 
reputation  of  seventy  years  in  the  paint-making  business. 

Ramsay's  Paints will  satisfy  you,  will  satisfy  your  customers,  and  will  give  you  a 
paint  trade  to  be  proud  of. 

There  s  a  Ramsay  Agency  waiting  for  you,  if  you'll  write about  it. 

A.  Ramsay  &  Son  Co.  Montreal 

Paint  Makers  since  '42 
Western  Distributors — 

A.  McBride  &  Co.,  Limited.  Calgary;  Revillon  Bros., 
Limited,  Edmontoll ;  Bogatdus,  Wickens,  Begg, 

Limited,  Vancouver 

"ELEPHANT" 
GENUINE 

WHITE  LEAD 

^  Reputation  sells  merchandise  and  the  merchant  who  stocks  Elephant  Genuine  White 

Lead  is  making  capital  of  public  favor.  It  has  been  on  the  market  over  half  a  century 

and  its  excellent  working,  covering  and  wearing  qualities  are  known  wherever  paint  is 

used.  Elephant  White  Lead  is  corroded  according  to  the  best  English  methods  and  it 

is  thoroughly  ground  through  mills  of  the  latest  design  and  efficiency.  Your  sales  of 

Elephant  White  Lead  will  increase  steadily. 

WRITE    FOR  PRICES 

The  CANADA  PAINT  CO.,  Limited 

MONTREAL TORONTO WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Bells — Door  belU,  push  and  turn, 45  and  10  p.c. 
Cow  bells,  65  p.c. 
Sleigh  bells,   shaft  and  hamei, pair,  22c.  up. 
Sleigh  bells,  body  strapi,  each, $1.15  up. 
Farm  bells.  No.  1.  $1.65. 

Building  Paper,  Etc. — Tarred  slater's  paper,  per 
roll    0  '0 
O.K.  paper.  No.  1,  per  roll  0  75 Plain  Fibre,  No.  1,  per  400 
ft.  roll   0  45 
Tarred  Fibre,  No.   1,  per 
400  ft.  roll    0  65 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll    <>  55 
Dry  Cyclone,  15  lbs  0  45 
Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos  building  paper, 
per  100  lbs   ■*  00 
Heavy  straw,  plain  &  tar- red, per  ton  87  00 
Carpet  Felt,  per  100  lbs..  2  60 Tarred  wool  roofing  felt, 
per  100  lb   1  80 
Pitch,  Boston  or  Sydney, 
per  100  lbs   0  70 
Pitch,  Scotch,  per  100  lbs.  0  65 
Heavy  Fibre,  32  &  60,  per 
100  lbs   3  00 
2  ply  Ready  Roofing,  per 
square    0  70 
3  ply  Ready  Roofing,  per 
square   ••  *  ?5 
2  ply  complete,  per  roll.  1  15 
8  ply  complete,  per  roll.  1  35 Liquid  Roofing  Cement,  brls. 
per  gal  0  15 
Liquid     Roofing  Cement, 
tins   •  0  20 
Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 
doz   1  25 
Refined  Coal  Tar,  per  bar- rel   *  60 
Shingle  varnish,  per  barrel  4  50 
Caps,  per  lb  0  06 
Nails,  per  lb  0  05 
Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barlf  & 
nickel,  45  p.c. 
Wrought  brass,  45  p.c.  off  re- vised list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought  steel   fast  joint  and 
loose  pin,  70  p.c. 

Cement — Portland,  bags  per 
bbl  1  56    1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,  doz...  2  50 

Conductor  Pipe — 2  inch,  in  10  ft.  lengths..  3  80 
8  ••  ••  .  .  4  00 
4  "  .  .  5  28 
5  •■  "  ..  7  26 
6  ■■  "  .  .  8  80 

Door  Knobs — Canadian,  45  and  10 
per  cent. Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  and  10  er cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor) — 
Single  sets,  each    1  80 
Double  sets,  each    8  25 
Unbreakable  rail,  100  feet  6  GO 

Draw  Knives — 
Carpenters'  6  inch,  doz...  6  25 Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,    8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per cent. 

Eavetrough — 8  in.  in  100  ft.  lengths..  2  90 
10          ••           •'          .  .  3  15 
12          "            "          .  .  8  68 
15          "            "           .  .  5  25 

Factory  Milk  Cans — Milk  cans  and  pails,   40  p.c. 
Hand    delivery    and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery  trimmings,  75  and 
121^  p.c. 

Files  and  Basps — 
Disston's,  Great  Western  Amer- ican, Kearney  &  Foot,  Arcade, 
J.  Barton  Smith,  Eagle,  McOlel- lan.  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
66  2-."!;  Jowett's  (English  list). 27%. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,   doz   1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,    doz   7  00 Farriers  hammers,  10  oz., 
doz   5  60 
Tinners    setting,     %  lb., 
doz  4  50 
Machinists,  %  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. and  over    0  u6 
Sledge,  Masons,  5  lbs.  and over    0  08 
Sledge,  Napping,  up  to  2 lbs  0  09 

Harvest  Tools,  50  and  5  p.c. — Sidewalk  and  stable  scrapers, 
net,  $2.25. 
Wood  hay  rakes,  40  and  10 
per  cent. Samson,  best  quality,  50  per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50  per  cent. 
Heavy  T  and  strap,  4-in.,  100 
lbs.   net,   $7.25;   Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw  hook   and  hinge,  $3.50, 
$4.50. Crate  hinges  and  back  flaps,  65 and  5  p.c. 
Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 

p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove   pipe   eyes,   kitchen  and 
square   hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 
Japanning,  50c.  per  dozen  extra. Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 and  5. 
Locks  and  Keys— Canadian  50  and 

19  per  cent. 
Mallets —  Tinsmith",    2%  x 

5y^  in.,  per  doz   1  25 
Carpenters',    round  hick- ory,,  6  in   1  95 
Lignum   Vitae,    round,  5 
inch    2  40 
Caulking,  No.  8,  oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,      16  H cents  per  lb. 
Drilling  hammers,  6  cents  per lb. 

Crowbars,   3  %    cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,  5  gallon,  per  doz., 
$10.00. Davidson  oilers,  40  p.c. 
Zinc  and  tin,  50  p.c. 
Coppered  oilers,   50  p.c. Brass  oilers,  50  p.c. 
Malleable,  75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,    fancy,     80   to     35  per cent. 

Bope  and  Twine — Sisal  rope   0  09 
Pure  Manilla  rope    0  10? 
"British"  Manilla  ...  0  08% 
Cotton,  8-16    inch  and 
larger    0  24 
Russia   Deep    sea    ....  0  16 
Jute    0  09 
Lath    Yarn,    single....  0  08 
Lath  Yarn,   double    ...  0  08^4 

Sisal   bed  cord,   48  feet, 
per  doz  0  65 

Sisal   bed    cord,    60  feet, 
per  doz  0  SO 

Sisal  bed   cord,    72  feet, 
per  doz  0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per lb  0  27 
Wrapping,  cotton,  8 -ply twine    0  26 
Wrapping,   cotton  4-ply twine    0  80 
Mattress  twine,  per  lb.  0  46 
Staging   twine,    per   lb.  0  35 

Bivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 10. 

Iron  Burrs,  60  and  10  and  10 

per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Bivet  Sets — Canadian,  85  to  37% 
per  cent. Sad  Irons — Mrs.    Potts,  No. 
55,  polished,  per  set   0  85 
Mrs.  Potts,  No.  50,  nickle- 
plated,  per  set   0  95 Mrs.   Potts,   handles,  jap- 
aned,  per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  50 
Asbestos,   per  set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 Sectional,  %  lb.  each,  per 
100   lbs  2  40 
Solid,  3  to  30  lbs   1  65 

Sash  Cord — No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   85  and  10 
Wood,  R.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  ..70  and  10 
Wood,  R.H.,  bronze.. 65  and  10 Drive  screws   85  and  10 
Set,   case  hardened.  .60 
Square  cap   50  and  05 
Hexagon   cap   45 
Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — Flat  head,  iron  and  brass,  35 
per  cent. Fillister  head,  iron,  30;  brass, 
25  per  cent. 

Shovels  and  Spades — Canadian,  No.  1  and  2  grade,  60 and  21^  p.c. 
No.  3  and  4  grade,  50  and  2% 

per  cent. 
Soldering  Irons — Base,  per  lb.,  28  cents. 

Sap  Spouts — 
Bronzed  Iron  with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs..  .  5  70 
Bed,  100  lbs..  No.  14   6  75 
Blind,  per  lb   0  12 
Coopers'    staples,   45   per  cent. Bright  spear  point,  75  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..  8  18 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz..  .  1  85 Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  ̂   weights,  60; 
Swedes  cut  tacks,  blued  and  tin- ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90 ;  brush,  blued  and  tinn- ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82  %  ;  zinc  tucks,  85 ;  leather  car- pet tacks,  85;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10 ;  trunk  nails,  tin- ned and  blued,  65  and  10 ;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 
75:  saddle  nails,  in  papers.  10; 
saddle  nails,  in  bulk,  15;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  gluziers'  points,  5; double  pointed  tacks,  papers,  90 
and  10 ;  double  pointed  tacks,  bulk, 
55 ;   clinch  point  shoe  rivets,  45 

and  10;  cheese  box  tacks,  87%; 
trunk  tacks,   80   and  20 ;  straw- berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 85  per  cent. 
Tinners'  Trimmings— 45  per  cent. Plain    and    retinned,     75  and 

12%. 

Traps  (steel  game)  —  Newhouse, 
30  per  cent. Hawley  &  Norton,  40,  10  and  5 

per  cent. Victor,  60  and  5  per  cent. 
Oneida   Jultp    (Star),    50,  10, 
and  5  per  lent. 

Wheelbarrows — Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  32  40 

Wrought  Iron  Washers — Canadian, 
50  per  cent. 

Wire   Cloth — Painted    Screen,  in 
100-ft.  rolls,  $1.65  per  100  sq. 
ft.;    in   50-ft.   rolls,    $1.70  per 100  sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 

$9.00. HOUSEFUBNISHINGS. 
Stoves  and  Banges — 

Gas  ranges,  50  per  cent. 
Stoves   and   ranges,    50   and  5 

per  cent. Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Bangs  Boilers — 30-gallon,  Stan- dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15:  18x36,  $1.95. 
Flat  rim  enameled  sinks  16x21 
§2.65;  18x30,  $3.10;  18x36,  ?  .15 

Enameled  Ware — ^White  ware,  75 

per  cent. London  and  Princess,  50  per cent. 

Canada,  Diamond,  Premier,  50 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  steel,  60  and  10  per  cent Premier  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. Hollow  ware,  tinned  cast,  50 
per  cent.  off. Enamelled  street  signs,  40  per cent. 

Copper  Ware — Copper  boilers,  ket- tles, 50  p.c. 
Copper  tea  and  coffee  pots,  45 
per  cent. Copper  pitts,  40  per  cent. 

Galvanized    Ware — Dufferin  pat- tern pails,  60  per  cent. 
Flaring  pattern,   50  per  cent. Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  35  per  cent.— 
Copper  bottom   tea   kettles  and boilers,   35  p.c. 
Coal  hods,  40  per  cent. 
Boiler  and  tea  kettle  pitts,  10 

per  cent. Stamped  Ware — Plain,    75  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto, 
Hamilton,  London  and  St. 
Marys,  40  per  cent. ;  f.o.b.  Ot- tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machmes — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re-act.   per   doz.  77  50 Dowswell    52  50 
New  Century,   Style  A.  .101  25 
Ideal  Power   180  00 
Daisy    73  25 
Stephenson    74  00 Puritan  Motor   165  00 
Connor,  improved    52  50 Ottawa    55  00 
Connor  Ball  Bearing.  ..  .112  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 
Royal   Canadian,    11  in., 
doz   47  75 
Eze,  10  in.,  per  doz.   .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  53  25 
Ottawa,  8  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 
20  per  cent. 
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Paint  and  Varnish  Removers 

MR.  DEALER :  When  you  buy  Paint  and  Varnish  Remover  remember  that  QUALITY  is  more  important  than  Price- 
A  good  Paint  Remover  is  a  help  to  the  painter  ;  a  poor  Paint  Remover  is  a  nuisance.  The  fact  that  all  the  leading  manu- 

facturer! of  paint  and  varnish  in  Canada  and  the  United  States  who  handle  paint  removers  at  all  are  licensees  of  this  com- 
pany and  manufacture  under  our  patents  is  the  strongest  possible  testimony  that  the  only  practical,  satisfactory  and  efficient 

removers  on  the  market  to-day  are  those  covered  by  our  patents. 

SEE  THAT  EVERY  CAN  IS  MARKED  "LICENSED  UNDER  CANADIAN  PATENT  No.  78,586" 
The  above  Canadian  patent  corresponds  to  our  U.  S.  patent  No.  714,880,  which  is  the  basic  patent  under  which  modern 
paint  removers  are  manufactured.  The  following  well-known  and  highly  respected  Canadian  companies  sell  paint  and 
varnish  remover  manufactured  in  Canada  under  our  patents  : 

Name  of  Brand 

The  Sherwin-Williams  Co.,  Montreal,  Canada 
International  Varnish  Co.,  Ltd.,  Toronto,  Canada 
Pratt  &  Lambert,  Inc.,  Bridgeburg,  Ontario,  Canada 
British  American  Paint  Co.,  Victoria,  B.  C. 
Mount  Royal  Color  and  Varnish  Co.,  Montreal,  Canada 

"Taxite" 
"Klensa" 

'Expedite' 
"Bapco" 

'Scrape-off" 
James  Robertson  Co.,  Ltd.,  Toronto,  Canada  "Robertson's  Paint  and  Varnish  Remover" 
Sanderson  Pearcy  Co.,  Ltd.,  Toronto,  Canada  "Devolite" 
Stewart  &  Wood,  Toronto,  Canada  "Solvo" 
Martin-Senour  Company,  Ltd.,  Montreal,  Canada  "Martin-Senour  Paint  and  Varnish  Remover" 

The  character  and  standing  of  these  companies  is  a  guarantee  to  you  that  the  paint  remover  sold  by  them  is  the  best  that  can  be  produced 

You  take  no  risk  when  you  buy  one  of  the  licensed  brands  of  removers.     The])  are  harmless  and  efficient. 
The^  contain  no  carbolic  acid  or  alkali.     They  are  neutral 

Chadeloid  Chemical  Company  I 

00  William  Street 
NEW  YORK,  N.Y. 

Buffalo  Forge  No.  650  with  the  Famous 
"200  Silent  Blower."   1911  model. 

Buffalo  Ball  Bearing  Post  Drills.    We  make  a  complete 
line  for  Blacksmiths,  Horse  Sheers,  Farmers,  etc. 

No.  625 

The  World's  Standard  Rivet 
Forg-e.  Has  full  size  1 2-inch 
blower,  operated  by  crank. 
Will  last  and  do  good  work 
years  after  other  forges  are 
worn  out. 

"MADE  IN  CANADA" 

Catalogue  No.  144 
on  request 

Forges,  Blowers,  Drills 
and  Exhaust  Heads 
The  eyes  of  every  user  of 
blacksmith  tools  are  upon  the 
"Buffalo"  line.  If  you  want 
to  travel  along  the  line  of 
least  resistence,  offer  your 
customer  the  "Buffalo" forges,  drills,  blowers, 

punches,  shears  and  other  blacksmith  tools.  Ask  us  for 
catalogue  and  information  which  will  bring  to  you  trade 
which  may  now  be  passing  by  your  door. 

Canadian  Buffalo  Forge  Co.,  Limited 
MONTREAL 

Buffalo  Exhaust  Head. 

St.  John Toronto 
Winnipeg 

Vancouver 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention  the 
the  Canadian  Hardware  Stove  and  Paint  Journal 

ALUMINUM  WARE. 
Northern  Aluminum  Co.,  Toronto. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
Wondershine,  Ltd.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

ASH  SIFTERS. 
E.  T.  Wright  Co.,  Hamilton. 

AUGER  BITS. 
Tobin  Arms  Mfg.  Co.,  Woodstock, Ont. 
AUTOMOBILE  ACCESSORIES. 

Canadian    Fairbanks,    Ltd.,  Mont- real. 
AXES. 

Allan  Hills  Edge  Tool  Co.,  Gait. 
James  Smart  Mfg.  Co.,  Brockville. 

BATHROOM  FITTINGS. 
Gendron  Mfg.  Co.,  Toronto. 

BELTING  (Leather). 
Sadler  &  Haworth,  Montreal. 

BICYCLE  LAMPS. 
Pollock  Mfg.  Co.,  Berlin. 

BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

BOLTS  AND  NUTS. 
Steel  Co.  of  Canada,  Hamilton. 

BAR  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 
Gurney  Foundry  Co.,  Toronto. Hamilton    Stove     &     Heater  Co., 

Hamilton. 
Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. 

BRACES. 
E.  C.  Atkins  &  Co.,  Indianapolis, Ind. 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 

BROOMS  AND  BRUSHES. 
Boeckh  Bros.  Co.,  Toronto. 
Thomas  Bryan,  Ltd.,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. Belleville   Hardware   &   Lock  Mfg. 
Co.,  Belleville. 

Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton    Stove    &     Heater  Co., 

Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O. 
Canadian  Yale  &  Towne  Co.,  St. 

Catharines. 
BURNERS. 

Ontario    Lantern    &    Lamp  Co., 
Hamilton. 

CANS  (Milk). 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.    Davidson   Mfg.    Co.,  Mont- real. 

CABBORUNDUM. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 

CASH  REGISTERS. 
Dominion  Register  Co.,  Toronto. 
National    Cash    Register    Co.,  To- ronto. 

CEMENT. 
B.  &  3.  H.  Thompson,  Montreal. 

CHURNS. 
J.  H.  iConnor  &  Sons,  Ottawa. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 

CLIPPING  MACHINES. 
B.  &  S.  H.  Thompson  Co.,  Mont- real. 
Chicago   Flexible    Shaft    Co.,  Chi- cago. 

CLOCKS. 
Western  Clock  Mfg.  Co.,  La  Salle, 111. 

OLOTHES  MANGLES  AND 
WRINGERS. 

Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COAL  SHUTES. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 

CORRUGATED  IRON.  ' Gait  Art  Metal  Co.,  Gait. 
A.  C.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. Metallic  Roofing  Co.,  Toronto. 
COW  TIES  AND  CHAINS. 

B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 
Oneida  Community,  Ltd.,  Niagara 

Falls,  Ont. 
CUTLERY. 

H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. 

DE-HORNEBS. 
R.  W.  McKenna.  Toronto. 

DRINKING  CUPS. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor  Forbes  Co.,  Guelph. 

DRILLS    (Hand  and  Power). 
Canadian  Buffalo  Forge  Co.,  Buf- falo. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Sheet  Metal  Products  Co.,  Toronto. 
Gait  Art  Metal  Co..  Gait. 

EDGE  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

ENAMELED  WARE. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. 

FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 

FILES. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Barnett  Co.,  Philadelphia, Pa. 

FIRE    PLACE    BASKETS,  AND- IRONS, ETC. 
Enterprise  Foundry  Co.,  Sack- 

ville,  N.  B. 
James  Stewart  Mfg.  Co.,  Wood- stock. 

FOOD  CHOPPERS. 
D.  Maxwell  &  Sons,  St.  Marys. 

FORGES. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

FRUIT  JARS. 
Consolidated  Fruit  Jar  Co.,  New 

Brunswick,  N.  J. 
FURNACES  (Warm  Air) . 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &   Milne,  Hamil- 

ton. 
Can.    Heat.    &    Vent.    Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove     &     Heater  Co., Hamilton. 
Hall  Zryd  Foundry  Co.,  Grimsby. 
MoClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.  Norsworthy  Mfg.  Co.,  St. Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
FURNITURE  SHOES  (Sliding). 

Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.   Steel  Products  Export  Co., Montreal. 

GAS  RANGES. 
Burrow,   Stewart  &  Milne,  Hamil- 

ton. Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove     &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 

GAS  STOVES. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

GATES. 
Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal. 

GLASS. 
Consolidated  Plate  Glass  Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcy  &  Co.,  Toronto. GO-CARTS. 
Gendron  Mfg.  Co..  Toronto. 

GRINDSTONES. 
Cleveland  Stone  Co.,  Cleveland,  0. 

GUNS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

HAMMOCKS. 
Gait  Robe  Co.,  Gait. HANDLES. 
W.  C.  Crawford,  Tilbury,  Ont. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HORSE  SHOES. 
Steel  Co.  of  Canada,  Hamilton. 

ICE  CREAM  FREEZERS. 
McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 

JOIST  HANGERS. 
Taylor  Forbes  Co.,  Guelph. 

KALSOMINE. 
A.  Ramsay  &  Son,  Montreal. KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait. 

LADDERS. 
Stratford  Mfg.  Co.,  Stratford. 

LAMPS  AND  BURNERS. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
LANTERNS. 

Thos.    Davidson    Mfg.    Co.,  Mont- real. 
Ontario    Lantern    &    Lamp  Co., Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  &  Co.,  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  &  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co.,  Ltd.,  Stratford. 
LEVELS. 

Stanley   'Rule    &    Level    Co.,  New 
Britain,  Conn. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Rice-Knight  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. 
Belleville  Hardware   &   Lock  Mfg. 

Co.,  Belleville. Hamilton    Stove     &     Heater  Co., 
Hamilton. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LUBRICATORS. 
Penberthy  Injector  Co.,  Windsor. 

MANGLES. 
Taylor  Forbes  Co.,  Guelph. 

MATTRESS  WIRE. 
Imperial    Steel    &    Wire    Co.,  Col- 

lingwood. METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. 
METAL  SHINGLES,  SIDING,  Etc. 
Gait  Art  Metal  Co.,  Gait. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

MOPS  (Self-wringing). 
American    Woodenware    Mfg.  Co Toledo. 
Tarbox  Bros.,  Toronto. 

MOTOR  ACCESSORIES. 
Canadian     Fairbanks     Co.,  Ltd., 

Montreal. 
NAILS  (Wire). 

H.   S.   Howland,   Sons  &   Co.,  To- ronto. 
Imperial  Steel  &  Wire  Co.,  Col- lingwood,  Ont. 
U.  S.  Steel  Products  Co.,  Montreal. 
Parmenter   &  Bullock,  Gananoque. 
Steel  Co.  of  Canada,  Hamilton. 

OFFICE  EQUIPMENT. 
Dominion  Register  Co.,  Toronto. 
Goldie  &  McCulloch,  Gait. 
Monarch  Typewriter  Co.,  Toronto. 
National  Cash  Register  Co.,  To- ronto. 

OILERS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

OIL  STONES. 
Carborundum    Co.,    Niagara  Falls, 

N.  Y. 
Pike  Mfg.  Co.,  Pike,  N.  H. 

OIL  STOVES. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

OIL  STORAGE  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 
National  Equipment  Co.,  Toronto. 

OVEN  DOOR  SPRINGS. 
U.  S.  Steel  Products  Co.,  Montreal. 

PAINTS  AND  VARNISHES. 
Brandram  Henderson,  Ltd.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 

International  Varnish  Co.,  Toronto. 
Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Pratt  &  Lambert,  Buffalo. 
Pinchin  Johnston  Co.,  Toronto. 
A  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 
PAINT  AND  VARNISH  REMOV- ERS. 
Chadeloid  Chemical  Co.,  New  York 

City. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel    &    Wire    Co.,  Col- lingwood. 
John  Lysaght,  Ltd.,  Bristol,  Eng., 

and  Montreal. 
POST  HOLE  DIGGERS. 

Erie  Iron  Works,  St.  Thomas. 
PLUMBING  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
PROPELLER  FANS. 

Canadian  Buffalo  Forge  Co.,  Mont- real. 

RAKES  (Lawn). 
Erie  Iron  Works,  St.  Thomas. 

RASPS. 
Nicholson  File  Co.,  Port  Hope. 

RAZORS. 
Gillette  Safety  Razor  Co.,  Mont- 

real. 

International      Distributing  Co., Montreal. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

RAZOR  HONES. 
Carborundum  Co.,  Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike.  N.  H. 

RAZOR  STROPS. 
Carborundum  Co.,  Niagara  Falls, 

Ont. 

J.  Wiss  &  Sons,  Newark.  N.  J. 
REGISTERS  (Warm  Air). 

Canadian  Heating  &  Ventilating 
Co.,  Owen  Sound. Clare  Bros.,  Preston. 

Ferrosteel  Co.,  of  Canada,  Bridge- 
burg. 

Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co..  Wood- stock. 
James  Smart  Mfg.  Co.,  Brockville. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 

burg. 
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PETROX 

Sanitary — Washable 

WATER  PAINT 

This  article  is  put  up  in  paste  form  in  handy  sizes  for 
retailing,  5,  10,  25  &  50  lb.  tins.  It  needs  but  the 
addition  of  a  little  water  to  make  an  excellent  paint. 
Is  washable  after  short  exposure  and  gives  a  matt 

finish,  showing  no  brush  marks.  The  colors  are  lime- 
resisting  and  non-poisonous.  Covering  power  is  a 
great  deal  more  than  that  of  Oil  Paint.  Can  also 
be  painted  or  papered  over. 

WRITE  FOR  PRICES 

Sanderson  Pearcy  &  Co. 
Limited 

Wholesale  Paints,  Oils,  Glass,  &c. 

61-63-65  Adelaide  St.  W.     TORONTO,  ONT. 

1 —  Statements 2—  Invoices 

A  Third  Use  for 

Window  Envelope 

CIRCULAR  LETTERS  can  be  mailed  most 
economically  in  B-E  WINDOW  ENVEL- 

OPE. ^  Circular  letters  of  even  the  best 

type  cost  more  for  addressing  and  "  filling-in  " than  for  multigraphing  or  printing.  They  should 
always  be  "  fiUed-in  " — else  they'll  go  to  fill  the 
waste-baskets  of  your  "mailing  list."  ̂   With 
B-E  WINDOW  ENVELOPE  you  save  all  the 
time  and  money  now  spent  in  addressing  ordinary 
envelopes.  Use  the  fill-in  for  the  address.  The 
Window  does  it,  free. 

Made  in  any  stock,  to  match  regular  letter  head.  Send 
for  samples  and  quantity  prices.  We  will  see  you 
are  supplied,  either  through  regular  dealer  or  direct. 

BARBER-ELLIS,  Limited 
62  Wellington  St.  W.       -     -  Toronto 

GRAVES  SCHOOL 

of 

Sheet  Metal  Pattern 

Drafting 

A  Scholarship  in  this  School  will  en- 
able you  to  detail  and  develop  anything 

in  the  Sheet  Metal  line 

In  case  you  are  in  doubt  as  to  whether  this 

course  is  what  you  want  we  will  be  pleased 

to  give  you  a  Three  Months'  Trial,  con- 
sisting of  1  5  plates  and  instruction  sheets,  for 

$5.00,  same  to  be  applied  on  full  course  in 
case  you  wish  to  continue  the  balance  of 
course.  The  foundation  of  Pattern  Drafting 

is  found  in  the  first  Three  Months'  work. 
Write  for  our  new  circular  giving  full  informa- 

tion and  5  sample  drawings,  also  a  full  list  of 
the  125  school  plates. 

GRAY'S  SCHOOL 
3537  Third  Avenue  New  York 

MONARCH 

TYPEWRITERS 

The  King  of  all 

Writing 

Machines 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 

The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 

If  you  want  Strictly  Pure  Turpentine  at  the  right 
price  get  our   quotation  before  placing  your  order 

Turpentine 

Producers'  Agency 
TORONTO,  ONT. 

Independent  Distributors 

Office:  14A  Victoria  St.  Phones 
Warehouse:  MacDonnell  Ave.,  Office:  Main  4391 

C  P.  R.  and  G.  T.  R.  Siding    Warehouse :  Park  2781 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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ROOFING  (Metal). 
Gait  Art  Metal  Co.,  Gait. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

ROOFING  (Prepared). 
Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Roofing  Co.,  Toronto. 
H.   S.  Howland,   Sons  &  Co.,  To ronto. 
Canadian    H.    W.  Johns-Manville 

Co.,  Toronto. 
Standard    Paint    Co.    of  Canada, 

Montreal. 
REFRIGERATORS  AND  ICE 

CHESTS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

RUBBER  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., 

Toronto. 
RULES  AND  TAPES. 

Lufkin  Rule  Co.  of  Canada,  Wind- sor. 
Stanley    Rule    &    Level    Co.,  New 

Britain,  Conn. 
SAD  IRONS. 

Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McClary  Mfg.  Co.,  London. 
Taylor  Forbes  Co.,  Guelph. 

SAFES 

Goldie-McCulloch  Co.',  Gait. SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 

SCREEN  CLOTH. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 

SCREWS. 
Steel  Co.  of  Canada,  Hamilton. 

SHEARS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

SHOVELS  AND  SPADES. 
Lundy  Shovel  &  Tool   Co.,  Peter- boro. 
Canadian     Shovel     &     Tool  Co., 

Hamilton. 
Erie  Iron  Works,  St.  Thomas. 

SILVERWARE. 
Oneida    Community,   Ltd.,  Niagara 

Palls,  Ont. 
Toronto  Silver  Plate  Co.,  Toronto. 

SHEET  METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  Cartridge  Co.,  Montreal. 
H.    S.   Howland  Sons  &   Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRINGS  AND  AXLES. 
Guelph  Spring  &  Axle  Co.,  Guelph. 

STEEL  TROUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STORE  EQUIPMENT. 
S.  G.  Bowser  &  Co.,  Toronto. 
Walker  Bin  &  Store  Fixture  Co., 

Berlin. 
National  Equipment  Co.,  Toronto. 

STOVES  AND  RANGES. 
D.  J.  Barker  &  Co.,  Picton. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &   Milne,  Hamil- 

ton. Canadian    Heating    &  Ventilating 
Co.,  Owen  Sound. 

Thos.  Davidson  Mfg.  Co.,  Montreal. 

Doherty  Mfg.  Co.,  Sarnia. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackrille, N.  B. 

Pindlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall-Zryd  Foundry  Co.,  Gfrimsby. 
Hamilton     Stove    &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 
Moffat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Specialties  Mfg.  Co.,  Grimsby. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mf".  Co.,  Woodstock. 
Supreme  Heating  Co.,  Welland. 

STOVE  CEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 
U.  S.   S.teel  Products  Export  Co., 

Montreal. 
TENTS  AND  AWNINGS. 

J.  J.  Turner  &  Son,  Peterboro. 
TIN  PLATE. 

A.  C.  Leslie  &  Co.,  Montreal. 
Mc(^lary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. U.  S.   Steel  Products  Export  Co., Montreal. 

TOOL  GRINDERS. 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TRAPS. 
Oneida   Community,    Ltd.,  Niagara 

Falls,  Ont. 
TURPENTINE. 

Turpentine  Producers  Agency,  To- ronto. 

VACUUM  CLEANERS. 
Onward  Mfg.  Co.,  Berlin. 
Page  Wire  Pence  Co.,  Walkerville. 

VALVES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Peiil)erthy  Injector  Co.,  Windsor. 

VENTILATORS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. ,/] 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
WATER  SERVICE  SYSTEMS. 

National  Equipment  Co.,  Toronto. 
WATER  GAGES. 

Penberthy  Injector  Co.,  Windsor. 
METAL  WASHBOARDS. 

Meakins  &  Sons,  Hamilton. 
WHIFFLETREES  (Steel). 

Canada  Steel  Goods  Co.,  Hamilton. 
WHOLESALE  HARDWARE. 

Bond  Hdwe.  Co.,  Guelph. 
H.   S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 

WHITE  LEAD. 
Brandram-Henderson     Co.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 

WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  O. 

WIRE  FENCING. 
Page  Wire  Fence  Co.,  Walkerville. 
U.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel    &    Wire    Co.,  Col- lingwood. 

WIRE  ROPE. 
B.  Greening  Wire  Co.,  Hamilton. 

WOODENWARE. 
Meakins  &  Sons,  Hamilton. 

TWO  SPLENDID  BOOKS 

Store  Management  Retail  Advertising 

Complete  Complete 

Cloth  Bound,  272  Pages,  $1.00  Postpaid  Cloth  Bound,  272  Pages,  $1.00  Postpaid 

Both  of  the.se  books  were  written  by  Frank  Farrhigton,  a  successful  retailer  who  can  write  as  well 
as  he  can  sell  goods.  Both  are  intensely  practical  and  will  be  a  help  to  any  hardware  merchant 
or  ambitious  clerk. 

SPECIAL  SUBSCRIPTION  OFFER 

To  any  new  subscriber  sending  $1.00  for  one  of  the  books  we  will  include  a 
subscription  to  Canadian  Hardware,  Stove  &  Paint  Journal  to  January  1,  1913. 

To  any  present  subscriber  sending  $1.00  for  one  of  the  books  we  will  extend 
his  subscription  to  Canadian  Hardware,  Stove  &  Paint  Journal  for  six  months. 

FILL  IN  THIS  FORM 
Commercial  Press,  Limited 

408  McKinnon  Building,  Toronto 

Gentlemen : 

Kindly  add  my  name  to  the  list  oj  subscribers  of  CANADIAN  HARDWARE,  STOVE  &  PAINT 

JOURNAL  and  send  me  for  which  I  enclose  $1 .00. 

Name.   Address  

When  writine  to  advertisers,  kindly  mention  the  Canadian  Hardware,  StOTe  tt  Faint  Jonmal 
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CLASSIFIED  ADVERTISEMENTS 

Advertisements  under  this  head  ten  cents 

per  agate  line  each  insertion.  About  ten 
words  to  one  line.   Reniit  when  ordering. 

SALESMEN  WANTED 

To  CARRY  AS  A  SIDE  LINE  a  legitimate  and  good  selling  article. 
Good  commission.    See  advertisement  in  this  issue,    THE  OSCAR 

ONKEN  CO.,  Cincinnati,  Ohio. 

WANTED.-EXPERIENCED  HARDWARE  CLERK  that  has  window 
dressing  experience,  one  that  speaks  French  preferred,  send  photo  of  a 

window  and  also  of  self  with  application.  Highest  salary  paid  with  good 
chance  for  increase.    ROSS  HARDWARE  CO.,  LTD..  Moose  Jaw,  Sask. 

STORE  MANAGER  WANTED 

\\rE  HAVE  A  GOOD  PROPROSITION  for  an  energetic  Young  Man,  to 
' '     take  charge  of  retail  stove,  tinware  and  furnace  store.    Must  have 

experience  and  some  capital.   BOWES,  JAMIESON,  LIMITED,  Hamilton, 
Ontario. 

TINSMITHS  WANTED 

TINSMITH  wanted  at  once.  Best  wages.  Write  or  telegraph.  MAGLAD- ERY  BROS.,  New  Liskeard. 

AX/" ANTED— A  TINSMITH  with  one  or  two  years'  experience  to  complete ^'  trade  and  clerk  in  store  spare  time.  Apply  stating  salary  to  A.  R. 
A\'RIGHT,  Fort  Burwell. 

GOOD  OPENING  FOR  TINSMITH 

T-HE  TINSMITHING  AND  PLUMBING  DEPARTMENT  of  Binns' 
-'-  Hardware,  Newmarket.  Est.  20  years.  Tools  almost  new.  8ft.  brake. Town  .3,000  and  booming.  One  opposition.  Splendid  chance  for  the  right 
man.   Apply  G.  A.  BINNS,  Newmarket. 

STORAGE  TO  RENT 

CTORAGE,  VANCOUVER.  B.C.— Storage  or  space  to  rent,  oflice  if 
^  required  ;  warehouse  close  to  all  wharves,  with  railway  siding ;  two elevators.   MARTIN  &  ROBERTSON,  LTD.,  329  Railway  .St.,  Vancouver. 

COMMISSION  LINES  WANTED 

HARDWARE  LINES  WANTED  on  a  commission  basis,  covering  western 
provinces.    CANADIAN  SPECIALITY  CO.,  Suite  307,  Travis  Blk., 

Calgary,  Alta. 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
15)4  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

ROSS  &  WRIGHT 
Insurance  Counsellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET.  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 

us  when  your  loss  occurs 

The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 
Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

THE  IMPROVED    KEYSTONE  DEHORNER 
A  4-sided,  sliding,  shear  cutting.  Dehorning  Knife  that  does  its 
work  in  an  instant  with  but  an  instant's  pain.  Agricultural Colleges  and  Veterinary  Surgeons  commend  the  KEY 
STONE — The  quickest,  cleanest  and  easiest  dehomer  made. 
If  your  Jobber  cannot  supply  you,  write  me,  and  I  will  send  full 
particulars  of  my  special  proposition  to  retailers. 

R.  H.  McKENNA,  219  Robert  Street,  Toronto. 

AWfLttfCHTEDStORE 

asssiWILLINCREASE  YOUR  SALES 

Do  you  know  that  people  are  attracted  to  a  well  lighted  store  and  that 
consciously  or  unconsciously  they  avoid  a  poorly  lighted  one.  You  can 
make  your  store  attractive— bright  and  inviting  by  using  Rice-Knight 
Lighting  System.  Can  be  installed  anywhere— burn's  same  as  city  gas- always  ready  to  light.  Cheaper  than  gas  or  electricity.  Make  your  store 
the  brightest  spot  in  town.  Let  us  tell  you  how— write  to-day  for  booklet  "S.' 

RICE-KNIGHT  LIMITED,  TORONTO 
Ijocal  hardware  agents  wanted  in  every  town. 

J.  J.  TURNER  &  SONS 

The  Largest  Manufacturers  in  Canada  of 

Tents,  Flags,  Awnings,  Sails,  Horse  Blan- 
kets, Waterproof  Goods,  Coal  Bags  and 

every  description  of  Camping  Goods. 

Send  us  your  orders  for  Tents  and  ̂ eep  them  in 
stock-   The^  are  put  up  in  bags  to  keep  them  clean. 

J.  J.  TURNER  &  SONS 
Peterborough,  Ont. Regina,  Sask. 

IWAN'S  PATENT  POST  HOLE  AUGER 
The  fastest  and  easiest  earth  cutting-  auger  on  the 
market.    A  splendid  line  for  hardwaremen  to  push. 

Made  in  seven  sizefs,  4  to  12  inches.    Shipped  half 
dozen  in  bundle.    Augers    weigh   ten    pounds  each. 

Write  us  for  Circular  and  Price  List. 

ERIE  IRON  WORKS,  St.  Thomas,  Ont. 

PROFITABLE  SIDELINE  FOR  SALESMEN 
We  nave  an  attractive  proposition  for  traveling  Salesmen 
as  well  as  for  ambitious  Clerks  or  Office  men  in  hard- 

ware stores.    Big  margin  offered  and  very  easy  to  get  results 

Address :  "  Manager  " 
Commercial  Press^  Ltd.,  408  McKinnon  Building,  Toronto 

CONSULT  THE  BUYERS  DIRECTORY 
The  Buyers  Directory  of  CANADIAN  HARD- 

WARE, STOVE  AND  PAINT  JOURNAL 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement — but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 
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fUFK/N 

DOMINION 
MADE 

IS  A  NAME  AND  TRADE-MARK 
STANDING  FOR  THE  VERY  BEST 

IN  THE  LINE  OF 

Measuring  Tapes  and  Rules 

Our  extensive  advertising  in  Canada  has  created  a  demand 

that  every  progressive  dealer  should  be  able  to  satisfy. 

me/uFKiNRuLJEtjO'  ofQanada^Itj). 

W/NDSOR^ONT. 

BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863 

Twelve  Medals  of  Award  at 

INTERNATIONAL 

Expositions 

INCORPORATED  1895 

Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

Copy  of  Catalogue  will  be  .sent  free  to  an\-  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 

Index  to  Advertisements 

A 
E.  C.  Atkins  &  Co   12 

B 
Barber  &  Ellis   83 
G.  &  H.  Barnett   8(i 

Belleville  Hardware  &  Lock  Co. .  'SI 
D.  J.  Barker  &  Co   24 
Brandram-Henderson,  Ltd   75 
Buffalo  Forge  Co.  (Canadian)   81 
Burrow,  Stewart  &  Milne   29 

C 
Canada  Steel  Goods  Co   4 
Canadian  Fairbanks-Morse  Co...  9 
Canada  Paint  Co   79 
Canadian  Heating  &  Vent.  Co  22 
Canadian  Supply  Co   12 
Chadeloid  Chemical  Co   81 
Chicago  Flexible  Shaft  Co  21 
Consolidated  Fruit  Jar  Co  So 
Consolidated  Plate  Glass  Co   32 
Cowan  &  Britton   24 
Cleveland  Stone  Co   35 

D 
Thos.  Davidson  Mfg.  Co    8 
Dominion  Register  Co  32 
Dominion  Roofing  Co   26 

E 
Erie  Iron  Works   85 

F 
Ferrosteel  Co  35 
Findlay  Bros   27 

G 

Gendron  Manufacturing  Co   18 
Gillette  Safety  Razor  Co   2 

Gray'.s  School   83 
B.  Greening  Wire  Co   16 
Gutta  Percha  &  Rubber  Goods  Co.  18 
Glidden  Varnish  Co   70 

H 

Hardware  Dealers'  Magazine. .  .10-11 
Hero  Mfg.  Co   15 
H.  S.  Howland,  Sons  &  Co   5 

I 

Imperial  Varnish  &  Color  Co   73 
International  Varnish  Co   88 

J 
Jenkins  &  Hardy   85 
Jones  Register  Co   34 

L 
Legg  Bros   67 
A.  C.  Leslie  &  Co   77 
Lowe  Bros   69 
Lufkin  Rule  Co,   86 
Lundy  Shovel  &  Tool  Co   14 
Louden  Machinery  Co   20 

M 

Martin-Senour  Co   64-65 
D.  Maxwell  &  Sons   13 
Meakins  &  Sons   33 
McClary  Mfg.  Co   25 
R.  W.  McKenna  •  85 
Metal  Shingle  &  Siding  Co   8 
Monarch  Typewriter  Co   83 
Jas.  Morrison  Brass  Mfg.  Co....  30 

National  Cash  Reg.  Co   61 
Nickel  Plate  Co  20 
North  Bros   77 
C.  Nors worthy  &  Co.  Ltd   34 
Northern  Aluminum  Co   19 

0 

Onward  Mfg.  Co  35 
Oscar  Onken  Co   23 

P 
Parmenter  &  Bulloch   85 
Pike  Mfg.  Co   77 
Pease  Foundry  Co  24 
Pilkington  Bros   77 
Pinchin- Johnson  Co   Cover 
Pratt  &  Lambert   73 

R 

A.  Ramsay  &  Son   79 
Rice-Knight  Co   85 

Ross  &  Wright  85 

S 
Sadler  &  Haworth   14 
Sanderson  Pearcy  &  Co   83 
Sheet  Metal  Products  Co   16 
Sher\vin-^\'illiams  Co   75 
J.  H.  Still  Mfg.  Co   18 
Jas.  Stewart  Mfg.  Co   31 
Stratford  Mfg.  Co   17 
Steel  Co.  of  Canada   4 
Jas.  Smart  Mfg.  Co   22 

T 

Taylor  &  Boggis   15 
Taylor-Forbes  &  Co   3 
Tobin  Arms  Mfg.  Co   18 
B.  &  S.  H.  Thompson   26 
J.  J.  Turner  &  Son   85 
Turpentine  Producers  Agency   83 

U 

U.  S.  Steel  Products  Co   24 

W 

A\'alker  Bin  and  Store  Fixture  Co.  52 
Western  Clock  Co   36 
E.  T.  Wright  &  Co   30 
Wondershine   87 
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ALL 

Wonder-Shin 

PURE  ALUMINIUM  COOKING  UTENSILS 

WILL— Be  "Made  in  C'auada"  Goods. 

WILL — Be  sold  through  the  trade  only,  and  not  peddled  from  door  to  door. 

WILL — Be  heavily  advertised  by  brand. 
WILL — Bear  this  trade  mark. 

^  mRE  <<
\ ^  MADE  IN  CANADA*^ 

Please  hold  your  orders  until  you  receive  our  catalogue  or  see  our  samples. 

Our  prices  will  be  right.    Write  us  to-day  telling  about  your  requirements. 

M 

'III''  \ 

'ii  S,   

OPEN  THIS  END 

Wdnde
r- 

Shin
ev 

MS 

SILVER 

GOLD 

PLATED  WARE 

REMOVES  TARNISH  INSTANTLY 

WITHOUT  RUBBING 

Price     25  Cents 

We  have  some  new  WONDER- 

SHINE  POLISHES  coming. 

Push  WONDER-SHINE  SILVER 

CLEiVNER — 50%  profit  to  you  on 

every  package  you  sell. 

PRICES  NET  Per  Doz. 

10c.  Packages,  6  Doz.  in  case,  $  .80 

25c.  Packages,  3  Doz.  in  case,  2.00 

50c.  Packages,  1  Doz.  in  case,  4.00 

Complete  Si. 00  outfits, includ- 
ing baskets        -       -       -  7.80 

Electros  in  packages 

10c.  Size 

25c.  Size 

50c.  Size 

.80 
2.00 

4.00 

WONDER-SHINE  LIMITED, 

General  Offices:— 220  King  St.  West 
TORONTO,  CANADA 
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Aggressive  dealers  in  every  part  of  Canada 
have  realized  that  the  handling  of 

INTERNATIONAL 

Varnish  and  Varnish  Specialties 

means  added  profit  and  complete  satisfaction. 

Over  40  years'  reputation  for  quality  is  back  of  every  can  of 

"International"  Products,  and  the  measure  your  customers 
get  is  always  Fulb  Imperial  Measure,  not  wine  or  short 

measure. 

Here  are  a  few  leading  "International"  Lines: 

Household  Lacquer 

Stait 

Floor  Finish 

GET  DETAILS 

OF  OUR 
PROPOSITION 

TORONTO 

White  Enamel 

Finishes 

IT  WILL  PAY 

YOU  WELL KS 

•  WINNIPEG 

Canadian  Factory  of  STANDARD  VARN'ISH  WORKS 
NEW  YORK  CHICAGO  LONDON  BERLIN  BRUSSELS  MELBOURNE 

Largest  in  the  world  and  first  to  estaMi&h  definite  standards  of  quality. 
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"SAMSON " 
Screw  Compression 

Grease  Cup 

m 

"SAFETY" 
Crank  Pin 

Automatic  Oiler 

••  SULTAN  " 

Gas  Engine 
Cylinder  Oil  Cup 

GENUINE 

AUTOMATIC  INIECTOR 

The  Peer  of  all  Automatic  Injectors 

OIL  AND  GREASE  CUPS 

ARE  OUR  SPECIALTY 

Look  for  oar  Trade  Mark.  It 
Stands  for  the  Highest  Quality. 

Penberthy  Injector  Co.,  Limited,  Windsor,  Ont. 

" SUDE TOP" Screw  Regulatintr 
Oiler 
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The  Momentum  of  the  GILLETTE 

Ever  watch  a  bfg  Mogul  puJ  and  tug  to  start  a  heavy  freight  train  ?  It  certainly 
takes  some  energy. 

But  when  that  train  has  hit  a  40  mile  gait,  it  is  easier  to  keep  it  going  than  to 
stop  it. 

It  took  no  end  of  advertising  and  a  vast 

amount  of  energy  to  convince  men  that 

the  GILLETTE  Safety  Razor,  so  differ- 
ent from  the  open  blades  to  which  they 

had  been  accustomed,  would  shave  them 

quicker  and  better,  as  well  as  more 

safely.    But  we  did  it. 

Once  started,  that  idea  has  steadily 

gained  momentum  as  time  has  proved 

the  GILLETTE'S  superiority.  Persist- 
ent, vigorous  advertising  has  helped  it 

along,  and  now  when  a  man  thinks  of 

safety  razors  he  is  almost  sure  to  think 
first  of  the  GILLETTE.  Over  six 

million  have  been  sold,  at  prices  that 

have  never  been  cut,  and  sales  are  in- 
creasing every  year. 

What  is  true  of  the  country  as  a  whole 

is  true  of  your  particular  section  of  it. 
To  YOUR  customers  the  GILLETTE 

is  "The  Razor  of  To-day.  ' 

It's  a  great  deal  easier  for  you  to  keep  this  idea  going  than  it  is  to  stop  it  and 
it  pays  decidedly  better. 

With  its  immense  popularity — its  substantial,  protected  profits — and  the  way  it 

brings  men  back  regularly  for  new  blades — the  GILLETTE  stands  alone  among 

razors.    It's  the  livest  specialty  a  hardware  man  can  handle. 

Are  you  taking  advantage  of  the  GILLETTE'S  momentum  to  increase  YOUR 
business  ? 

The  Gillette  Safety  Razor  Co.,  of  Canada 
Limited 

Office  and  Factory :  The  New  Gillette  Bldg.,  Montreal 

'world  ovtf 
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The  EMPRESS"  a.d  the  WOODYATT Two  Lawn  Mowers 

With  Reputations 

The  salesman  for  a  hardware  jobber  sold  a  hardwareman  a  stock  of  low  priced  lawn 

mowers  a  year  ago.  "Price"  was  the  salesman's  chief  argument  and  the  hardwareman 
tried  to  sell  the  mowers  by  using  the  same  argument. 

But  one  day  a  customer  demanded  "quality"  and  offered  to  pay  more  for  a  good  machine. 
A  friend  recommended  an  "Empress"  and  the  retailer  finding  that  his  jobber  made  the  cheap 
line  his  leader,  bought  half  a  dozen  "Empresses"  direct  from  us.  They  sold  quickly,  gave 
him  a  better  profit  than  the  low  priced  line  and,  equally  important,  his  customers  got  better 
satisfaction. 

This  year  the  retailer  is  pushing  the  higher  grade  goods  but  he  also  carries  a  couple  of  the 

cheap  machines  to  show  to  those  who  won't  take  his  advice  and  make  "Quality"  instead  of 
"Price"  their  motto. 

The  ̂ ^Empress^^  hTef  7h1 Taylor-Forbes  guarantee  of  quality  and  it 
is  one  of  the  best  sellers  on  the  market.  It 

is  fitted  with  special  tool  steel  knives,  case 
hardened  adjustable  covers,  ball  bearings 
and  balls,  has  specially  prepared  polished 
steel  shafts,  with  four  knife  cylinder  and 

1 0^  inch  drive  wheels. 

The"Woodyatt" 

contmues  to 
hold  its  pop- 

ularity as  the  most  popular  high  grade  lawn 
mower  on  the  Canadian  market.  It  is 

fitted  with  oil  tempered,  tool  steel  knives, 
extra  long  and  adjustable  bearings,  made 
of  the  highest  grade  materials  throughout, 
has  four  knife  cylinder  and  IOj/2  inch 
drive  wheels. 

If  you  have  not  placed  your  order  for  your  season's  requirements  and  your 
Jobber  prefers  to  push  cheaper  Unes,  write  us  and  we  will  see  that  you  get 
prompt  and  careful  shipment  as  well  as  the  best  prices  and  cash  discounts. 

TAYLOR-FORBES  CO.,  LIMITED 

Taylor-Forbes  Co.,  246  Craig  St.,  Montreal  Head  Office  and  Works:  H.  F.  Moulden  &  Son,  Travellers' Bldg.,  Winnipeg 
H.  G.  Rogers,  531-2  Dock  St.,  St.  John,  N.B.  r'TTUI  DLI     HMT  ^'  ̂ '  Vancouver,  B.C. 
Canadian  United  Mfrs.  Agency,  London,  Eng.  VlUtLril,  UIN  1  .  J.  B.  H  Rickaby,  Victoria,  B.C. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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BUILDERS 

HARDWARE 

WITH  A 

REPUTATION 

CRESCENT 

Hinges,  Butts,  Staples,  Latches,  Gate  Hooks. 

Parlor  Door  Hangers,  Barn  Door  Hangers, 

Corrugated  Strap  and  Tee  Hinges,  and  Light, 

Med  ium  and  Heavy  Strap  and  Tee  Hinges 

CANADA  STEEL  GOODS  CO.,  Limited 

HAMILTON,  -  -  ONTARIO 

The  Steel  Company  of  Canada 
Limited 

Stove  Bolts    Stove  Rods 

Rivets 

Pig  Iron     Steel  Bands     Wire  Nails 

We  can  Make  Prompt  Shipment  of  Orders  Placed  Now 

DISTRICT  SALES  OFFICES: 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLennan,  Vancouver,  B.C.  H.  G.  Rogers,  St.  John,  N.  B. 
J.  B.  H.  Rickaby,  Victoria,  B.C.  Geo.  D.  Hatfield,  Halifax,  N.S. 

When  writing  to  advertisers,  kindly  mention  tlie  Canadian  Hardware,  Stove  &  Faint  Journal 
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Strong 

Where  Strength  is  Needed 

Samson  Farm  and  Garden  Tools 

Specially  selected  handles  of  Canadian 

second  growth  white  ash.  The  most 

careful  attention  is  given  to  the  quality 

of  all  material  used  in  the  manufac- 

ture of  these  goods. 

Adjustment,  balance,  finish,  every  process  is  closely  watched  and 

tested  before  leaving  the  factory.  This  is  a  splendid  line  for  ny 

dealer  to  push  and  we  guarantee  that  the  Samson  Lines  will  give 

absolute  satisfaction  to  every  purchaser. 

Send  us  Your  Orders 

H.  S.  Howland^  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY  TORONTO  OUR  PRICES  ARE  RIGHT 

GRAHAM  NAILS  ARE  THE  BEST 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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NICHOLSON 

MADE  HLES 

AND  RASPS 

1^ 

THE  STANDARD 

FOR  47  YEARS 

When  you  stock  NICHOL- 

SON-MADE goods  you 

have  the  finest  quahty  ob- 
tainable in  file  or  rasp. 

There's  noboby  so  well  in- 
formed regarding  this  fact 

as  the  men  who  use  files  and 

rasps  every  day  of  their 

lives,  and  this  is  the  class 

of  trade  you  get  by  selling 

NICHOLSON-MADE. 

These  are  the  best  brands  : 

"  AMERICAN  " 

"GREAT  WESTERN" 

"  McCLELLAN  " 

"  KEARNEY  &  FOOT  " 

"  GLOBE " 
" ARCADE " 

"J.  B.  SMITH" 

" EAGLE " 

Made  In  Canada  by  us 
and  sold  by  all  jobbers 

NICHOLSON  FILE  CO. 

PORT  HOPE,  ONT. 

To  the  Hardware  Trade 

Do  NOT  let  your  Competitor  make  ALL 

the  Sales  when  YOU  can  draw  the  greatest 

part  of  it  your  way  by  handling  our 

guaranteed  hne  of 

SHOVELS 

They  are  perfectly  balanced,  and  have  a 

finish  that  cannot  be  surpassed. 

We  make  WELDED  SHOVELS  because 

experience  proves,  and  the  trade  demands, 

goods  that  are  stronger,  and  more  durable 
than  other  makes. 

We  Ship  Promptly 

No  Irritating  Delay 

Write  for  Catalogue  and  Prices  either  to  Head 

Office,  or  to  the  following  Selling  Agents: 

ONTARIO 
N.  B.  Misener,  105  Cowan  Avenue,  Toronto 

QUEBEC Delorme  Bros.,  15  Debresoles  Street,  Montreal 
MANITOBA  AND  SASKATCHEWAN 
Tees  &  Persse,  Limited,  Winnipeg 

ALBERTA 
Tees  &  Persse  of  Alberta,  Limited 

BRITISH  COLUMBIA 
E.  E.  Crandall,  1073  Hamilton  Street,  Vancouver 

MARITIME  PROVINCES 
S.  N.  Sancton,  St.  John,  N.B. 

The  Lundy  Shovel  & 

Tool  Co.,  Limited 

PETERBOROUGH 

ONT. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Send  for 

Our  New 

Edge  Tool 

Catalogue 

Illustrating  our  full  line  of 

Axes 

Chisels 

Draw  Knives 

Adzes 

Hammers 

Picks 

Crow  Bars 

Lumbering  Tools 

We  Make  Them 

All  Jobbers  Sell  Them 

Allan  Hills  Edge  Tool  Co 

Gait,  Ont. 

E.  SCHOFIELD 
Canadian  Express  Bldg. 

Montreal 
Eastern  Representative 

N,  J,  DINNEN 
141  Bannatyne  Ave.  » 

Winnipeg 

Western  Representative 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardwafe,  Stove  &  Faint  Journal 
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Davidson's 

"Premier  Marathon" 

Steel  Range 

Is  worthy  of  special  attention.  Strongly  built  of 

best  quality  rolled  steel  plate.  A  good  worker — 
practically  perfect. 

Improved  design  for  1912 
Extra  large  and  well  proportioned 

fire  box 
New  duplex  draft 
Square  roomy  oven 
Cast  iron  smoke  flue 
Elxceptionally  heavy  top 
Ventilated  Base 
Plain,  heavily  nickeled  trimmings 

Can  be  supplied  on  feet  or  base  in  four  sizes  and 
numerous  styles. 

Write  for  booklet  with  prices  and  illustrations 

The  Thos.  Davidson  Mfg.  Co. 
Limited 

Montreal  Toronto  Winnipeg 

WIRE  ROPE 

We  manufacture  different  rope  for  different  purposes 

Swedish  Charcoal 

Crucible  Cast  Steel 

Mild  Plow  Steel 

Best  Plow 

Acme  Brand 

Galvanized  Siemens -Martin 

Galvanized  Strand 

WRITE  FOR  CATALOGUE 

State  kind  of  rope  required  or  purpose  to  be  used  for 

THE  B.  GREENING  WIRE  CO.,  LIMITED 

HAMILTON,  ONT. MONTREAL,  QUE. 

When  writing  to  advertif«ra,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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MOTOR  BOAT 

AND 

AUTOMOBILE  SUPPLIES 

C^VERY  Hardware  dealer  should  realize  the  growing  popularity  of 
Motor  Boating,  and  the  large  trade  in  Accessories  and  Marine 

Engines  arising  from  same. 

The  wide  awake  dealer  should  have  all  the  necessary  supplies,  such 

as  Magnetos,  Spark-Plugs,  Carburators,  Lights,  and  a  full  line  of  Marine 
Hardware  and  Automobile  specialties. 

Our  stock  is  the  largest  in  Canada,  and  our  nearest  house  can  fill 

your  requirements  promptly. 

Our  Catalog,  No.  24,  shows  one  line  of  Motor  Boat  accessories. 

A  card  to  our  nearest  branch  will  bring  it  to  you. 

If  you  are  interested  in  Marine  Engines,  let  us  send  you  a  Catalog 

No.  23,  illustrating  "Fairbanks- Morse"  Marine  Engine. 

The  Canadian  Fairbanks-Morse  Co. 
LIMITED 

FairbanJis  Standard  Scales,  Fairbanks-Morse  Gas  and  Gasoline  Engines 
Safes  and  Vaults. 

MONTREAL      ST.  JOHN       OTTAWA        TORONTO        WINNIPEG  CALGARY 
SASKATOON         VANCOUVER  VICTORIA 

Whan  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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ATKINS 

STERUNG 

MADE  IN 

CANADA 
SAWS 

The  profitable  line.  HIGHEST  QUALITY-- 

They  stand  a  fair  profit  and  give  satisfaction. 

Send  for  full  information  on  Saws  and  Selling  Helps 

Factory 

HAMILTON,  ONT. 

E.  C.  ATKINS  &  CO. 

Makers  of  Sterling  Saws Branch 
VANCOUVER,  B.C. 

Everlastingly 

Waterproof 

WTHERPROOF* 

PRODUCTS Cannot  be  Beaten 
for  Price 

"Sankote"  Asphalt  Roofing 
Every  general  merchant  should  stock  a  certain  amount  of  Roofing,  but  when  doing  this  he 

must  get  a  product  that  is  strong  and  durable  yet  low  m  price  if  he  is  to  please  his  builder 
and  farmer  customers. 

"  Sankote  "  weatherproof  roofing  is  the  most  satisfactory  roofing  made  for  Canadian  climatic 
conditions.  It  can  be  used  over  old  shmgles,  etc.,  and  is  the  best  value  for  the  price  on  the 

market.  Full  directions,  also  Roofing  Nails  and  Liquid  Cement  packed  in  every  roll.  Can 

be  successfully  laid  by  anyone. 

Write  us  at  once  for  full  particulars  about  our  "Sankote"  and  "Leeknott"  Weatherproof 
Roofing,  and  also  other  Waterproof  Casco  Products. 

Agents  Wanted 

CANADIAN  SUPPLY  COMPANY 

220  King  Street  West,  Toronto 

WhMi  writing  to  adT«rtia«r»,  kindly  mention  th*     Canadian  Hardwaro,  Store  &  Faint  Journal 
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MAXWELL'S  Barrows 

are  noted  for  exceptional  strength 

in  proportion  to  their  weight.  That 
comes  from  good  designing  and  the 
use  of  carefully  selected  materials. 
The  wood  used  in  their  construction 

is  tough,  thoroughly  seasoned  and 
durable,  while  the  steel  wheels  are 

practically  indestructible. 

Made  in  several  styles,  including 

General  Purpose,  Garden,  Railroad 
and  Mortar  Barrows,  in  weights 

ranging  from  49  to  70  pounds. 

Whatever  your  customer's  needs, 
there's  a  Maxwell  Barrow  to  satisfy 
them. 

No.  1  General  Purpose  Barrow 

MAXWELL'S
 

LAWN  MOWERS 

have  won  an  enviable  reputation  on  both  public  and  private  lawns 
Their  strong  points  are  their  clean,  easy  cutting  and  their  splendid 

wearing  qualities. 

The  Maxwell  High  Wheel  Models,  with  five  or  six  knives  and  ball 
bearings,  are  the  easiest  running,  cleanest  cutting  mOwers  a  man 
could  wish  to  use.     For  the  man  who  wants  a  lower  priced  machine 

the  cheaper  Maxwell  models 
give  the  best  value  that  can 
be  had. 

Wheel  heights  run  from  8  to 

10^  inches — the  number  of 
knives  from  3  to  6 — and  the 

cutting  widths  from  12  to  20 
inches. 

\'ou  are  doing  a  real  service 
to  your  customer,  and  thus  to 

yourself,  when  you  recommend 
the  Maxwell  Lawn  Mower. 

Write  for  Catalogue  of  House 
and  Garden  Specialties  to 

Meucwell's  High  Wheel  Lawn  Mower 

DAVID  MAXWELL  &  SONS,  ST.  MARY'S,  ONTARIO 

When  writing  to  advortiflers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Take  ONE  Minute 

to  read  this 

extract  from  an  Ontario  manu- 

facturing plant  in  answer  to  a  circu- 
lar letter  of  ours: — 

"  We  have  been  using  your  belting  right 
along  and  are  satisfied  with  our  arrange- 

ments with  the  local  Hardware 

Dealer  through  whom  we  get  it" 

You  can  get  the  same 

sort  of  steady  trade 

which,  when  once  started,  keeps 

coming  right  along  without  your 

worrying  over  it.  You  can  get  it 

if  you  handle 

'(CLIMAX''  "Reliance" and 

/IMPHIBIA (WATERPROOF) 

Leather  Belting 

Write  us  about  a  stock — we  have 

a  good  proposition  to  make  to  you. 

Tanners  and  Manufacturers 

MONTREAL 
511  William  St. 

ST.  JOHN,  N.  B. 
89  Prince  William  St. 

TORONTO 
27  Melinda  St. 

VANCOUVER 
27  Columbia  Ave. 

WINNIPEG 
244  Princess  St. 

For  over  35  years  the  maimers 
of  the    best    leather  belts. 

Are  you 
Ready 

to  Deliver 

LIGHTNING 

&  BLIZZARD 

FREEZERS? 

There  will  be  a  greater  demand  than  ever  this  season, 
for  we  are  advertising  them  more  extensively  to  both 
dealer  and  consumer  than  ever  before  in  the  history  of 
the  business. 
DEALERS  and  HOUSEHOLDERS  HAVE  LEARNED 
that  the  Lightning  and  Blizzard  Freezers  make  the  finest 
cream  with  the  least  outlay  in  time,  effort  and  material 
of  any  Freezer  made  and  will  stand  good  hard  use  season 
after  season. 

Better  Order  at  Once 
From    Your  Jobber. 

NORTH  BROS.  MFG.  CO 

PHILADELPHIA,  PA. 

Where  to  Sell 

More  Sharpening  Stones 

Sell  them  in  Homes  as 
well  as  in  ShopS.  Every 
home  needs  one  of  the 

many. 

PIKE  SHARPENING 

STONES 

The  only  line  that  includes  every  sharpening  sub- 
^^^^^         stance — natural  or  artificial — each  best  for  some sharpening  need. 

Pike's  Combination  Oilstone  is  just  the  thing  for  general, 
all-'round  tool  sharpening- — ^just  the  thing  for  the  man 
whose  pet  hobby  is  tools.  Get  after  the  trade  of  the  house- wife who  needs  the  Pike  India  Kantbreak  Knife  Sharpener. 
Show  every  fellow  who  shaves  how  indispensible  is  the Pike  Strop-Hone. 

All  this  is  fo.s!/  with  Pike's  Free  Dealer  Helps.   Send  for  the 

Big  Colored  Window  Trim 
It  pictures  these  home  uses.  So  do  our  colored  Store  Cards. 

We  can  help  you  a  lot  if  you'll  let  us.  Write  us  to-day  for  fuller particulars  and  for 
The  New  Pike  Catalog 

Ninety-eight  pages  of  valuable  information  with  special  refer- 
ence to  Pike's  New  System  of  Uniform  Discounts  and  more  con- venient prices. 

PIKE  MANUFACTURING  CO.,  23  Main  St.,  Pike,N.H. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Rome"  Design 

BUILDER
S' 

HARDWAR
E 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  Furnace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 
Bungs,  etc.,  etc. 

Send  for  complete  descriptive 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

(5yg^91^(J-  Ohio 

Closed. 

The  Mug  With  The 

Disappearing  
Handle'' 

(Patent  Pending) 

Holds  a  brimming  tumbler  full. 

Can  be  used  for  hot  liquids. 

Has  a  sanitary  cover. 

Folds  up  flat,  like  a  watch. 
Does  not  drip. 

And IS 

Hero  Quality 

All  through  ! 

Open. No.  749  Aluminum.  No.  750  Brass. 
Nickel  Plated,  Silver  Plated  or  Gold 
Plated,  with  or  without  Leather  Cases. 

Your  Jobber  has  them.  Reasonable  price. 
— — ^— Order  early.  — ^— 

The  Hero  Mfg.  Company, 

Kensington, Philadelphia,  Pa. 

Wben  writing  to  adTtrtiaers,  kindly  mtntion the  Canadian  Hardwaia,  Store  Ji  Faint  Jonrnal 
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Make  More  in  1912 

\Y/ITHOUT  adding  to  your  expenses,  you  can  add  a  good  deal  to  your 
•  '  profits  by  selling  the  farmers  of  your  neighborhood  the  Louden  Line  of  Barn 

Equipments,  as  described  below. 

Selling  the  LOUDEN  LINE 

of  Barn  Equipments 
is  made  easy  because  Louden  Bam  and  Hay  Tools  are  well  and  widely  known  throughout  the  whole  of  Can- 

ada by  reason  of  persistent  advertising  in  the  agricultural  papers  of  the  Dominion.  Abo  the  Louden  Line 
without  doubt  represents  the  very  best  Barn  and  Hay  Tools  made — they  are  the  result  of  46  years  of  intelligent thought  and  practical  experience. 
Louden  Sanitary  Steel  Stalls  and  Stanchions 
positively  increase  the  yield  of  milk  by  adding  to  the  comfort  and  contentment  of  the  cows.  Learn  all  about 
them  from  our  Catalogue.  Press  home  the  point  that  to  install  these  devices  is  an  investment.  We  can 
give  you  a  wealth  of  testimony. 

Louden  Hay  Carriers  and  Forks 
You  do  not  need  to  urge  the  point  that  the  scarcity  of  labor  requires  the  use  of  labor-saving  appliances,  especially 
for  the  quick  handling  of  crops.  Our  Junior  Hay  Carrier,  and  Balance  Grapple  Fork  are  an  ideal 
equipment.    We  also  make  a  Double  Harpoon  Fork. 

Louden  Bird-Proof  Barn  Door  Hangers 
This  Hanger  you  are  doubtless  already  familiar  with,  since  it  is  on  pretty  general  sale  by  Hardware  dealers 
everywhere.  Being  bird-proof  and  snow-proof,  simple  and  strong,  it  is  the  best  Barn  Door  Hanger  in  the world. 

Louden  Feed  and  Litter  Carriers 
Now  and  in  the  early  autumn  is  the  time  to  suggest  Feed  and  Litter  Carriers,  to  dairy  and  slock  farmers.  The 
Louden  Carriers  are  marvels  of  efficiency.  You  can  sell  them — many  of  them--with  our  help.  Send  us the  name  of  progressive  farmers  and  we  will  work  with  you  to  get  an  order. 

W  rite  for  our  proposal  to  dealers.  Send 
for  catalogue  '  Everything  for  the  Barn" 

Louden  Machinery  Company,  Guelph,  Ont. 

Louden's  Junior 
Hay  Carrier 

Louden*s  Bird-proof Bam-Door  Hanger 

BURMAN'S CLIPPERS 

Bring  Repeat  Orders 

and  are  rapid  sellers  on  account 
of  construction,  finish  and  price. 
A  sale  of  one  of  these  clippers 

represents  another  satisfied 
customer  —  who  will  come  back 

again  for  this   and    other  lines. 

It  Pays  to  Handle  Burman's 

Hand  Clippers,  Power  Clippers,  Clippers  of  all  Kinds 

Large  Stock        Prompt  Shipments        Spare  Parts 

Order  through  ̂ our  jobber  or  direct. 

Sole  Agents  for  Canada 

B.  &  S.  H.  THOMPSON  &  CO.,  Limited,  Montreal 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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THE 

WEAR-EVER 

Sample  Aluminum 

Saucepan 

pictured,  of  which  the  list  price  is  55  cents 
was  advertised  in  women's  magazines  last 
^  ear  as  the  sample  that  would  be  sent  for 
30  cents  to  women  who  could  not  secure 
the  saucepan  off  dealers.  The  same  sauce- 

pan will  be  advertised  this  year.  In  order 
that  women  may  secure  the  sample  sauce- 

pan from  you,  rather  than  from  us,  we  make 
you  a  price  on  this  special  of  20  cents,  if 
ordered  in  lots  of  twenty-five  or  more. 
Cash  in  on  the  demand  created  by  demons- 
tratinj^  salesmen  and  by  national  advertis- 

ing of  aluminum  utensils  bearing  the 
"Wear-Ever"  trade  niaik.  Write 

The  Aluminum  Cooking 

Utensil  Co. 

DEPT.  27,  NEW  KENSINGTON,  PA. 

Distributing  Agents  for  Canada,  Nor- 
thern Aluminum  Co.,  Ltd.  Toronto,  Can. 

Warehouses:  New  Kensington,  Pa.  East  St. 
Louis,  111.,  Portland,  Ore.,  Toronto,  Ont. 
Branch  Offices:  Boston,  New  York,  Philadel- 

phia, Pittsburgh,  Cincinnati.  Detroit,  Chicago, 
Baltimore,  Minneapolis,  Kansas  City,  East  St. 

Louis,  New  Orleans,  Portland. 

"No!    They  are  not  all  the  same." 

"Wear-Ever" 
Aluminum  Utensils 

are  different. 

Of  course,  aluminum  is  aluminum;  but  utensils may  differ  in  purity,  in  thickness,  in  handles,  in finish. 

Purity.  "Wear-Ever"  utensils  are  99  percent  pure. 
Thickness.  They  are  made  thick  enough  to  pre- 

vent denting  readily;  thick  enough  to  guarantee  a lifetime  of  satisfactory  service. 
Handles.  Take  hold  of  the  aluminum  handle  of  a 
hot  aluminum  utensil  — even  with  the  usual  "holder" —  and  you  quickly  will  be  con\  iaced  that  aluminum 
is  a  "good  conductor  of  heat."  The  handles  of "Wear-Ever"  utensils  are  made  of  the  best  tinned 
steel.  Aluminum  handles  would  become  too  hot — wooden  handles  would  burn  off  or  break.  The 
handles  of  " Wear- Ever"  utensils  are  gripped  to the  utensils  by  aluminum  rivets  with  large  heads. The  heads  are  not  sunk  into  the  side  of  the  utensil 
— the  side  remains  of  uniform  thickness,  strong enough  to  hold  the  handle  on  firmly  for  years. 
Finish.  The  outside  of  a  "Wear-Ever"  utensil  is polished.  The  inside  is  hardened  by  an  electrical process  which  makes  the  metal  harder,  smoother, 
less  liable  to  be  discolored  by  fcod  or  water  con- taininf!  alkali  or  iron,  and  more  easily  cleaned  than would  be  possible  if  the  utensils  were  not  so  finished. 
THE  ''WEAR-EVER"  TRADE-MARK 

is  your  guarantee  of  Safety,  Saving,  Service. 
Replace  utensils  that  wear  out 
with  utensils  that  "Wear-Ever" If  your  dealer  cannttt  supply  you  with  "Wear-Ever" ware,  just  fill  in  and  mail  the  coupon  below,  encloalDg 15  two-cent  stamps  iCanadian  stamps  accepted i,  and 

we'll  Bend  you,  prepaid,  thel-quart  saucepan  pictured. 
Ifnfe  lo-r  bookUt.  "  Tht  Wrar-Hver  Kuchot. 

THE  ALUMINUM  COOKING  UTENSIL  CO. 
Dept.                                 New  Kensington,  Pa. 

or  NORTHERN  ALUMINUM  CO..  Ltd..  Toronto  ■ Diitributing  Agentt  for  Canada   

THE  ALUMINUM  COOKING  UTENSIL  CO.. Dept.        New  Kensington,  Pa.,  or 
Northern  Aluminum  Co..  Ltd.,  Toronto.  Ontario. (Distributing  Agents  forCanada.) 

Please  send   me.  prepaid,  sample.  1  quart  "Wear- Ever"  Saucepan,  for   which   1  enclose  15  two-cent 
stamps  (30c.),  money  to  be  refunded  if  I'm  not  satisfied. Name  ^ 

Address  
Dealer's  Name  _ 
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Stake  Your  Good 

Name  On  This  Gun 

Y ou  run  no  risks. 

Perfect  workmanship  and  flawless 
material  have  produced  a  standard  in 

Simplex  Guns 

which  has  never  been  surpassed. 

You  are  in  business  for  profits. 

The  right  gun,  nghtly  handled,  will 
mean  great  big  profits  for  you. 

Ask  us  for  our  special  proposition 
for  your  territory. 

Tobin  Arms  Mfg.  Co.,  Limited 

Woodstock,  Ontario 

r 

ROLLI  NG 

RECLINI  NG 

AND  CARRYING 

ITE  FOR 

radel^C'Cataloguei 
containing 

.  FULL  LINE. 

THE  W  ■xof^^J° 
GENDRONMFG.CO.  eana%i 

Ll  MITELD- 

OUR  ROPED 

EXTENSION 

LADDER 

Is  the  safest  and  most  convenient  lad- 
der for  painters  and  contractors  as  it 

can  be  adjusted  to  any  height  required. 
Has  automatic  hooks  that  lock  every 
round  and  unlock  between  the  rounds, 

h  is  made  of  clear  yellow  pine  and 

rock-elm  rounds  and  can  be  easily 
converted  into  two  ladders.  It  is  con- 

structed to  meet  the  requirements  of 

a  high  grade  ladder  and  never  falls 
short  of  what  we  claim  it  to  be. 

If  you  haven't  one  of  oar  1912  Catalogues send  a  post  card  giving  your  address. 

STRATFORD 

MFG.  CO.,  LTD. 

STRATFORD  ONT. 

AXE 

HANDLES 

The  Name 

"J.  H.  Still" 
Stands  For 

Quality 

When  you  sell  a  customer  an  axe  handle 

you  want  him  to  be  pleased  rather  than 
dissatisfied  with  the  result  of  his  pur- 

chase. A  pleased  customer  means  future 
sales  of  other  goods. 

It  pays  best  to  sell  high-grade  goods  and 

that's  why  you  should  insist  on  having 
your  jobber  supply  you  with  handles 
made  by  the  J.  H.  Still  Company. 

Our  axe  handles  are  all  made  of  good 

first-class  hickory,  well  seasoned,  and  all 
nicely  finished  and  polished.  And  every 
one  carries  our  guarantee  of  quality.  If 

you  can't  get  them  from  your  jobber 
write  us  direct. 

J.  H.  Still  Mfg.  Co.,  Limited 

St.  Thomas,  Ont. 

When  writing  to  advertiaers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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UNIVERSAL  FAVORITE  CAPITAL  FAVORITE  CAPITAL  FAVORITE 
18  and  20-Inch  Ovens  16,  18  and  20-Inch  Ovens  16,  18  and  20-Inch  Ovens 

CROWN  FAVORITE 
16  and  18-Inch  Ovens 

A  Range  to  Suit  Every  Class 

Both  as  to  Quality  and  Price 

THE  UNIVERSAL  FAVORITE IS  our 

selling  paints  than  any  other  range  on  the  market, 
attractiveness  demands  the  attention  of  the  buying 

public. 

THE  CAPITAL  FAVORITE  is  a  medium 
priced  Range,  substantially  built,  a  great  business 
getter,  and  very  popular  with  the  trade. 

THE  CROWN  FAVORITE  is  a  Six-Hole  Range. 
It  looks  well,  It  works  well  and  is  the  kind  to  have 
on  your  floor  to  meet  competition. 

THE  COLONIST  is  a  Six-Hole  Range  and  shows 
up  big  for  the  money.  This  Range  will  enable 
you  to  meet  the  competition  of  Catalogue  Houses 
and  at  the  same  time  net  you  a  fair  profit. 

THE  GLEANER  is  a  Four -Hole  Steel  Cook 
fitted  with  Flat  or  Duplex  Grates,  and  the  price 
for  which  it  is  sold  is  practically  giving  it  away. 

Leader.    It  has  Size,  Weight,  Style  and  more  genuine 
It  is  distinctly  in  a  class  by  itself  and  its 

COLONIST 
16  and  18-Inch  Ovens 

COLONIST 
16  and  18-Inch  Ovens 

The  road  to  success  has  a  myriad  of  forks,  and  the  man  who  once  turns  in 
the  wrong  direction  must  either  go  back  or  fail.  Now,  MR.  DEALER, 
one  of  the  main  arteries  to  success  in  your  business  is  a  good  line  of 
STOVES  and  RANGES.  If  you  are  not  satisfied  with  your  Stove 
Trade,  write  us. 

FINDLAY  BROS.  CO.,  Limited 

Head  Office  and  Works:  CARLETON  PLACE,  ONT. 
Branch  House :  260  PRINCESS  STREET,  WINNIPEG 

DISTRIBUTING  AGENCIES : 

GLEANER 
14  and  16-InchtOvens 

H.  H.  Dryden 
Sussex,  N.B. 

Stewart  &  Co. 
Toronto,  Ont. 

D.  V.  Cope  &  Co. 
Calgary,  Alta. 

Revillon  Bros.,  Ltd. 
Edmonton,  Alta. 

Geo.  D.  Horsman 
Vancouver,  B.C. 
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™^  S.M.P.  WATERING  POTS FITTED  WITH 

Seamless  Breasts,  Patent  Zinc  Roses  and  Detachable  Spouts 

Prices  on 

Application 

Plain  Tin,  Japanned  or  Galvanized 

QUARTS 

2, 

3,  6, 

10, 

14 

THE  SHEET  METAL  PRODUCTS  COMPANY 
OF  CANADA SUCCESSORS  TO LIMITED 

Montreal 
Kemp  Manufacturing  Company 

TORONTO 

Winnipeg 

Black  Jack 

3/4  lb.  tins 
3  doz.  in  case 

Quick    Clean  Handy 

THE "GEM" WASHER 

HIGH  SPEED  FLY  WHEEL 

RAPID    ACTION  DASHER 

For  smooth  running, 

easy  working  and 

rapid  action  this  ma- chine has  no  superior. 

The  Dasher  causes 

a  great  agitation  in 
the  water,  and  the 
clothes  are  cleansed 
very  quickly. "  Gem  "  Washer 

tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 

Manufactured  by 

J.  H.  CONNOR  &  SON,  Limited 
OTTAWA ONTARIO 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  JoumaJ 
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Your  Furnace 

Trade  will 

Rapidly  Increase 

If  You  Recommend 

and  Push  the  Sale  of 

Hecla  Warm  Air  Furnaces 

(For  Coal  and  Wood) 

These  Features: 

Steel  Ribbed  Firepots 

Cast  Iron  Combustion  Chamber 

Patent  Fuse  Joints 

Circular  Water  Pan 

Independent  Grate  Bars 

BETTER  PROFITS 

will  result  from  sell- 

ing this  well-ad- 
vertised and  favor- 

ably  known  furnace 

Make  HECLA  FURNACES  easy  to  sell  and  give  results  to  the  user  in  the 

way  of  great  economy,  durability,  ease  of  management  and  large  heating  capacity. 

Every  Sale  Means  a  Satisfied  Customer 

Clare  Brothers  &  Co.,  Limited 

Preston     -  Ontario 
BRANCHES: 

CLARE  &  BROCKEST,  Limited,  Winnipeg,  Man.  REYNOLDS  &  JACKSON,  Calgary 
RACE,  HUNT  &  GIDDY,  Edmonton,  Alta.  J.  M.  KAINS  &  CO.,  Vancouver 

The  MECHANICS'  SUPPLY  CO.,  Quebec,  Que. 
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Cummer-Dowswell  Products 

THE  SIGN 

Power  Washing  Machines 

Hand  Washing  Machines 

Leader  Barrel  Churns 

Egg  Crates 

Laundry  and  Power 

Clothes  Wringers 

Hand  Clothes  Wringers 

Rotary  Lawn  Dryers 

Mangles 

OF  QUALITY 

All  have  exclusive  features  that  distinguish  them  from  other  makes 

MAKERS 
Agents 

W.  L.  Haldimand  &  Son,  Montreal 
H.  F.  Moulden  &  Son,  Winnipeg Cummer-Dowswell,  umued,  Hamilton,  Ont. 

"ACORN"  Plaster  Corner  Bead 

Made  in  ten  foot  lengths  absolutely  true  and  straight. 
This  Bead  is  galvanized  and  will  not  rust. 

The  cut  opposite  illustrates  how 

"ACORN"   PLASTER   CORNER  BEAD 
is  applied  to  corner  in  connection  with  either  wooden  or  metal  lath. 
It  is  easily  nailed  in  place  and  insures  a  perfect  protected  corner 

The  cut  below  shows 

posilioii  of  Bead  in  the 
plaster.  Note  how  it 
reinforces  and  protects 
the  plaster 

Tlie  above  cut  illustrates  the  ronstrui  tion  and  formation  of 

"ACORN"  GALVANIZED  PLASTER  CORNER  BEAD 
Made  in  10-ft.  lengths,  absolvitely  true  and  straight 

ASK  FOR  SAMPLP:  OR  TRIM.  ORDER.  FULLY  GUARAXTKED. 

THE  METAL  SHINGLE  &  SIDING  CO.  ISSl"  que 
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A  Seller  All  the  Time 

19 

F amous 

WQaiy'
s 

E.  S.  Cabinet  Gas  R 

It's  the 
way 

theyVe 

built 

does  it 

ange 

Send  Your 

Order  to 

Nearest 

Branch 
To-day 

Oflfer  a  good  line  to  the  people  and  they'll  pay  the  price  willingly.  The  housewife 
knows  good  value — that's  why  so  many  E.  S.  Cabinet  Ranges  are  being  sold. 
The  ease  with  which  the  work  can  be  done  and  the  high  quality  of  the  range  are 
powerfully  held  forth  by  the  range  set  up  on  your  floor. 

Don't  Neglect  to  Order  the  E.  S.  To-day 

MXIaryS 

"McClary"  on  Goods 
is  a  Quality  Name 

LONDON  HAMILTON  SASKATOON 
TORONTO  ST.  JOHN  CALGARY 
MONTREAL        WINNIPEG  VANCOUVER McClary's Ship  Quick 

A  Supply  of  Special  Advertising  Cook  Books  Sent  With  Your  Order 

Wlien  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &:  Faint  Journal 
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Canada  Fly  Killer  and 

"  Balloon  Fly  Trap 

"Canada  "Fly  Killer 
"  Balloon  "  Fly  Trap 

It  has  been  estimateri  that  the  progeny  of  a  pair  of  flies,  starting  with  120  eggs  laid  1st  June,  will  by  8ept.  2Sth,  total  the  almost 
unbelievable  number  of  l,09e,181,219,310,72n,r)00,000,00(l,0lin. 

As  each  fly,  however,  lays  four  batches  of  120  eggs  each  during  the  season,  it  will  be  seen  that  the  above  enormous  figure  represents  a 
fraction  only  of  the  incalcuablc  host  of  flies  produced  from  the  original  pair. 

In  killing  ONE  fly,  therefore,  (  particularly  if  early  in  the  season)  we  have  lessened  by  myrUiils  the  prospective  number  of  flies. 
One  of  the  most  annoying  features  of  hot  weather  is  the  house  fly.  Coming  directly  from  the  filth  in  which  it  breeds,  it  walks  and  flies 

impartially  over  the  refuse  heap  and  the  dining  table,  scattering  germs  of  disease  wherever  it  goes. 
Our  "  CANADA  "  Fly  Killer  is  designed  to  kill  a  fly  on  any  surface  without  soiling  the  most  delicate  fabric.  It  KILL.S  b\it  DOF^S  NOT CRUSH.  Edges  are  bound  with  velvet  corduroy,  japanned  wire  cloth  surface,  steel  wire  frame,  and  wooden  handle.  Total  length 18  inches.    Packed  1  Dozen  in  box,  1  Gross  in  case. 
For  a  Fly  Trap  nothing  equals  our  "BALLOON."  This  trap  is  far  more  satisfactory  than  poison  pads  or  sticky  fly  pa|jers.  The  sticky fly  paper  is  a  source  of  constant  trouble,  and  the  poison  pad  results  in  dead  flies  being  in  all  parts  of  the  house,  and  dropping  into  food,  etc. 
The  "BALLOON  "  Trap  is  always  in  operation,  keeps  Ihe  flies  together,  and  may  be  emptied  in  a  few  seconds  by  drowning  the  flieS' Nested  1  dozen  in  a  carton. 

Send  to  us  for  samples  of  our  Fly  Exterminators 

E.  T.  Wright  &  Co.,  (H  cwright)  Hamilton,  Canada 
Agencies  at  VANCOUVER,  WINNIPEG,  TORONTO 

Now  is  the  time  to  Push  Churns 

And  the  Churn  to  Push  is  the 

STYLE  F. 
Agents 

W.  L.  HALDIMAND  &  SON 
Montreal 

H.  F.  MOULDEN  &  SON Winnipeg 

LEADER 

Made  in  2  Styles— 6  Sizes 

It's  a  name  familiar  to  the  Butter-Makers  of  both  hemispheres 

WHY? 

BECAUSE  they  combine  ever}-  Requisite 
of  a  Rapid  and  Perfect  Butter  Maker  and 
are  a  combination  of  Simple  Construction, 
Massive  Strength  and  Easy  Manipulation. 
BARRELS  made  of  Seasoned  Oak. 

Run  on  Steel  Ball  Bearings,  are  Easily 
Drained  and  conveniently  Detachable  for Cleaning. 

All  Steel  Frames 

Combination  Hand  and  Foot  Drive 
Filled  to  Run  by  Power  if  Required 

MADE  BY STYLE  E. 

CUMMER-DOWSWELL,  Limited 
Hamilton,  Canada 

When  writing  to  adv«rtigers,  kindly  mention  the   Canadian  Hardware,  Stove  &  Paint  Journal 
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Hamilton  Jewel  Gas  Ranges 

Are  crowded  with  real 

sales-producing  features: 

Simple  in  design. 

Easily  Operated. 

Excellent  working  and 

wearing  qualities. 

Unsurpassed  in  actual 
results  obtained. 

Equipped  with  the  Graves' Patent  Safety  Lighter  and 

Jewel  Adjustable  Needle 
Valves. 

Economical  in  Time,  Fuel 

and  Labor. 

The  illustration  shows  our  No.  240  Gas  Rang-e. 

The  additional  working"  space  provided  on  the 

to  >  of  the  rang'e  by  the  raising"  of  the  side  oven 
and  broiler  is  a  feature  that  com- 

mands   interest    everywhere.  The 

oven  and  broiler  are  large  and  placed 

at  a  convenient  height.   The  elevated 

shelf  and  steel  under-shelf  are  addi- 

tional space-providers,  and  combine 
to  make  this  range  one  of  our  most 

popular  styles. 

Make  1912  the  BEST  EVER.  Buy 

from  the  Hamilton  Jewel  people — 
makers  of  GOOD  GAS  GOODS. 

Style  240 

Our  new  80  page  1912  Catalogue  of 

Gas  Ranges,  Heating  Stoves  and  Gas 

Appliances  is  ready  for  mailing  now. 

There  are  many  new  features  in  our 

1912  designs.  Revised  Prices.  Send 

for  the  new  catalogue  TO-DAY. 

The  Burrow,  Stewart  &  Milne  Co.,  Limited 

Head  Office  and  Works:    HAMILTON,  ONTARIO 

Offices  and  Warerooms  at  TORONTO,  MONTREAL  and  WINNIPEG 

Western  Customers  please  address  ail  communications  to  130  James  Ave.,  Winnipeg 

When  writing  to  advertisers,  kindly  mention  tbc  Canadian  Hardware,  Stove  &  Faint  Journal 
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"Onward"  Hand  Power  and 

"Onward"  Triumph  Electric 

Vacuum  Cleaners 

Onward  Hand  Power 

Are  the  Kind  that 

are  Easily  Sold 

This  is  constantly  being-  proved  by  re- orders and  letters  of  satisfaction  that 
come  by  every  mail. 
Why  not  g^et  acquainted  with  these 
money  makers  at  once  ? 
Other  dealers  are  making-  good  profits and  so  can  you. 

The  popularit}'  of  these  Cleaners  is  due 
to  their  superior  construction  and  light 

weig-ht. 
Have  just  issued  a  Handsome  Illustrated  Catalogue,  which  is  yours  on  request. 
It  points  out  clearly  the  superior  qualities  of  our  Cleaners.     Write  for  it  now. 

Onward  Manufacturing  Co, 

BERLIN  ONTARIO 
Onward  Triumph  Electric 

BRUSHES 

Assortments  of  Brushes  in  neat 

display  boxes  convenient  for  the 
Hardwareman 

Varnish  Brushes  that  re- 

tail for 

5c.  10c.  15c.  20c.  25c. 

at  a  good  profit  for  the 

storekeeper.  Can  be 

bought  through  any 

Hard  ware  Jobber  or  from 

MEAKINS  &  SONS 

TORONTO  HAMILTON  WINNIPEG 

Wben  writing  to  advertiMri,  kindly  mention  th*  Canadian  Hardware,  Stov*  &  Faint  Journal 
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FURNACE  SATISFACTION  WILL  BE  YOURS 

IF  YOU  INSTALL  "SOUVENIR  FURNACES" 

Our  Guarantee,  reproduced  below,  is  behind  every  New  Idea  Series 
Furnace.     It  is  the  only  guaranteed  furnace  in  Canada. 

You  can  stake  your  reputation  along  with  ours  on  the  good  service  it 

will  give  your  customers. 

arrantQ 

In  respect  of  No  SOUVENIR  FURNACE   NEW   IDEA  SERIES,  sold 

to  by  the  Agent  whose  name  appears  hereon.  The  Hamilton. 
Stove  &  Heater  Company  will,  in  the  event  of  any  defect  developing  in  the  firepot  of  said  furnace 
within  five  years  of  date  of  installation  set  forth  hereon,  indemnify  the  owner  of  said  furnace  by 

supplying  free  of  charge,  F.O.B.  maker's  factoiy,  new  firepot.  Provided  always  that  the  old  firepot 
shall  become  the  property  of  The  Hamilton  Stove  &  Heater  Company,  and  shall  be  held  or  shipped 

as  instructed  by  them,  for  examination  (return  transportation  charges  at  Company's  expense)  and 
that  unless  this  is  done  full  price  shall  be  paid  for  new  firepot. 

This  bond  does  not  cover  injury  to  firepot  due  to  burning  down  or  destruction  of  house  or 
building,  or  from  any  cause  other  than  defects  in  manufacture  and  breakage  due  to  wear  and  tear, 
or  the  ordinary  use  of  the  furnace  for  heating  purposes. 

"3ix  Wlttttss  XiPI)4reof  the  Company  have  subscribed  their  signature  at  Hamilton,  Ontario. 

Cbe  Tfamlllon  Stove  ̂   "Jfeatcr  CcTlmltei 
Countersigned  by  -.  

Agent  for  Souvenir  furnaces  at  

this  day  of  19  
Manaecr 

Note — This  guarantee  is  not  valid  unless  filled  out  and  signed  by  the  Agent  at  time  of  installation. 

We  would  be  glad  to  discuss  your  furnace  trade  with  you — perhaps 
we  can  give  you  a  few  timely  suggestions. 

Send  us   a   postal   for   our   catalogue   and   full  information  of  our 
proposition  to  live  dealers. 

HAMILTON  STOVE  &  HEATER  CO.,  Ltd. 

(SUCCESSORS  TO  GURNEY,  TILDEN  &  COMPANY,  LIMITED) 

Hamilton,  Ontario 

TILDEN,  GURNEY  &  CO.,  LTD.,  Winnipeg,  Calgary,  Vancouver 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  "Handy  Andy 

Improved  Force  Cup 

For  household  use, 

enables  anyone  to 

keep  the  drain  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  safe 

and  sanitary  condition. 

There's  a  Good 
Sale  For  Them 

Manufactured  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO         MONTREAL        HALIFAX  WINNIPEG 
CALGARY  VANCOUVER 

The 

Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 

THE 
Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 

BELLEVILLE,  CAN. 

The  ̂ ^Tropic^^ 
A  Furnace  With  a  Steel  Radiator 

Offered  at  a  Popular  Price 

Introduced  only  last  year,  the  "  Tropic"  has  already  won  an  im- portant place  in  the  trade,  judging  by  the  size  of  the  re-orders  from  dealers 
who  handled  the  "  Tropic"  in  1911.  Despite  the  severity  of  the  winter 
not  a  single  complaint  has  been  received. 

Note  These  Features 

Easily  removed  triangular  grate  bars. 
High  front-simplifying  making  of  casings. 
Deep  radiator  with  large  flue  to  a  id  combustion.  Conveniently 

placed  detachable  water  pan. 
Lift  chain  draft  door  with  dust  proof  slide.  High  ash  pit  with 

dust  flue  and  large  doors.  Two  part  fire  pot  with  large  clean  out  door. 
Well  proportioned  and  gas  tight  fire  chamber. 

The  Price  Will  Please  You  and  the  Furnace 
Will  Prove  as  Satisfactory  as  the  Price 

Write  for  Agency  Proposition 

James  Smart  Mfg.  Company 

Brockville,  Ont. 
Limited 

Winnipeg,  Man. 
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THE  GOOD  CHEER 

LINE 

Something  Different 

Something  Better 

Something  Exclusive 

in 

Ranges 

Heaters 

and 

Furnaces 

It  pays  to  handle  a 
line  which  cannot  be 

duplicated. 

Design  Registered 

The  James  Stewart  Mfg.  Comp€Uiy,  Limited 

Western  Warehouse : 
156  Lombard  Street 

WINNIPEG,  MAN. 

WOODSTOCK 

ONT. 

Wholesale  Distributors  : 
McLENNAN,  McFEELEY  &  CO.,  Vancouver,  B.C. 
WOOD,  VALLANCE  HDWRE.  CO.,  Nelson,  B.C. 
ROSS  BROS.,  LIMITED,  Edmonton 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Empire  Furnaces 

and  Registers 

Being  used  with  satisfaction  from  Halifax 
to  Vancouver 

THE  "EMPIRE  KING"  FU.sNACE  has  Large  Double 
Feed  Door,  Sectional  Fire  Pot,  Large  Steel  Radiator 
Triangular  Grate  Bars,  Large  Waterpan,  etc. 

"EMPIRE  SPECIAL"  sidewall  and  floor  registers  and 
faces  are  made  in  neat  and  up-to-date  designs.  They 
have  the  largest  area  for  the  size  of  any  register  on  the 
market  and  are  popular  sellers. 

Write  us  for  catalogues  and  prices 

Canadian  Heating  &  Ventilating 

Company,  Limited 
OWEN  SOUND,  ONT. 

CHRISTIE  BROS.,  Limited  CHRISTIE  BROS.  CO.,  Limited 
1824  Dundas  St.,  Toronto  Park  &  Henry  Sts.,  Winnipeg 

M.  C.  DREW  &  SON,  Vancouver 

Read  These  Figures 

In  London,  Ontario,  The  Annual  Reports  of  Board 
of  Education  for  the  last  live  years  show  as 

follows : — Average  cost  per  class  room  per  year : 

With  PEASE  SYSTEM  -  -  $27.75 

With  Other  Systems      -      -  54.44 

In  Toronto  Board  of  Education  Annual  Report : 

PEASE  SYSTEM  in  Annette 

Street  School  cost      per  room  $21.61 

All  other  Steam  Systems  in 

Toronto  Average      per  room  $43.86 

See  the  Difference  ? 

PEASE  FOUNDRY  COMPANY 
Toronto  Winnipeg 

Western  Representatives  : 
PEASE- WALDON  COMPANY,  Limited.  WINNIPEG 

333 

Flat  Rolled  Steel 

^'BEST  BRIGHT  FINISH^^ 

Just  the  stock  for  nickel  plating, 

stove  rings,  facings,  corner  pieces. 

All   widths,   thickness  and 

tempers. 

Send  for  Illustrated  Booklet 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

When  writing  to  advertiBers,  kindly  mention  the  Canadian  Hardware,  Store  ft  Paint  Jonmal 
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"CANADIAN  HOWARD 

Not  a  Cheap  Furnace 

But  a  Dependable  Heater 

The  main  idea  of  the  "  Canadian  Howard  "  Furnace  is  as  a  fuel 
saver,  the  perfection  of  the  down  draft  principle  as  applied  to  this 
furnace  retaining  the  combustion  and  gases  longer  than  the 

ordinary  furnace.' As  illustrated,  the  long  fire  travel  from  the  top  of  the  dome,  through 
the  upper  and  lower  radiators,  in  order  to  reach  the  smoke  exit, 
provides 

AN  ENORMOUS  RADIATING  SURFACE 

The  "  Canadian  Howard  "  is  the  only  furnace  on  the  market  having 
an  outside  jacket  for  heating  a  kitchen  boiler.  The  jacket  is  entirely 
separate  in  itself,  and  trouble  caused  by  coils  in  the  fire  pot  burning 
out  through  becoming  clogged  with  lime  is  entirely  eliminated. 

Built  entirely  of  cast  iron  the  "  Canadian  Howard  "  is  guaranteed to  heat  any  house  inside  of  capacity,  if  properly  installed. 

Write  for  a  copy  of  our  furnace  catalogue 

99 
Double 

Radiator FURNACE 

THE  C.  NORSWORTHY  CO.,  LIMITED 
ST.  THOMAS ONTARIO 

THE  IMPERIAL 

CANADIAN 

FERROSTEEL  COMPANY 

Bridgeburg,  Ontario 

SIDE  WALL 

REGISTER 

SPECIALISTS 

ALL  DESIGNS  ALL  SIZES 
ALL  FINISHES THE  MORRISH 

COWAN  &  BRITTON 

HINGES— BUTTS—HARDWARE 

UNIFORM  DEPENDABLE  QUALITY 

The  cost  of  Cowan  &  Britton  goods  is  about  the  same  as  that  paid  for  inferior 
lines.   Specify  Cowan  &  Britton  make  when  ordering  from  your  jobber. 

FACTORY  AND  HEAD  OFFICE GANANOQUE,  CANADA 

„,    ,       „  .  ̂.      /D.  PHILIP,  291i  Portage  Ave.,  Winnipeg. Western  Representatives  |      qGILVIE,  P.O.  Box  1259,  Vancouver,  B.C. 
Look  for  the  above  brand 

Wlitn  writins  to  »dT«rti««ri,  kindly  mration  tk«  Ouadiaa  Hardwuc,  8toT«  k  Paint  Journal 
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The  cut  shows  the  George  White"&  Sons  Co.'s  plant,  London,  Ontario.    Note  well  the  location.    The  plant  stretches  out  along  the 
G.  T.  Railway  track— it  lies  right  in  the  very  danger  zone  of  flying  sparks  and  hot  cinders.    But  that  doesn't  worry  the  Company 

"i'^  in  the  least,  for  every  building!cotinectod  with  the  plant  is  covered  with  Brantford  Roofing— and  "Flying^Sparks"  are  no  menace to  a  root7protected:with  Brantford.Roofing. 

Get  Our  BIG  Profit-Earning  Proposition 

Now  is  YOUR  time  to  get  ready  for  a  good  roofing  trade,  and  quicl(er  sales  and  bigger  profits  can  be  realized  by  handling  Brantford  Roofing 
than  would  be  possible  with  any  other  line.  For  Brantford  Roofing  is  the  ONE  best  roofing  on  the  market.  Made  of  long  fibred 
wool  completely  saturated  with  pure  Asphalt  (a  mineral  fluid  that  cannot  be  materially  affected  by  heat  or  water,  wear  or  weather)  in 
three  different  kinds— ASPHALT,  RUBBER  and  CRYSTAL. 
We  have  a  big  profit-earning  proposition  which  is  sure  to  interest  you.  Don't  overlook  it.  Write  to-day  for  full  particulars — find  out 
the  reason  why  there's  profit  for  the  merchant  handling 

BRANTFORD  ROOFING 
Branch 
Warehon.ses  Made  by  the 
Montreal,  9  Place  D'Youville  n  .f     .1   D  I  •      "•.    J     r>  if        1  J Winnipeg,  117  Market  Street  ISrantrord  KooTing  Co.,  Limited,  orantrord,  Canada 

Corrugated  Iron  Prevented  Spread 

of  Terrible  Fire 

The  thousands  who  watched  the  terrible  fire  in  Toronto  a  few  days  ago,  when 
thousands  of  dollars  worth  of  property  was  destroyed,  had  a  chance  to  see  what 
corrugated  iron  would  do  to  prevent  the  spread  of  flames. 

In  The  News  the  next  day  it  was  reported  that  the  firemen  could  not  reach  the 
flames  on  account  of  the  iron  coverings  of  the  buildings,  but  as  an  official  put  it 

afterwards,  "I  tell  you  if  it  hadn't  been  for  the  iron  coverings  on  those 
buildings  this  entire  neighborhood  would  have  been  destroyed.  Some  of  those 

buildings  were  huge  furnaces  and  the  last  thing  to  fall  was  the  metal  sides." 
And  that  is  only  one  instance  of  the  protection  afforded  by  Corrugated  Iron. 

How  about  your  buildings?  Supposing  some  building  near  yours  should  burn  and 

the  burning  pieces  fall  on  your  factory — how  many  chances  have  you  of  saving  it? 
Use  corrugated  iron  for  your  covering.  Let  us  tell  you  about  Acorn  Quality 

Corrugated  Iron — the  iron  with  the  trade  mark — the  kind  that  lasts  practic- 
ally forever. 

If  you  intend  building,  write  to  us  to-day  for  our  prices 

The  METAL  SHINGLE  &  SIDING  CO.,  united 

PRESTON,  Ontario  MONTREAL,  Quebec 

Whan  writing  to  ad7*rtiserg,  kindly  mention  tli«  Canadian  Hardware,  Stove  ti  Faint  Journal 
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A  LINE  TO  FEATURE 

You  can  make  a  lasting  friend  of 

every  woman  if  you  recommend 

WONDER-SHINE 

SILVER  CLEANER 

Does  the  Work.    Absolutely  Harmless. 
We  are  featuring  our  NEW  10c.  PACKAGES 

Price  to  the  Trade,  80c.  per  dozen* 3  dozen  in  a  dandy  Display  Case. 

NOVEL  NEW 

Wonder- 
Shine^ 

V  SilverCleaher 
XSlLVER 
Afio  GOLD 

(Steruno-'PlatedWabe) 
*  NoRuBBiNS  NoWeab  ' Removes  tarnish  Instantly pbicc  25  cents 
Wonder- SpiNE, 

3,CaNADA  BUTFALtt m 

We  help  you  sell  "  WONDER-SHINE  "  jjoods  by  our  insistent  consumer  advertising  and many  store  selling  helps. 
And  the  margin  of  profit  for  yourself  is  a  generous  one — 5U%  profit  on  every  package  you  sell. 
Let  us  have  your  order  to-day. 

WONDER-SHINE  LIMITED 

220  King  Street,  West,  TORONTO,  CANADA 

K(i6 

MORRISON'S  FINE  LINE  OF 

LOW  DOWN  TANK^CLOSETS 

(LOW  TANK) 

n.  JAiNtS  n(IHKIS(li\  liH  \ 
TORONTO 

The  "ASTORIA" 

Ensure  quick  sales  and  complete  satisfaction.  They 
are  correctly  designed  and  made  from  the  best 
materials  in  order  to  enable  us  to  put  behind  them  the 
well-known  Morrison  guarantee  of  quality.  They  will 
bnng  repeat  orders. 

The  "Astoria"    The  "Elgin" 
is  practically  noiseless  and 
is  recommended  for  use 
wherever  a  high  class 
closet  is  desired.  It  is 
square  at  back  and  oval 
in  front,  which  gives  a 
very  large  water  surface, 
very  easy  to  flush  and 
keep  clean. 

with  washdown  bowl  is 

fitted  with  the  improved 
noiseless  ball  cock  and 

syphon  jet.  The  tank  is 
substantial  in  design  and 

simple  in  construction. 

The  "ELGIN' They  Save  the  Plumbers  Time  and  the  Customers  Money 
Manufactured  by 

JAMES  MORRISON  BRASS  MFG.  CO.,  LIMITED 

93-97  Adelaide  Street  West,  Toronto 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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' '  In  Canada  —  from  East  to  Wesl  — 

Enterprise  Flanges  lead  all  the  rest  " 

THAT  IS  WHY  EVERY  STOVE  DEALER 

should  learn  something  of  the  merits  of  our  line  —  especially  of 

The  Enterprise  Monarch  Steel  Range 

which  is  undoubtedly  one  of  the  best  selling  ranges  in  Canada  today. 

The  Single  Oven  Monarch  for 

family  use  and  Domestic  Science 

schools,  and  the  Double  Oven 

Monarch  for  hotels  and  boarding 

houses,  embody  all  the  good 

features  of  other  ranges  and  in 

addition  possess  improvements 

and  selling  points  found  in  the 
MONARCH  alone. 

Note  the  Daylight  Oven,  Full 

Length  Towel  Rod,  End  Shelves 

and  other  attractive  points  which 
combined  with  the 

Enterprise  Reputation 

for  Reliability 

make  the  Monarch  second  to  none  as  a 

popular,  quick  selling  and  "  stay  sold " 
range.  On  it  has  been  built  up  an  en- 

during trade  and  a  reputation  which  will 

benefit  every  dealer  who  handles  Enterprise 

goods. Write  for  circular  showing  the  various 

ways  this  standard  steel  range  is  supplied 
to  suit  all  demands. 

Also  ask  for  our  exclusive  agency  plan.  We  want  a  live  agent  in  every  centre 

where  the  MONARCH  is  not  already  placed. 

THE  ENTERPRISE  FOUNDRY  CO. 

Manufacturers  of  High  Grade  Ranges  and  Furnaces 

SACKVILLE  -  NEW  BRUNSWICK 
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A  Strong  Combination : 

QUALITY  WORKMANSHIP 

UNEXCELLED  SERVICE 

Estimates 

Cheerfully 

Furnished 

Quality  workmanship  in 

the  designing  or  engraving 

of  the  illustrated  literature, 

advertising  your  line  is  the 

stepping  stone  to  larger 
sales. 

We  specialize,  employing 
skilled  w^orkmen  in  each 

department. 

That's  why  our  cuts 

Boost 

the 

Sales 

Unexcelled  ser- 

vice, whether  it  be 

the  smallest  zinc 

etching  or  the 

making  of  a  com- 
plete Catalog. 

We  handle  the 

work  in  an  expedi- 

tious manner,  in- 
suring not  only  a 

minimum  cost  but  a 

Rapid  Delivery 

Phone  and 

Mail  Orders 

Receive  our Prompt 

Attention 

PRICES  RIGHT 

LEGG  BROTHERS  ENGRAVING  CO. 

PHOTOGRAPHERS  5  Jordan  St. 
DESIGNERS  X^^««f^  Po^oJo 

ENGRAVERS  Toronto,  Canada 

Catalogs,  Booklets  and  Illustrated  Advertising  Literature  Specialists 

Phones 
Main  957-958 
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_Bis  Ben- 

Big  Ben  Store  Helps 

In  order  to  enable  Canadian  dealers  to 

get  the  maximum  benefit  from  the  Big  Ben 

campaign  now  running  in  Canadian  mag- 
azines, we  are  packing  Big  Ben  specially 

for  Canadian  trade,  six  in  a  carton  with  a 

full  set  of  store  selling  helps  (two  posters, 
two  show  cards,  two  metal  signs. ) 

On  an  order  for  12  we  add  a  solid  ma- 

hogany display  stand.    On  an  order  for  24 

In  broken  and  dozen  lots,  $2.15  less  2 

The  Western  Clock 

or  more,  we  print  your  name  on  dials,  give 

the  posters,  display  stand,  and  a  beautiful 
metal  sign  lithographed  in  five  colors. 

Big  Ben  and  his  selling  helps  are  being 
carried  in  stock  by  54  wholesale  Canadian 
distributors.  We  will  be  glad  to  let  you 

have  their  names  upon  request.  Any  will 

tell  you  Big  Ben  is  the  best  made  and  the 

best  selling  alarm  that's  ever  been  put  out. 

%.     In  lots  of  24,  $2.05  less  2%. 

Co.,  La  Salle,  111. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stova  &  Paint  Journal 
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Co-operate,  into  business  provided  he  pos- 
Don't  Fight.  Every  man  has  a  right  to  go 

sesses  the  necessary  capital 

and  experience.  Some  of  ns  may  dislike  to  see  com- 
petitors crop  up  here  and  there,  but  that  does  not 

after  all  justify  our  dislike. 
Granted,  therefore,  the  right  of  every  man  to  em- 

bark in  business  for  himself,  what  should  the  attitude 
of  his  predecessors  in  business  be?  Should  they  cut 
prices  in  order  to  drive  him  out  of  business?  Not  at 
all.  That  is  to  wound  himself  while  he  is  attempting 
to  stab  his  competitor. 

It  is  far  better  to  court  him  than  to  curse  him.  That 
will  probably  make  him  a  friend,  and  when  a  friend, 
a  co-operator  in  better  business  methods. 

To  secure  co-operation  is  the  object,  first,  last  and 

all  the  time,  of  business-men's  organizations.  It  is 
better,  therefore,  whether  there  be  two  or  a  score  of 
merchants,  that  harmony  should  prevail,  for  where 
harmony  prevails  better  business  methods  and  better 
profits  obtain. 

Even\if  it  be  not  possible  or  desirable  to  bring  about 
a  formal  local  organization,  dine  together  once  in  a 
while  and  between  bites  talk  over  department  store 
competition,  how  to  meet  it  and  how  to  wake  up  the 
community  to  the  fact  that  what  injures  the  merchants 
effects  the  town. 

That  will  pay.  To  fight  among  themselves,  while 
the  department  stores  are  gathering  in  the  spoils,  will 
not. 

You'll  not  displease  the  men  by  catering  for 
the  trade  of  women. 

Overcharging  on 
Small  Staples. 

In  order  to  make  up  for  the 
loss  which  comes  from  cutting 
prices,  a  retailer  here  and 

there  makes  a  practice  of  overcharging  on  certain 
lines.    Usually  it  is  on  small  staple  articles. 

That  the  practice  is  a  risky  one  must  be  obviou's  to every  one  who  takes  the  trouble  to  meditate  for  a 
moment  on  its  possible  effects. 

Scattered  throughout  the  homes  of  the  country  are 
thousands  of  catalogues  from  the  department  stores 

o''  the  large  cities.  These  are  in  themselves  a  suffi- 
cient source  of  enlightenment  in  regard  to  ordinary 

values.  But  these  are  not  the  only  course  of  enlighten- 
ment. There  are  the  experiences  of  the  past,  both 

personal  and  that  of  friends  also  to  be  taken  into  ac- 
count, to  say  nothing  of  the  prices  which  are  printed 

in  advertisements. 

To  overcharge,  therefore,  is  a  dangerous  thing.  It 
is  almost  sure  to  lead  to  discovery.  And  trouble  us- 

ually follows  on  the  heels  of  discovery.  He  who  over- 
charges is,  in  the  mind  of  most  buyers,  be  they  retail- 

ers or  consumers,  deemed  guilty  of  an  unpardonable 
offence  to  be  punished  by  the  withdrawal  of  further 
business  relationship  with  the  seller  who  has  been found  guilty. 

Every  article  in  the  hardware  store  should  be  made, 
as  far  as  possible  to  bear  its  own  burden  of  profit- 
ir.aking.  To  bring  this  about  is  the  ofifiee  of  scientific 
liusiness  methods;  the  knowing  how  to  arrive  at  the 
basis  of  cost  and  to  determine  a  selling  price  that  will 
ensure  a  just  and  fair  profit. 

They  make  cutlery  from  horse  shoes  in  China. 
If  such  a  thing  were  practised  in  Canada 
■what  a  "  kick-up  "  there  would  be! 

Women  in  the 
Hardware  Stores 

There  seems  to  be  an  ingrained 
aversion  in  the  minds  of  many 

women  to  entering  a  hard- 
Avare  store.  It  ought  not  to  be  so,  but  it  is  a  fact, 
nevertheless.  For  this  prejudice  who  is  to  blame?  The 

women?  Partly.  But  chiefly  the  fault  is  with  the  re- tailer. 

The  day  is  not  so  far  distant  when  the  average 
hardware  store  was  as  repulsive  to  the  average  wo- 

man as  it  well  could  be.  It  was  dirty  and  a  place 
v.'here  disorder  seemed  to  reign.  Consequently  to  en- 

ter a  hardware  store  was  to  run  the  risk  of  soiling 
delicate  garments.  True  all  the  aversion  was  not  due 
to  the  unattractiveness  of  the  store.  It  was  in  fact 
partly  due  to  the  prevailing  idea  that  the  hardware 
store  was  a  place  sacred  to  male  customers. 

But  the  prejudice  which  prevailed  in  the  minds  of 
women  against  entering  hardware  stores  is  gradually 
but  surely  vanishing. 

On  the  one  hand  we  see  the  stores  becoming  more 
atti'active.  They  are  not  only  cleaner  and  more  order- 

ly, but  the  employment  of  more  modern  appurten- 
ances for  keeping  and  displaying  stock  are  having 



34 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. 
May,  1912. 

their  effect.  Advertising  is  also  a  factor.  Newspapers 
all  over  the  country  contain  advertisements  which  are 
specially  designed  to  catch  the  eye  of  the  housekeeper 
and  draw  her  to  the  store  of  the  hardwareman. 

That  more  can  be  done  is  generally  conceded.  In 
all  British-speaking  countries  hardwaremen  are  ap-, 
parently  obsessed  with  the  idea  that  to  attract  women 
to  their  stores  is  one  of  their  first  duties. 

That  they  are  on  the  right  tract  no  one  will  doubt. 
And  we  may  expect  that  Canadian  hardwaremen  will 
not  be  laggards  in  this  modern  movement. 

He  undertakes  a  difficult  task  laho  essays  to 
build  up  his  own  business  by  pulling  down 
that  of  his  competitor. 

Questionable  No  one  can  with  justice  be 
Buying  Methods.  l)lamed  for  purchasing  a  for- 

eign-made article  if  the  home- 
made is  not  equal  to  it  either  in  price  or  quality.  But 

Ave  can  with  reason  claim  that  the  Canadian-made 
article  shoidd  be  given  an  equal  chance  with  the  im- 

ported article.  We  regret  to  say  that  some  buyers 
of  hardware  lines  do  not  always  do  so. 

There  are  certain  houses  which  make  it  a  practice 
of  buying  at  least  some  lines  of  hardware  of  Canadian 
manufacture  only  after  having  gone  through  a  certain 
process  of  machinations  which  are  by  no  means  credit- 
able. 

Their  particular  method  is  to  get  quotations  from 
manufacturers  abroad  for  the  specific  purpose  of  for- 

cing the  Canadian  manufacturer  of  similar  lines  to 
either  reject  the  order  or  bring  his  prices  down  to  an 
unreasonably  low  figure.  If  the  Canadian  manufac- 

turer resents  such  methods  they  profess  to  be  annoyed 
and  make  sundry  threats  in  regard  to  futiire  business. 

Everyone  is  justified  in  buying  at  the  closest  figures 
he  can.  That  is  business.  It  is  for  this  that  compet- 

ent biiyers  are  employed.  But  there  is  a  ditt'erence 
between  the  methods  of  a  s(piare-dealing  business  man 
and  those  of  the  sharper.  One  is  legitimate.  The 
other  is  illegitimate. 

Buyers  of  hardware — or  any  other  line  for  that  mat- 
ter— should  at  least  be  magnanimous  enough  to  re- 

move, rather  than  create  obstacles  to  the  development 
of  the  home  manufacturing  industries.  In  the  long 
run  it  redounds  to  their  own  advantage. 

Not  to  kiw7v  the  cost  of  doing  business  is  to  be 

ignoi-ant  of  the  very  fmdamentals  of  a  profit- able business. 

A  Retailer  for  the  At  the  recent  meeting  of  the 
Tariff  Commission        Retail  Merchants'  Association 

of  Ontario  a  resolution  was 

passed  urging  that  one  of  the  members  of  the  pro- 
posed Tariff  Commission  should  have  a  "full  knowl- 

edge of  the  retail  trade."  We  take  it  for  granted  that 
what  is  meant  is  a  practical  retailer  of  wide  experi- 
ence. 

That  the  claim  of  the  retailers  for  representation  on 
the  Tariff  Commission  is  a  tangible  one  must  be  recog- 

nized by  all  fair-minded  men. 
There  are  in  this  country  approximately  200,000  re- 

tailers. But  it  is  not  only  on  account  of  their  numeri- 
cal strength  that  their  claim  for  representation  should 

be  taken  into  consideration. 

It  is  because  they  are  an  essential  factor  in  the  dis- 

tribution of  the  country's  merchandise.    And  it  seems 

impossible  to  conceive  that  he  will  ever  be  anything 
else.  If  there  are  any  fifth  wheels  to  the  machinery  of 
distribution  it  is  not  the  retailer.  That  is  certain  be- 

yond peradventure. 
If,  then,  the  place  of  the  retailer  is  so  essential  in 

the  complex  business  system  of  the  country,  does  it 
not  follow  that  a  Tariff  Commission  with  his  precense 
would  be  lacking  in  a  very  essential  part  of  its  ma- 

chinery?   We  think  so. 
If  the  Commission  is  to  be  well  balanced  it  must  have 

as  a  member  at  least  one  who  is  competent,  from  prac- 
tical experience,  to  view  tariff  matters  from  the  re- 

tailers' standpoint. 
As  a  preliminary  step  it  would  not  be  a  bad  idea  for 

retailers  to  impress  this  fact  upon  their  representative 
in  Parliament. 

He  who  is  indiscriminate  in  the  grafiting  of 
credit  is  opening  up  the  way  for  his  own 
destruction. 

Kill  The  battle  over  parcel  post 
Parcel  Post  is   on   in  the   United  States 

House  of  Representatives.  As 
the  issue  is  also  likely  to  be  a  lively  one  in  Canada 
before  a  great  while  a  brief  outline  of  the  bill  will 
doubtless  interest  our  readers. 

The  measure  is  largely  tentative,  it  being  proposed 
that  for  the  present  the  system  only  be  employed  on 
the  rural  mail  delivery  routes.  It  will  be  driven  fur- 

ther home  if  the  result  of  the  experiment  so  warrants. 
The  minimum  weight  of  the  parcel  is  to  be  eleven 
pounds.  The  rates  proposed  are  as  follows:  One  cent 
for  each  2  ounces  or  less,  2  cents  for  more  than  2 
ounces  but  not  more  than  4  ounces,  3  cents  for  more 
than  4  ounces  but  not  more  than  8  ounces,  4  cents  for 
more  than  8  ounces  but  not  more  than  12  ounces.  5 
cents  for  more  than  12  ounces  but  not  more  than  one 

pound,  and  2  cents  per  pound  for  each  additional 
pound  or  fraction  thereof  up  to  and  including  a  total 
of  11  pounds. 

It  seems  very  probable  that  the  bill  will  pass  both 
houses  of  Congress.  Then  we  in  Canada  may  as  well 

look  to  our  "P's"  and  "Q's."  The  permanent  offi- 
cials of  the  Canadian  Post-office  are  in  favor  of  an  ex- 

tension of  the  parcel  post  system,  and  there  are  a  num- 
ber of  manufacturers  and  wholesalers  who  have  al- 

ready endorsed  the  proposition.  To  prevent  its  adop- 
tion by  the  Canadian  Parliament  may  not  be  an  easy 

matter;  but  it  should  not  be  impossible. 
Between  now  and  the  next  session  of  Parliament  the 

opponents  of  parcel  post  can  get  in  some  good  work. 
Every  retailer  should  either  see  or  write  to  his  repre- 

sentative in  the  House  of  Commons.  If  a  strong  sen- 
timent against  parcel  post  can  be  created  among  the 

individual  members  of  the  House  a  bill  giving  it  effect 
is  scarcely  likely  to  be  even  introduced  by  the  Govern- 

ment. It  may  be  easier  to  prevent  the  birth  of  the  bill 
than  to  smother  it  after  it  is  once  before  the  House. 

Parcel  post  is  undoubtedly  specifically  in  the  inter- 
est of  the  mail-order  houses.  And  retailers  should  try 

with  might  and  main  to  prevent  its  consummation. 

8  If  your  paint  stock  is  not  properly  kept  how  8 
8  can  you  expect  to  either  get  or  hold  business  d 
8      in  that  particular  line?  •  8 
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Cost  Accounting  in  Hardware  Stores 

B})G.  A.  Hardy  and  H.  A.  Kirtly  of  the  IF. A.  of  Great  Britain 

A  good  deal  of  attention  is  being  given  by  the  Iron- 
mnngers'  Federated  Association  of  Great  Britain  to 
the  subject  of  "Cost  Accounting."  In  furtherance  of 
the  plan  to  bring  about  a  more  accurate  system  they 
recently  issued  an  exhaustive  document  bearing  the 
signature  of  the  chairman  and  secretary.  Following  is 
the  document  almost  in  full : 

The  recent  inquiry  by  the  I.F.A.  into  the  question 

of  "Dead  Charges"  confirmed  by  the  widely  felt  sus- 
picion that  ironmongers  generally  have  not  yet  fully 

apprehended  the  limits  and  contents  of  the  important 
account  which  to  some  is  merely  a  name,  and  to  others 
little  better  than  a  fragmentary  list  of  certain  expen- 

ses. Consequently  in  view  of  the  fact  that  the  sub- 
ject will  again  be  discussed  at  the  next  conference, 

we  have  been  authorized  by  the  committee  to  raise  the 
whole  question  in  the  trade  press. 

The  term  "Dead  Charges"  is  very  loosely  inter- 
preted; so,  too,  is  another,  viz.,,  "Working  Expenses." 

Neither  is  truly  expressive  of  the  account  in  question. 

A  better  name  for  this  is  "Establishment  Charges  and 
Trading  Costs,"  because  this  implies  both  the  "current 
hard  cash"  expenses  and  the  fixed  charges  required  to 
represent  the  unexhausted  benefits  of  past  expendi- 

ture. These  "costs"  are  those  provident,  redemptive, 
current  and  other  charges  which,  with  their  financial 
equivalents,  provide  the  labor,  equipment  and  other 
facilities  ̂ necessary  to  maintain  and  conduct  a  business. 
The  amount  chargeable  in  a  given  year  is  that  portion 
of  the  whole  which  represents  the  value  of  the  service 
rendered  by  those  varied  resources  during  the  year  in 
question. 

The  object  of  determining  the  right  percentage  can-( 
not  be  fully  attained  unless  the  "cost  account"  is 
really  complete;  that  is,  unless  it  contains  all  costs  and 
their  equivalents. 

Definition  of  Costs. 

The  "costs"  are  the  actual  paiyments  to  parties 
other  than  the  proprietor  for  the  things  that  he  does 
not  personally  provide,  and  for  the  services  that  he 
does  not  personally  render.  Obvious  examples  are 

rent  charges  and  employees'  salaries. 

The  "equivalents"  of  these  "costs"  is  the  value  of 
the  things  he  himself  contributes  and  that  of  his  own 
services.  Interest  on  capital  is  one  such  equivalent, 
and  salary  for  personal  services  is  another.  A  further 
item,  too  considerable  to  be  omitted,  is  the  provision 
of  a  sum  to  cover  the  loss  and  waste  incidental  to  the 

conduct  of  a  business.  Briefly,  the  "costs"  are  the 
hard  cash  payments  the  proprietors  makes  to  others, 

the  equivalents 'are  the  repayments  he  makes,  or  should 
make  to  himself. 

Our  object  is  to  ascertain  what  percentage  the  an- 
nual average  bears  to  the  annual  sales.  This  inform- 
ation is  required  to  determine  what  percentage  of  mar- 

gin (or  so-called  profit)  should  lie  added  to  the  invoice- 
cost-price  of  the  goods,  or  to  the  out-of-pocket  costs  of 

the  operatives'  labor,  to  enable  the  business  to  pay 
its  way  and  to  provide  the  proprietor's  income. 

Consistently  with  this  general  explanation,  we  will 

enumerate  the  items,  which,  as  we  think,  rightly  be- 

long to  the  establishment  charges  and  trading  costs 
account. 

The  Premises. 

Under  this  heading  should  be  included  all  expendi- 
ture incurred  for  the  premises  (as  distinct  from  the 

equipment  or  tenant's  fixtures). 
Rent  obviously  belongs  here.  If  the  premises  belong 

to  the  proprietor  of  the  business,  then  the  equivalent 
of  the  rent  should  be  included.  Or,  if  the  premises 
are  held  on  a  very  favorable  lease,  then  the  equivalent 
of  the  difference  between  the  rent  actually  paid  and 
the  current  market  rental  to  a  hypothetical  tenant, 

should  be  included.  Tenant's  repairs  to  premises,  rates 
and  tenant's  taxes  also  belong  here.  These,  however, 
do  not  complete  the  list  of  costs  in  respect  to  pre- 

mises. Usually  money  has  been  laid  out  to  adapt  and 
sometimes  to  re-adapt  the  building  to  suit  the  business. 
This  outlay,  together  with  such  actual  expenditure  as 
lease-renewal;,  fines  and  premiums,  with  the  incidental 
legal  costs  and  provision  to  cover  the  obligations  un- 

der re-instatement  and  similar  clauses,  are  really  rent 
capitalized,  and  should  not  be  omitted  from  the  ac- 

count. Hence,  to  the  rent  annually  paid  to  the  land- 
lord, should  annually  be  added  a  sum  sufficient  to  re- 
deem the  capitalized  rent  during  the  term  of  lease. 

Plant  and  Equipment. 
The  outstanding  distinction  between  expenditure  for 

this  and  that  for  premises  is  that  the  benefit  of  the 
former  does  not  lapse  to  the  landlord  at  the  expiration 
of  the  lease,  whilst  that  for  the  latter  does  do  so.  Hence 
the  annual  charge  for  redemption  is  proportionately 
smaller,  because  the  equipment,  though  necessarily  de- 

preciated, still  retains  some  value. 
The  principal  items  in  this  category  are  machinery, 

tools,  counters,  shelving,  vans,  horses,  showcases,  win- 
dow fittings,  lighting  and  heating  appliances,  and 

other  fixtures  for  warehouses,  workshops,  offices  and 

stores.  Repairs  and  renewals,  including  the  operatives' 
labor  expended  in  this  connection,  also  belong  here. 
To  ascertain  the  annual  charge  in  respect  to  this  item 
is  comparatively  easy.  Having  completed  and  priced 
the  inventory  of  them,  the  valuer  has  merely  to  esti- 

mate the  difference  between  the  value  at  present  with 
what  it  will  be,  say,  ten  years  hence.  In  such  case  the 

annual  "cost"  of  this  equipment  is  one-tenth  of  this 
difference.  Thus,  assuming  the  present  value  to  be 

£1,000  and  the  future  £600',  a  sum  of  £40  annually  is 
needed  to  redeem  this  loss. 

Labor. 
Where  the  business  included  a  workshop  department, 

a  clear  distinction  obtains  between  the  wages  paid  to 
the  operatives  and  those  paid  to  the  other  employees. 
Wages  paid  to  operatives  engaged  in  the  execution 

of  customer's  orders  (for  which  work  the  charges  to 
the  customers  are  direct)  is  analogous  to  expenditure 
for  stock  held  for  sale.  Consequently  the  only  entries 
valid  for  the  account  in  question  are  those  which  re- 

late to  the  commercial,  transport,  clerical  and.superin- 
tendant's  labor.  To  these  should,  of  course,  be  added 
a  sum  to  represent  the  value  of  any  of  the  operative's 
services  for  repairs  to  plant  or  premises,  or  for  any 
assistance  to  the  commercial  staff  which  the  operative 
may  regularly  or  occasionally  render. 

If  the  cost  of  these  services  may  rightly  be  charged 
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to  the  "costs"  accounti,  as,  of  course,  is  the  case,  then 
the  value  of  similar  services  rendered  by  the  proprietor 

should  be  represented  by  an  appropriate  sum.  To  omit 

this  is  to  regard  as  ' '  profit ' '  what  is  really  wages. 
Legal  and  accountancy  charges,  for  debt  collecting 

and  the  like,  together  with  other  expenses,  such  as 
meals  to  assistants  and  travelling  expenses,  should  also 
be  included  in  this  section. 

Interest  on  Capital  Invested. 

Opinions  differ  as  to  whether  the  account  should  in- 
clude a  charge  not  only  for  interest  paid  upon  bank- 

ers' overdrafts,  but  also  for  the  market  rate  of  that 

portion  of  the  capital  which  is  the  proprietor's  own. Some  regard  this  as  a  portion  of  the  profit,  and,  of 
course,  they  may  be  right.  But  every  proprietor  should 

annually  ask  tliis  question :  "Am  I  better  off  in  busi- 
ness than  I  should  be  in-  the  conceivable  alternative 

of  investing  my  capital  in  other  ways,  and  of  occupy- 

ing myself  at  a  salary  in  some  other  employment  ? " The  question  is  best  answered  when  the  account  does 
include  a  charge  for  the  market  rate  of  interest,  so 
that  the  entire  cost  of  maintaining  the  business  is  gath- 

ered up  in  one  total,  which  can  then  easily  be  com- 
pared with  the  total  of  the  gross  profits.  Reluctance 

to  make  this  comparison  causes  many  ironmongers  to 
tolerate  an  income  which  is  much  below  the  amount 

to  which  they  are  justly  entitled  by  their  large  invest- 
ment and  arduous  services.  Hence  a  fair  market  rate 

of  interest  should  be  included,  that  a  proper  compar- 
ison with  alternatives  be  made. 

Transport  Expenses. 
Freight  and  carriage  of  goods  inwards,  together  with 

loss  on  emptiesi,  are  best  regarded  as  expenditure  on 
stock,  consequently  they  should  not  appear  in  the 
"cost"  account.  They  add  to  the  value  of  the  stock; 
moreover,  if  analyzed  otherAvise,  an  illogical  distinc- 

tion is  made  between  the  goods  delivered  free  and 
others  on  which  the  carriage  is  paid  as  a  separate  item. 

But  expenditure  of  this  sort  in  goods  outwards  is  a 

true  "cost,"  because  it's  analogous  to  porter's  wages, 
in  respect  to  which  it  is  often  merely  an  alternative. 

Certain  "Invisible"  Costs. 
Every  year,  especially  in  a  trade  where  the  stock 

held  is  both  large  and  sluggish,  considerable  loss  is 
incurred  through  the  depreciation.  If  it  were  small, 

it  might  be  ignored,  but  it  is  large,  and  the  "costs" 
account  should  include  an  item  to  represent  it.  Ijet  us 
remind  ironmongers  of  some  of  the  ways  on  which  the 
moth  of  depreciation  eats  out  their  profits.  The  prin- 

cipal loss  occurs  through  the  depreciation  of  the  value 
of  the  stock  itself.  Damages  by  exposure  and  hand- 

ling, and  loss  through  falling  markets  are  obvious  in- 
stances. The  last  of  these  requires  special  notice,  be- 

cause it  might  appear  that,  as  prices  fluctuate,  the  rise 
in  some  years  would  compensate  for  the  fall  in  others. 
But,  as  a  matter  of  fact,  the  tendency  in  the  prices  of 
manufactured  goods  is  generally  downwards.  The 
reasons  for  this  could  be  given,  but  our  concern  here 
is  not  with  the  causes,  but  with  the  fact.  Any  one  who 
will  compare  the  catalogues  of  fifteen,  twenty  and 
twenty -five  years  ago  with  those  of  the  last  decade  will 
find  ample  evidence  of  my  assertion,  although,  of 
course,  there  are  exceptions,  and  it  should  be  noticed 
that  although  general  advances  temporarily  raise  prices 
of  the  goods  in  the  market  at  the  time  of  the  advance, 
vet  the  subsequently  introduced  goods  usually  excell 
them  in  attractiveness  and  value.  Hence  the  stock  re- 

maining at  the  end  of  the  season  generally  compares 

unfavorably  with  the  new  goods  obtainable  for  the 
next.  On  large  and  sluggish  stocks  the  loss  thus  in- 

curred is  considerable.  It  is  augmented  by  a  similar 
loss,  inevitable  in  a  credit  trade,  through  bad  debts. 
Together,  these  amount  to  scores  and  perhaps  hundreds 
of  pounds  and  are  altogether  too  serious  to  be  ig- 

nored. In  any  case,  the  claim  for  inclusion  is  valid. 
The  magnitude  of  it  makes  it  insistent. 

Miscellaneous. 

The  foregoing  items  are  the  principal  costs  with 
which  we  are  concerned,  but  there  are  others,  such  as 
fire  insurance  of  stock,  postages,  stationery,  advertis- 

ing, wrapping  paper,  twine,  artificial  light  and  heat, 
licenses  and  telephone.  These  unfortunately  do  not 
exhaust  the  list,  but  they  sufficiently  suggest  the  sort 
of  entries  which  should  be  annually  transferred  from 

the  cash  book  to  the  "costs"  account. 
Regarded  as  a  whole  the  list  is  formidable,  and  to 

some  even  alarming,  but  it  is  a  huge  fact  which  ex- 
plains Avhy  many  a  business  is  unprosperous  binder 

modern  conditions.  It  is  not  a  fact  to  be  ignored,  but 
to  be  faced.  Very  few  actually  ignore  it,  but  many  are 
unaware  of  its  magnitude,  because  they  have  never 
made  any  determined  effort  to  study  the  question  in 
hH  its  bearings.  In  this  ckse  ignorance  is  not  bliss,  but 
it  is  very  costly  indulgence. 

A  CHEAP  DELIVERY  OF  GOODS 

The  low  cost  of  delivery  by  means  of  motor  trucks 
was  illustrated  recently  when  a  three-ton  Kelly  motor 
truck  starting  from  Toronto  delivered  the  household 
effects  of  an  eight-room  house  and  about  half  a  ton 
of  coal  at  Oakville.    The  trip  from  Toronto  to  Oak- 

Kelly  Motor  Truck  taking  one  of  the  hills  between  Oakville  and  Toronto 

ville  was  made  on  January  15  of  this  year  for  the 
Prazee  Storage  and  Cartage  Co. 

The  motor  truck  left  the  corner  of  College  street 
and  Spadina  avenue,  Toronto,  at  2  p.m.,  on  January 
15,  proceeding  to  Oakville  via  Cooksville  and  the  Lake 
Shore  road,  a  distance  of  22  miles.  The  truck  reached 
Oakville  at  5.30  p.m.  There  was  considerable  rain  and 
sleet  following  a  snowstorm.  The  motor  truck  Avas 
speeded  up  and  Avent  through  all  drifts  up  to  four 
feet,  but  those  over  that  had  to  be  shovelled. 

For  the  delivery  the  Frazee  Storage  and  Cartage  Co. 

received  $25.  They  paid  $15  for  the  deliA'^ery  toi  the 
owners  of  the  motor  truck.  The  total  cost  to  the  own- 

ers was  $5.60,  which  included  gasoline,  oil,  Avages, 
hotel  bill,  etc. 
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Some  Seasonable  Suggestions 

Spring  is  here,  and  while  the  young  man's  thoughts 
yently  turn  to  love,  etc.,  the  married  man  begins  to 
think  of  the  pleasure  to  be  derived  out  of  his  garden. 
I;awn  and  garden  tools  will  be  in  big  demand  from 
now  on  and  should  be  featiired.  Lawn  mowers  prob- 

ably will  be  the  first  asked  for.  See  that  your  stock 
is  up-to-date  and  in  good  order. 

Fruit  growers  and  amateur  gardeners  will  be  want- 
ing sprayers,  spray  materials  and  all  kinds  of  insect 

destroyerSi.    Are  you  ready  for  the  bug  season? 
Not  only  does  the  hoiise  come  in  for  a  general  clean- 

ing in  the  Spring,  but  almost  everything  around  the 
]i]ace  is  given  a  brushing  up.  Waggons  and  buggies 
will  require  a  new  coat  of  paint  and  then  there  are 
various  parts  to  l)e  repaired,  which  creates  a  demand 
for  all  kinds  of  waggon  hardware.  This  line  should 
be  brought  to  the  front  at  once. 

Already  sporting  men  are  planning  outings,  fishing 
trips,  etc.  Although  the  open  season  is  still  a  month 
away,  it  is  none  too  soon  to  make  a  disjjlay  of  rods 
and  tackle  and  thus  impress  upon  the  people  the  value 
of  buying  early  and  being  ready  for  the  opening.  In- 

cluded in  a  display  of  this  kind  should  be  all  kinds  of 
camping  supplies,  such  as  tents,  camp  bedsi.  oil  stoves, 
cooking  utensils,  blankets,  etc.  While  a  hardwareman 
may  not  carry  such  lines  as  camp  beds  or  blankets,  he 
could  procure  them  elsewhere,  from  some  fiirniture 
man  or  department  store  and  thus  be  in  a  position  to 
outfit  a  complete  camp.  Most  men  would  sooner  buy 
all  their  supplies  under  one  roof  and  thus  do  away 
with  the  bother  of  going  from  one  store  to  another. 
The  dealer  can  point  out  that  the  advantage  in  this 
is  that  the  goods  can  all  be  shipped  together  and  not 
in  separate  lots. 

Lawn,  verandah  and  garden  furniture,  such  as  seats, 
swings,  etc.,  move  rapidly  at  this  season.  A  window 
display  of  this  line  makes  an  attractive  appearance 
and  produces  good  results.  Sporting  goods  may  be 
worked  in  in  a  display  of  this  nature.  These  goods 
can  be  displayed  on  the  w^alk  outside  the  store,  and 
thus  save  space  on  the  inside. 

VALUE  OF  A  LIST  OF  NAMES. 

The  hardware  merchant  who  does  not  keep  an  up- 
to-date  list  of  names  of  the  people  in  his  district  is  not 
making  the  most  of  his  opportunities. 

The  chief  reason  departmental  stores  are  so  success- 
ful is  that  they  keep  their  mailing  lists  up-to-date,  and 

never  lose  track  of  a  person  once  they  get  his  name  on 
the  list. 

A  list  of  good  names  is  invaluable  when  you  have 
anything  special  to  offer  or  have  stocked  a  new^  line. 
Especially  is  this  true  when  writing  a  personal  letter, 
for  the  receiver  thinks  you  are  writing  to  him.  and 
him  alone,  and  his  interest  is  aroused  to  a  greater 
pitch. 

There  are  various  w^ays  of  making  up  a  lif?t  of  this 
nature.    An  hour  spent  in  thinking  over  the  names  of 

the  people  you  know  in  the  town  will  yield  quite  a 
bunch  of  names.  To  this  can  be  added  the  names  and 
addresses  of  people  who  come  into  the  store  and  who 
are  not  already  on  the  list.  A  careful  record  of  peo- 

ple moving  into  the  town  should  be  kept.  Not  only 
will  the  names  of  new  residents*'  be  valuable  for  future 
reference,  but  people  moving  into  a  house  are  likely 
to  reqiiire  such  things  as  paints,  window  shades,  etc. 

A  method  that  is  adopted  and  that  has  been  proved 
successful  by  not  a  few  men  is  the  giving  away  of 
calendars.  These  dealers  advertise  that  they  will  give 
a  calendar  to  each  person  who  comes  into  the  store 
and  asks  for  one.  When  their  request  is  granted,  they 
are  asked  to  give  their  name  and  address  and  this  is 
put  on  the  mailing  list.  When  children  request  one, 
they  are  made  to  give  the  name  and  address  of  their 

parent. 

A  GOOD  LINE  TO  PUSH. 

A  profitable  specialty  which  an  increasing  number 
of  Canadian  hardwaremen  are  handling  during  the 
Spring  months,  is  the  horse  clipping  machine.  After 

Are  you  making  enough  mone^y  in  your  business? 

Do  you  mark  your  goods,  based  on  their  Cost  Price,  and 

do  you  ligure  the  Expense  ol  doing  business  on  your 

sales'i*    II  you  do.  the  lollowing  table  may  help  you. 

II  you  want  to  make  10%  on  the  selling  price,  add 

11.11%  to  the  Cost. 

II  you  want  to  make  more,  add  to  cost  as  below : 

Prolit 
on  sales 

Add  to  Cost 
to  Equal 

Prolit 
on  sales Add  to  Cost 

to  Equal 

10% 

11.  n% 

20% 

25.  % 

11  " 

I  2  36  " 

21  " 

26,  58  " 

12  •' 

13.  63  - 

22  " 

28.  21  " 

13  ' 

l4  94" 

23  " 

29.  88  " 

14  " 

16  28  " 

24  " 

31.  58  •' 

15  " 

17  65  " 

25  " 

33.  y, " 

16  " 

19  05  " 

30  •' 

42.  86  " 

17 

20.  49  " 

35  •• 

53.  85  •• 

18  " 

21  96  '• 

40  " 

66  % 

19  *' 

23  46  " 

50  " 

100.  " 

COMPLIMENTS  OF 

LARIVIERE  INCORPOREE 

MONTREAL. 
A  Cost  C!ard  that  explains  itself 
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the  severe  winter  experienced  in  northern  climates, 
the  horse  sheds  his  heavy  coat  slowly,  and  if  put  to 
work  in  the  spring,  he  sweats  profusely  and  is  liable 
to  take  cold  if  not  blanketed  immediately  after  ceas- 

ing work.  A  much  better  plan  than  blanketing  is  to 

clip  the  horse's  coat  as  this  Avill  prevent  the  animal 
from  perspiring  so  freely  besides  assisting  in  making 
the  horse  feel  more  in  trim  for  work  than  if  carrying 

a  heavy  coat  of  hair.  Hand  clippers  are  almost  ob- 
solete since  clipping  machines  have  been  introduced. 

Manufacturers  of  clipping  machines  supply  attractive 
window  posters  and  other  printed  matter,  and  as  their 
machines  are  thoroughly  reliable  and  certain  to  give 
satisfaction,  retailers  Avill  build  up  splendid  trade  for 
themselves  by  introducing  or  pushing  the  sale  of  the 
modern  horse  clipping  machines. 

GETTING  RICH  BY  LOSING  MONEY. 

Five  and  ten  cent  stores  have  the  science  of  getting 
rich  by  losing  money  down  to  a  fine  point. 

Scan  the  Avindows  of  the  metropolitan  five  and  ten 

cent  stores  and  you'll  find  fifty-cent  goods  at  a  dime 
not  uncommon.  But  look  deeper.  Note  that  the  whole 
window  isi,  perhaps,  filled  with  that  one  item,  or  at 
least  it  is  the  only  money-losing  thing  in  sight.  Go 
inside  the  store  and  observe  that  practically  every 

A  compact  and  conv  enient  Tool  Rack 

item  you  see  pays  50  to  100  per  cent,  profit  at  the 
popular  five  and  ten  cent  prices. 

There  is  not  a  particle  of  mystery  about  h.  Five 
and  ten  cent  stores  deliberately  set  aside  a  few  art- 

icles out  of  a  thousand  on  which  they  lose  money. 
They  rely  on  the  leaders  in  their  show  windows  to  fill 
the  store  with  customers,  who  will  conclude  that  every- 

thing is  equally  cheap. 
Is  not  there  a  lesson  in  this  for  all  retail  merchants  ? 

IMost  men  are  willing  to  sell  ten  articles  a  little  under 
usual  price,  yet  they  shrink  from  even  cutting  one 
under  cost.  It  takes  more  nerve  to  lose  $10  on  one 
item  than  it  does  to  lose  $1  each  on  ten  articles.  But 
the  net  total  is  the  same,  and  a  window  full  of  some 

well-known  fifty-cent  thing  at  a  dime  will  pull  more 
people  in  and  set  more  tongues  wagging  than  ten 
items  whose  prices  are  barely  nibbled. — Butler  Bros. 

CHECKERS  MORE  IMPORTANT  THAN 
CUSTOMERS. 

There  is  a  merchant  in  a  Western  Ontario  village 
who  is  both  young  in  years  and  in  experience.  He 
has  only  one  apparent  weakness,  and  that  is  an  ex- 

cessive love  for  checkers. 

Recently  he  was  engaged  in  a  game  at  the  back  of 
his  store  with  a  worthy  adversary,  and  he  became  so 
wrapt  up  in  it  that  all  thought  of  business  vanished. 
By-and-by  a  traveller  sauntered  in  and  drew  his  at- 

tention to  the  fact  that  there  were  two  or  three  cus- 
tomers in  the  store  demanding  attention. 

"Sh-s-;  sh-s-s,"  he  said.  "Say  nothing;  they'll  go 

out  again  in  a  minute  or  two." And  they  did. 

GARDEN  TOOL  RACK. 

The  accompanying  illustration  shows  a  convenient 
tool  rack  ])uilt  by  F.  M.  ̂ Mosher.  Canton,  111.  It  is 
8  feet  high  and  occupies  36  by  96  inches.  The  rack 
is  made  of  heavy  pine  bolted  together,  and  will  hold 
300  to  500  pieces  of  various  kinds  of  garden  tools. 

BENEFIT  OF  GOOD  BUYING. 

It  seems  to  be  a  serious  question  in  some  merchants' 
minds  whether  they  are  entitled  to  a  profit  on  goods 
well  bought  which  later  advance  in  price.  To  put  it 
another  way,  shall  the  dealer  take  his  profit  on  clever 
buying  or  shall  he  use  his  ability  to  make  a  bargain 
for  the  purpose  of  cutting  prices?  asks  an  exchange. 
To  this  question  there  can  be  only  one  answer.  Take 
the  profit.  We  would  regard  with  considerable  anx- 

iety the  state  of  mind  of  the  banker  who  bought  stock 
at  95,  held  it  imtil  it  reached  115  and  then  insisted  on 
selling  it  at  97.  The  farmer  who  bought  his  land  at 
$25  an  acre,  held  it  until  it  is  Avorth  $150  an  acre 
Avould  be  brought  before  the  insane  court  Avere  he  to 
sell  it  for  $35.  Why,  then,  should  the  dealer  Avho  buys 
corn  for  82i/>  cents  before  the  raise,  sell  it  for  ten 
cents  a  can,  A\'hen  the  market  price  is  12  cents? 

HOW  A  SALE  WAS  WON. 

Jas.  Dandy,  StreetsA'ille,  Ont.,  recently  had  an  ex- 
perience Avith  a  mail  order  house  in  Avhich  he  Avon  out 

in  the  face  of  heaA'y  competition.  A  customer  in  a 
nearby  toAvn  inquired  for  a  price  on  a  hot  air  heating 

job,  and  AA'hen  a  price  of  $115  Avas  quoted  for  a  "Good 
Cheer"  furnace  and  for  a  good  piping  installation, 
the  customer  quoted  a  loAver  price  named  by  a  mail 
order  house.  Mr.  Dandy  refused  to  cut  his  price  and 
made  a  strong  talk  on  the  adA^antage  of  installing  a 
high  grade  furnace,  the  quality  of  AA^hich  Avas  recog- 

nized by  the  best  heating  men  in  the  trade.  He  point- 
ed out  further  that,  in  addition  to  the  manufacturer's 

guarantee,  his  oaa'u  repiitation  Avas  at  stake  and  he 
could  only  hope  to  succeed  by  doing  the  best  class  of 
Avork.  He  Avould  refuse  to  install  a  furnace  unless  he 
knew  it  to  be  capable  of  doing  the  Avork  required  and 
he  could  not  recommend  the  cut  rate  furnace  adA^er- 
tised  bA^  the  Toronto  departmental  store.  The  contract 
hung  fire  for  a  considerable  time,  but  the  quality  talk 
put  forAvard  by  Mr.  Dandy  finally  Avon  out. 
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Window  and  Newspaper  Advertising 

Paint  in  the  Window  and  in  the^Store 
By  A.  T.  Black 

At  this  season  of  the  year  the  foremost  article  in 
demand  from  the  dealer  is  paint. 

The  public  is  awakened  to  its  requirements  in  this 
line  by  flaring  and  attractive  signs  and  lithos  blazeued 
forth  on  the  most  conspicuous  places  in  the  community 
available  for  such  purposes.  It  is  driven  home  by  the 
distribution  by  mail  and  otherwise  of  some  of  the 
brightest  and  most  attractive  of  advertising  material. 
The  daily  press  and  other  publications  are  pressed 
into  the  campaign  to  awaken  the  buyer  to  the  merits 
of  the  various  brands,  and  the  dealer  is  made  alive  to 
the  fact,  that  there  is  more  aid  being  given  and  more 
real  push  behind  the  paint  business  to  enable  him  to 
increase  his  sales  than  any  other  line  which  he  handles. 

All  this  failing.  Father  Time  is  bound  to  prod  the 
needy  and  show  the  inroads  of  sunshine  and  gale  on 
the  structural  timbers,  and,  of  course,  prescribes  paint. 

What  is  the  dealer  himself  doing  to  help  along  this 
good  work?  Is  he  letting  the  other  fellow  do  it  all 
and  sitting  back  and  taking  Avhat  comes  to  him,  or  has 

he  caught  the  fever  and  said:  "Go  to  it  Mr.  Paintman, 
and  I  am  with  you?" 
Every  live  dealer  has  come  into  a  true  realization 

of  the  sales  value  of  his  window  displays,  and  many 
of  the  real  live  ones  would  retain  window  advertis- 

ing in  preference  to  newspaper  advertising  were  they 
compelled  to  give  up  one  of  the  two. 

So  here  is  one  weapon  which  enables  the  dealer  to 
join  in  the  campaign,  and  the  one  which  is  most  likely 
to  bring  him  the  most  evident  results. 

Now,  there  are  few,  if  any,  lines  handled  in  the  hard- 
ware or  paint  store  of  which  better  or  more  attractive 

window  displays  can  be  made  than  of  paint.  With 

paint  it  is  easier  to  overcome  the  window  dresser's 

Paint  Display  airaiiged  by  A.  T.  Black,  with  the  Bond  Hardware  (Jo.,  Guelph 

chief  stumbling  blocks  in  the  matter  of  background, 
size  of  windows,  and  height  of  glass.  Here,  again,  the 
aggressive  wide  awake  manufacturers  come  to  the  deal- 

ers' aid  with  attractive  window  borders  and  other  dis- 
play matter,  which  enables  the  dresser  to  make  good 

showing  in  windows  of  any  size  and  kind. 
It  is  not  at  all  necessary  to  use  the  paint  itself  in 

large  quantities  in  the  window  to  make  a  good  dis- 
play, in  fact,  some  of  the  best  displays  are  made  with 

very  little  of  the  goods. 

This  has  its  advantages  also,  in  that  the  dealer's 
shelf  stock  is  not  depleted  in  some  colors,  thus  neces- 

sitating a  disorganization  of  the  window  in  the  event 
that  some  of  the  goods  should  be  there  and  called for. 

The  very  attractive  window  cards,  color  tablets  and 
sheets,  booklets,  etc.,  are  often  more  eloquent  than 
the  silent  can,  and  are  for  the  purpose  of  heralding 
the  "truth"  which  every  paintman  preaches. 

Don't  be  afraid  to  burn  a  little  light  in  those  win- 
dows either,  for  it's  surprising  how  many  people  take 

a  walk  down  town  for  a  look  around  in  the  early 
spring  evenings. 

This  is  where  your  electric  flashers  and  moving  de- 
vices can  be  used  to  good  advantage. 

To  the  writer's  mind  a  paint  window  is  one  of  which 
the  dresser  can  be  forgiven  if  he  foregoes  a  little  of  the 
artistic  and  gets  a  little  splashy,  for  after  all  there  is 
nothing  quiet  about  the  paint  business  these  days. 

Don't  be  afraid  then  to  have  your  window  so  ar- 
ranged that  there  will  be  any  doubt  in  the  mind  of 

the  passer-by  even  on  the  opposite  side  of  the  street 
as  to  what  your  window  contains. 

In  this  regard,  a  very  simple  manner  of  raising  your 
display  above  the  level  is  Avith  the  use  of  step-ladders, 
which  are  quite  seasonable  and  in  keeping,  using  the 
steps  alternately  for  cans  of  paint  and  display  cards 
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aud  surmounting  with  an  attractive  litho.  Steps  can 
also  be  built  up,  pedestals  used,  or  shelves  be  built  at 
side  or  rear  of  windows;  in  fact,  it  is  possible  to  de- 

vise more  plans  for  paint  display  than  any  other  art- 
icle. 

Now  this  outside  display  of  the  manufacturer,  coup- 
led with  the  window  display  of  the  dealer  must  have 

some  backing  from  the  outside. 
In  the  first  place,  Mr.  Dealer,  keep  your  stock  up. 

Don't  have  to  say  to  your  customer,  "I  am  sorry,- but 
we  are  just  out  of  that  color." 
You  know  they  have  lots  of  it  at  the  factory,  and 

they  would  much  prefer  you  having  it  to  themselves. 
Then  where  do  you  keep  your  paint?    Are  you  one 

you  are  handling?  Then  ins-til  this  confidence  into  your 
sales  staff.  If  you  can't  do  it,  then  get  one  of  those 
wizards  who  sells  you  the  stuff  to  do  it  for  you  on  his 
next  visit. 

Get  your  staff  together,  and  soak  up  some  of  the 
paint  dope  which  every  paint  man  is  only  too  happy 
to  dispense. 

Your  impression  of  the  hustling  paint  salesman  is 
that  he  is  surely  married  to  his  line,  and  if  he  can  but 
instil  a  small  portion  of  his  enthvisiasm  into  your  sales 
staff,  you  will  be  sure  to  reap  the  benefit. 

It  is  not  only  enthusiasm  that  is  desired,  but  also 
real  paint  knowledge  that  is  required,  so  as  to  enable 
the  salesman  to  intelligently  advise  the  enquiring  pur- 

Paint  Display  in  store,  of  Milton  Rossiter.  lO'U  C^iicoii  St.  East,  Toronto.  Note  the  neat  arrangement  of  the  display and  how  all  the  advertising  matter  furnished  by  the  manufacturer  is  made  use  of.  Also  the  maple  leaves  to  impress  on 
the  mind  of  the  public  the  name  of  that  particular  brand  of  paint.  The  arrangement  of  the  paint  specialties  and accessories  is  excellent. 

of  the  dead  ones  who  still  keep  it  under  the  back  coun- 
ters or  out  in  boxes  in  the  lean-to  beside  the  coal  oil 

barrel?  If  you  do,  you  ought  to  have  it  taken  away 
from  you. 

Every  up-to-date  store  has  a  well-organized  and  pro- 
perly arranged  paint  department. 

Give  it  a  prominent  place,  for  nothing  has  a  more 
attractive  appearance  in  the  store  than  a  stock  of  well- 
arranged  paint  cans  on  the  shelving. 

This  department  should  be  in  charge  of  one  of  your 
salesman  who  would  give  is  as  good  and  careful  atten- 

tion as  your  cutlery  or  tool  department. 
The  stock  should  be  kept  moving  by  bringing  the 

cans  on  the  shelf  to  the  front  when  new  goods  arrive, 
putting  the  new  ones  in  the  rear.  Where  this  is  not 
strictly  adhered  to,  it  is  quite  possible  for  the  dealer 
to  retain  the  same  paint  for  long  periods  until  the 
labels  on  cans  become  smeared  and  unsightly. 

Then  comes  the  greatest  essential  of  all,  the  selling 
of  the  article.    Have  you  got  confidence  in  the  brand 

chaser  as  to  the  best  methods  to  pursue  in  the  painting 
or  finishing  of  any  piece  of  work  in  hand. 

This  information  should  be  reliable  and  not  guess 
work,  and  its  up  to  the  salesman  to  know  whereof  he 

speaks. 
In  conclusion  Mr.  Dealer,  if  you  have  a  line  which 

you  have  handled  for  some  time,  absolutely  satisfied 
with  it,  proven  its  Avorth,  have  your  trade  convinced 
that  it  is  right,  and  you  are  getting  help  in  the  way  of 

good  legitimate  advertising  from  the  makers,  don't 
get  mesmerized  and  chuck  it,  until  the  other  fellow 
proves  he  has  something  better  and  then  think  again„ 

and  after  that  hesitate  some.  But  it's  an  old  saving: 
"Everv  man  knows  his  own  business  best." 

If  the  fish  don't  bite,  you  change  your  bait,  don't 
you  ?  Well,  when  one  kind  of  advertising  fails  to  draw, 
discard  it  and  try  some  other  style. 
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THE  SCIENCE  OF  BUSINESS  EFFICIENCY. 
Bp  Geo.  H.  Landwehr,  Advertising  Manager,   The  Oscar 

Onken  Company,  Cincinnati,  Ohio 
It  takes  a  mind  with  a  scientific  bias  to  do  business 

to-day  without  the  waste  of  energy  which  always  oc- 
curs with  the  "hit  and  miss"  methods  of  the  hard- 

wareman  who  cannot  see  the  point  straight  off,  and 
calculate  results  as  one  computes  a  problem  in  arith- 

metic. The  business  man  of  to-day  is  heir  to  all  the 
achievements  of  his  predecessors,  who  worked  and 
stumbled  and  fell  again  and  again  on  the  up-hill  road 
of  experimentation.    So  he  is  able  to  look  backward 

as  well  as  forward  and  to  make  deductions  and  arrive 
at  conclusions.  JIow  to  stop  the  leakage  in  business, 
how  to  make  more  show,  how  to  clean  up  what  was 

once  thought  "necessary  waste"  and  make  it  count, 
are  things  for  thought  to  the  student  of  scientific  effi- 

ciency. Business  to-day  is  a  science  and  that  new, 

big,  vital  and  tremendously  important  subject  "The 
Science  of  Efficiency,"  is  engaging  the  best  minds  of 
to-day,  from  the  heads  of  great  corporations  down  to 
the  business  manager  of  smaller  concerns.  Noav,  some 
of  our  leading  commercial  giants,  commit  the  error  of 
always  being  ahead  on  big  work  and  behind  on  what 
seems  the  smaller  thing,  which  is  freciuently  the  most 
important,  and  this  means  a  great  waste  of  energy 
and  loss. 

Prejudice  against  innovation,  the  fixed  habit,  and 
desire  to  do  the  thing  in  the  same  old  way  is  the  great- 

est obstacle  to  the  introduction  of  efficiency.  Take 

the  retail  hardware  merchant  for  instance,  the  "get 
there"  kind.  He  understands  the  meaning  of  efficiency. 
He  knows  that  his  shop  must  have  the  best  facilities 
in  every  department,  for  the  neglect  of  one  important 
thing  would  make  the  rest  all  lose  out. 

A  splendid  line  of  goods  is  bought,  we  will  say,  and 
does  not  sell.  The  scientific  "overman"  comes  along 
and  investigates,  he  knows  the  article  is  right  and 
should  sell.  What's  the  trouble  The  clerk  has  not 
shown  the  article,  'no  one  asked  for  it."  The  effi- 

cient head  has  gone  past  the  period  of  driving  his  help. 
The  sweat  system  is  decaying  fast.  It  did  not  pay 
either  side  and  the  head  knows  that  his  happy  and 
well-dressed  clerk  is  a  big  asset. 

So  the  proper  medium  of  display  is  brought  about, 
someone's  brain  has  devised  just  the  right  fixtures. 
The  head  knows  just  where  to  put  it. 

The  cost  of  handling  goods  is  reduced.  Having  a 

"mark  down  past  season  goods"  is  avoided  by  pro- 
per display,  which  causes  the  goods  to  sell  themselves. 

Do  you  see  the  saving  of  dollars?  If  you  are  a  small 
concern  and  have  not  an  efficient  man,  put  yourself 
in  possession  of  the  right  medium  as  far  as  possible. 
When  a  man  talks  new  methods,  new  lines,  new  fix- 

tures, don't  close  your  ears.    Investigate  and  save 

time  and  energy  and  dollars  by  getting  in  line  with 
the  new  mediums,  which  bring  your  methods  up  to 
the  standard  of  excellence  and  efficiency. 
You  cannot  ignore  these  vital  facts  because  they 

will  come,  and  come  gradually,  but  when  they  do 
come,  they  will  force  their  attention  upon  you  so  that 
you  will  sit  up  and  take  notice,  and  you  will  also  be 

wishing  that  you  had  not  put  it  off"  so  long. 
You  can't  get  away  from  that  old  adage  that  "any 

thing  worth  having  is  worth  striving  for,"  and  the  re- 
tail hardware  merchant  certainly  ought  to  be  striv- 

ing for  more  business  by  being  up-to-date  in  his  meth- ods. 

SCRAP  BOOK  OF  WINDOW  DISPLAYS. 
Have  a  scrap  book  in  which  you  can  keep  pictures 

that  you  cut  from  the  magazines.  Cut  out  every  pic- 
ture that  you  think  may  possibly  be  of  some  use  to 

you,  preserving  with  it  the  full  description.  You  will 
find  them  a  wonderful  help.  Although  you  may  not 
care  to  follow  the  model  exactly,  you  can  combine 
ideas  from  several  of  them  which  together  with  your 
own  ideas  will  give  you  a  good  start  for  your  plan. 

Classify  these  pictures  into  groups  such  as  tools, 
paint,  kitchen  utensils,  holiday  displays,  etc.,  so  that 
you  can  refer  to  them  as  a  subject.  In  this  book  paste 
as  many  other  pictures,  other  than  windows,  that  sug- 

gest ideas  which  you  can  later  develop  at  a  time  they 
may  be  appropriate. — C.  Y.  Kimball,  Jr. 

HOUSE  CLEANING  SUPPLIES. 

Spring  house  cleaning  time  is  here,  so  don't  forget 
to  have  your  window  display  of  the  necessary  articles, 
writes  C.  Becker  in  an  exchange.  This  is  a  neat  one 
and  is  arranged  as  follows.  First  cover  the  floor  of  the 
window  with  some  dark  color  cheesecloth.  In  the  cen- 

tre at  the  front  place  a  lot  of  washing  soda  and  on  this 

Suggestions  for  Spring  Cleaning  Supplies 

display  soap  and  scrub  brushes.  At  each  side  of  this 
display  stove  polish  and  metal  polish  and  back  of 
these  ammonia,  fluid,  lye,  etc.,  and  back  of  these  wash- 

ing powders  and  dustpans  and  brushes.  In  the  centre 
at  the  rear  place  a  byramid  of  buckets  and  at  each 
side  place  brooms  in  a  circle,  like  illustrated.  Across 
the  window  at  the  rear  stretch  a  clothesline  and  in  the 
centre  place  a  strip  of  linen  with  lettering  in  black. 
At  each  side  fasten  a  carpet  beater  and  a  few  clothes- 

pins. 
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Retail  Hardware  Advertising 

Some  Suggestions  and 

Examples  for  Pro- 
gressive Merchants 

Put  Thought  on  Your  Advertrsing 

By  /.  Crabtree 

1  would  not  be  stating  a  new  fact  if  I  remarked  that 
about  fifty  per  cent,  of  those  who  advertise  in  the 
home  papers  are  quite  skeptical  about  the  results  that 
they  get. 

Indeed  many  of  them  advertise  because  their  com- 
petitor runs  his  card  daily  or  weekly  (as  the  case  may 

be),  and  they  feel  that  they  must  not  be  left  out.  Now 
it  strikes  me  if  many  schools  can  be  established  turn- 

ing out  ever  so  often  crops  of  S'tudents  who  expect 

Housecleaning 
Everything    necessary    to  renovate the  home. 

S.  W.  Paints  and 

Varnishes 

Every  can  full.  S.  W.  paint  covers 
a  much  larg-er  surface  than  most brands,  and  lasts  longer. 

GOI,^l>  AlVD  AJLXJMINV.W  P.*XVT. 
HAJVIKaiAFT  STAnV$< 
PAIIVT  AND  VARJVISH 

BRUSHES. 

SCRUB  BRUSHES.  BROOMS, 
STEPX,AD»ERS 

MOPS   AXD  mOP-WRINGERS. 
Phenyle  Dlsinrectant,  2oc  Tin. 

Alkenliead  Hardware  Limited, 
17,  19,  31  Tetnperaoi-'e  Street, 

AVholesale  and  Retail. 

An  advertisement  well  calculated  to  attract  the  attention  of  the 
housewife,  but  is  rather  crowded.    Same  size  as  original. 

(and  many  of  them  do)  to  make  a  good  living  out  of 
just  writing  ads  for  certain  firms,  and  that  this  busi- 

ness is  on  the  increase,  that  there  must  be  something 
in  it  that  woidd  pay  the  merchant  in  the  s'maller 
towns  to  investigate. 

You  say,  "Why,  we  pay  the  editor  of  the  paper  to 
write  the  ad.  for  us,  and  supposed  that  he  knew  his 

business."  He  probably  does,  as  an  editor,  but  the 
chances  are  that  he,  too,  has  never  had  the  time  to 

o'ive  his  entire  attention  to  the  writing  of  the  ads. 
Besides,  even  if  he  did,  there  are  just  about  100  dif- 

ferent kinds  of  business  advertised  in  his  paper,  and 
he  could  not  well  be  expected  to  know  the  different 
conditions  that  pertain  to  each. 

On  top  of  that,  do  you  give  him  enough  to  draw  to, 

when  you  consult  with  him?    Suppose  you  say,  "We 

have  a  full  line  of  painty  stoves,  or  tinware,  or  ena^ 

meled  ware,  or  whatever  the  line  may  be." 
That  does  not  give  him  much  to  draw  on  and  be- 

sides the  public  expects  (if  you  are  keeping  any  kind 
of  an  establishment  at  all)  that  your  stock  will  not 
always  be  shy  the  article  that  any  individual  may 
chance  to  desire  when  in  your  store. 
A  well  written  ad.  will  get  the  people  into  your 

store,  and  it  is  then  up  to  you  and  the  clerks  to  make 
the  sale.  Many  who  advertise  are  of  the  opinion  that 
the  ad.  itself  should  do  the  selling.  If  any  part  of 
that  supposition  is  true,  then  that  same  ad.  must  have 

something  in  it  besides  the  words,  "We  carry  a  full 
and  varied  line." One  thing  that  the  public  will  desire  to  know  is, 
what  prices  have  you  got  on  that  full  and  varied  line? 
Another  thing  that  most  all  except  the  very  cheapest 
buyers  wish  to  be  informed  upon  is  points  regarding 
the  quality  of  the  articles  that  you  offer. 

To  advertise  one  thing  and  attempt  to  sell  something 

"just  as  good"  is  to  be  first  party  to  a  clever  fraud 
(for  the  time  being),  but  such  a  practice  soon  plays 
out  and  the  customer  does  not  come  again  to  be 

"stung."  Worse  than  that  the  customer's  friends  all 
fight  shy  of  your  store. 

To  advertise  a  line  of  articles  when  you  have  only 

odd  sizes  in  stock  and  then  be  obliged  to  say  "just 
out,  will  have  it  in  next  week"  is  also  another  great 
mistake.  The  customer  probably  desires  the  article 

at  the  time  it  is  called  for,  and  "next  week"  to  you, 
will  mean  that  said  customer  has  purchased  elsewhere. 

•It  is  a  wise  plan  to  make  sure  that  the  different 
clerks  know  just  what  your  ad.  for  the  week  is.  You 
would  naturally  be  inclined  to  believe  that  every  one 
would,  but  they  do  not.  Worse  still  than  that,  many 
times  the  clerk  not  only  fails  to  know  what  is  being 

advertised,  but  he  has  not  got  the  "gumption"  to demonstrate  the  article  after  it  has  been  advertised 
and  the  customer  brought  right  to  his  very  counter. 
When  a  store  or  business  is  found  that  such  a  state 

of  affairs  exists  in  (and  believe  me  such  conditions 
are  not  rare),  who  can  wonder  that  the  owner  fails 

to  believe  very  "hefty"  in  the  scheme  of  advertising? 
The  great  wonder  is  that  one  can  get  him  to  ad- 

vance a  single  cent  for  the  purpose,  and  probably  you 

couldn't,  except  for  the  fact,  as  previously  stated,  that 
his  competitors  all  advertise  and  he  is  so  forced  to  do 
the  same  act. 

To  advertise  without  being  able  to  make  good  on 
what  you  say  in  the  papers  is  about  as  legitimate  as 
running  a  fake  auction  store,  and  the  customers  will 
stick  by  you  just  about  similar. 

Now,  provided  that  you  feel  that  you  have  not  the 
time  to  take  a  course  of  instruction  with  people  Avho 
have  made  a  study  of  advertising,  where,  I  repeat,  are 

you  going  to  get  the  ideas  to  put  in  your  ad?  Are 
you  going  to  struggle  along  and  expect  that  harassed 
editor  to  do  it  from  the  few  general  pointers  that  you 
hand  over?  Are  you  going  to  sit  at  your  desk  and 
think  and  think  until  your  brains  are  all  of  a  muddle 
and  could  not,  iinder  any  circumstances,  evolve  a 
clever  idea? 

Certainly  not.   Look  for  the  ideas  in  your  own  store. 
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Pass  around  when  you  are  not  busy  and  listen  to 
what  the  salesmen  are  saying  to  the  customers.  You 

can't  help  but  find  one,  now  and  then,  who  puts  over 
some  clever  argument  about  some  certain  article.  Bet- 

ter still  than  this,  if  you  are  well  enough  in  touch  with 
your  clerks  to  get  them  to  tell  you  some  of  their  pet 
sales.  Perhaps  you  can  get  the  dope  by  offering  a 
special  inducement.  You  pay  for  ads.  anyway,  don't 
you?  Right  here  is  the  very  start  of  the  whole  busi- 

ness, the  kernel  in  the  nut  as  it  were,  and  you  have 
been  passing  it  up  for  years,  perhaps. 
Why  is  it  that  the  mail  order  ads.  have  such  a 

jmlling  force?  To  save  time  and  trouble  we'll  admit 
that  there  is  something  due  to  the  prices  offered,  but 
that  is  not  all.  It  is  also  in  the  manner  in  which  those 
prices  are  set  forth  and  the  constant  way  which  the 

ads.  are  kept  before  the  public's  eye. 
In  your  own  town  you  have  every  advantage.  Peo- 

ple know  what  you  are,  or  are  not,  and  if  you  allow 
a  business  house  hundreds  of  miles  away  to  put  it 
all  over  you  in  the  selling  line,  then  there  certainly 

must  be  something  in  printers'  ink  if  it  is  put  on  the 
paper  in  the  right  manner,  and  I  do  not  see  how  you 
can  get  away  from  that  fact. 

So  getting  down  to  cases  right  now,  don't  you  really 
think  that  it  would  be  a  mighty  paying  investment 
for  you  to  put  in  a  little  spare  time  (after  the  in- 

ventory has  been  taken)  in  sizing  up  this  matter  of 
advertising  and  giving  it  a  more  thorough  trial  than 
ever  before? 

AN  ADVERTISING  LESSON. 

"I  buy  advertised  goods  by  peference,"  says  G.  H. 
Lorimer,  editor  of  the  Saturday  Evening  Post,  "but  I 
never  write  to  the  advertiser." 

Here  is  a  mighty  advertising  lesson. 

Farming  Tools  of  Quality  | 

The  "SAMSON"  Brand SUCH  AS 

Forks,  Hoes,  Rakes,  Etc.  Etc. 

All  Forks  are  made  from  Hammer  Dra*n  Steel, 
Oil  Tempered  carefully  and  severely  tested  before  leav- 

ing the  mill,  thus  rediicmg  to  a  jninimum  the  danger 
of  breakage  in  use,  an  item  of  interest  that  every  con- 

sumer will  appreciate. 

We  guarantee  this  Une  in  every  respect 

P.  SHIELLS,  -  Kincardine! 

♦ 

i 

A  well  worded  and  well  displayed  advertisement.    The  argument 
is  also  good. 

"Replies,"  "answers  to  ads.,"  have  had  much  to  do 
with  misplaced  confidence  in  advertising  mediums. 

Some  of  the  biggest  and  best  buyers  will  not  answer 
ads.,  but,  like  Mr.  Lorimer,  they  prefer  advertised 
goods  and  read  advertisements  carefully. 
How  is  the  advertiser  to  discriminate  if  he  can  not 

depend  upon  replies  to  prove  which  mediums  are  the best? 

By  two  absolute  methods.  Select  a  publication  which 
goes  to  the  exact  class  of  people  who  should  use  your 
gods  and  use  enough  space  to  command  their  attention and  rsepect. 

There  is  no  other  sure  method. 

Not  infrequently  a  large  number  of  replies  prove 

WE  HAVE  DECIDED  TO  ADOPT 

The  Cash  System 

After  the  FIRST  DAY  of 

JANUARY,  1912 

We  are  making'  this  change  after  careful  and,  deliberate  coneid- 
eratioo,  and  are  Batisfied  it  will  result  beneficially  both  to  our 
customers  and  ourselves.  Under  present  conditions  the  customer 
who  pays  cash,  or  pays  his  bills  promptly  has  to  make  up  for  all 
who  are  slow  pay  and  those  who  never  pay.  It  also  requires  an 
elaborate  system  of  book-keeping  which  costs  both  time  and  mon- 

ey, the  frequent  sending'  out  of  accounts  using  both  stationery  and 
stamps,  also  the  tying  up  of  a  large  sum  of  money  which  would 
enable  as  to  carry  a  bigger  and  better  fftock  of  goo<ds  ̂ t  UOWER PRICES. 

We  estimate  we  can  save  vou  five  oer  cent  over  present  pric- 
es, may  be  more  when  we  have  tried  it  out  and  know  exactly  what it  will  do. 

MEANWHILE  REMEMBER 
Bverything  is  Cash  after  January  1st,  1912. 

GOODS    SATISFACTORY    OR    HONET  REFITNDED 
It  will  b0  our  aim  to  give  our  customers  the  best  quality,  best 

s&rvice,  and  best  prices  possible,  and  we  hope  to  receive  the  name 
kind  Consideration  from  the  public  as  has  been  extended  to  this 
etore  since  its  establishment  '^0  years  ago  All  accounts  will  be  ren- 

dered by  December  15th  and  we  ask  for  Prompt  and  Speedy  Set- tlement of  the  same. 

I  Binns'  Hardwape X  Phone  28  NEWMARKET ❖ 

Good  sample  of  an  ad.  announcing  the  adoption  of the  Cash  System 

that  the  readers  of  a  certain  publication  are  mere  curi- 
osity seekers. 

The  contents  of  the  publication  itself,  the  thorough- 
ness with  which  it  covers  its  field,  and  the  force  of  its 

appeal  to  earnest-minded  people  should  have  first  con- 
sideration. 

ADVERTISING— THE  BEST  INSURANCE. 

The  primary  purpose  of  advertising  is  to  create  new 
business.  And  yet  it  is  possible  for  a  bank  to  become 
so  strongly  entrenched  that  this  feature  becomes  sec- 

ondary. But  the  necessity  to  advertise  remains  just 
as  urgent — as  insurance. 
The  commercial  graveyard  is  full  of  firms  who 

thought  they  had  reached  the  point  where  they  could 
afford  to  stop  advertising. — Commercial  West. 

Each  time  an  advertisement  is  repeated  it  is  read 
by  a  less  number  of  people.  To  get  the  most  readers, 

change  copy  every  issue.  ' 
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What  Trade  Associations  are  Doin^ 

Next  Year's  Hardware  Convention 
Executive  of  Retail  Association,  in  Conference  With 

Exhibitors,  Decide  upon  Hamilton  for 
1913  Gathering. 

The  Executive  Committee  of  the  Ontario  Retail 

Hardware  and  Stove  Dealers'  Association  met  at  Ham- 
ilton on  April  8  in  conference  with  the  Board  of  Dir- 

ectors of  the  Canadian  Hardware  Manufacturers'  Ex- 
hibitors, Limited. 

The  auditors'  statement  for  the  first  three  months 
of  191'2  was  read,  showing  cash  on  hand  to  the  credit 
of  the  Retail  Association  on  April  1,  $1,785.11. 

The  appointment  of  a  Membership  Committee  was 
decided  upon  and  the  provinces  will  be  divided  into 
districts  with  an  active  member  in  charge  of  each  dis- 

trict working  under  a  chairman  who  will  co-operate 
with  the  Secretary  of  the  Association  in  securing  the 
enrollment  of  additional  members.  The  Membership 
Committee  will  also  have  in  hand  the  matter  of  ar- 

Haiuiltoii  Armouries,  where  next  years  Convention and  Exhibition  will  be  held 

ranging  for  future  district  meetings,  and  the  Member- 
ship Committee  will  also  assist  in  securing  petitions 

and  creating  interest  in  matters  of  legislation  in  which 
the  Association  has  in  hand. 

C.  W.  Conn„  Tilsonburg,  and  J.  M.  MacGregor,  Oak- 
ville,  were  appointed  a  committee  to  prepare  forms 
for  making  estimates  of  furnace  work,  etc. 

D.  A.  MacNab,  Orillia,  and  C.  W.  Conn,  Tilsonburg, 
were  appointed  delegates  to  the  National  Retail  Hard- 

ware Convention  to  be  held  at  Detroit,  June  19  to  21. 
Instructions  were  given  to  increase  the  Treasurer's 

bond  to  $1,500  and  to  adopt  the  use  of  voucher  books 
in  paying  Association  accsounts,  all  vouchers  to  be 
signed  by  the  President  and  the  Secretary. 

Hamilton's  Many  Advantages. 
At  the  joint  conference  between  the  Executives  of 

the  Retail  Association  and  the  Hardware  Manufac- 

turers' Exhi'bitors,  Li)mi|ted,  considerable  disoussion 
took  place  on  the  selection  of  the  city  in  which  the 

next  convention  would  be  held.  Letters  were  received 
from  the  Mayor  of  Belleville  and  the  President  of  the 
Board  of  Trade  in  that  city,  extending  invitations  to 
liold  the  1913  convention  there.  Representatives  of 

the  Manufacturers'  organization^  however,  had  made 
a  thorough  canvass  of  the  possibilities  of  holding  the 
convention  at  Hamilton  and  reported  that  assurances 
had  been  given  them  that  the  use  of- the  armories  could 
be  obtained. 

The  Hamilton  armories  are  a  magnificent  pair  of 
buildings  located  on  one  of  the  main  streets  in  the 
very  centre  of  the  city.  The  drill  hall  is  90  x  100 
feet  in  size,  being  heated  and  particularly  well  suited 
for  exhibition  pnrposes.  In  the  same  building  two 
large  rooms  are  available  for  convention  meetings. 

It  was  decided,  therefore,  that  the  1913  convention 
would  be  held  at  Hamilton  and  that  the  armories  be 
accepted  as  the  meeting  and  exhibition  hall  if  the  civic 
authorities  succeeded  in  securing  permission  to  use 
them  from  the  Government  at  Ottawa. 

The  civic  representatives  seen,  promised  to  do  every- 

thing possible  to  make  next  year's  convention  at  Ham- 
ilton an  enjoyable  and  profitable  event,  and  it  was 

ijointed  out  that  in  the  matter  of  hotel  accommoda- 
tion that  Hamilton  would  be  well  able  to  handle  a 

much  larger  crowd  than  had  attended  in  previous  con- 
ventions. The  "Royal"  and  "Waldorf"  hotels  are 

$2.50  to  $3.50  per  day,  while  other  hotels  with  rates 

at  $2  to  $2.50  per  day  include  the  "Cecil,"  "Termin- 
al." "American,"  "Commercial,"  "King  George," 

"Strond. "  "Huberts."  "Vineyard,"  "Vancouver," 
"Armory,"  and  "Hannahans. "  It  was  estimated  that 
one  thousand  delegates  could  easily  be  cared  for  by 
the  different  hotels. 

The  date  of  holding  the  convention  was  next  dis- 
cussed, and  it  was  decided  from  the  standpoint  of  both 

the  retailer  and  the  manufacturer  that  the  third  Aveek 
in  February  was  the  best  which  could  be  selected. 
This  allows  retailers  plenty  of  time  to  get  through 
with  stock  taking  before  attending  the  convention, 

while  it  also  permits  manufacturers'  salesmen  to  get 
through  with  their  first  trip  of  the  year  before  con- 

vention week.  The  1913  convention  will  therefore  be 
held  on  February  18  to  21  at  Hamilton. 

Programme  to  be  Prepared. 
Weston  Wrigley,  representing  the  Retail  Hardware 

Association  and  R.  B.  Johnston,  Chairman  of  the  Ex- 
hibition Committee  of  Exhibitors,  Limited,  were  ap- 
pointed a  committee  to  prepare  a  draft  programme 

for  the  convention  and  submit  same  to  the  two  organ- 
izations for  approval.  It  is  intended  that  the  exhibi- 

tion in  the  armories  will  be  open  to  hardware  mer- 
chants only,  every  morning,  meetings  of  the  two  asso- 

ciations will  be  held  in  the  afternoons  and  the  even- 
ings will  be  given  over  to  question  box  discussions  and 

entertainments.  The  exhibition  hall  will  be  thrown 
open  to  the  public  each  afternoon  and  evening,  and, 
as  the  hall  is  sure  to  be  crowded  at  that  time,  retail- 

ers will  find  it  to  their  advantage  to  attend  the  ex- 
hibition in  the  morning. 

Badges  for  the  convention  will  be  prepared  in  two 
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colorsi,  one  showing  the  exhibitors  and  their  guests, 
and  the  other  the  retailers,  executive  officers,  etc. 

The  exhibition  hall  will  be  divided  into  88  booths, 
these  being  arranged  around  the  walls  leaving  an  open 
space  in  the  centre  where  an  orchestra  or  band  can 
be  stationed  to  render  musical  selections,  etc.,  and 
from  this  platform  announcements  can  be  made  and 
opening  ceremonies  conducted. 

The  manufacturers  who  will  take  part  in  the  ex- 
hibition will  instruct  their  salesmen  to  urge  retailers 

to  attend  the  convention  and  exhibition  whether  or  not 
they  are  members  of  the  Retail  Hardware  and  Stove 

Dealers'  Association.  Every  effort  will  be  made  to 
s(>cure  a  large  attendance  and  it  is  felt  that  the  work 
of  the  retail  organization  will  be  appreciated  by  a 
Ir.rge  percentage  of  the  visiting  retailers  who  will  have 
a  good  opportunity  to  learn  the  benefits  of  Association 
membership  while  in  the  convention  city. 

A.  A.  Bittues,  President  of  the  Canadian  Hardware 

Manufacturers '  Exhibitors,  Limited ;  F.  M.  Tobin,  1st 
Vice-President ;  (-has.  E.  Stewart,  3rd  Vice-President ; 
M.  R.  Griffiths,  4th  Vice-President ;  R.  B.  Johnston, 
Chairman  Exhibition  Committee,  and  F.  M.  HoUings- 
vrorth,  of  the  Exhibition  Committee,  attended  the  joint 
meeting,  while  the  Retail  Hardware  Association  was 
represented  by  M.  S.  Madole,  President;  W.  P.  Mae- 
Pherson,  1st  Vice-President;  W.  W.  Bennett,  D.  A. 
MacNab,  C.  W.  Conn,  and  F.  W.  Otton,  Executive  offi- 

cers, John  Caslor,  Treasurer,  and  Weston  Wrigley,i  Sec- 
retary. 
Members  of  both  organizations  were  enthused  with 

the  results'  obtained  at  the  joint  conference,  and  it  is 
generally  agreed  that  the  outlook  for  the  1913  con- 

vention is  far  brighter  than  in  any  previous  year. 
^Manufacturers  and  retailers  will  work  together  en- 

thusiastically to  make  the  1913  convention  gathering 
M  success  and  the  result  cannot  help  but  be  beneficial 
to  both  exhibitors  and  retail  hardwaremen. 

JOBBERS  COMPETING  WITH  RETAILERS. 

]\Iilton  Carr,  ex-M.P.P.,  who  for  27  years  has  been 
connected  with  the  general  store  business  in  Northern 

Joseph  H.  Hillier,  Buiks  Falls 
Member  Executive  Northern  Hardware  Club 

Ontario,  and  who  now  conducts  hardware  stores  at 

C'obalt  and  South  Porcupine,  was  an  enthusiastic  ad- 
vocate of  organization  at  the  meeting  of  Northern 

hardwaremen  at  North  Bay  on  Good  Friday. 
Mr.  Carr  told  of  how  he  had  been  forced  to  sell  his 

grocery  business  because  of  its  being  made  unprofit- 

able by  wholesale  grocers  establishing  local  agents  to 
sell  in  quantities  to  mine  owners,  boarding  house  keep- 

ers, hotel  men,  etc.  These  local  agents  took  all  the 
cream  and  merely  left  the  pickings  for  the  retailer. 

"The  same  thing  is  occurring  in  the  hardware 
trade,"  said  Mr.  Carr,  "and  already  several  jobbers 
who  protect  the  trade  in  the  older  portions  of  Ontario 
are  having  their  Northern  Ontario  representatives  so- 

licit orders  from  the  miners  in  competition  with  the 

Milton  Carr,  ex-M.P.P. 
Chairman  Executive  Northern  Hardware  Club 

legitimate  hardwaremen  in  the  northern  towns.  Un- 
less we  organize  and  stand  together  others  will  break 

in  and  our  trade  will  be  destroyed. 

"The  practice  of  bidding  on  miners'  specifications  is 
also  causing  trouble,  as  frequently  some  retailer  who 

is  hard  up  will  put  in  a  low  price  figuring  on  break- 

ing even  l)y  substituting  low  price  goods." 
Another  instance  was  given  of  a  Montreal  jobber 

calling  on  a  retailer  and  securing  an  order  for  a  bill 
of  hardware  for  a  block  of  buildings,  and  of  how  the 
same  traveller  that  night  sold  a  similar  bill  of  goods 
to  the  contractor  for  the  same  building,  later  supply- 

ing the  contractor  with  roofing  to  sell  in  competition 
with  the  retail  hardwaremen. 

An  interesting  discussion  followed  Mr.  Carr's  re- marks the  name  of  one  of  the  largest  jobbing  houses 
in  Canada  being  given  as  protecting  the  trade  in  some 
places  and  selling  to  jniners  in  competition  with  re- 

tailers in  adjoining  places.  It  was  agreed  that  if  the 
practice  was  continued  dealers  now  buying  from  the 
unfair  jobbers  would  transfer  their  trade  and  the 
members  of  the  Ontario  Retail  Hardware  Association 
in  the  older  portions  of  the  province  wuld  be  asked 
to  co-operate  in  bringing  the  offenders  to  time. 

PUSH  INDIVIDUAL  CUPS. 

The  Hero  Manufacturing  Co.,  Philadelphia,  Pa.,  re- 
port an  increasing  demand  from  Canadian  merchants 

for  their  collapsible  aluminum  drinking  mugs,  it  hav- 
ing proved  to  be  one  of  the  best  sellers  of  the  year. 

The  rings  are  so  fashioned  as  to  make  it  perfectly 
tight  and  the  shape  is  such  as  to  make  it  capable  of 
holding  7  ounces  of  liquid  although  taking  up  very 
little  space.  The  collapsible  mugs  are  sanitary  and 
can  be  furnished  in  either  aluminum  or  brass.  During 
the  summer  months  the  demand  for  this  line  and  those 
who  desire  individual  eiips  when  visiting  the  parks  or 
on  other  occasions. 
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To  the  Clerk  Who  Would  Succeed 

By  Elbert  Hubbard 
To  the  clerk  who  would  succeed,  I  say,,  cultivate 

charm  of  manner.  Courteous  manners  in  little  things 
are  an  asset  worth  acquiring.  When  a  customer  ap- 

proaches, rise  and  offer  a  chair.  Step  aside  and  let 
the  store's  guest  pass  first  into  the  elevator.  These 
are  little  things,  but  they  make  you  and  your  work 
finer.  To  gibe  visitors,  or  to  give  fresh  and  flippant 
answers,  even  to  stupid  or  impudent  people,  is  a  great 
mistake.  Meet  rudeness  with  unfailing  politeness  and 
see  how  much  better  you  feel. 

Your  promise  to  a  customer  is  your  employer's  pro- 
mise. A  broken  promise  always  hurts ;  and  it  shows 

weakness  in  the  character  of  a  business  organization, 
just  as  unreliability  does  in  an  individual. 

Most  inaccuracies  come  from  not  really  listening  to 
what  is  said,  or  not  really  seeing  what  you.  put  down. 
The  chewing  of  gum,  tobacco  or  paper  as  a  jaw-exer- 

ciser should  be  eliminated.  The  world  is  now  pronoun- 
cing them  vulgar,  unbusiness-like,  useless  and  silly. 

Keep  ahead  of  your  employer  and  of  the  Board  of 
Health  in  this. 
Having  promised  to  obtain  goods  or  information, 

or  to  deliver  goods  by  a  certain  time,  do  not  start  the 
thing  a-going  and  trust  to  luck  for  the  rest.  Do  your 
own  part  in  full,  and  then  follow  up  to  know  that  the 
rest  is  moving  on  schedule  time.  Remember  that  the 
thing  specially  promised  and  of  special  importance 

needs  watching.  "Accidents"  and  life's  various 
"hindrances"  get  after  just  those  things  with  a  keen scent. 

If  your  business  is  to  wait  on  customers,  be  careful 
of  your  dress  and  appearance.  Do  your  manicuring 
before  you  reach  the  store.  A  tooth  brush  is  a  good 
investment.  A  salesman  with  a  bad  breath  is  dear  at 
any  price.  Let  your  dress  be  quiet,  neat  and  not  too 
fashionable.  To  have  a  prosperous  appearance  helps 
you  inwardly  and  helps  the  business.  Give  each  cus- 

tomer your  whole  attention  and  give  just  as  consid- 
erate attention  to  a  little  biiyer  as  to  a  big  one.  If 

asked  for  information,  be  sure  you  have  it  before  you 
give  it.  Do  not  assume  that  the  location  or  fact  is  so 
because  you  once  thought  it  so. 

BUSINESS-BUILDING  SALESMEN. 

In  the  retail,  wholesale  or  manufacturing  business, 
if  the  contact  is  right  between  the  service  rendered 

and  the  customer's  good  will,  it  signifies  an  eft'eetual 
sales  advertising  plan,  remarks  the  Sporting  Goods 
Dealer. 

While  the  customer's  good  will  rests  upon  the  sum 
of  all  that  is  done  to  render  full  service,  from  the 
quality  of  the  goods  to  the  collection  of  the  accounts, 
one  of  the  actual  points  of  contact  between  the  firm 
and  its  trade  is  the  living  representative — the  sales- 

man. To  get  the  full  power  of  the  vital  business  force 
of  real  service  calls  for  perfect  points  of  contact. 

This  means  the  right  salesman — the  living  man  him- 
self— not  the  goods.  The  goods  the  but  part  of  the 

actual  medium  that  passes  in  the  exchange — usually 
a  known  and  controlled  factor. 

The  salesman  is  the  contact,  the  end  of  the  wire,  and 
to  distribute  the  full  force  of  the  firm  to  the  trade, 
he  must  make  a  perfect  connection.  He  is  both  the 
wire  end  and  the  living  factor  controlling  the  fitting 
of  the  wire  in  the  socket.  If  the  salesman  is  wrong, 
the  contact  is  a  poor  one,  and  the  best  part  of  the  force 
of  the  firm's  service  is  lost. 

With  this  thought  in  mind,  can  a  salesman  who  neg- 
lects himself  in  any  way,  his  appearance,  his  know- 
ledge of  his  goods,  his  habits,  his  morals,  feel  secure  in 

his  position? 
The  salesman  who  knows  that  his  hours,  his  health, 

his  smoking,  his  drinking,  his  clothes,  his  knowledge 

of  work,  his  desire  to  "do  his  best  cheerfully,"  each 
add  to  his  success,  must  remember  that  any  one  weak 
point  leaves  him  open  to  criticism,  and  with  the  dis- 

covering of  weakness  on  any  man's  part  in  these  days 
when  the  science  of  business  is  beginning  to  be  under- 

stood, means  dismissal. 
The  salesman  who  can  form  the  right  contact  is 

always  to  be  found,  and  since  he  deserves  the  job,  he 
in  the  end  gets  it.  To-day  the  opportunity  for  the 
well-balanced  and  finished  salesman  is  better  than  even 
l)efore.  Firms  are  becoming  aware  of  the  business 
law  that  there  is  more  in  business-building  than  in 
business-getting,  and  a  business-building  salesman  who 

can  intensify  the  customer's  good  will  toward  his  firm 
is  the  man  who  gets  the  $$$$. 

COMMISSIONS  TO  CLERKS. 

Among  the  questions  that  got  into  the  question  box 
at  the  recent  convention  of  the  Illinois  Hardware  As- 

sociation was:  "What  do  you  think  of  giving  your 
clerks  a  small  commission  on  sales?" 

In  the  discussion  which  followed  one  member  stated 
that  he  did  not  consider  it  necessary.  If  an  employer 
pays  an  employee  what  he  is  worth  it  is  unnecessary. 
If  he  is  a  good  man.  advance  his  salary  each  year. 

President  Woodward  related  a  personal  experience. 
He  informed  one  of  his  clerks  that  he  would  give  him 

2  per  cent.  For  instance,  if  the  business  would  in- 
crease $5,000  in  1912  over  1911,  the  clerk  would  get 

the  2  per  cent,  on  the  $5,000,  and  that  rule  is  the  basis 
of  his  salary.  Here  is  how  it  works  out:  That  young 
man  watches  the  sales  every  day  and  watches  them 
closely.  Every  night  we  know  Avhat  our  cash  and 
credit  sales  have  i)een.  Each  week  he  looks  at  the 

record  of  last  year  to  ascertain  how  business  is  com- 
]iaring  with  1911.  If  we  are  falling  back  it  is  an  in- 

centive to  try  and  make  up  the  amount  lost  and  make 
a  gain  if  possible. 

If  there  is  a  nail  or  a  sliver  sticking  ou  anywhere 

in  your  store  where  it  could  tear  a  dress,  you  are  run- 
ning a  chance  of  losing  a  customer. 



f 1 

May,  1912. CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. 

47 

Paint  and  Varnish  Trades 

Forty  Years  a  Retail  Paint  Dealer 

By  Charles  M.  Lemperl^ 

People  are  always  interesting.  What  they  have  done 
and  what  they  are  doing  now  is  also  interesting.  But 
what  they  intend  to  do,  likewise  has  some  bearing. 

In  any  event,  I  had  the  pleasure  of  listening  to  the 
life  story  of  a  man  who  has  just  completed  forty  years 
in  the  retail  paint  business.  I  happened  into  his  store 

the  other  afternoon.  He  wasn't  very  busy  so  he  in- 
vited me  to  sit  down  and  if  I  had  paid  two  dollars  for 

a>  seat  at  a  lecture  I  couldn't  have  possibly  received 
more  value  for  my  money.  It  was  a  treat,  for  the  man 
was  educated,  not  in  the  university,  but  behind  the 
counter,  on  the  road,  and  behind  the  roll-top  desk.  His 
was  an  education  of  facts  and  figures,  human  nature 
and  human  experience — not  so  much  an  edncation  of 
books  and  the  class  room,  although  he  had  served  on 

i 

Charles  M.  Lemperly,  the  writer  of 
this  article 

the  school  board  in  his  town  and  knew  something  about 
Horace,  Cicero,  Terrence  and  Virgil  because  he  had  just 
finished  a  discussion  of  the  course  in  Latin  at  the  board 
meeting. 

I  told  him  I  wanted  to  give  the  readers  of  the  Cana- 
dian Hardware  and  Stove  Journal  the  privilege  of  an 

interview  with  him,  so  he  consented,  and  here  is  what 
he  said  as  nearly  as  my  memory  serves  me : 

"Forty  years  in  a  retail  paint  store  is  'some  service,' 
to  put  it  in  the  slang  of  the  day.  And  when  I  tell  you. 

I'm  only  fifty-eight  now,  you  will  know  that  I  got  a 
pretty  early  start.  Before  entering  this  business  forty 
years  ago,  I  was  an  errand  boy  and  a  half-salesman  for 
a  druggist  up  street.  Yes,  I  started  the  store  on  this 
very  spot  only  in  another  building  that  has  long  since 
been  torn  doAvn. 

His  First  Stock  of  Paint. 

"My  first  paint  stock  was  sold  me  by  a  salesman 
named  Bradley— a  fine  fellow.  At  first  "l  thought  he was  crooked  but  when  I  came  to  know  him,  I  found  him 

a  fine  chap,  honest,  truthful  and  willing.  His  paint 
was  the  old  Martin  Brand — reliable  and  honestly  made. 
I  gave  him  an  initial  order  for  fifty  gallons — an  un- 

usual amount  in  those  days. 

"This  same  fellow  continued  to  molest  me  until  I 
had  finally  put  in  stocks  of  varnish,  shelf  goods  and 
enamels— although  many  years  elapsed  before  some  of 
these  products  came  into  existence.  He  then  went  out 
of  the  paint  business  and  I  lost  all  track  of  him. 

"The  business  went  along.  From  the  very  first  I 
knew  I  would  have  to  tell  the  people  where  I  was  and 
what  I  had  to  sell  before  I  could  hope  for  success.  So 
ladvertised.  I  was  the  first  advertiser  who  signed  a 

yearly  contract  with  the  local  weekly  for  three  column 
six-inch  space.  And  in  these  years,  I  have  never  failed 
to  furnish  a  change  of  copy,  a  new  cut,  and  new  selling 
arguments  for  every  issue.  Since  that  time  I  have 
taken  space  in  over  fifteen  papers  and  they  have  all 
paid  me  but  one.  That  one  had  a  burglar  for  a  manager 
and  a  thug  for  an  editor.  The  paper  was  jailed  and  I 
lost  some  money  on  my  contract. 

"I  have  kept  on  advertising  and  will  continue  to  as 
long  as  I  can  remain  in  active  business  and  good  health. 
Then  I  shall  turn  the  business  over  to  my  son  and  I  will 
instruct  him  to  follow  my  methods — methods  that  have 
netted  me  a  fortune  of  nearly  $100,000  in  forty  years 
and  that  have  made  business  a  pleasure  to  me  every minute. 

Principles  of  Success. 

"You  ask  me  to  tell  your  readers  what  principles  I 
w^ould  advise  every  hardware  and  paint  dealer  to  fol- 

low in  order  to  attain  success.  I  say  there  are  no  fixed 
principles  any  more  than  I  can  tell  you  now  what 
weather  we  shall  have  to-morrow.  It  is  in  the  man,  the 

circumstance  and  the    opportunity.     But  don't  lose 
sight  of  the  fact — a  man  must  work,  and  work  d  d 
hard,  or  he  aahII  never  gain  or  accomplish  anything. 

"Next  to  hard  work,  he  must  have  the  ability  to 
select  good  stock,  to  tie  his  store  up  with  some  reput- 

able manufacturer  whose  success  is  established,  and 

who  will  co-operate  when  co-operated  with.  Don't  let 
the  manufacturer  be  'George'  and  do  it  all.  Do  some 
of  it  yourself.  Keeping  the  stock  fresh,  clean,  well 
assorted,  neatly  displayed  and  where  yon  can  always 
find  what  you  want — these  are  important. 

"The  clerks?  Oh,  yes.  They  are  the  stumbling  block 
to  many  a  dealer.  What  kind  have  mine  been?  Well, 

that's  hard  to  answer,  only  I'll  tell  you,  I  have  never 
had  one  quit  me  nor  have  I  ever  fired  one.  The  secret 

is  this — I've  only  had  one  and  that's  myself.  I  have 
run  this  store  single-handed  except  for  the  occasional 
assistance  of  my  Avife  or  one  of  the  children.  I  have 

never  felt  the  need  of  such  help,  and  it  hasn't  been  be- 
cause of  lack  of  business,  either,  because  I've  done  a 

business  three  times  as  large  as  Blank  has  done  in  i\Ion- 
treal,  and  you  know  he  has  done  Avell.  But  if  I  kept 
clerks,  I  would  give  them  a  share  of  stock,  I  would  let 
them  learn  how  to  buy,  that  they  might  better  know 
how  to  sell  intelligently.    I  would  have  them  practice 
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writing  ads.,  designing  window  cards,  and  writing  cir- 
cular letters.   All  this  work  I  have  done  myself. 

Faith  as  a  Factor. 

"My  yoiing  friend,  yon  can't  make  a  success  of  this 
business  without  faith  in  it.  I  mean  you  have  got  to 

believe  in  good  paint,  in  varnish  that  won't  crack  and 
spot,  in  good  enamels;  and,  mark  my  word,  you  can't 
atford  to  tie  up  to  a  line  that  isn't  as  honest  as  the 
Bible.  Yes,  I  am  something  of  a  religious  man  and  I 
believe  the  Bible  is  the  best  school  book  ever  published. 

Notice  that  ad.?  Well,  there's  what  I  call  'Bible  Eng- 
lish' and  it's  a  selling  ad.,  too.  I  sold  a  window  full 

of  poor  sellers  on  that  one  ad. 

"Hustle!  That's  the  secret.  Don't  loaf  on  the  job. 
Be  doing  something  all  the  time.  Why  the  man  who 

idles  and  bides  his  time  is  doomed.  He  can't  get  by. 
They  won't  let  him!  Hustle.  Push.  Work.  Dig. 
Advertise  your  goods  in  the  paper  day  by  day  and  have 

be  given  producers  to  work  off  any  six  hoop  casks  they 
may  have  in  stock  at  the  stills.  Notice  has  been  sent 
to  all  cooperage  concerns  that  six  hoop  barrels  Avill 
not  be  accepted  hereafter. 

The  additional  cost  of  the  two  extra  hoops  is  said  to 
be  about  ten  cents  per  barrel.  This,  it  is  claimed,  is 
more  than  offset  by  the  better  package  and  the  result- 

ing saving  of  leakage. 
As  stated  above,  the  cost  will  only  be  10  cents  extra 

on  a  45-gallon  barrel,  so  the  difference  in  price  to  the 
retailer  will  not  amount  to  much.  The  chances  are 
that  part  of  this  extra  cost  will  be  absorbed  by  the 
barrel  manufacturer  and  maybe  some  by  the  producer. 

EXPLAIN  ABOUT  CHEAP  VARNISH. 

The  dealer  who  understands  true  economy  is  the 
dealer  who  discriminates  in  his  varnish,  says  an  ex- 

Tliis  shows  the  Paint  Department  of  Jones  &  Sawyer,  a  Minneopolis  Hardware  firm.  The  stock  of  paint 
occupies  twelve  sections  of  shelving,  and  care  is  taken  to  keep  the  cans  and  labels  fresh  and  clean.  Brushes 
are  displayed  in  a  show  case  in  front  of  the  paint  shelving 

an  electric  sign  at  night.  Keep  the  people  coming  your 

way." This  man,  robust,  active,  hearty,  is  enthusiastic  over 
the  opportunities  that  lie  before  the  Canadian  paint  and 
varnish  dealer  of  to-day.  His  views  will  help  pave  the 
way  successward. 

CHANGE  IN  TURPENTINE  BARRELS. 

The  Board  of  Directors  of  the  Savannah  Board  of 

Trade,  the  governing  body  in  naval  stores'  matters,  has 
adopted  a  trade  rule  requiring  that  hereafter  spirits 
of  turpentine  shall  be  placed  in  eight  hoop  barrels,  in- 

stead of  six  hoop  barrels  as  heretofore.  The  new  rule 
goes  into  effect  immediately,  but  a  reasonable  time  will 

change.  The  man  who  pays  a  dollar  for  a  gallon  of 
varnish,  which  cracks  and  looks  shabby  in  a  couple  of 
months,  you  can  readily  see  is  paying  a  bigger  price 
.than  the  man  who  pays  three  dollars  and  twenty-five 
cents  for  a  gallon  of  varnish  which  will  look  as  good  in 
the  end  of  a  year  as  it  does  now,  and  will  continue  to 
wear  and  give  satisfaction. 

AN  EXPLANATION 

Through  an  oversight  we  omitted  mentioning  that  the 
cut  of  the  interior  of  J.  C.  Stewart's  Store,  Grayson, 
Sask.,  on  pages  5-4  of  our  last  issue,  was  published 
through  the  courtesy  of  F.  Stevens  &  Co.,  Limited, 
paint  manufacturers,  Winnipeg. 
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Co-Operate  with  the  Manufacturer 

By  the  Observer 

In  order  to  make  a  success  in  the  paint  department, 
co-operation  with  the  manufacturer  whose  line  you 
are  handling  is  absolutelj^  necessary.  A  manufacturer 
may  spend  any  amount  of  money  in  advertising  to 
help  the  retailer,  but  unless  the  latter  lends  him  every 
assistance  possible,  the  most  is  not  being  made  out  of 
the  line. 

At  all  times  a  dealer  should  be  ready  to  work  hand 
in  hand  with  the  manufacturer,  if  he  is  going  to  make 
money  out  of  the  line  and,  at  the  same  time,  give  satis- 

faction to  his  customers. 

Not  only  should  the  proprietor  co-operate,  but  he 
should  instruct  all  his  clerks  to  do  likewise.  Some 
dealers  buy  a  stock  of  paint  and  when  it  arrives,  put 
it  on  their  shelves  and  leave  it  there  to  sell  itself. 
The.y  may  continue  to  get  along  in  this  way,  but  in  99 
cases  out  of  100,  if  a  man  follows  this  policy  on  all 
his  lines,  it  will  not  be  long  before  the  assignee  is  ad- 

vertising a  bankrupt  stock. 
Retailers  should  read  carefully  the  instructions  as 

to  how  to  apply  different  paints  and  specialties,  and 
also  read  all  the  literature  sent  out  by  the  maniifac- 
turer.  Then  when  a  customer  who  intends  doing  some 
brightening  up,  conies  in  and  is  in  doubt  as  to  what  to 
use,  the  dealer  knows  what  to  recommend.  When  a 
wrong  preparation  is  suggested  and  the  job  on  which 
it  is  used  proves  unsatisfactory,  it  means  that  the 
customer  will  put  up  a  big  kick  and  his  trade  is  lost 
forever. 

Paint  manufacturers  are  constantly  receiving  ques- 
tions on  how  to  reduce  paint.  If  the  retailer  would 

only  take  the  trouble  to  look,  he  would  find  instruc- 
tions printed  on  the  can,  and  by  telling  a  ciLstomer 

when  the  sale  is  made,  it  creates  a  better  feeling  be- 
tween the  buyer  and  seller.  Very  often  dealers  have 

recommended  boiled  oil  when  raw  oil  should  be  used. 

The  other  day  a  lady  came  into  the  store  of  B.  E. 
French,  Caledonia,  Ont.,  and  stated  she  had  just  had 
a  hardwood  floor  put  down,  and  asked  for  a  crack 
crevice  filler.  Mr.  French  got  a  can  from  the  shelves 
and  asked  her  what  she  was  going  to  do  with  it.  She 
stated  she  had  a  floor  to  finish.  He  knew  what  she 
asked  for  was  no  good  for  the  purpose  she  wanted, 
so  told  her  so,  and  showed  her  some  wo.od  paste  filler 
and  told  her  hov.'  it  was  used.  Before  she  left  the 

store  he  had  sold  her  a  3-lb.  tin  of  this,  some  "Wonder 
Lac"  and  some  floor  wax. 

"If  I  had  not  known  what  was  best  for  her  pur- 
pose," said  Mr.  French  to  the  Hardware  Journal,  "and 

sold  her  what  she  originally  asked  for,  goodness  only 
knows  what  would  have  happened.  Then,  too,  when 
customers  see  you  know  what  you  are  talking  about 
and  that  you  are  taking  a  personal  interest  in  their 
purchase,  it  inspires  their  confidence  in  you  and  assures 
future  trade. 

The  manufacturer  is  always  willing  to  help  the  deal- 
er close  up  a  hard  sale  and,  like  the  important  firms, 

will  send  one  of  their  travellers  to  help  out.  Many 
big  orders  have  been  closed  in  this  way,  and  if  a  re- 

tailer, when  he  finds  he  is  having  difficulty  in  secur- 
ing an  order,  would  sit  down  and  write  a  note  to  the 

firm  he  represents,  the  latter  would  be  only  too  will- 
ing to  give  all  the  assistance  possible.  Unfortunately, 

many  retailers  will  not  do  this,  either  because  they 
consider  it  a  bother  or  do  not  want  to  trouble  the 
manufacturer.    The  latter  is  a  foolish  idea,  for  paint 

men  like  to  receive  inquiries  of  this  kind.  It  shows 
the  retailer  is  taking  an  interest  in  his  work,  and  that 
he  is  anxious  to  push  his  line. 

Many  stories  can  be  told  of  how  a  retailer,  with  the 

aid  of  the  manufacturer's  representative,  has  closed 
up  a  deal  for  a  good  order.  Any  retailer  can  secure 
a  lot  of  extra  business  if  he  will  only  take  a  little  time 
and  get  out  and  hustle  for  it.  A  couple  of  weeks  ago, 
a  dealer  on  Queen  Street  east,  Toronto,  sold  a  man  a 
small  quantity  of  paint  to  do  some  inside  work.  He 

knew  that  the  customer's  house  was  badly  in  need 
of  a  little  touching  up,  so  he  approached  the  painter 
who  was  doing  the  job  and  tried  to  sell  him  the  paint 
to  do  it.  The  latter  said  he  had  nothing  to  do  with 
Inlying  the  paint,  but  would  be  glad  if  the  owner 
would  have  the  job  done  as  he  (the  painter)  was  short 
of  work  at  the  time.  The  dealer  knew  the  owner  was 
a  pretty  close  man  and  telephoned  for  assistance  to 
close  the  job  to  the  firm  he  represented.  The  latter 
sent  a  traveller  and  the  two  of  them  called  on  the  man 
and  pointed  out  how  much  the  appearance  of  his 
house  would  be  improved,  the  wood  preserved,  and 
other  points.  Before  they  left,  the  man  had  bought 
several  gallons  of  prepared  paint. 

Jas.  McGregoii,  of  McGregor  &  Co.,  Caledonia,  re- 
cently went  out  into  the  country  with  a  traveller  and 

called  on  several  farmers  whom  he  heard  were  about 
to  do  some  painting.  By  good  selling  talk,  he  sold  80 
gallons  of  paint  in  the  one  day. 

If  one  man  can  get  good  business  like  this,  why  can 

not  every  one.  Get  out  and  dig.  Don't  sit  down  and 
wait  for  the  cow  to  back  up  and  be  milked ;  get  after 
the  cow. 

PYRAMID  DISPLAYS  OF  PAINT. 

"My  first  move,"  remarked  W.  G.  Ballantyne,  of 
the  Toronto  branch  of  the  Sherwin-Williams  Company, 
when  interviewed  by  the  Journal,  "would  be  to  make 
a  big,  splashy  Aviiidow  display,  using  lots  of  advertis- 

ing matter  and  arranging  the  cans  in  pyramid  style. 
Nearly  every  town  and  village  in  the  country  boasts 
a  newspaper,  and  I  would  certainly  advertise  in  mine. 
I  would  most  certainly  use  a  cut,  as  I  believe  this 
adds  much  to  the  appearance  of  an  advertisement.  In 
the  ad.  I  would  ask  them  to  drop  in  some  time  when 
they  were  passing,  and  let  me  enlighten  them  on  the 
best  stuff  to  use  for  various  purposes,  and  how  to  use It. 

"Naturally,  I  would  handle  the  paint  of  a  house 
that  was  well  known  and  that  had  a  good  reputation 
behind  it.  Then  when  I  sold  a  can  of  paint  I  would 
know  it  would  give  good  service. 

"Reading  the  literature  furnished  by  the  manufac- 
turer and  studying  the  talking  points  and  merits  of 

the  various  lines  is  essential  to  success.  By  doing  this 
you  are  in  a  position  to  talk  Avisely  to  a  customer  and 
stand  a  much  better  chance  of  landing  him.  Paint  is 
an  article  that  is  required  by  every  householder  at  one 
time  or  another,  and  if  you  sell  him  some  and  it 
makes  a  satisfactory  job,  you  are  assured  of  his  further 

patronage.  ' "If  a  customer  is  busy  deciding  whether  or  not  he 

will  buy,  do  not  run  away  to  wait  on  another.-  Stick 
with  him  and  if  he  shows  hesitancy,  drill  into  him  the 

good  points  of  your  line. 
"See  that  the  labels  on  your  tins  are  clean.  If  some 

are  not,  make  up  a  list  of  what  you  need  and  send  to 

the  dealer.    He  will  gladly  furnish  extra  ones." 
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Co- Operative  Bargain  Days  in  Small  Towns 
By  R.  A.  Murray 

WHAT  chance  has  the  dealer  with  a  f
ew  thous- 

and doHars,  carrying  a  limited  nmber  of  ar- 
ticles, as  compared  with  the  great  mail  order 

houses  of  our  country,  who  flood  our  com- 
iiiuuities  with  advertising  at  an  expense  that  would 
crush  the  ordinary  merchant?  And  every  merchant 
who  cares  a  penny  about  the  future  must  do  his  part 
in  fighting  the  battles  of  his  fellow-merchant.  He 
owes  this  duty  to  himself;  to  the  community,  of  which 
he  is  an  impoi-tant  factor  and  to  the  consumer  who  is 
dependent  upon  him  to  care  for  his  produce,  and  for 
a  supply  of  good  merchandise  at  reasonable  prices; 
hence,  the  Co-operative  Bargain  Day. 

The  Bargain  Day.  you  Avill  agree  with  me,  is  an  ad- 
vertising medium  for  the  merchant  and  the  community 

in  which  it  is  held.  It  not  only  benefits  the  merchant, 
but  the  community  at  large.  It  keeps  hundreds  of 
dollars  in  our  towns,  and  brings  hundreds  of  other 
dollars  to  our  towns ;  helps  educate  the  penny-wise  and 
pound-foolish  man  to  spend  his  money  at  home.  Also 
teaches  him  what  real  values  are,  which  is  but  one 
fonii  of  community  development ;  of  mutual  helpful- 

ness and  co-operation.  Prosperity  abides  where  money 
circulates.  Money  we  must  have  to  pay  our  bills, 
and,  on  Bargain  Day.  $1,00  is  Avorth  from  $1.10  to  $1.30 
to  any  of  the  customers  who  participate,  and,  in  a 
great  many  instances,  $1.02  to  $1.10  to  the  retail  mer- 

chant in  discounting  his  bills ;  therefore,  the  merchant, 
as  well  as  the  consumer,  has  made  his  dollar  talk  for 
him  to  the  tune  of  from  2  to  30  per  cent. 

A  Big  Game. 
The  great  mail  order  concerns  are.  in  a  measure, 

striving  to  centralize  trade,  and  it  is  up  to  us  mer- 
chants to  do  our  part  to  keep  our  dollars  in  the  com- 

munity in  which  we  live.  It  is  a  great  big  game,  and 
you  have  your  part  to  play,  and  should  never  lay  down 
your  hand.  One  merchant  cannot  play  the  whole 

game.  It  is  every  merchant's  duty  to  take  a  hand,  and 
play  every  card,  so  that  his  fellow-merchant  will  be 
benefited  as  well  as  himself. 

Those  of  you  who  have  experienced  the  Bargain 
Day  Avill  agree  with  me  that  it  does  make  a  noise  and 
will  make  money  circulate.  To  those  of  you  who  have 
not  attended  one,  I  wish  to  cite  our  town,  Ravenna, 
where  we  have  had  several  successful  Bargain  Days. 

The  first  Bargain  Day  was  planned  to  be  on  Sep- 
tember 26.  when  trade  was  dull  all  over  the  state. 

Something  had  to  be  done  to  arouse  interest. 
It  Avas  decided  that  each  merchant  choose  an  article 

that  Avould  not  conflict  Avith  any  other  article  to  be 
sold  on  that  day  by  any  other  merchant.  An  article 
that  Avas  seasonable  and  to  make  a  price  on  it  that 
Avould  take,  or.  in  other  words,  that  the  public  knew 
Avas  a  bargain,  as  Ave  Avished  to  carry  out  Avhat  the  day 

indicated,  "A  Real  Bargain  Day." 
There  Avere  tAventy-four  members  of  our  local  fed- 

eration, and  our  president  appointed  three  members 
to  collect  the  advertising  from  each  merchant  for  the 
article  he  had  chosen  to  make  the  bargain  on.  and 
make  arrangements  Avith  our  editor  for  the  printing 
of  our  advertising  matter. 

Advertising  Methods. 
The  bills  Avere  gotten  up  in  an  attractive  manner, 

Avith  an  explanation  of  Avhat  the  Bargain  Day  Avas  to 

*  Address  before  the  Federation  of  Nebraska  Retailers. 

be,  and  that  every  article  advertised  Avould  absolutely 
be  sold  only  on  that  day  at  the  prices  advertised,  and 
for  cash  only.  Our  bills  Avere  made  a  supplement  of 
the  Ravenna  NeAvs  and  one  of  the  main  headlines  on 

the  front  page  of  his  paper  was  "A  Story  of  Thrift" 
— hoAv  a  farmer  might  figure  to  take  advantage  of  an 
opporunity,  Bargain  Day,  September  26th. 
An  auctioneer  Avas  advertised  to  be  on  hand  that 

day,  to  be  at  the  disposal  of  anyone  who  wished  any- 
thing to  be  sold  at  auction,  from  the  hours  of  1  to  3 

p.m.  This  auction  Avas  held  on  Main  street  in  the 
business  section  of  our  toAvn,  thus  making  a  market 
for  the  farmers  AA'ho  might  attend,  and,  let  me  say,  it 
proved  to  be  a  drawing  card. 

Free  Shows. 

The  moving  picture  shoAv  Avas  taken  over  by  the 
merchants  for  the  afternoon  of  Bargain  Day,  and  was 
run  Avith  open  doors  to  all  Avho  Avish'^d  to  attend,  free 
of  charge,  and  proved  to  be  a  treat  to  a  great  many 

country  people  and  children.  Every  merchant  decor- 
ated his  AvindoAvs  prior  to  the  Bargain  day  Avith  the  ar- 

ticles he  Avas  to  have  on  sale,  and  all  Avere  instructed 
to  talk  Bargain  Day  from  morning  until  night,  and  let 
the  public  knoAv  that  real  bargains  Avould  be  offered, 
and  some  merchants  sent  personnl  letters  to  the  trade 
telling  Avhat  he  had  in  stock,  etc. 

The  morning  of  Bargain  Day  came.  It  Avas  a  fine 
day,  and  flags  and  bunting  Avere  flying  from  nearly 
every  business  house,  and  a  stranger  coming  to  toAvn 
would  have  thought  that  carniA^al  Avas  in  full  SAvay, 

and.  sure  enough,  there  Avas  a  "Carnival  of  Real  Bar- 

gains." 

Town  Filled  With  People. 

Our  stores  Avere  to  open  by  9  o'clock,  and  11  o'clock 
our  toAvn  Avas  filled  Avith  people.  Our  livery  barns 
Avere  filled  to  their  capacity  with  the  teams  of  bar- 

gain seekers,  and  .some  of  our  merchants  had  run  out 
of  the  article  advertised,  but  their  brother  merchants, 

having  the  co-operative  spirit,  came  to  the  rescue  and 
supplied  from  their  stock,  so  that  no  bargain  seekers 

Avoiald  be  disappointed.  To  show  you  AA'hat  some  of 
our  merchants  disposed  of  in  quantity:  One  selling 
1.390  yards  of  ginghams;  one  grocery  store  selling  600 
baskets  of  grapes ;  another  45  dozen  brooms,  and  an- 

other merchant  1,860  rods  of  field  fence.  Of  course, 
this  Avas  not  all  that  Avas  sold,  but  merely  some  of  the 

leaders.  The  prices  at  AA'hich  they  had  been  sold  sure- 
ly made  them  leaders.  And  let  me  say  right  here  to 

any  AA^ho  may  attempt  a  Bargain  Day  as  Ave  haA^e: 
First — Put  up  an  article  that  is  seasonable. 
Second — Make  your  bargain  on  an  article  of  quality. 
Third — Make  it  a  Real  Bargain. 

There  is  a  class  of  people  AA-ho  buy  of  us  merchants 
AA'hen  they  have  to ;  if  they  find  that  Ave  have  bargains 
that  they  cannot  resist,  but,  AA^hen  things  are  about 
even  in  their  minds,  they  are  not  going  out  of  their 
Avay  to  serve  you.  Those  are  the  people  Ave  wish  to 
educate,  and  the  Bargain  Day  Avill  do  it. 

Stimulates  Trade. 

Of  course,  no  merchant  cares  to  push  his  bargain — 
as  is  the  policy  of  the  big  department  stores,  I  am 
told — but  it  is  Avhat  the  bargain  carries  Avith  it  he 
Avishes  most  to  sell.  As  I  haA^e  said  before,  the  Bar- 

gain Day  stimidates  trade,  and  you  Avill  agree  Avith 
me  that  in  all  lines  of  business  trade  Avas  40  per  cent. 
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lighter  than  it  was  in  1910,  and,  in  a  number  of  lines, 
60  per  cent.  It  is  possible  that  this  is  a  little  over 
estimated,  but  I  have  prepared  a  table  showing  the 
business  done  in  our  town  two  of  our  Bargain  Days, 
dates  as  follows:  September  26th  and  October  24th, 
1911. 

There  are  49  business  interests  represented  on  our 
town,  exclusive  of  banks,  as  follows: 

3  restaurants. 
2  livery  barnes. 
3  hotels. 
3  pool  halls. 
4  exclusive  grocery  stores. 
1  harness  shop. 
1  bakery. 
2  hardware  stores. 
2  clothing  stores. 
2  implement  dealers. 
1  news  stands. 
5  saloons. 
2  lumber  yards. 
3  barber  shops. 
3  drug  stores. 
3  dry  goods  and  groceries. 
1  exclusive  dry  goods  store. 
1  racket  store. 
1  millinery. 
2  meat  markets. 
2  furniture  stores. 
1  music  store. 
1  exclusive  boot  and  shoe  store. 

There  were  24  of  the  above  represented  in  our  first 
Bargain  Day,  and  28  in  our  second,  leaving  25  and  21 
respectively  not  represented  in  our  circular  mailed  to 
and  listed  bargains  in  their  windows,  and  advertised 
the  public,  but  they  took  advantage  of  our  advertising 
by  hand  bills. 

By  the  kindness  of  the  above  49  merchants  in  Ra- 
venna, I  have  secured  the  following  figures: 

September  26,  1911.— 
Cash  sales  $4,768.40 
Collections   894.26 
Credit  sales   462.28 

October  24,  1911,— 
Cash  sales   $5,036.22 
Collections  782.40 
Credit  sales    492.84 

Total  For  Both  Days.— 
Cash  sales  $9,804.62 
Collections  :   1,676.66 
Credit  sales    955.12 

Same  Days  In  1910. — 

Cash"  sales  $,264.74 Collections   2,084.26 
Credit  sales    1,366.80 

Now,  considering  the  year  just  past,  it  shows  what 
a  Co-operative  Bargain  Day  will  do  for  a  community. 
The  cash  that  changed  hands  was  $11,381.28,  in  com- 

parison with  a  year  ago  on  the  same  dates,  $6,349.00, 
while  the  credit  sales  of  the  year  previous  were  $411.68 
in  excess  of  Avhat  they  were  on  our  Bargain  Days. 

!  think  this  is  a  pretty  good  showing  for  a  town  of 
1,200  people,  and  a  population  of  6,000  within  a  radius 
of  ten  miles,  being  an  expenditure  of,  approximately, 
$10.00  to  the  family  on  the  two  days  mentioned.  This 
was  surely  surprising  to  most  of  our  business  men, 
and  our  Bargain  Days  were  talked  the  country  over. 

No  doubt  you  would  like  to  know  of  the  expense  of 
conducting  such  a  Bargain  Day.  Including  printing 
and  mailing,  our  tirst  Bargain  Day  cost  us  $3.47  per 
member,  twenty-four  merchants  participating,  and 
having  contracted  for  more  territory,  and  each  bill 
was  enclosed  in  a  separate  envelope.  Now  you  can 
see  why  I  said  our  editor  is  surely  loyal  in  more  ways 
than  one.    We  took  his  subscription  list,  and  did  not 

send  separate  circulars,  he  having  made  our  bill  a  sup- 
plement to  his  paper,  thus  saving  us  a  cost  of  probably 

$17.00  alone  on  postage,  or,  approximately,  75  cents 
per  member. 

Skeptical  People. 

Some  people  become  skeptical  of  the  bargain  day, 
and  figure  that  if  the  bargain  day  is  good  for  the  mer- 

chant, selling  his  bargain  without  a  profit  continually, 
or  from  month  to  month,  he  is  surely  taking  advant- 

age in  some  way.  We  did  not  wish  to  destroy  the 
confidence  of  the  public,  which  I  think  is  done  in  a 
great  many  places  in  putting  on  a  sale.  The  consumer 

figures!  out  th'at  they  are  not  selling  their  wares  below 
cost,  and  they  reason  that,  if  he  can  throw  off  a  large 
per  cent.,  he  has  been  simply  charging  too  much. 
Along  this  line  I  would  suggest  that,  in  putting  on  a 
Bargain  Day,  you  put  up  an  article  that  has  a  small 
margin  of  profit.  I  also  suggest  a  Bargain  Day  every 
sixty  to  ninety  days — ^sixty  days,  preferable. 

The  Bargain  Day,  in  a  measure,  puts  before  the  pub- 
lie  the  business  interests  of  your  town,  and  the  town 
that  eaters  to  its  surrounding  community,  is  bound  to 
prosper.  The  Bargain  Day  brings  together  the  people 
of  the  country  and  town  in  which  it  is  held,  and  makes 
the  farmer,  laborer,  banker  and,  in  fact,  every  individ- 

ual, become  more  interested  in  making  your  town  a 
favorite  above  other  competing  towns.  It  shows  the 
spirit  of  the  merchants  of  your  town  who  are  enterpris- 

ing and  determined  to  get  the  business  that  rightfully 
belongs  to  them.  It  makes  the  merchant  realize  more 
than  ever  that  co-operation  is  a  large  element  in  the 
success  of  any  line  of  business,  and  it  creates  public 
spirit  in  the  minds  of  the  men  united. 

SEVEN  BUSINESS  SECRETS 

Make  up  your  mind  to  imrk  at  somethiug 
really  worthy  of  your  imrk  and  iwrk  hard. 

The  stirest  way  to  make  money  is  to  save 
money,  and  to  use  what  you  save. 

Don  t  be  afraid  of  long  hours  or  constant 
attention  to  your  work. 

Work  caTi  be  made  a  Joy,  and  economy  a 
pleasure,  if  you  combiiw  an  object  worth  while 
with  the  determined  ambition  to  win. 

Work  where  the  interest  of  the  man  who  works 
is  centered  becomes  a  source  of  real  gratification 
of  honest  pleasure  and  accomplishment. 

Any  young  man  can  get  rich,  can  succeed  in 
business  if  he  saves,  if  he  has  a  definite  and 
honest  purpose  and  is  so  tilled  with  the  purpose 
that  work  ceases  to  be  a  hardship  and  becomes  a 

privilege. 
Look  at  things  with  optimism  in  your  heart. 

Go  into  some  small  business  and  work  to  make  it 

into  a  big  one. — Frederick  Weyerhaeuser. 

The  men  whom  I  have  seen  succeed  in  life  have  al- 
ways been  cheerful  and  hopeful  men,  who  went  about 

their  business  with  a  smile  on  their  faces  and  took 
the  changes  and  chances  of  this  mortal  life  like  men, 
facing  rough  and  smooth  alike  as  it  came. — Charles Kingsley. 
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Patterns  for  the  Tinshop 

Inquiries  from  subscribers  will  be  answered 

by  G.  L.  Gray,  founder  of  Gray's  School New  York. 

shown  by  M,  strike  sweep  intersecting  PDF,  which 
completes  one-half  pattern  for  base. 

The  side  and  end  views  are  not  required  to  make  the 
pattern.  I  only  show  them  to  give  the  mechanic  a 
clearer  idea  of  the  whole  construction.  One-half  plan 
is  all  that  is  required,  as  the  height  is  made  to  suit  the 
width  of  iron  from  which  it  is  to  be  made. 

SMOKE  STACK  BASE  IN  TWO  PIECES. 

3y  G.  L.  Gray. 

First  draw  plan  the  required  size  and  erect  centre 
line  A.  Draw  side  and  end  views  as  shown.  Space  the 
circle  in  plan  in  eight  equal  spaces,  spacing  half  a 
space  each  side  of  centre  line  shown  by  DD,  which 
leaves  four  full  spaces  between,  shown  by  E.  Draw 
centre  line  A  for  pattern  indefinitely.    Draw  line  for 

HOW  TO  MEASURE  FOR  METAL  CEILINGS. 
First  take  the  actual  dimensions  of  the  room  in  feet 

and  inches,  then  add  to  each  dimension  twice  the  depth 
of  the  cornice  to  be  used.  Add  to  this  4  inches  for 
variation.  For  example,  take  a  room  the  measurements 
of  which  are  15  feet  0  inch  by  39  feet  0  inch. 

If  your  cornice  extends  down  on  the  wall  12  inches, 
add  24  inches  to  each  dimension,  and  then  add  4  inches 

(Smoke,  stxck  bAJ_e, 

base  at  right  angles  to  centre  line.  Mark  the  required 
distance  each  side  of  centre  line.  The  distance  shown 

in  side  view  BB.  The  height  of  centre  line  in  pat- 
tern is  taken  from  side  view  marked  centre  line  AHD. 

Set  compasses  on  plan,  taking  half  space  D,  and  place 
it  on  each  side  of  centre  line  as  shown  by  DD  in  pat- 

tern. Draw  lines  GG  intersecting  D  and  H.  With  the 
compasses  take  space  E  from  plan,  strike  arc  EE  in 
pattern.  With  large  compasses  or  trammel  points,  set 
at  H  and  D,  strike  line  intersecting  arcs  EE.  Draw 
lines  JJ  from  intersecions,  at  E,  to  H.  With  compasses 
take  distance  HK  on  plan.  Set  compasses  at  H  in  pat- 

tern strike  arc  K.  Take  the  distance  of  half  space  in 
plan  marked  F,  place  compasses  at  E  in  pattern,  strike 
arcs  FF.  Draw  lines  L  through  arcs  FK.  Place  square 
on  line  L,  draw  lines  KH  at  right  angles  to  line  L. 
Reverse  square  on  line  L,  draw  lines  FE  at  right  angles 
to  line  L.    Set  compasses  on  centre  line  of  pattern 

for  variation  to  each  dimension,  which  is  tabulated  as 

f  ollow^s : — Size  of  room  15  ft.  0  in.  x  39  ft.  0  in. 
Cornice   2  ft.  0  in.  x  2  ft.  0  in. 
For  variation    0  ft.  4  in.  x  0  ft.  4  in. 

Total  17  ft.  4  in.  X  41  ft.  4  in. 

We  now  have  the  dimensions,  17  feet  4  inches  by  41 
feet  4  inches ;  multiplied,  gives  the  actual  number  of 
square  feet  of  metal  in  the  entire  ceiling,  cornice,  etc., 
namely  716  square  feet. 

The  deeper  the  cornice  the  greater  the  cost  of  the 
material.  The  selection  of  its  depth  shall  be  governed 
by  the  height  of  ceiling.  For  a  room  12  feet  high  the 
depth  of  plate  must  be  considered  in  making  a  selec- 

tion of  designs.  After  the  selection  has  been  made  and 
the  price  agreed  upon,  multiply  the  cost  of  the  metal 
by  the  square  feet  in  the  ceiling.  To  this  must  be 
added  the  cost  of  labor  for  erecting. 
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STORING  STOVES  A  PROFITABLE  BUSINESS. 

The  storing  of  stoves  during  the  summer  months  is 
not  generally  practised  by  hardware  dealers,  but  to 
those  who  have  tried  it,  it  has  proved  a  protitable 
business.  Not  only  is  there  a  profit  in  taking  eare  of 
the  ranges,  but  the  people  who  store  them  become  in- 

terested in  the  dealer's  store  and  this  means  extra 
business. 

Of  course,  one  must  have  room  if  he  is  going  into 
this  work,  but  the  basement,  a  shed  at  the  back  of 
the  store,  or  any  place  where  the  goods  will  not  be 
exposed  to  the  elements,  will  do  admirably. 

One  firm  who  have  done  this  for  two  or  three  years, 
last  year  handled  500  stoves.  At  a  charge  of  $5  per 
stove,  this  brought  in  $2,500.  For  this  $5  they  take  the 
stove  down,  store  it  for  the  summer  and  set  it  up 
again.  During  the  S'ummer,  they  do  over  each  stove, 
give  it  a  thorough  cleaning  and  clean  and  polish  all 
the  nickel.  If  any  are  found  in  need  of  repair,  the 
owner  is  notified,  and,  if  the  repairs  are  made,  the 
amount  is  charged  against  the  customer.  This  is  an- 

other source  of  profit. 
For  cleaning  the  nickel  parts,  a  buffing  machine  has 

been  installed.  This  has  since  paid  for  itself  in  the 
increased  number  of  stoves  handled. 

By  using  tags  similar  to  those  here  reproduced,  a 
careful  tab  is  kept  on  each  stove.  The  smaller  tag  is 
filled  in  and  put  on  the  stove  before  it  leaves  the  cus- 

tomer's house,  and  when  the  stove  reaches  the  store 
room  a  receipt  is  made  out  on  the  larger  form  and 
mailed  to  the  customer. 

The  person  who  is  putting  the  stove  into  storage  is 
obliged  to  state  what  value  is  placed  on  it,  and  then 
the  firm  places  insurance  to  cover  this  amount. 

It  is  natural  that  when  a  cold  spell  comes  in  the 
faFl  there  will  be  a  big  rush  for  stoves.  To  offset  this, 
the  customer  should  be  notified  when  the  stove  is 

being  taken  away  in  the  spring  that  three  days'  notice 
must  be  given  when  it  is  wanted  again  in  the  fall. 

Besides  the  profit  on  the  storage  and  on  the  repairs, 
there  is  another  point  in  favor  of  this  work.  It  en- 

ables a  retailer  to  see  when  a  stove  is  almost  beyond 
repair  and  a  new  one  needed.  These  prospects  can 
l)e  followed  with  a  personal  canvass,  with  frequently 
good  results. 

Dealers  who  intend  going  into  this  work  can  point 
out  to  the  customer  that  it  is  worth  $5  to  have  the 

stove  given  a  thorough  over-hauling  by  experienced 
men  and  that  the  range  is  out  of  the  way  during  the 
hot  summer  months. 

SCHOOL  HEATING. 

The  subject  of  heating  and  ventilating  the  ordinary 
school  building  is  of  vital  importance  to  the  heating 
contractor  and  manufacturer.  Dr.  W.  A.  Evans,  a 
prominent  Board  of  Health  expert,  treats  of  this  sub- 

ject as  follows: 

''The'r*^  e  room  school  generally  stands  exposed  to 

the  wind.  Its  walls  should  be  well  insulated  and  its 
windows  well  chinked  and  provided  with  storm  sashes. 
There  should  be  deadening  beneath  the  fioor,  because 
at  best  the  fioor  will  be  cold.  The  temperature  of  the 
room  must  not  go  above  68  degrees,  and  the  wet  bulb 
must  stand  as  high  as  56  degrees.  The  room  miist  be 
blown  out  by  opening  the  doors  at  least  three  times 
during  each  day,  and  the  children  must  come  from 
play  into  a  room  with  a  temperature  of  60  degrees. 

"We  will  assume  that  the  room  is  heated  by  a  stove 
located  toward  the  center.  The  stove  must  be  jacket- 

ed so  that  air  flows  between  the  jacket  and  the  hot 
iron  wall.  It  must  be  set  close  to  the  floor  and  be  pro- 

vided Avith  perforations  in  the  jacket  to  suck  in  cold 
air  from  the  floor  zone  and  warm  it  up.  Fresh  air 
should  be  taken  through  pipes  which  lead  from  under- 

neath the  house  to  the  jacket  and  space  around  the 
stove.    These  ducts  should  be  provided  with  dampers. 

"Outlets  provided  Avith  dampers  should  open  through 
the  roof  or  into  an  unused  attic,  where  there  is  one. 
At  least  one  outlet  should  be  around  the  stovepipe  to 
get  the  lift  of  the  heat  in  the  pipe  as  a  means  of  emp- 

tying the  foul  air  from  the  room.    If  it  is  necessary 

Storage  Receipt     Ai_I-599  . DnU   JttaetMd  of  — 
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Storage  Receipt  made  out  when  Stove reaches  store  and  mailed  to  customer Tag  placed  on  Stove  before removing  it  from  house 

to  economize  fuel  some  of  the  fresh  air  can  be  brought 
in  through  a  tube  Avithin  or  alongside  the  stovepipe 
so  as  to  use  some  of  the  Avaste  heat  of  the  smoke  or 

to  preheat  the  fresh  air. 
"In  order  to  moisten  the  air  the  upper  part  of  the 

stove  should  be  occupied  by  a  water  pan  several  feet 
square.  The  water  must  be  near  the  boiling  point. 
Gallons  must  be  evaporated  each  day — say  ten  to 
twenty — enoxigh  to  keep  the  humidity  over  40. 

"To  clean  the  air,  cheesecloth  filters  should  be  placed 
in  the  intake  pipes.  These  consist  of  tAvo  frames  ar- 

ranged like  an  embroidery  frame.  Into  this  frame  a 
fresh  piece  of  cheesecloth  can  be  inserted. 
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"The  standards  for  country  school  ventilation  are. 
"Temperature,  68  degrees. 
"Foot  y.one  temperature,  65  degrees. 
"Wet  bulb  temperature,  56  degrees. 
"Clean  air. 
"Clean  floor. 

"Air  freshened  several  times  a  day.'.' 

THE  CASE  FOR  HOT-AIR  HEATING. 

There  are  but  three  practical  systems  of  heating 
based  on  the  indirect  method,  namely;  indirect  steam 
or  vapor  heating,,  indirect  hot  water  heating,  and  warm 
air  furnace  heating,  says  a  writer  in  House  and  Gar- 
den. 

Of  these  systems  the  warm  air  furnace  system,  pro- 
perly installed,  is  the  most  practical  system  for  heat- 

ing and  ventilating  999  of  every  1,000  residences. 
The  indirect  steam  or  vapor  or  hot  water  radiation 

systems  have  no  real  advantages  over  the  warm  air 
furnace  system  for  heating  and  ventilating  residences. 
In  fact  they  have  many  disadvantages,  such  as  cum- 
bersomeness  (occupying  as  much  as  35  per  cent,  of 
all  the  space  in  the  basement),  dilficulty  of  operation, 
extravagant  fuel  consumption  (50  per  cent,  to  100  per 
cent,  more  than  good  furnace  heating),  high  cost  of 
maintenance  and  excessive  first  cost  (twice  the  cost  of 
direct  radiation  heating),  difficulty  of  humidifying  the 
air. 

In  contrast  to  these  disadvantages  of  the  indirect 
radiation  system  of  heating  are  the  decided  advan- 

tages of  the  warm  air  furnace  system  which  occujjies 
from  5  per  cent,  to  8  per  cent,  of  the  space  in  a  base- 

ment, is  easy  to  operate^  is  moderate  in  fuel  consump- 
tion (well  installed  furnaces  requires  less  fuel  than  is 

required  to  heat  by  the  direct  radiation  system  because 
of  the  much  greater  average  efficiency  of  good  fur- 

nace as  compared  with  standard  types  of  house  heat- 
ing boilers),  low  in  cost  of  maintenance,  durable  (good 

furnaces  last  f-rom  25  to  40  years),  moderate  in  first 
cost  (a  trifle  less  than  cost  of  direct  steam  radiation 
system). 

The  best  heating  results  in  residences  are  obtained 
with  indirect  systems  of  heating  when  they  are  com- 

pared with  a  formal  system  of  ventilation — consisting 
of  vent  ducts,  vent  registers,  ventilating  shaft,  etc. — 
and  it  is  a  curious  fact  that  the  superior  heating  re- 

sults are  obtained  without  an  increase  in  fuel  consump- 
tion in  the  case  of  the  warm  air  furnace.  In  residences 

there  is  actually  a  reduction  in  the  fuel  consi;mption 
when  a  proper  ventilating  system  is  installed  with  a 
Avarm  air  furnace  system  of  heating,  this  being  due 
to  the  fact  that  the  free  circulation  of  air  through  the 
rooms  makes  it  unnecessary  to  force  the  fire  to  secure 
the  desired  heating  results  To  the  prospective  hoi;se 
owner  it  is  of  interest  to  know  that  the  combined  first 
cost  of  a  good  warm  air  furnace  heating  system,  with 
a  formal  system  of  ventilation,  does  not  exceed  the 
cost  of  a  direct  hot  water  radiation  system. 

DEMONSTRATING  STOVE  SALESMANSHIP. 
At  a  recent  convention  of  retail  hardwaremen  in 

Texas  a  demonstration  was  given  of  a  retail  hardware 
merchant  selling  a  stove  to  a  farmer  who  was  on  the 
market  for  a  stove  and  who  had  become  interested  in 

the  catalogue  houses.  For  the  purpose  the  demon- 
.strator  borrowed  a  stove  from  a  local  jobber.  The 
farmer,  from  reading  the  catalogue  and  talking  to  a 
representative  of  the  catalogue  house,  was  well  posted, 

and  he  had  a  thousand  questions  to  ask.  The  demon- 
strator finally  succeeded  in  convincing  him  that  on  the 

same  grade  of  stove  he  could  meet  the  price  of  the 
catalogue  house,  and  sold  him  the  stove. 

The  demonstrator  emphasized  the  point  that  it  is 
the  most  natural  thing  in  the  world  for  people  to  be- 

come interested  in  the  catalogues  of  the  mail  order 
houses,  and  that  it  is  up  to  the  local  dealer  to  con- 

vince his  customers  that  they  cannot  make  anything 
by  patronizing  such  houses.  He  said  the  catalogue 
houses  employed  the  most  intelligent  methods  of  sales- 

manship that  have  ever  been  devised,  and  that  the 
dealer  would  do  well  to  give  them  a  thorough  study. 
Canadian  associations  might  give  similar  demon- 

strations. 

:  „    PAINTED  RADIATORS  AND  HEATING 
EFFICIENCY 

There  always  has  been  considerable  controversy  be- 
tween stove  and  heating  men  as  to  whether  or  not 

painting  a  radiator  will  lessen  the  amount  of  heat 
given  out  by  said  radiator.  This  question  is  a  vital  one 
iust  now  in  view  of  the  fact  that  householders  at  pre- 

sent are  house  cleaning,  painting  and  generally  im- 
proving the  appearance  of  their  homes.  Factory  man- 

agers, too,  are  busily  engaged  at  this  season  in  bright- 
ening up  their  plants  and  the  opinion  among  them  on 

the  question  is  divided.  Many  of  them  contend  that 
there  is  a  loss  in  efficiency  through  painting. 

It  is  generally  believed  that  there  is  a  great  loss  in 
efficiency  from  painting  radiators.  We  do  not  agree 
with  this  opinion,  however,^  says  The  Locomotive,  and 
it  has  long  been  our  custom  to  require  piping  and 
radiators  to  be  painted  in  colors  appropriate  to  the 
finish  of  the  rooms  in  which  they  are  placed.  Pro- 

fessor C.  L.  Norton,  of  Boston,  Mass.,  made  a  long 
series  of  experiments  upon  the  transmission  of  heat 
through  and  from  painted  surfaces.  His  results  are 
highly  interesting,  and  are  recorded  in  the  nineteenth 
volume,  (1898)  of  the  Transactions  of  the  American 
Society  of  Mechanical  Engineers.  They  have  seem, 
ingly  never  attracted  the  attention  they  deserve.  Tak 
ing  the  amount  of  heat  radiated  from  a  new  pipe  as 
100,  Professor  Norton  obtains  the  following  relative 
values  for  the  heat  radiated,  under  similar  conditions, 
from  pipe  treated  as  indicated: 

Loss  of  Heat  at  200  lbs.  Pressure  from  Bar  Pipe. 
New   pipe   100 
Fair  condition   116 
Eusty  and  black   119 
Cleaned  with  caustic  potash,  inside  and  out..  116 
Painted  dull  white   120 
Painted  glossy  white   100.5 
Cleaned  with  potash  again   116 
Coated  with  cylinder  oil   116 
Painted   dull   black   120 
Painted  glossy  black   101 

It  appears  from  the  foregoing  results  that  the  color 

of  the  pipe  has  little  or  no  efi:'ect  upon  the  radiation 
of  heat,  though  the  condition  of  the  surface  with  res- 

pect to  glossiness  or  dullness  has  quite  a  sensible  in- 
fluence. Thus  a  dull  surface,  whether  it  be  white  or 

black,  has  a  radiative  power  of  120,  and  a  glossy  sur- 
face, whether  white  or  black,  has  a  corresponding 

power  of  only  about  101.  These  results  accord  well 
with  our  experience,  which  is  to  the  effect  that  there 
is  no  loss  in  efficiency  through  making  pipes  and  rad- 

iators harmonize  with  the  general  color  scheme  of  the 
rooms  in  which  they  are  placed,  provided  glossy  fin- 

ishes are  avoided. 
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Vacuum  Cleaners  in  the  Hardware 

Store         :  :  :  : 

The  experiences  of  retail- 
ers in  renting  and  selling 

the  machines. 

The  Christie  Bros.  Co.,  Ltd.,  Owen  Sound:  We  do 
not  consider  that  we  have  been  exceptionally  success- 

ful in  the  sale  of  vacuum  cleaners.  We  have  one  that 
we  rent  for  20  cents  per  hour,  and  during  the  fall  and 
spring  months  we  have  a  fair  demand  for  it.  We  have 
also  sold  pos:sibly  half  a  dozen  in  the  past  year  and  a 
half.  The  rent  of  the  vacuum  cleaner  as  a  general 
thing  creates  a  desire  on  the  part  of  the  user  to  pur- 

chase one  when  they  are  acquainted  with  the  method 
and  working  and  see  what  a  great  labor  saver  it  is. 
We  think  we  have  not  done  as  much  as  might  have 
been  done  in  getting  after  sales  of  this  kind  and  there- 

fore think  we  are  not  qualified  to  give  methods  of 
creating  sales  for  the  vacuum  cleaner. 

#  *    *  * 

Carter  Bros.,  Picton,  Ont. :  Li  reply  to  yours  of  24th 
inst.  re  selling  and  renting  of  vacuum  cleaners,  would 
say  we  have  been  very  successful  in  that  line.  In  sell- 

ing them  we  put  them  out  on  trial  at  a  rental  of  $1 
per  day,  which  is  allowed  on  the  purchase  price  if  our 
customer  keeps  the  machine.  This  scheme  has  worked 
out  well  with  us,  for  we  make  money  out  of  it  whether 
our  customers  buy  or  not,  but  they  invariably  buy. 

In  regard  to  renting  we  charge  $1  per  day  straight, 
Avhether  it  is  used  three  hours  or  ten  in  a  day.  In 
letting  it  out  to  country  customers  we  let  them  pass  it 
around.  If  three  neighbors  can  get  their  work  done 

in  two  days  with  it,  they  simply  pay  two  day's  rent. 
We  have  found  there  is  good  money  in  renting  vacuum 
cleaners,  as  the  rent  we  have  received  has  paid  for 
ours  twice  over,  and  the  machine  is  apparently  as  good 
as  new.  '   .  1 
We  would  not  advise  any  of  our  fellow  hardware- 

men  to  purchase  a  cheap  machine,  as  from  what  we 
have  heard  of  them  they  are  an  abomination  and  nuis- 

ance combined.  When  we  decided  to  sell  and  rent 

vacuum  cleaners  we  selected  the  very  best  on  the  mar- 
ket, and  have  had  no  cause  to  regret  our  choice. 

*  *    *  * 

I.  W.  Bennett  &  Son,  Gananoque,  Ont. :  We  have  had 
very  satisfactory  results  from  renting  vacuum  clean- 

ers, more  especially  the  electric  machine.  Our  price  is 
•+2.00  per  day  or  $1.25  per  half  day.  At  these  rates  we 
find  it  profitable,  but  would  consider  it  did  not  pay  at 
any  lower  price,  as  you  have  to  figure  cost  of  moving 

and  a  man's  time  in  instructing  the  ladies  how  to  oper- 
ate. We  would  advise  all  hardwaremen  to  put  in  one 

or  two  machines,  and  are  sure  that  they  will  not  regret 
doing  so.  The  hardwareman  needs  all  the  business  he 
can  get,  and  this  means  more  business  for  him. 

*.Str  ■at- •Tt-         w  •rc 

G.  H.  Clark  &  Co.,  Niagara  Falls,  Ont.:  We  have 
three  hand  cleaners  and  one  electric.  We  rent  the 
hand  cleaner  at  $1.00  per  day  of  nine  hours  and  the 
electric  at  $2.50  per  day. 

The  first  year  we  put  one  hand  cleaner  in  for  rent, 

■ond  it  was  out  all  the  time  from  the  middle  of  April 
until  late  in  the  summer.  The  second  year  we  bought 
two  more  for  rent  and  had  the  same  result  as  with  the 

first.  We  sold  seven  hand  cleaners  that  year.  Last 
year  we  bought  the  electrici,  and  then  the  hand  clean- 

ers had  to  take  a  back  seat,  but  they  paid  for  them- 
selves several  times  over.  The  electric  just  about  paid 

for  itself  last  year.  All  we  had  to  pay  out  for  repairs 
was  $7.00  and  part  of  that  was  for  improvements. 
We  do  not  advertise  very  much.  When  you  sell  or 

rent  anything  to  a  lady  and  it  proves  satisfactory  that 
is  the  best  advertising  you  can  get. 

^*  '3^  ̂  

An  Eastern  Ontario  firm:  We  have  two  "Onward" 
hand  cleaners  which  we  rent  out  at  $1.00  per  day.  We 
deliver  the  machine  and  call  for  it  when  they  are 
through  with  it,  making  two  trips  for  a  man  with 
horse  and  rig.  But  sometimes  a  customer  only  wants 
it  for  a  half  a  day  or  less  at  half  price.  When  you 
take  the  delivery  of  same  from  your  rental  and  pay 
for  all  breakages  and  repairs  there  is  not  much  in  it. 
We  much  prefer  to  sell  a  cleaner  to  a  customer  than 
to  rent  them. 

The  renting  of  vacumm  cleaners  is  like  most  of  the 
hardware  business.  The  public  think  it  is  profit  but 
when  we  come  to  pay  expenses  out  of  the  profits  there 
is  very  little  left  for  the  dealer. 

*  *    *  * 

Wood,  Vallanee  &  Co.,  Hamilton :  We  have  your 
letter  of  the  23rd  inst.  re  vacuum  cleaners  and  in 
reply  would  say  that  outside  of  one  or  two  sample 
lots,  we  have  not  done  anything  with  the  line,  and 

are  not  making  any  efi'ort  to  handle  these  machines 
at  the  present  time. W        -rf        W  # 

Johns  &  Trelford,  Southampton,  Ont. :  Two  years 
ago  we  did  a  first-class  trade  in  renting.  Although 
we  did  not  specialize  in  cleaners  the  trade  took  to 
them  kindly.  Since  then  only  a  few  use  the  cleaner, 
as  it  is  too  hard  to  pump,  and  should  be  operated  by 
a  man,  as  the  steady  pumping  is  too  much  for  women 
or  children.  We  rent  machine  for  $1  per  day,  50c. for  half  day. 

*  *    *  * 

J.  B.  Carscallen,  Dresden,  Ont. :  Re  success  of  han- 
dling vacuum  cleaner,  would  say  we  have  not  made 

many  sales,  but  rent  our  machine  at  $1.00  a  day.  If 
our  machine  goes  out  of  the  shop  only  for  a  half  hour 
we  charge  50  cents^  and  find  it  a  good  paying  invest- ment. 

*  *    *  * 

G.  A.  Binns,  Newmarket:  My  experience  has  been 
that  is  pays  very  well  to  handle,  especially  for  rent- 

ing purposes,  two  or  three  of  the  best  makes  of  these 
inachines.  I  have  two  machines  for  renting  purposes 
which  have  i)aid  for  themselves  twice  over  in  one  sea- 

son. I  charge  $1.00  per  day,  75  cents  for  half  day, 
advertise  in  the  reader  lines  of  our  local  papers,  and 
at  this  time  of  year  have  both  machines  booked  a 
week  ahead. 

Another  small  machine  which  has  paid  for  itself 
many  times  over   is  a  marmalade   or  orange  slicer. 
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Very  few  people  care  to  invest  $2.00  to  buy  a  ma- 
chine to  cut  up  two  or  three  oranges,  but  will  pay  50 

cents  for  the  use  of  one  for  half  a  day.  Quite  a  rev- 
enue can  be  derived  in  this  way  at  a  very  small  out- 

lav. 
•    *    *  * 

Clements  &  Co.,  Milton,  Ont. :  We  have  now  han- 
dled vacuum  cleaners  since  1910  and  have  had  suc- 
cess, not  only  from  sales  but  from  renting,  especially. 

We  now  have  three  machines  on  hand  to  rent,  charg- 
ing $1.00  per  day  or  50  cents  half  day.  There  are 

other  machines  in  town  to  rent  at  a  lower  price,  but 
with  a  good  machine  such  as  we  carry  we  have  no 

trouble  getting  our  price.  We  sold  two  $25.00  ma- 
chines last  Christmas  as  presents.  Last  spring  we  sev- 

eral times  had  three  machines  rented  out  at  the  same 
time.  The  restricted  sale  price  is  a  good  thing.  We 
have  several  times  noticed  that  vacuum  cleaner  firms 

are  not  verj'  much  in  favor  of  renting,  but  we  find 
that  a  little  ad.  in  the  local  column  of  our  town  paper, 
telling  the  people  that  we  have  vacuum  cleaners  to 
rent,  pays  us. 

*Jt-  ■it'  -il- 
Tt"  -TP  ^ 

Brocklebanks,  Limited,  Arthur,  Ont:  In  reply  to 
yours  of  24th  would  say  we  have  not  made  a  success 
of  renting  vacuum  cleaners. 

Service  as  a  Factor  in  Success' By  Herbert  H.  Welch,  of  the  British  America  Paint  Co.,  Vartcouver 

"What  makes  one  store  successful,  while  another  is 

not?" Probably  thousands  have  asked  that  question  and 
sought  an  answer  to  the  problem  without  obtaining  a 
satisfactory  solution. 

It  is  eciually  true  that  it  would  be  impossible  to  lay 
down  any  rules  whereby  all  stores  could  be  made  suc- 

cessful, still  I  think  it  can  be  summed  up  in  the  one 

word,  "Service." 
If  this  is  true,  one  cannot  give  too  much  attention 

to  the  service  his  business  offers  its  patrons. 
We  are  all  servants,  from  the  boy  who  sweeps  your 

store  out,  to  the  Premier  of  this  great  Dominion  of 
ours,  and  the  more  efficient  the  service  the  greater 
the  reward  and  success. 

Competition  is  severe  these  days*,  bxit  not  more  so 
than  it  has  been  through  all  ages  of  business,  and  it 
will  continue  so  to  the  end  of  time.  Still,  rather  than 

resent  the  right  kind  of  competition,  we  should  wel- 
come it,  for,  without  competition,  the  incentive  to  do 

one's  best  would  be  in  a  large  measure  removed  and 
the  danger  of  falling  into  a  careless,  indolent  method 
would  be  largely  increased],  thereby  reducing  the  num- 

ber of  successes,  and  delaying  the  great  forward  move- 
ment of  business. 

Someone  has  said  that  "Competition  is  the  life  of 
trade,"  this  does  not  mean  the  cut-throat  competition 
we  sometimes*  see,  but  the  friendly  rivalry  which  will 
spur  one  on  to  greater  activity  and  develop  a  class  of 
trade  winners  that  will  be  a  credit  to  the  community. 

This  sort  of  competition  is  legitimate  and  will  go 
far  toward  developing  trade  and  building  successful 
and  profitable  businesses. 

Not  only  competition  needs  watching,  but  what  kind 

of  service  is  your  store  giving.  One  cannot  aft'ord  to 
be  indifferent,  or  careless  on  this  cpiestion,  otherwise 
it  will  develop  into  a  condition  one  would  not  like  to 
consider  and  perhaps  lead  to  ultimate  failure. 

The  best  of  service  is  none  too  good  for  your  cus- 
tomers, and  unless  you  give  them  your  best  they  will 

go  to  the  store  Avhere  they  can  get  it.  It  is  only  the 
man  who  serves  well  that  is  fit  to  rule,  and  the  fact 
that  I  am  speaking  to  merchants  and  not  clerks,  proves 
that  you  gentlemen  have  served  well,  otherwise  you 
would  not  have  attained  your  present  enviable  posi- 
tions. 

It  is  not  only  necessary  that  the  proprietor  should 
serve  the  customer  well,  but  insist  on  that  same  ser- 

vice from  his  clerks),  that  is  essential  to  the  successful 

'Address  before  the  C'oiix  entioii  of  tlie  B.C.  Retail  Hardware  Association. 

upbuilding  of  the  store  and  the  satisfaction  of  its  cus- 
tomers. 

With  good  service  the  small  store  insufficiently 
stocked  will  succeed,  while  poor  service  will  bring 
failure  to  the  merchant  with  large  stock  and  good 

equipment. 
A  satisfied  customer  is  the  best  kind  of  an  adver- 

tisement and  they  will  be  repeaters  and  bring  their 
friends  with  them. 

Inattention  or  indifference  on  the  part  of  clerks  is 
a  serious  matter  to  their  employers,  and  it  is  regret- 
able  that  so  many  bright  young  men  in  our  stores  to- 

day, seem  to  have  no  higher  ambition  than  to  see  pay 
day  come,  and  how  little  they  can  do  for  their  em- 

ployers. There  are  others  who  are  alert  and  will  not 
])ermit  a  customer  to  wait,  while  they  discuss  the 

"White  Hope"  or  "the  show  of  last  night,"  but,  im- 
mediately say  or  do  something  to  hold  them,  until 

they  can  give  them  their  undivided  attention. 

Prompt  service  of  this  nature  will  do  much  to  at- 
tract favorable  attention  to  the  store  and  should  be 

recognized  and  encouraged. 
Neatness,  promptness  and  courtesy  ought  to  be  the 

animating  spirit  of  the  store,  both  the  proprietor  and 
the  clerk  should  realize  this. 

Encourage  your  clerks  to  become  salesmen,  not  mere 

"banders  out  of  goods."  Anyone  can  stand  behind 
a  counter  and  wrap  up  what  the  customer  asks  for, 
but  it  takes  the  salesman^  when  a  carpenter  comes  in 
for  a  two-foot  rule  on  Saturday  night,  to  sell  him  one 
of  that  new  line  of  high  grade  saws,  a  co^^ple  of  planes 
and  perhaps  half  a  dozen  other  iiseful  tools. 

Encourage  them  to  use  positive  suggestion  not  nega- 
tive ;  how  is  it  possible  to  sell  anything  further  to  a 

man  if  one  suggests  "I  suppose  there  wiU  be  nothing 

else,  eh?" 
The  power  of  suggestion  should  always  be  of  a  posi- 

tive character,  convening  to  the  customer's  mind  some- 
thing that  would  be  useful,  or  advantageous  for  him to  buy. 

By  watching  the  customer  one  can  generally  tell 
the  article  in  which  he  is  likely  to  be  most  interested, 
which,  if  tactfully  displayed  will  often  end  in  a  sale. 

Train  yourselves,  also  your  salesmen,  to  know  your 
goods,  so  that  when  a  customer  comes  and  tells  you 
that  he  wants  to  get  some  lead  and  oil  to  paint  his 
house,  you  are  in  a  position  to  show  him  how  much 
more  to  his  advantage  it  is  to  buy  your  ready-mixed 
paint  than  lead  and  oil. 

The  manufacturer  from  whom  you  purchase  your 
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paints  will  always  co-operate  with  you  and  give  you 
every  assistance  in  familiarizing  yourself  with  his  line, 

so  that  you  can  demonstrate  the  fact  I've  just  men- 
tioned to  the  profit  of  your  customer  and  yourself. 

For  instance:  At  the  present  price  of  lead  and  the 

way  it  is  being  cut  by  the  retail  stores  here,  you  would 

be  "making  something  like  10  per  cent,  on  it,  while  on 
mixed  paint  you  would  make  31  per  cent;  that  extra 

profit  helps  towards  success  besides  giving  the  cus- 
tomer a  better  article  at  less  cost  than  if  he  mixes  it 

liimself. 

Perhaps  I  had  better  explain  myself  as  to  how  that 
can  be,  as  to  the  cost.  If  he  buys  the  lead  and  oil 
that  will  cost  him  about  10  cents  per  gallon  of  paint 
less  than  the  cost  of  the  perfectly  made  article,  yet 

the  mixed  paint  will  cover  about  20  per  cent,  more 
surface  than  what  is  made  by  hand.  You  perhaps  ask 
how  that  can  be.  It  is  very  simple  if  you  only  take 

lime  to  investigate.  A  very  simple  test  is  to  paint 
(>ut  hand-made  lead  and  oil  paint  on  a  piece  of  glass, 

also  some  of  any  high  grade,  pure,  ready-mixed  paint, 
looking  at  both  through  a  magnifying  glass,  and  you 
Avill  find  the  hand-mixed  paint  is  largely  composed  of 
globules  of  oil  and  chunks  of  unbroken  lead,  while  the 

factory  made  paint  is  a  perfect  filament,  which  natur- 

ally spreads  further  and  makes  a  thin  impervious  cov- 
ering to  the  wood. 

This  result  is  secured  by  the  aid  of  heavy  machinery 
which  separates  every  infinitesimal  atom  of  lead  from 
every  other  one  and  puts  a  coating  of  oil  around  it, 
which  is  an  impossibility  by  hand. 

I  did  not  intend  to  give  a  talk  on  paints  particularly, 
but  use  this  illustration  to  show  where  one  item  of 

profit  can  be  added  in  your  efforts  towards  success. 

Success  is  attained  by  "pushi,"  not  "pull";  get  your 
shoulder  under  the  load  and  you  will  find  that  it  is 
not  so  hard  after  all,  while  if  you  stand  off  and  pull 

at  it,  it  will  seem  doubly  heavy.  Don't  depend  on 

your  "pull"  with  others  "to  bring  trade  your  way,  go after  it,  dig  it  up.  overcome  all  obstacles,  keeping  ever- 
lastingly at  it  brings  success. 

Don't  neglect  your  association,  that  is  one  of  (not 
the  least)  means  to  use  in  your  progress  upwards. 
Its  benefits  are  incalculable,  not  only  from  its  efforts 

to  reform  the  old  conditions  of  price  cutting,^  and  en- 
abling all  to  realize  a  fair  profit  on  every  article  sold, 

but  by  forming  and  cementing  friendship's  that  pro- mise to  be  life  long. 

You  can't  meet  here  month  after  month  without 
profiting  in  your  business  and  in  your  manhood,  as 
in  the  associating  of  a  lot  of  strong,  active,  intelligent 
business  men  together,  you  must  both  give  out  and  ab- 

sorb a  lot  of  the  best  of  your  manhood. 

Don't  forget  that  the  individuals  can,  by  making 
their  business  as  good  as  possible,  help  the  association. 

Two  years  ago  I  had  the  honor  of  reading  a  paper 
before  this  body.  Some  of  you  will  remember  the 
good  things  and  prosperity  looked  forward  to  at  that 
time;  I  now  feel  like  saying  I  told  you  so,  for  the 
hardware  trade  has  never  been  in  a  better  position 
than  it  now  is,  and  it  is  up  to  us  all  to  take  advan- 

tage of  the  present  good  times  and  profit  by  the  pros- 
perity around  iisi. 

Vancouver  is  going  to  have  the  biggest  year  yet,  in 
1912,  and  I  trust  vou  each  will  get  a  good  big  share 
of  it. 

As  Addison  says: 

'Tis  rot  in  mortals  to  command  success, 
But  we'll  do  more,  Sempronius;  we'll  deserve  it. 

ENTHUSIASM  IN  SALESMANSHIP. 

€has.  P.  Smallpiec^,  Montreal,  tells  an  interesting 
story  which  illustrates  the  point  that  enthusiasm  is  a 
necessary  adjunct  to  salesmanship.  The  Taylor-Forbes 
Company  have  a  very  large  trade  in  Montreal  and 
Quebec  province  in  hot  water  and  steam  apparatus, 
and  Mr.  Smallpiece  recently  had  an  opportunity  to 
secure  a  supply  of  radiator  valves  which,  in  his  opin- 

ion, were  well  suited  for  the  requirements  of  his  trade. 
Securing  a  stock,  the  heating  salesmen  were  instructed 
to  push  the  sale  of  the  valve  as  a  specialty,  both  to 
regular  customers  and  to  those  who  usually  bought 
from  their  house.  One  salesman  took  up  the  pro- 

position with  enthusiasm,  and  by  carrying  a  sample  in 
bis  pocket  succeeded  in  making  many  large  sales. 

Other  salesmen  were  content  to  push  the  regidar  lines' 
without  bothering  much  with  the  specialty,  the  result 
being  that  while  their  regular  average  of  sales  was 
maintained,  very  few  of  the  special  valves  were  sold. 
A.fter  being  urged,  however,  to  make  a  drive  on  the 
special  line  in  addition  to  the  staple  articles,  and  hav- 

ing the  record  of  the  first  salesman  pointed  out  to 
them,  the  result  was  that  the  other  salesmen  put  en- 

thusiasm into  their  work  and  also  succeeded  in  dis- 
posing of  large  quantities  of  the  radiator  valves. 

The  moral  is  clear.  A  good  specialty  can  be  s'old 
and  the  total  of  sales  greatly  increased  if  energy  and 

enthusiasm  is  put  behind  the  salesmen's  work.  Staple 
lines  shoiild  not  be  neglected;,  but  as  a  merchant's  pro- 

fits largely  depend  on  the  quantity  of  profitable  spe- 
cialties he  sells  rather  than  upon  the  volume  of  sales 

of  sample  articles,  every  effort  should  be  made  to  keep 
salesmen  instructed  to  be  constantly  on  the  alert  to 
dispose  of  such  special  lines  as  are  in  stock  in  addi- 

tion to  looking  after  all  sales  of  regular  goods. 

Don't  exact  the  last  farthing  from  a  clerk  for  the 
results  of  his  mistake ;  but  on  the  other  hand  do  not 

exempt  any  employe  from  the  results  of  his  careless- 
ness. 

THE  BATTLE  FOR  SUPREMACY 

Business  is  warfare.  It  is  a  hard,  constant 
fight  to  the  finish.  The  moment  a  contestant 
enters  the  field  of  commerce  he  is  challenged  by 
a  host  of  competitors.  All  his  movements  are 

disputed  and  opposed  hi/  those  already  in  pos- 
session of  the  field.  He  must  fight  to  live.  He 

must  conquer  to  succeed. 
So  it  is  that  a  man  of  business  is  like  a 

soldier  of  the  regiment.  And  like  the  ivell- 
trained  soldier  who  delights  in  the  clamor  of 
battle,  the  enterprising  business  man  is  eager 
for  the  struggle  of  competition.  He  likes  the 
excitement  of  contending  for  supremacy.  He 
delights  to  overcome  those  who  oppose  him  and 
he  finds  genuine  pleasure  in  outwitting  his rivals. 

It  is  this  spirit  of  rivalry  that  sharpens  a 
man's  intellect  and  spurs  on  his  energy.  And 
unless  a  man  is  possessed  of  this  desire  to  over- 

come, to  surpass,  to  stand  first  in  his  line,  he 
can  never  hope  to  carry  the  day,  he  will  never 
succeed  in  the  fight. — Walter  H.  Cottingham. 
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New  Goods  on  the  Market 

When  writiug  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

F.  W.  Bird  &  Son,  Hamilton,  Ont.,  manufactnre.rs  of 
B.  &  S.  Wall  Board,  are  having  great  success  with 
their  new  line.  This  product  is  a  specially  strong  and 
tough  wall  board,  is  more  economical  than  lath  and 
plaster,  and  makes  a  substantial  attractive  siding.  It 
is  specially  waterproofed  on  both  sides.  Being  in  mis- 

sion finish,  it  is  particularly  adaptable  to  dining  rooms, 
dens  and  living  rooms.  For  the  kitchen,  its  water- 

proof sides  make  it  easy  to  clean,  Avhile  for  summer 
residences  and  bungalowsi,  it  gives  the  finish,  comfort 
and  attractiveness  of  a  real  house  at  much  less  ex- 

pense, and  does  away  with  the  delay  necessary  Avhen 
plastering  and  papering.  Bird  &  Son  fi^rnish  the  re- 

tailer with  attractive  window  trims,  literature  and 
store  cards.  Samples  of  the  board  will  be  furnished 
free  to  all  inquiring  retailers. 

The  Oneida  "Kill-Um"  trap,  illustrated  herewith,  is 
the  new  production  'of  the  Lititz  Department  of  the 
Oneida  Community,  Limited.  The  manufacturers  have 
met  the  growing  and  insistent  demand  for  a  trap  which 
kills  its  catch  with  a  very  ingeniously  constructed  ma- 

chine  made  of  wire.  The  trap  is  light,  yet  strong, 
easily  set,  and  very  quick  of  action.  An  animal,  once 
caught,  is  powerless  to  free  itself. 

This  trap  may  be  packed  flat  in  very  little  space,  it 
is  a  most  desirable  article  for  the  fur  catcher's  outfit. 

Clayton  &  Lambert  Manufacturing  Co.  of  Detroit, 
Mich.,  manufacturers  of  gasoline  fire  pots,  torches  and 
l)raziers,  have  recently  placed  on  the  market  two  new 
blue  flame  fire  pots  known  as  their  No.  71  and  No.  72. 
They  are  equipped  with  a  round  style  of  tank  which 
is  made  of  heavy  galvanized  iron,  thoroughly  braced, 
and  which  contains  their  patented  automatic  brass 
})ump.  The  top  section  is  removable  and  is  so  con- 

structed that  a  pot  of  lead  may  be  quickly  melted  and 
a  pair  of  coppers  heatedi  at  the  same  time.  The  burn- 

er is  horse-shoe  shape  giving  an  intensely  hot  blue 
flame  burning  from  each  side  to  the  center.  It  is  also 

('.|uii)pod  with  a  sub-flame  for  the  generator  so  the 
heating  flame  may  be  turned  low  and  the  burner  Avill 
keep  u])  generation.  This  is  a  convenience  and  a  big 
saving  in  fuel.  Owing  to  the  superior  construction  and 
due  to  the  perfect  mixture  of  gas  and  air,  these  fire 
l)ots  produce  the  hottest  flame  of  any  fire  pot  made, 
at  the  same  time  saving  practically  50  per  cent,  of  the 

cost  of  fuel.  No.  71  will  easily  accommodate  12  lb. 
coppers,  while  No.  72  will  care  for  8  lb.  coppers.  These 
fire  pots  are  guaranteed  by  the  manufacturer  to  work 
perfectly  in  any  wind  or  stormy  weather.  They  are 
both  exactly  the  same  style,  the  only  difference  being 
that  No.  71,  which  is  the  largest  size,  holds  seven  pints 
of  gasoline,  while  No.  72  tank  holds  five  pints.  The 
makers  of  these  fire  pots  state  that  they  have  arranged 
with  the  jobbing  trade  in  all  large  cities  to  supply 
any  fire  pot,,  torch  or  brazier  of  their  manufacture  at 
factory  price,  which  saves  the  user,  at  least,  a  part  of 
the  cost  of  transportation.  Their  catalogue  is  free  and 
will  be  sent  upon  request. 

The  Horton  Manufacturing  Co.,  Bristol,  Conn.,  have 

turned  out  a  new  rod,  named  the  "Baby  Grand,"  on 
account  of  its  shortness,  being  only  five  feet  in  length. 
This  rod  is  very  light,  but  has  all  the  backbone  and 
elasticity  necessary  for  the  ideal  bait-caster.  The  trim- 

mings are   all   satin    nickel  and  the   double  grip  cork 

handle  make  it  a  very  handsome  rod.  The  line  carries 

a  three  year  guarantee.  The  "Bristol"  fly  casting  rod 
No.  6,  the  "Bristol"  bait  rod  No.  11,  and  the  "Bristol" 
adjustable  telescopic  rod  No.  34  are  also  shown  here- 
with. 

The  Canada  Steel  Goods  Co.,  Hamilton,  Ont.,  are 
introducing  a  wrought-steel  sash  lock,  with  oxidized 
copper  finish.  This  new  lock  is  handsome  in  appearance 
and  exceedingly  strong. 
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MAGNETS 

That  Attract  Continued  Patronage 

The  Law  of  Gravitation  is  the  law  of  Magnetic  force, 
drawing  all  things  unto  herself. 

The  earth  is  a  powerful  magnet 

Business  Building  is  successful  in  so  far  as  it  develops  Magnetic  Power.  The  attracting  force 
of  one  superior  article  may  prove  the  magnetic  influence  that  will  permeate  your  whole  business. 

A  shrewd  grocer  once  said:  "I  keep  my  custom  by  selling  the  best  tea  in  town."  There's  a 
point  for  the  shrewd  Hardware  Man.  If  the  best  tea  in  town  keeps  custom  for  the  grocer, 
perhaps  the  best  paint  in  town  vsall  attract  and  keep  custom  for  you. 

The  blind  man  who  sells  pencils  on  the  street  corner  could  sell  as  many  poor  pencils  as  good 
pencils,  simply  because  people  purchase  his  goods  from  sentiment.  But  sentiment  plays  no  part 
when  a  man  is  about  to  paint  1  0,000  feet  of  costly  surface.  The  fact  that  you  have  sold  a  man 
hardware  for  twenty  years  will  not  keep  him  from  going  to  the  newcomer  if  he  thinks  the 
newcomer  sells  better  paint  than  you  sell. 

Lowe  Brothers  "High  Standard"  Liquid  Paints  are  promoted  by  magnetic 
advertising,  and  are  backed  by  magnetic  value.  The  first  magnet  draws 

custom — the  second  magnet  keeps  custom.  A  half  a  century  stands  behind 

every  can  of  "High  Standard"  Paint— a  half  a  century  of  patient  investigation 
by  expert  chemists,  skilful  paintmakers  and  master  painters  with  the  sole 

object  of  producing  a  paint  with  magnetic  virtues — virtues  so  pronounced 

that  they  would  never  fail  to  "draw"  custom. 

Paint  is  the  most  vital  product  on  the  shelf  of  the  Hardware  Store.  If  it  is  the  best  paint  in 

town  it  is  the  magnetic  influence  "  Par  Excellence."  Every  Hardware  Dealer  should  investigate 
and  find  out  by  honest  comparison  which  paint  is  the  best  paint,  or  in  other  words,  the  paint 

which  "  gives  best  results." 

"Before  you  choose  'One'  consider  'AW  " Old  Philosophy. 
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Whra  writing  to  a<lT«rtii«r«,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Toronto,  Okt.  May  2nd,  1912 

Canaaian  Hardware,  Stove  &  Paint  Journal, 
408  McKinnon  Building, 

TORONTO 

Gentlemen: — 

Permit  us  to  take  this  means  of  explaining  why,  for  the  past  few 
weeks,  we  have  been  unable  to  make  better  delivery  of  our  products, 
It  is  only  about  eighteen  months  since  we  began  ma.nuf acturing  our 
lines  in  Canada.     Our  plant,  we  believed,  would,  under  ordinary 
conditions,  meet  our  requirements  for  two  or  three  years,  but  in 
less  than  six  months  we  found  it  necessary  to  enlarge. 

Our  first  improvement  was  a  large  Porce-Draft  Melting  Building, 
then  a  new  Reducing  and  Piltering  Building,   this  was  followed  by  a 
new  Tank  and  Storage  House.     We  then  bought  more  land  and  enlarged 
our  Grinding  Department,  and  have  just  completed  a  large  buildinn;, 
Y/hich  we  have  this  week  begun  using  as  a  stock  wat  ehouse  and 

shipping  building. 

A  little  over  a  year  ago,  v/e  started  a  heavy  campa.ign  of  advertis- 
ing our  Green  Label  Varnishes  and  Jap-a-lac  to  the  consumer.  Last 

Pall  we  enlarged  our  discounts  to  the  dealers  and  lowered  the  list 

price  of  Jap-a-lac  to  the  public,  and  while  we  anticipated  that 
this  would  make  a  still  greater  increase  in  our  business,   it  grew 
faster  than  we  did  and  for  the  past  few  weeks  we  have  been  unable 
to  make  prompt  shipments. 

We  are  now  occupying  all  the  new  building  and  beginning  with  this 
week  v/e  will  be  able  to  make  prompt  deliveries  of  all  orders 
received,  and  we  wish  to  thank  those  dealers  who  were  lenient  with 
us  during  our  inabilty  to  make  better  deliveries. 

Yours  very  truly, 

(Signed)       THE  GLIDDEN  VARHISH  COMPANY, 

TORONTO,  ONT. 
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Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

The  Taylor-Forbes  Co.,  Limited,  Guelph,  Ont.,  liave 
issued  their  3912  spring  catalogue  of  hand  power  and 
horse  lawn  mowers  and  lawn  rollers.  The  book  has  a 
handsomely  embossed  cover  and  contains  photos  and 

descriptions  of  all  the  wel'l-known  "T.-F."  makes. 
Different  parts  of  the  machines  arC;  illustrated  and  a 
key  to  all  the  various  repairs  makes  it  a  book  that  every 
retailer  should  possess. 

The  McCaffrey  File  Company,  Philadelphia,  Penn., 

is  sending-  out  a  display  card  to  aid  merchants  in  sell- 
ing one  of  its  various  lines.  The  card  is  10%  inches 

long  and  8Vi;  inches  wide  and  holds  one  dozen  files. 
These  are  held  in  position  by  means  of  an  elastic,  thus 
allowing  of  the  easy  removal  of  the  article!  displayed. 
The  eyelet  at  the  top  permits  of  the  card  being  hung 
up  or  it  can  be  made  to  stand  on  the  counter  or  show- 

case by  means  of  the  bracket  on  the  back. 

The  Pike  Manufacturing  Co.,  Pike,  N.H.,  have  just 
issued  catalogue  No.  10,  aiui  for  attractiveness  and 
general  get-up,  it  is  one  of  the  best  that  has  reached 
this  office.  Outside  of  its  attractiveness  it  is  a  very 
useful  periodical  and  one  that  every  Canadian  hard- 

ware dealer  should  have.  It  is  the  most  complete  work 
on  sharpening  stones  ever  gotten  out  and  a  stone  for 
every  practical  use  is  illustrated  or  listed. 

The  handsome  cover,  illustrated  herewith,  is  pre- 
pared in  four  colors  and  the  half  tones  illustrating 

the  various  stones  are  all  new  and  printed  on  high- 
grade  coat  paper. 
An  interesting  feature  of  this  book  is  the  complete 

history  and  description  of  the  different  stones  from 

which  the  Pike  Manufacturing  Company's  products 
are  made.  These  descriptions  are  illustrated  with 
handsome  half  tones,  showing  mining  operations  and 
other  views  of  the  industry. 

The  Allan  Hills  Edge  Tool  Co.,  Gait,  Ont.,  have 
issued  their  catalogue  for  1912.  The  book  contains 
illustrations  of  the  various  lines  manufactured  by  the 
firm,  including  their  bench  axes  and  adze  and  chopping 

axes.  Finely  coated  paper  has  been  used,  and  as  the 
half-tone  illustrations  are  of  the  best,  the  appearance  of 
the  publication  is  excellent.  A  commendable  feature  is 
that  only  one  cut  appears  on  a  page  and  as  these  are 
large  they  show  up  to  excellent  advantage.  This  firm 
purchases  only  the  best  raw  materials  and  have  built  up 
an  enviable  reputation  as  manufacturers  of  edge  tools 
of  all  kinds. 

Cut  of  Fire  Pot,  used  in  Howard  Furnace,  manufactured  by 
the  C.  Norsworthy  Co.,  I^iniitcd,  St.  Thomas,  Ont.  This  illustra- tion should  have  aC(  Oiiip:uii(  (l  ii  description  of  the  fire  pot  which 
appeared  in  the  last  of  1  lie  iournal,  but  it  was  inadvertently 
left  o"t. 

The  Burrow,  Stewart  &  Milne  Co.,  Limited,  Ham- 
ilton, Ont.,  have  issued  a  circular  illustrating  and  des- 

cribing the  various  lines  of  scales  manufactured  by 
them.  This  booklet  shows  their  goods,  from  the  small 

household  scale  up  to  the  largest  platform  variety. 

Copies  will  be  gladly  furnished  on  request. 
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The  Marble  Arms  &  Manufacturing  Co.,  Gladstone, 

Mich.,  are  distributing  their  1912  catalogue  in  Can- 
adian territory.  The  60  lines  manufactured  by  this 

firm  are  listed,  including  the  celebrated  "Game 
Getter"  gun,  sights,  pocket  screwdrivers,  rods  and 

cleaners,  auxiliary  cartridges,  anti-rust  rope,  nitro-sol- 
vent  oil,  pocket  axes,  hunting  knives,  fish  gatfs  and 

nippers,  etc.  The  catalogue  contains  a  special  section 
devoted  to  advertising  and  selling  helps,  particularly 

designed  for  the  retailers;  imprinted  circulars,  cata- 
logues, art  hangers,  pasters,  signs,  free  newspaper  cuts, 

mail  cards,  etc.,  are  offered,  and  all  details  explained. 

The  Wm.  Buck  Stove  Co.,  Limited,  Brantford,  Ont., 

manufacturers  of  the  celebrated  "Happy  Thought" 
range,  have  issued  to  their  agents  their  catalogue  con- 

taining descriptions  of  their  various  lines,  together 
with  prices.  The  book  has  good  suggestions  why  the 

housewife  should  Iniy  the  "Happy  Thought"  and  the 
different  styles  are  illustrated  with  handsome  half- 
tones. 

E.  T.  Wright  &  Co.,  Hamilton,  Ont.,  are  mailing  to 

hardware  retailers  their  "Summer  Salesman"  for  1912, 
containing-  prices  and  general  information  concerning  pro- 

fitable lines  to  handle  during  warm  weather. 

The  Burrow,  Stewart  &  Milne  Co.,  Limited,  Hamil- 
ton, Ont.,  have  issued  their  new  catalogue  which  will  be 

mailed  on  request.     When  writing  ask  for  No.  72. 

SLOW  TO  TAKE  UP  NEW  LINES. 

Caverhill,  Learmont  &  Co.,  Montreal,  are  making  a 
specialty  of  selling  manual  training  benches  and  are 
finding  an  increasing  sale  for  them.  J.  R.  Terrill,  spe- 

cial salesman  for  Caverhill  Learmont  &  Co.,  in  speak- 
ing of  the  line,  told  of  the  difficulty  in  inducing  hard- 

waremen  to  stock  and  display  the  benches.  He  point- 
ed out  that  departmental  stores  are  far  more  willing  to 

take  up  the  new  line  such  as  the  one  in  question  and 
to  make  a  winclow  display  of  it  than  are  hardwaremen 
to  whose  trade  the  article  really  belongs. 

This  is  too  often  the  ease,  and,  as  a  rule,,  the  hard- 
waremen who  decline  to  take  on  the  new  lines,  are 

the  ones  most  generous  in  their  criticism  of  the  injury 
being  done  to  the  hardware  trade  by  jobbers  and  man- 

ufacturers selling  to  departmental  stores  and  mail 
order  houses. 

The  capital  stock  of  the  Hamilton  Lock  and  Hard- 
ware Manufacturing  Co.,  Hamilton,  Out.,  has  been  in- 

creased from  .$100,000  to  $200,000. 

W.  O  LaBelle,  who  for  some  time  has  been  a  mem- 
ber of  the  Kingan  Hardware  Company,  Peterborough, 

has  severed  his  connection  with  that  firm  and  left  for 
Calgary,  Alberta,,  where  he  will  act  as  representative 
for  a  large  wholesale  hardware  firm  of  Winnipeg,  Man. 

It  is  stated  that  the  Canadian  Lock  &  Novelty  Co., 
capitalized  at  $100,000,  will  erect  a  factory  at  New 
Westminster,  B.C. 

Damage  to  the  amount  of  $40,000  was  done  on  April 
23rd  to  the  hardware  store  of  W.  B.  Dalton  &  Sons, 
Princess   St.,  Kingston,  Ont.    The   blaze  originated 

among  some  oil  barrels  in  the  cellar  and  spread  qxiick- 
ly  all  over  the  building.  The  loss  is  covered  by  in- 
surance. 

The  Gait  Art  Metal  Co.,  Gait,  Ont.,  has  purchased 
the  business  of  C  W.  Killer,  manufacturer  of  auto- 

mobile metal  parts. 

D.  Cinnamon,  Lindsay,  Ont.,  held  a  demonstration 
of  Lacqueret  on  April  23rd,  and  on  May  2,  3  and  4 
will  conduct  one  with  Chi-namel.  "These  demonstra- 

tions, I  consider,  a  good  advertisement  and  a  help  to 

the  line  of  goods  shown,"  said  Mr.  Cinnamon. 
The  W.  G.  Colville  Co.,  Limited,  hardware,.  Fort  Wil- 

liam, Ont.,  was  burned  out  on  April  23rd.  At  the 
time  of  the  five,  the  city  water  mains  were  turned  off 
for  repairs,  and  as  a  result  two  other  stores  were 
wiped  out.  The  total  loss  to  stock  and  buildings  is 

placed  at  $132,000,  only  tAvo-thirds  of  which  is  cov- 
ered by  insurance. 

C.  C.  Benjamin,  of  Indianapolis,  Indiana,  has  put  a 
proposition  before  the  Swift  Current  Board  of  Trade 
to  establish  a  factory  there  for  the  purpose  of  manu- 

facturing fence  wire  and  wire  nails. 
G.  L.  Griffith,  Melbourne.  Ont.,  who  had  a  harness 

display  at  the  Guelph  convention,  has  moved  his  plant 
to  Stratford.  The  latter  city  has  guaranteed  his  bonds 
to  the  extent  of  $5,500. 

Mr.  Robert  Munro,  for  many  years  the  general  man- 
ager of  the  Canada  Paint  Co.,  Montreal,  was  in  To- 
ronto the  other  day,  and  during  his  stay  found  time 

to  visit  the  Lambton  Golf  Links  for  an  afternoon's 

game. 
BUSINESS  CHANGES. 

Ontario. 

Woodville.— V.  D.  McPherson  sold  to  Good  &  Mc- 
Eachren. 

Melbourne. — Robt.  Thompson  sold  out. 
Mitchell. — F.  A.  Campbell  sold  out. 

Manitoba. 

Napinka. — H.  S.  DeWitt  succeeded  by  Wood  &  Jack. 

Saskatchewan. 

Cupar. — Baker  &  Tavlor  sold  to  Roberts  Bros. 
Ilalbrite.— 0.  H.  Ilelleckson  &  Co.  sold  out. 

Creelman. — Wright  &  Le  Berge  sold  to  M.  E.  Car- ruth  ers. 

Oxbow. — Geo.  S.  Hames  sold  to  Crossley  &  John- 
ston. 

Creelman. — W.  C.  Carruthers  succeeded  by  J.  E. Wright. 

Lewan. — Walter  F.  Collins  commencing. 
Weldon. — Larsen  &  Targeson  commencing. 

Gainsborough. — Wilson's  hardware  store  piirchased 
by  B.  Burke. 

Gainsborough. — I.  A.  Burke  succeeds  J.  B.  Wilson. 
MacNutt. — N.  P.  Threinen  succeeded  by  —  Wagner. 
Kronau. — Shiiltz    Bros,    succeeded    by    Snyder  & 

Eberle. 

Watrous. — Watrous  Trading  Co.  sold  hardware  end 
to  Robins,  Saunders  &  Robins. 

Alberta. 

Manville. — Cecil  Frank  succeeded  by  J.  R.  Barnes. 
Bawlf. — Paulson  Bros,  opening  store  at  Cadogan. 

British  Columbia. 

Keremeos. — E.  M.  Crooker  sold  hardware  end  to 
Ezra  Mills. 
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QyALITY 

Above  All  ComiDBRQimiTy 

The  dealer  who  is  particular  about  the  quality 
of  the  paint  he  sells  places  quality  above  profit 

every  time  —  he  insists  that  it  must  be  the  best 
that  skill  and  honesty  can  produce.   With  him 
1005^  pure  must  absolutely  be  100%  pure. 
That  is  why  he  sells 

Martin-Senour 

nt 

100% 

Pure 

Profit 

Will 
Take 

Care of 

Itself 

And 

Paint  1^ why  he  is 
making  more 

money  than  he  ever 

made  before.  Honest  goods  give  honest  ser  - 
vice.    Honest  service  gives  lasting  satisfaction. 

Lasting  satisfaction  goes  around  telling  the  neigh- 
bors —  the  business  grows  and  the  profits  take  care  of 

themselves.    You  can  get  in  the  quality  class  and  make 

more  profit  too  —  sell  MARTIN-SENOUR  PAINT.  Write 
today  —  let  us  give  your  business  a  boost. 

THE  MARTIN-SENOUR  CO.,  Umited 
Pioneers  of  Pure  Paint 

MONTREAL  CHICAGO  WINNIPEG 

Full  Imperial 

Measure 

You  cannot  lay  too  much 
customers  get  full  Imperial 

Not  Wine  or 

Short  Measure 

stress  on  the  fact  that  your 
measure  with  every  can  of 

MINERVA 

PAINTS  AND  PAINT  SPECIALTIES 
The  Famous  British  Brand 

But  that  is  not  all.  "MINERVA"  Brand  is  the  essence  of  hig-h  quality,  and  is  backed  by 
an  unsullied  reputation  of  78  years'  standing. 

Our  dealer  co-operation  and  selling  helps  have  created  a  tremendous  demand 
for  the  "MINERVA"  Paints — the  most  profitable  line  for  agg-ressive  retailers. 

Get  Details  of  our  proposition.    It  will  pay  you. 

Pinchin,  Johnson  &  Co. 
(Canada)  Limited 

Established  in  England  in  1834  3  7  7-387  Carlaw  Ave.,  Toronto K48 

When  writiOK  to  advertisers,  kindly  mention  tbe  Canadian  Hardware,  Stove  (c  Faint  Journal 
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The  Hardware  Trade  in  all  lines  is  on  the  in- 
Markets.  crease,   and  it   only  requires 

some  fine,  seasonable  weather 

to  give  the  retailers  and  wholesalers  all  they  can  do 

to  cope  Avith  the  demand.  Although  the  weather  has 
been  backward,  some  of  the  jobbing  houses  have  had 

all  they  can  do  to  supply  the  trade,  owing  to  the  short- 

age in  help.  At  this  season  of  the  year  a  great  num- 
ber of  young  men  leave  Ontario  for  the  West,  and  this 

season  the  immigration  has  been  greater  than  ever, 
this  has  necessitated  the  bringing  in  of  new  help, 

and,  as  experienced  men  are  hard  to  get,  some  little 
trouble  is  experienced  in  getting  shipments  away.  The 

railways  are  getting  goods  away  in  good  time,  and  if 
wholesalers  could  and  would  get  their  goods  into  the 
warehouses  as  soon  as  they  arrive,  it  Avould  help  things 

considerably.  The  backward  weather,  however,  has 
retarded  trade  and  there  is  much  more  stock  on  hand 

than  is  usual  at  this  time  of  year,  and  wholesalers  are 

pretty  well  crowded  for  space.  This  may  have  brought 
about  a  slight  congestion  of  freight,  but  the  railroads 

»  can  hardly  be  held  responsible  for  this.    There  seems 
to  be  no  trouble  whatever  in  handling  outward  goods 

as  the  railways  are  able  to  take  care  of  all  the  busi- 
ness they  are  offered.  Goods  usually  leave  Toronto 

the  same  day  they  are  given  to  the  railway,  and  now 
that  the  boats  are  running,  any  congestion  which  may 
have  been  felt  should  be  entirely  wiped  out. 

All  kinds  of  seasonable  goods,  such  as  lawn  mow- 
ers, rakes,  hose  and  other  garden  and  lawn  tools,  are 

moving  rapidly.  Sorting  orders  are  coming  to  hand 
freely  and  this  shows  that  the  retailers  are  having  a 

good"  season.  It  is  expected  that  this  season  will  see a  large  business  done  in  lawn  mowers.  House  owners 
all  over  the  cotmtry  seem  to  be  improving  their  pro- 

perty with  nice  lawns  and  fencing. 
The  prices  on  Olds  and  Fox  spades  and  shovels  have 

been  advanced.  Manufacturers  complain  that  for  some 
time  past  the  prices  on  these  lines  have  been  too  low 
and  they  have  been  compelled  to  raise  their  figures. 
The  discount  was  formerly  50  and  21/3  per  cent.  off. 
now  it  is  45  and  5  per  cent.,  which  means  an  increase 
of  between  7  and  8  per  cent. 

There  has  been  a  general  advance  in  rope  and  twine, 
owing  to  increased  cost  of  manufacture.  Hercules 
sash  cord  has  advanced  one  cent  per  pound,  and  cot- 

ton bed  cords  and  cotton  rope  and  twine  have  gone 
up. 

Screen  doors  and  windows  are  now  moving  freely. 
There  has  been  no  change  in  prices. 

Both  English  and  German  makers  of  cutlery  keep 
advising  of  advance  in  prices.  This  is  the  result  of 
labor  troubles,  particularly  the  recent  coal  strike. 

All  makers  of  brass  goods,  especially  those  in  Eng- 
land, have  sent  out  advice  of  an  advance  of  5  per 

cent. 
•  In  spite  of  alternate  cold  and  moderately  warm 
spells,  the  movement  on  baseball,  lacrosse  and  tennis 
supplies  is  excellent.  Players  are  of  the  opinion  that 
each  day  will  see  warmer  weather  and  are  buying 
their  supplies  in  order  to  be  ready.  There  is  a  par- 

ticularly good  business  being  done  in  lawn  bowls.  This 
sport  seems  to  be  taking  on  everywhere  and  from  all 
oyer  the  country  good  orders  are  coming  in. 

An  indication  of  the  building  operations  that  are 

going  on  all  over  the  province  is  the  business  being 
done  in  builders'  hardware.  Trade  is  brisk  and  from 
present  indications  is  certain  to  keep  up.  Manufac- 

turers have  issued  new  discounts  and  these  show  some 
little  change.  American  manufacturers  have  advised 
an  advance  of  10  per  cent,  on  all  lines  of  brass  and 
bronze  building  hardware.  This  has  been  brought 
about  by  increased  cost  of  raw  material.  No  doubt 
Canadian  makers  will  follow  suit. 

Screws  have  dropped  10  per  cent,  owing  to  Amer- 
ican competition.  The  report,  however,  is  to  the  effect 

that  the  fight  will  not  last  long  as  it  is  thought  that 
new  concerns  starting  in  he  Ignited  States  will  be  glad 
to  fall  into  line  and  make  prices  such  as  will  leave 
them  a  decent  margin  of  profit. •fe  ̂  

Paints,  Oils  The  demand  for  paints  of  all 
end  Glass.  kinds  is  away  ahead  of  form- 

er years  and  it  is  expected  that 
this  condition  of  aft'airs  Avill  keep  up  for  the  rest  of 
the  year.  Dealers  all  over  the  country  are  reporting 
increased  sales  and  everything  points  to  a  banner  sea- 

son. Prices  in  raw  materials  are  increasing  generally, 
with  the  exception  of  turpentine. 

Linseed  oil  is  advancing  steadily  and  is  now  quoted 
at  97  for  ra  wand  $1  for  boiled.  The  market  is  stiffen- 

ing and  it  would  not  be  at  all  surprising  to  see  further 
increases.  Prices  of  seed  all  over  the  world  are  away 
up.  Seed  in  the  Canadian  Northwest  is  all  bought  up. 
The  Argentine  seed  is  also  bought  up  now  so  that  the 

large  opreators  are  in  a  position  to  size  up  the  situa- 
tion better  thar^they  were  earlier  in  the  season.  Where- 

as earlier  there  was  quite  a  difference  between  spot 
quotations  and  forward  quotations,  the  difference  now 
is  very  slight,  which  is  an  indication  that  the  price  is 
likely  to  remain  firm  for  some  time  to  come. 

Turpentine  is  in  fair  demand  and  is  quoted  at  67 
cents.  Owing  to  the  low  price,  dealers  have  been 
l)uying  more  than  they  Avould  iisually  at  this  time 
of  year,  and,  as  a  result,  stocks  in  the  wholesale  houses 
are  rather  light.  Jobbers  have  not  been  buying  to 
any  great  extent  on  account  of  the  uncertainty  of  the 
market.    Conditions  seem  to  point  to  lower  figures. 

White  lead  is  still  selling  at  $7  per  cwt.  although 
this  price  has  been  held  in  the  face  of  increased  prices 
in  raw  materials.  There  is  a  feeling  of  uncertainty 
and  it  would  not  be  surprising  to  see  an  advance  any 
time  Avithin  the  near  future. 

Although  a  little  out  of  season,  there  is  a  good  de- 
mand for  putty  and  glass.  The  price  of  glass  is  going 

u]>,  and  it  is  the  opinion  that  it  will  have  to  go  even 
higher  when  the  present  cost  of  manufacturing  is  con- 
sidered. 

^  ^ 

Stoves  and  Trade  in  all  lines  of  heating 
Furnaces.  goods  is  remarkably  good  for 

this  season  of  the  year.  If  the 
weather  Avere  a  little  finer  and  warmer,  it  would  be 
even  better. 

The  gas  stove  trade  this  season  is  better  than  it 

over  has  been.  "We  are  selling  at  the  present  time, " 
said  one  manufacturer,  "twice  as  many  gas  stoves  as 
we  usually  do  at  this  season  of  the  year.  It  has  been 

the  largest  spring  trade  in  the  history  of  our  Arm." 
There  is  a  moderate  demand  for  coal  ranges  and 

heaters,  quite  up  to  the  standard  for  this  season  of 
the  year. 

The  furnace  business  is  a  little  quiet.  The  baekAvard 
Aveather  has  greatly  retarded  building  operations,  but 
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Talks  on  Paint  Selling 

No.  9 

It  requires  two  large  dry  color  plants  operating  con- 
stantly at  full  capacity  to  take  care  of  this  important 

department  of  the  Sherwin-Williams  business. 
Our  combined  annual  output  amounts  to  thousands 

of  tons  of  all  colors.  This  includes  large  quantities  of 
Paris  Green  for  insecticide  purposes. 

It  has  been  our  effort  in  the  manufacture  of  dry 
colors  to  reach  the  standard  of  excellence  for  which  the 

Old  World  manufacturers  are  so  justly  famed.  Much 
information  of  inestimable  value  has  been  acquired  through 
our  London  plant  and  it  is  not  too  much  to  say  that  the 
standard  of  colors  now  being  turned  out  in  each  of  our 

Brandram's 
Anchor 

B.  B. 

Decorators' Genuine  White  Lead Pure  White  Lead 

Made  by  the  Brandram's  process  for 
practically  two  centuries. 

It  is  the  standard  White  Lead  of  the 
world. 

By  it  others  are  judged. 

It  combines  all  the  good  points  of  the 

Old  Dutch  process,  with  scientific  im- 
provements by  which  the  body  and  color 

are  perfected. 

The  base  of  which  is  made  by  the  Old 

Dutch  process.     It  is  the  best  White 
Lead   that  can  be  produced  by  that 
method. 

Next   to    the    Brandram's    process  of 
corroding  White  Lead,  there  is  none 

e(|ual  to  the  Old  Dutch  process. 

Before  placing  your  order  for  White  Lead,  write  for  prices  and  full  particulars  to 

THE  ONLY  WHITE  LEAD  CORRODERS  AND  GRINDERS  IN  CANADA 

RRANDRAM-HENDERSON 

MONTREAL          HALIFAX          ST.  JOHN       .    TORONTO  WINNIPEG 

color  plants  will  bear  comparison  with  the  best  the  foreign 
makers  have  to  offer. 

The  same  grade  of  colors  is  used  In  S-W  Paints  and 
Stains  as  are  sold  in  the  dry  form.  When  the  question  of 

permanency  of  color  arises,  the  S-W  Agent  can  confi- 
dentl}'  assure  satisfaction. 

The  Sherwin-Williams  Co. 
(of  Canada,  Limited) 

PAINT,   VARNISH   AND   COLOR  MAKERS 
LINSEED  OIL  CRUSHERS 

factories:    Montreal,  Toronto,  Winnipeg,  London,  eng. 
o-ffices  and  warehouses  :  montreal,  toronto,  winnipeg,  vancouver london,  eng. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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from  the  amount  of  new  buildings  being  put  up,  this 

season  promises  to  be  the  biggest  in  the  history  of 
the  business.  Manufacturers  are  receiving  from  their 

agents  in  all  parts  of  the  country  reports  that  the 
building  being  done,  or  to  be  done,  in  their  various 
districts,  is  away  in  advance  of  any  former  year,  so 
that  indications  point  to  large  sales  for  the  retailers 
throughout  the  province. 

Gasoline  ands  oil  stoves  are  moving  with  greater  free- 
dom than  in  other  years.  This  class  of  goods  has  long 

been  feared  by  housewives  on  account  of  the  supposed 
danger  from  fire  and  explosions,  but  these  foolish  no- 

tions are  being  lost  and  the  sales  in  this  line  are  in- 
creasing steadily. 

•  •  • 

House  Marked  advances  in  the  price 
Furnishings.  of  all  kinds  of  raw  materials 

used  in  the  manirfacture  of 

tinware  and  galvanized  ware,  has  caused  a  slight  in- 
crease in  the  cost  of  the  finished  product.  It  is  felt 

that  the  advances  that  have  been  made  are  not  equal 
to  the  increased  cost  of  raw  material.  The  market  is 

very  firm  and  there  is  a  tendency  to  further  increase 
prices. 
€ream  cans  are  now  quoted  at  a  discount  of  40  per 

cent,  instead  of  45  per  cent. 
Black  T  pipes  are  now  $4.50  a  dozen,  taper  pipes 

$2.50  a  dozen,  and  galvanized  ridge  pipes  $9.00  a  doz- 
en; all  subject  to  a  discount  of  40  per  cent. 

Galvanized  oil  cans  have  gone  up  in  price  and  are 
now  quoted  as  follows:  1/2  gal.,  $4.35;  1  gal.,  $5.50; 
2  gal.,,  $8.50;  3  gal.,  $10.50;  5  gal.,  $13.50;  subject  to 
the  regular  galvanized  ware  discount. 

Quotations  on  oblong  stove  boards  are :  18  by  24, 
$18.50;  18  by  28,  $19.00;  20  by  28,  $21.00;  24  by  32, 
$25.00;  26  by  30,  $25.00;  25  by  36,  $26.50;  26  bv  34, 
$26.50;  26  by  38,  $28.50;  28  by  36,  $28.50;  28  bv  41, 
$37.50 ;  28  by  44,  $40.00 ;  30  by  48,  $50.00. 

Black  and  tinned  kettle  ears  have  advanced  slightly. 
Refrigerators  are  moving  freely. 

*  #  « 

Metals  Firm  The  large  consumption  of  all 
and  Scarce.  kinds  of  metals  keeps  up  and 

stocks  are  becoming  less  and 
less  every  day.  Unless  something  happens  real  soon, 
the  situation  is  going  to  become  serious.  It  is  cer- 

tain that  the  demand  will  keep  up.  The  scarcity  is 
causing  an  upward  trend  in  prices  all  along  the  line. 

No  business  is  being  done  in  spelter.  Inquiries  are 
being  received,  but  there  is  none  on  hand  to  fill  orders. 
Neither  is  there  any  in  sight.  Jobbers  are  offering 
to  buy  back  at  greatly  increased  prices  the  stocks  they 
s-old  some  time  ago. 

Lead  remains  firm,  with  a  good  demand.  There  is  a 
tendency  to  higher  prices,  which  may  come  at  any 
time. 

Pig  iron  is  in  steady  demand  and  the  market  is 
showing  decided  firmness.  There  is  no  change  in 
prices. 

The  tin  syndicate  is  getting  in  its  work  on  the  prim- 
ary markets  and  prices  have  taken  a  jump.  Natiar- 

ally  values  here  have  followed  suit  and  50  cents  is 
the  prevailing  price.  Indications  are  that  high  prices 
will  continue  to  rule  and  may  go  even  higher. 

A  good  general  trade  is  being  done  in  copper,  al- 
though buyers  are  not  purchasing  in  very  large  quan- 
tities. The  high  price  is  creating  a  feeling  of  uncer- 

tainty and  buyers  are  canny. 

SECRET  OF  SUCCESSFUL  SALESMANSHIP. 

By  Henry  M.  H\>de 

One  day  in  the  late  '80 's  a  man  who  was  selling  cash- 
registers  in  an  Ohio  territory  hired  a  new  office  boy. 
He  was  a  smaU,  thin,  quiet  little  boy  with  a  pair  of  big 
brown  eyes.  At  first  glance  one  was  reminded  of  a 
scared  white  rabbit;  But  presently  the  boy  smiled  and 

the  smile  somehow  made  it  clear  that  the  boy  wasn't 
scared  at  all,  but  was  simply  very  curious  and  very 
anxious  to  find  out  about  things.  After  he  had  been 
on  the  job  with  eyes  and  ears  both  wide  open  for  about 
six  months,  the  boss  went  out  on  the  road  one  Monday 
morning,  leaving  the  boy  alone  in  the  office  to  answer 
telephone  calls  and  forward  the  mail. 

On  the  following  Saturday  the  salesman  got  back 

home.  "Well,  Hugh,"  he  asked,  "did  you  have  any 

callers?" 
"Mr.  Flanders  called  yesterday  afternoon." 
The  salesman  ripped  out  an  oath.  "I've  been  trying 

to  get  that  old  stiff  to  call  at  the  office  for  a  year,"  he 
snapped.  "And  now  I've  lost  a  chance  to  sell  him  a 
machine.  Well,  anyhow,"  the  salesman  consoled  him- 

self, "he's  a  pretty  cheap  man.  He  wouldn't  have 
bought  anything  but  the  cheapest  and  he'd  have  stuck 
out  for  an  extra  ten  off." 

"Well,"  the  office  boy  stammered,  "I  sold  Mr.  Flan- 

ders a  machine." "You  what?" 

"I  sold  him  a  $300  machine  and  he  paid  cash  down 

for  it." 

The  startled  salesman  showed  his  appreciation  by 

raising  the  office  boy's  salary  from  $5  to  $7  a  week. 
Just  thirteen  years  later  the  office  boy — whose  name  is 
Hugh  Chalmers — was  vice-president  and  general  man- 

ager of  the  whole  cash-register  business  and  his  salary 
was  $72,000  a  year.  To-day  he  is  the  head  and  majority 
owner  of  one  of  the  half-dozen  largest  automobile  fac- 

tories in  the  country,  which  this  year  will  do  a  business 
of  $12,000,000. 

He  is  still  rather  small,  thin,  quiet  and  smiling,  with 
the  same  eager,  questioning  look  in  a  pair  of  brown 
eyes  that  have  never  grown  in  the  least  tired.  Also  he 
is  still  on  the  smiling  side  of  forty  years. 

The  ideal  business  man  is  the  chap  who  goes  to  his 
work  every  morning  in  the  same  frame  of  mind  in 
which  a  twelve-year-old  boy  starts  a  championship 

baseball  game  with  the  team  from  the  next  block.  He'd 
rather  play  ball  than  eat;  he's  bound  to  win  if  it's 
humanly  possible ;  he  watches  every  move  the  other 
fellows  make  with  the  eye  of  a  suspicious  hawk,  and 
he  puts  every  energy  of  mind,  lungs  and  good  right 
arm  into  the  matter  on  hand.  Also,  in  every  ball  team, 
there  is  one  fellow  who  is  more  or  less  looked  up  to  by 
the  rest.  He  may  not  be  the  heaviest  batter  or  the 
swiftest  base-runner  of  the  lot,  but  all  the  gang  know 
that  he  is  master  of  the  fine  points  of  the  game  and 
that  he  may  be  trusted  to  give  everybody  a  square  deal. 
Before  the  end  of  the  season  he  is  likely  to  be  elected 
captain  over  more  showy  players. 

TRANSFERRED  TO  WINNIPEG. 

E.  Johonnot,  who  for  several  years  has  been  in 
charge  of  the  sales  of  Dominion  ammunition  in  Ontario 
and  Quebec,  has  been  transferred  to  Winnipeg,  and 
vdll,  in  future,  manage  the  Dominion  Cartridge  Com- 

pany's branch  in  that  western  jobbing  centre. 
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Experience  Proves 

"QUEEN'S  HEAD" 

CANADA 

Galvanized  Iron 

to  be  without  an  equal. 

Have  your  jobber  supply  it. 

JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 
Makers  MONTREAL 

Bristol,  Newport  Managers  Canadian  Branch 

Nine  Men  in 

Every  Ten 

Want  This  -  - 
Most  compact,  practical  and  reliable 
combined  shotgun  and  rifle  on  earth — 
really  three  guns  in  one,  and  at  the  price 
of  a  good  revolver.    Yet  not  a  toy  nor  a 

makeshift— car- ried and  praised 
by    thousands  of 
sportsmen  and  guides. Red-blooded  men  will 
covet  it  as  soon  as  they 
see  it — and  your  profit  is 

good. Sonnething  That 
Sells  on  Sight 
A  counter  seller  that  neei 
no   talk    to    show  how 
handy  and  compact  it  is-- put  a  display  easel  on  your counter  and  watch  it  empty 
itself— to  your  profit. 

You  Can't  Help  Selling 

MARBLE'S 
POCKET 

Open 
Closed 

Three  handy  long 
blades — lock  open 

SCREWDRIVER  Guaranted. 

No.  245,  size  ;  open  4-V  in.,  cloS( 
3  in.,  $0.50.    No.  246,  size  ;  open 
5i  in.,  closed  3^  in.,  $0.50. 
Demand  for  these  screwdrivers  has  been 
immense  without  advertising.    Now  we 
are  advertising  them— and  you  can  sell  them 
in  big  lots.    Send  for  samples  on  approval  and 
our  special  offer  to  Dealers  and  Jobbers. 

Write  to 

Marble  Arms  &  Mfg.  Co. 
515  Delta  Ave.,  Gladstone,  Mich. 

BRONZITE 

THE  PERMANENT 

GREEN 

Bronzite  is  a  permant  green  whose 
base  is  the  ore  of  kolonite.  It  is  dif- 

ferent from  all  other  greens  in  that  it 

may  be  depended  upon  to  withstand, 
for  an  indefinite  time,  the  action  of 

sun  and  water.  Try  it  on  some  work 
that  calls  for  the  best  you  can  get  and 

you  will  admit  that  our  claim  is  true. 
Six  beautiful  shades  in  1,2,  3,  5, 

]2%  and  25  lb.  tins.  Write  for 
color  card  and  prices.  Prices  are 
lower  than  any  other  green. 

SANDERSON  PEARCY  &  CO. 

61-63-65  Adelaide  St.  West 

TORONTO 

HREE  TIMES 

AS  MUCH 

PROFIT 

■  HF 

I ■  Our  M-L  FLAT  WALL 
■  COLORS  are  the  new- 
H  est  addition  to  the  M-L 

Line.  Carry  them  and 
^^HBb.  you  can  sell  paint  for 

the  plaster  work  in  a 
house  as  well  as  the  woodwork.  In- 

stead of  selling  only  floor  and  wain- 
scoting paint,  include  FLAT  WALL 

COLORS.  You  immediately  have 
all  the  ordinary  market  needs  of  a 
house,  and  more,  at  your  command. 

Dainty  art  shades  drying  flat  and 
clean,  without  brush  marks.  May  be 

cleaned  with  soap  and  water — will  not 
spot — lie  evenly.  Write  to-day  for 
cards  and  our  book,  "The  Wall  beauti- 

ful and  Hygienic." 

Imperial  Varnish  and  Color  Co. 
6-24  Morse  Street,  Toronto 

Limited 
Winnipeg 

108  Princess  Street 
Vancouver 

365  Water  Street 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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PREVAILING  MARKET  PRICES. 

Toronto,  May  2nd,  1912 

The  figures  given  below  are  approximately  correct, 

but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

0  20 
.  0  OK 
0  21 
0  22 0  23 
0  Ifli 
0  22 
0  24 
0  28 
0  23 
0  21 

METALS. 
Aluminum,  ingots   

timony,  per  lb  
Brass  rods,  %  to  1  inch... 

Sheets,  up  to  20  gauge.. 
Tubing,   1  inch,  base.... 
pper  ingots,  casting. . . . — 
Sheets,  plain,  14  oz.  base 
Sheets,  tinned,  14  oz.  ..base 
Sheets,    planished,    14  oz. base   
Sheets,  braziers  ........ 
Bars,  round  ̂ 4  to  2  in... 

Black  Sheets,  28  gauge  base, 
Toronto    2  80 
Montreal    ^  *" 

Canada  Plates — 
(Ordinary,    52    sheets,  lo- i.fnito    ° 
All  bright,  52  sheets. ..... .  3  So 
Galvanized      Apollo  Ordinary 
18x24x52    4  45  4  35 

60    4  70  4  60 
20x28x80    8  90  8  70 
20x28x80     ....   9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....  3  30 

Ivanized  Sheets.  Fleur  tjueen's de  Lis  Head 
16-20  gauge    3  45  3  70 
22-24  gauge   3  oO  3  So 
26  gauge   3  90  4  10 
28  gauge   4  00  4  3o Case  lots  25  cents  less. 
Apollo  brand  Toronto 
24  gauge,  American  ....  8  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 
jn  Pipe,  per  100  feet — Black,  base,  1  incb   4  54 
Galvanized,  base,  1  inch   6  19 

Iron  Pipe  Fittings — Canadian  malleable,  40;  cast 
iron,  70 ;  standard  bushings,  70 ; 
headers  60  and  lO;  flanged,  unions, 
70;  malleable  bushings,  65;  nipples, 
75  and  10;  malleable  lipped  unions, 
65. 

Soil  Pipe  and  Fittings — Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. Toronto 

Bar  Iron,  per  1001b   2  00 
Forged  iron    2  20 
Refined  horseshoe  iron.  .  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 
Fire   steel    2  35 
High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry,  No.  1  18  25 
Middlesboro,  No.  3  ....  19  00 
Radnor    (charcoal)     ....   32  50 

Lead,  Canadian  pig   4  25 
Imported  pig,  100  lb   4  50 
Bar  pig    5  25 
Sheets,  base,  2%  Ib.sq.  ft.  5  00 
Pipe  and  waste   30  p.c. 
Traps  and  bends   50  p.c. 

Solder,    half    and    half,  lb., 
24%  261/2 

Spelter,  foreign,  per  100  lb.  6  75 Sheet  Zinc   8  50 
Tin,  ingots,  100  lb   47  00 
Tin  Plates,  charcoal — 
MLS,  Famous  (equal  Bradley) 

Per  box 
I  0,  14x20  base    7  00 
I  X,  14x20  base    8  25 
I  X  X,  14x20  base    9  75 

"Dominion  Crown  Best" — Re- tinned. 
I   C,    14x20   base    5  50 
I   X,    14x20   base    6  50 
I  X  X,   14x20  base    ....  7  50 

"AUaway's     Best"    —  Standard 
Quality. I  C,  14x20  base    4  60 
I  X,  14x20  base    5  50 
I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 
I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs   7  00 

Tinned  Iron. 
72x30    up     to   24  gauge, 
case   lots   7  25     7  35 
72x30    up   to     26  gauge, 
case  lots      7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — Heavy  Copper  and  Wire  lb.  11% 
Light  copper  bottoms  .  .  .  09% Heavy    red    brass     ....  10% 
Heavy  yellow  brass    08% 
Light    brass    06% Tea  lead    02% 
Heavy    lead    02% 
Scrap    zinc    0  04 
No.  1  wrought  iron  ....  10  00 
Machinery      cast  scrap. 
No.  1   14  50 
Stove   plate   13  00 
Malleable    9  00 
Miscellaneous  steel    6  00 

PAINTS  AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins   1   00     1  10 
Chemicals,    in   casks,   per   lb. — Arsenate  of  lead   0  10| 

i-Siilphate   of   copper  (blue 
ytone)   0  06 
Litharge,  ground    0  5i 
Litharge,  flaked   0  06 Green       copperas  (green 
vitriol)    0  01 
Sugar   of   Lead    0  09 

Colors  In  Oil — 
Venetian    red,    1-lb.  tins, 
pure    n  12 
Chrome,   yellow,  pure    ...    0  20 
Golden  ochre,  pure    0  13 
French  ochre,  pure   0  12 
Chrome  green,  pure    0  10 
French    permanent  green, 
pure    0  15 
Marine  black,  25  lb.  irons  0  19 
Signwriters'  black,  pura.  .    0  6^ 

Glue,  in  sheets   0  10    0  15 
1  lb.  packages  (Brantford)  0  25 

Petroleum — ■ Can.    Prime   white,    gal.  0  12 
U.S.  Water  white   0  13% 
U.S.  Pratt's  astral   0  15% Castor   oil,    per   lb.,  in 
bbls   0  08    0  09 
Motor  Gasoline,  single 
bbls   0  17% 
Benzine,  per  gal,  single 
bbls   0  15% 

Putty — ■  1st. 
Bulk  in  casks  ....2  35 
Hulk  100  lb.  drums  ...  .2  70 
Bladders  in  barrels. . .  .2  90 

Ready  Mixed  Paints — Per  gallon,  qt.  tins.  1  65 
Red  Lead  (Dry)  — Genuine,    560    lb.  casks, 

per  cwt   5  00 
Genuine,     100    lb.  kegs, 
per  cwt   5  50 

Shingle  Stains — In  5-gallou  buckets   0  95 
Turpentine  and  Linseed  Oil — 

Pure     Turpentine,  single 
barrels   0  69 
Linseed  Oil,  single  barrel, 
raw    0  92 
Linseed  Oil,  single  barrel, 
boiletl    0  95 

Rosin,  "G"  grade,  bbl.  lots, 100  lbs   8  60 

2nd. 
2  00 
2  40 
2  60 

2  00 

Varnishes,  per  gal.  cans — Carriage,  No.  1    1  50 
Pale  durable  body    3  50 
Finest   elastic   gearing    .  .  3  00 
Elastic   Oak    1  50 
Furniture,   polishing    ....  2  00 
Furniture,  extra    1  20 
Furniture,  extra  No.  1   .  .  0  95 
Light  oil  finish    1  35 
Gold  size  japan    2  00 
Turps   brown  japan    ....  1  60 
Baking  black  japan   ....  1  35 
Crystal  Damar    2  50 
Pure  asphaltum    1  40 
Oilcloth    1  50 
Lightning  dryer    0  85 Stovepipe       varnish,  % 
pints,,   per  gross    8  00 
Pure    white    shellac  var- nish, in  barrels    1  75 
Pure   orange   shellac  var- nish, in  barrels    1  70 

White  Lead  ground  in  oil — 
Canadian  pure,  less  than  tons.  6  90 
Canadian  pure,  ton  lots  6  75 

White  Zinc — Extra    Red    Seal,  V.M. 
(dry)    0  07% 
Pure,     in    25-lb.  irons 
(in  oil)   0  09 

Window  Glass — 
United  Inches         Star  D.D. 
Under  26                  4  25  6  25 
26   to  40                  4  65  6  75 
41   to  50                   5  10  7  50 
51    to  60                   5  35  8  50 
61    to  70                   5  75  9  75 
71    to  80                   6  25  11  00 
81    to  85                   7  00  12  50 
86   to  90    15  00 
91   to  95    17  50 
96   to  100    20  50 Toronto,  25  p.c. 

Miscellaneous — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 

k
e
g
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0  09% 

Pine  tar,   %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,  gilders,  bolted.  .  1  00 
Whiting,   plain    0  70 

HEAVY  HARDWAEE. 
Anvils,   Taylor  Forbes    .  .  0  05  % 
Chain — Proof  coil,  per  100  lb.  M 

in.,  $6.00;  5-16  in.,  $4.86;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35 ;  trace  chain, 
45;  jack  chain,  iron,  50;  jack chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 
Blacksmith's  portable,  135 
lbs   9  85 

Horse  Nails — $2.80  per  box  base  No.  9  ar.d larger. 
Horseshoes — Iron,  light  &  me- dium, No.  1  and  smaller,  $3.75; 

No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  $6.00. 
Toecalks  Standard,  J. P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per  box.     25-lb.  boxes. 

Wire  Nails,  base   2  20 
Cut  nails — Montreal,  $2.40;  To- 

ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'    nails,   33  1-3  p.c. Pressed  spikes,  %  diameter,  per 
100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;  No.  13%,  $4.10;  No.  14, 
$4.25;  No.  15,  $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 Ibi.  extra. 

Clothes  Line  Wire— No.  19,  $2.00  per 
100  ft, 

OoUed  Spring  Wire — High  Carbon,  No.  9,  $2.26;  No. 
12,  $2.40,  Montreal. Fine  Steel  Wire — 25     per  cent. 

Galvanized     Wire  —  From  stock, 
f.o.b.   Montreal — 100   lbs..  No. 
9,   $2.25,   base.     In     car  lots 
straight  or  mixed. 

Poultry  Netting — 2-in.    mesh,  19 w.g.,  60  and  2%  p.c. 
Smooth  Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots— Toronto. Galvanized,  barb    2  25 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 6  strands,  24  wires,   %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 100    feet    f.o.b.  Toronto. 

Wrought  Staples — • Galvanized    2  85 
Plain    2  60 

Vises,  per  lb   0  12 
Hinged  pipe  vise,  25  lbs.  3  55 Saw  vise    4  50     5  00 
Blacksmiths',  60;  parallel,  45 

per  cent. GENERAL  HARDWARE. 
Adzes  —  Carpenters',  per 
doz   12  50    14  00 Axes  —  Single  bit, 
per  doz   6  00      9  00 Double    bit,  per 
doz   10  00    12  00 
Bench  axes    6  75     10  00 
Broad  axes    22  75     25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 Barrel  hatchets  .     5  50       6  85 

Ammunition--"Dominion"  Rim  Fire Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same as  ball  cartridges. 
"Crown"  Btack  Powder.  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 

less Powder,  "Imperial"  Shells, both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 

p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows  :  Chill- ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c.  per 
lb.  Add  freight  to  Toronto  15 
cents  100  lbs. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — Double  straphangers,  doz. 
sets   6  50 
Standard  jointed  hangers, 
doz.  sets    6  45 
Steel,  track,  1  x  3-16  in. (100  ft.)    3  25 

Bolts  and  Nuts — Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts,  %  and  smaller, 70  p.c. 
Carriage  Bolts,  7-16  and  up, 70  p.c 
Carriage  Bolts,  Norway  Iron  ($3 list),  60  p.c. 
Machine  Bolts,  %  and  less,  60, 10  &  10  p.c. 
Machine  Bolts,  7-16  and  up, 60  p.c. 
Plough  Bolts,   55,   5   &   10  p.c Blank  Bolts,  60  p.c. 
Bolt  Ends,   6  Op.c 
Sleigh  Shoe  Bolts,   %  and  less. 60  and  10  p.c. 
Sleigh    Shoe    Bolts,    7-16  and larger,   55   and  05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4%c  per lb.  oflf. 
Nuts,  hexagon,  all  sizes,  4%c 
per  lb.  off. Stove  rods,  per  lb.,  5  %c  to  6e. Stove   Bolts,  80. 
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A  Test 

That  Will 

Convince 

YOU! 

''^^00R  FINISH  < 

May  we  send  you  a  sheet  of  paper 
coated  with  the  celebrated 

Floor  Finish 

By  a  few  simple  experiments  you  can  prove  to 
your  own  satisfaction  just  how  good  it  is. 

Roll  it  in  a  ball,  crush  it,  stamp  on  it,  wet  it, 
and  you  will  notice  the  varnish  has  neither 
cracked  nor  turned  white. 

Is  not  such  a  finish  a  line  of  sterling  merit  it 
will  pay  you  to  feature? 

International  Varnishes  have  been  supreme  in 
quality  for  over  40  years,  and  each  can  con- 

tains full  Imperial  Measure,  not  wine  or  short 
measure. 

Write  for  details  of  our  proposition. 

OMSED 

jyiiiJL/ilij
 

TORONTO  WINNIPEG 

Canadian  Factory  of  Standard  Varnish  Works 

New  York     Chicago      London  Berlin 
Brussels  Melbourne 

Largest  in  the  world  and  first  to  establish  definite 
standards  of  quality 

K  47 

4 

1 —  Statements 2—  Invoices 
3 —  Circular  Letters 

A  Fourth  Use  for 

Window  Envelope 

REGULAR  CORRESPONDEXCE  is  being  more and  more  generally  mailed  under  cover  of  the 
B  E  WINDOW  EiWELOPE.  For  tliroe  good 
reasons:  So  that  circular  letters  cannot  be  dis- 

tinguished from  regular  letters;  to  save  time  and 
money  now  spent  in  addressinfj  ordinary  envelopes; 
and,  most  important,  for  SAFETY.  <|There  Is  not  a business  man  of  any  lengthy  cxpci  icnce  in  fJanada  who 
has  not  had  some  deal  rcillapse  tlirough  a  clerk's  mix- ing of  envclupcs  in  tlic  liurr.\-  (if  a  late  mail.  is  so 
easy  for  the  olHcc  buy  to  put  Hrown's  Icltcr  in  Sinitli's 
envelope.  And  it's  so  difticult  to  straiglitcn  tlic  mix- upand  keep  the  business  and  friendship  endangered 
by  so  human  an  error.  Q  Moral :  l-sc  tlie  H  E  W  IN- 

DOW ENVELOPE— saves  trouble,  time  and  money.  ' 
Send  for  samples  and  prices  of  this  new 
Envelope.  We  will  see  you  are  supplied, 
either    through    regular    dealer    or  direct. 

BARBER-ELLIS,  Limited 
62  Wellington  St.  W. Toronto 

GRAVES  SCHOOL 
of 

Sheet  Metal  Pattern 

Drafting 

A  course  in  this  school  of  Sheet  Metal 

Pattern  Drafting  will  enable  you  to 

detail  and  develop  anything  in  the 

sheet  metal  line.  All  problems  are 

taught  by  the  short  quick  methods 

same  as  required  in  a  modern  sheet 
metal  works. 

Write  for  full  information  and  sample 

drawings,  also  a  list  of  the  1  25  school 

plates. 
Enclose  four  cents  in  stamps  to  cover 

postage. 

GRAVES  SCHOOL 

3537  Third  Avenue  New  York  City 

When  writing  to  »dTertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Belli — Door  belli,  push  •nd  turn, 
45  and  10  p.c. 
Cow  bellt,  65  p.c. 
Sleigh  bells,  ihaft  and  hamei, 
pair,  22c.  up. 
Sleigh  bells,  body  straps,  each, 
«1.15  up. 
Farm  bells.  No.  1.  $1.65. 

Building  Paper,  Etc. — 
Tarred  slater's  paper,  per roll    0  70 
O.K.  paper.  No.  1,  per  roll  0  75 Plain  Fibre,  No.  1,  per  400 
ft.  roll   0  45 
Tarred  Fibre,  No.   1,  per 
400  ft.  roll    0  55 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll    0  65 
Dry  Cyclone,  15  lbs  0  45 
Plain  Surprise,  per  roll .  .  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos  building  paper, 
per  100  lbs   4  00 
Heary  straw,  plain  &  tar- 

red, per  ton  87  00 
Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 
per  100  lb   1  80 
Pitch,  Boston  or  Sydney, 
per  100  lbs   0  70 
Pitch,  Scotch,  per  100  lbs.  0  65 
Heavy  Fibre,  32  &  60,  per 
100  lbs   3  00 
2  ply  Ready  Roofing,  per 
square    0  '0 
3  ply  Ready  Roofing,  per 
square    .   6  95 
2  ply  complete,  per  roll.  1  16 
3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 
per  gal  0  15 
Liquid     Roofing  Cement, 
tins    0  20 
Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 
doz   1  25 
Refined  Coal  Tar,  per  bar- rel   *  60 
Shingle  varnish,  per  barrel  4  50 
Caps,  psr  lb  0  06 
Nails,  per  lb  0  05 
Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 
Wrought  brass,  45  p.c.  off  re- vised list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought   steel   fast  joint  and 
loose  pin,  70  p.c. 

Cement — Portland,  bags  per 
bbl  1  66    1  66 

Oold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,^  doz. .  .  2  50 

Conductor  Pipe — 2  inch,  in  10  ft.  lengths..  3  80 
8           ••             ••           .  .  4  00 
4  "             "           .  .  5  28 
5  •■             ••           .  .  7  26 
6  "  "  .  .  8  80 

Door  Knobs — Canadian,  45  and  10 
per  cent. 
Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  and  10  er cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — 
Single  sets,  each    1  80 
Double  sets,  each    8  25 
Unbreakable  rail,  100  feet  6  00 

Draw  Knives — 
Carpenters'  6  inch,  doz...  5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,    8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eayetrough — 8  in.  in  100  ft.  lengths..  2  90 
10  ••  .  .  3  15 
12  "  "  .  .  8  68 
16  ••  "  .  .  6  35 

Factory  Milk  Cans — 
Milk  cans  and  pails,  40  p.c. 
Hand    delivery     and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery  trimmings,  75  and 
12%  p.c. 

Files  and  Basps — 
Disston's,  Qreat  Western  Amer- ican, Kearney  &  Foot,  Arcade, 
J.  Barton  Smith,  Eagle,  McClel- 
lan,  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
66  2-3;  Jowett's  (English  list). 27H. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,   doz   1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,    doz   7  no Farriers  hammers,  10  oz., 
doz   5  60 
Tinners    setting,     %  lb., 
doz  4  50 
Machinists,  H  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. and  over    0  u6 
Sledge,  Masons,  5  lbs.  and over    0  08 
Sledge,  Napping,  up  to  2 lbs  0  09 

Harvest  Tools,  50  and  5  p.c. — Sidewalk  and  stable  scrapers, 
net,  $2.25. 
Wood  hay  rakes,  40  and  10 
per  cent. Siiiiison,  best  quality,  50  per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50  per  cent. 
Heavy  T  and  strap,   4-in.,  100 
lbs.  net,   $7.25;   Heavy  T  and 
strap,  10-in.  and  larger,  $6.25. Light  T  and  strap,  65  p.c. 
Screw  hook   and  hinge,  $3.50, 
$4.50. Crate  hinges  and  back  flaps,  65 and  5  p.c. 
Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, $16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 

p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove  pipe   eyes,   kitchen  and 
square   hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 
Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 and  5. 
Locks  and  Keys— Canadian  50  and 

19  per  cent. 
Mallets —  Tinsmith',    2%  x 

5Vi  in.,  per  doz   1  25 
Carpenters',    round  hick- ory,,  6   in   1  95 
Lignum   Yitae,    round,  5 
inch    2  40 
Caulking,  No.  8,  oak....  16  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16 cents  per  lb. 
Drilling  hammers,  6  cents  per lb. 

Crowbars,   3%    cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,   5  gallon,   per  doz., 
$10.00. Davidson   oilers,   40  p.c. 
Zinc  and  tin,   50  p.c. 
Coppered  oilers,   50  p.c. Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,    fancy,     30   to     35  per cent. 

Bope  and  Twine — Sisal  rope   0  (19 
Pure  Manilla  rope    0  1(1] 
"British"  Manilla  ...  0  08% 
Cotton,  3-16    inch  and 
larger    0  24 
Russia   Deep   sea    ....  0  16 
Jute    0  09 
Lath    Yarn,    single....  0  08 
Lath  Yarn,  double    ...  0  08^ 

Sisal   bed   cord,   48  feet, 
per   doz  0  65 

Sisal   bed    cord,    60  feet, 
per   doz   0  80 

Sisal   bed    cord,    72  feet, 
per   doz   O  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 
lb   0  27 
Wrapping,  cotton,  3-ply twine    0  26 
Wrapping,   cotton  4-ply twine    0  30 
Mattress  twine,  per  lb.  0  45 
Staging   twine,    per   lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 10. 

Iron  Burrs,  60  and  10  and  10 

per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Rivet  Sets — Canadian,  35  to  37% 

per  cent. Sad  Irons — Mrs.    Potts,  No. 
55,  polished,  per  set  0  85 
Mrs.  Potts,  No.  50,  nickle- plated,  per  set   0  95 
Mrs.   l?otts,   handles,  jap- 
aned,  per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  50 
Asbestos,   per  set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  1/^  lb.  each,  per 
100   lbs  2  40 
Solid,  3  to  30  lbs   1  65 

Sash  Cor* — No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   85   15  and  10 
Wood,  K.H.,  bright  80  15  and  10 
Wood,  F.H.,  brass  ..75  15  and  10 
Wood.  R.H.,  brass  .  .70  15  and  10 
Wood,  F.H.,  bronze  70  15  and  10 
Wood,  R.H.,  bronze  65  15  and  10 
Drive  screws   8.5   15  and  10 
Set,   case  hardened.  .60 
Square  cap   50  and  05 
Hexagon   cap   46 
Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.26. 

Screws   (Machine)  — Flat  head,  iron  and  brass,  35 
per  cent. Fillister  head,  iron,  30;  brass, 
25  per  cent. 

Shovels  and  Spades — Canadian,  No.  1  and  2  grade,  60 and   21^  p.c. 
No.  3  and  4  grade,  50  and  2% 

per  cent. 
Soldering  Irons — Base,  per  lb.,  28  cents. 

Sap  Spouts — Bronzed  Iron  with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs...  5  70 
Bed,  100  lbs..  No.  14   6  75 
Blind,  per  lb   0  12 
Coopers'    staples,   45   per  cent. Bright  spear  point,  75  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths.  .  8  18 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz...  1  35 Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80    and    10;  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', bulk,  90;  brush,  blued  and  tinn- ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tticks,  35;  leather  car- pet tacks,  35 ;  copper  tacks,  45 ; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10 ;  trunk  nails,  tin- ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 
75:  saddle  nails,  in  papers,  10; 
saddle  nails,  in  bulk,  15 ;  tufting 
buttons,  22  line  in  dozens  only, 
60 ;  zinc  glaziers'  points,  5 ; double  pointed  tacks,  papers,  90 
and  10 ;  double  pointed  tacks,  bulk, 
55 ;    clinch   point   shoe   rivets,  45 

and  10;  cheese  box  tacks,  87%; 
trunk  tacks,   80   and  20 ;  straw- berry box  tacks,  80  and  10. 
ThermomaterB — Tin  case  and  dai- 

ry, 75  to  76  and  10  p.c. 
Tinners'  Snipa — 36  per  cent. 
Tinners'  Trimmings— 46  per  cent Plain    and    retinned,     75  and 

Traps    (steel   game)  —  Newhouse, 
30  per  cent. 
Hawley  &  Norton,  40,  10  and  • 

per  cent. Victor,  60  and  5  per  cent. Oneida    JuSp    (Star),    60,  10, 
and  5  per  kent. 

Wheelbarrows — Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  82  40 

Wrought  Iron  Washers — Canadian, 
50  per  cent. 

Wire  Cloth — Painted    Screen,  in 
100-ft.  rolls,  $1.66  per  100  iq. 
ft.;    in    50-ft.   rolls,   $1.70  per 100  sq.  ft. 

Wire  Door  Mats — 16  x  24,  doi., 

$9.00. HOUSEFUBNISHINQS. 
Stoves  and  Banges — Gas  ranges,  50  per  cent. 

Stoves   and   ranges,    60   and  6 
per  cent. Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Range  Boilers — 30-gallon,  Stan- dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15;  18x36,  $1.96. 
Flat  rim  enameled  sinks  16x21 
§2.65;  18x30,  §3.10:  18x36,  $  .  5 

Enameled  Ware — White  ware,  76 

per  cent. London  and  Princess,  60  per cent. 

Canada,  Diamond,  Premier,  60 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  steel,  60  and  10  per  cent Premier  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. Hollow  ware,  tinned  cast,  60 
per  cent.  off. Enamelled  street  signs,  40  per cent. 

Copper  Ware — Copper  boilers,  ket- tles, 50  p.c. 
Copper  tea  and  coffee  pots,  45 
per  cent. Copper  pitts,  40  per  cent. 

Galvanized    Ware— Dufferin  pat- tern pails,  50  per  cent. 
Flaring  pattern,   50  per  cent. Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  35  per  cent- 
Copper  bottom  tea  kettles  and boilers,   35  p.c. 
Coal  hods,  40  per  cent. 
Boiler  and  tea  kettle  pitts,  10 

per  cent. Stamped  Ware — Plain,    76  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — HoUoware,  40,  flat- ware, 40  and  10. 
Churns — No.  0,  $9;  No.  1,  $9;  No. 

2,  $10;  No.  3,  $11;  No.  4,  $18; 
No.  5.  $16;  f.o.b.  Toronto, 
Hamilton,  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  (Ot- tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machmes — New  Ontario    41  25 
Round,  re  acting,  per  doz.  73  75 
Square,    re-act.   per  doz.  77  60 Dowswell    52  60 
New  Century,   Style  A..  101  26 Ideal  Power   180  00 
Daisy    73  25 
Stephenson    74  00 Puritan  Motor   165  00 
Connor,  improved    52  50 Ottawa    55  00 
Connor  Ball  Bearing.  ...  112  60 Connor    Gearless  Motor 
Washer   ISO  00 

Wringers — 
Royal   Canadian,    11  in., 
doz   47  75 
Eze,  10  in.,  per  doz.   .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  63  25 
Ottawa,  3  year,  11  inch.  68  26 
Favorite,  5  year,  11  inch.  81  75 
to  per  cent. 
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87  Years'  Varnish  Selling 

Behind  this  Dealer's  Testimony 
The  following  letter  is  from  a  house  established  87  years — a  house  which,  in  its  lime, 
has  seen  plans  for  selling  varnish  for  the  dealer  come  and  go.  When  such  a  house 
comes  out  with  the  statement  that  the  "  P.  &  L  "  Line  is  the  best  proposition  they have  ever  had  from  both  quality  and  selling  standpoint  that  means  best  of  not  one  or 
two  lines  but  perhaps  of  almost  every  line  of  varnishes  on  the  market.  It  is  your 
opportunity  now  to  profit  by  the  87  years'  experience  of  this  firm  by  investigating  the Pratt  &  Lambert  Proposition  from  every  standpoint. 
House  Established  1825 

THE  BOOTH  &  LAW  COMPANY 
PAINTS 

Window  Trim  P  &  L  Varnishes,  Booth  &  Law  Co. 

VARNISHES 
Office  and  Salesrooms : 

59  Crown  Street Warehouse : 
Water  and  Olive  Sts.,  New  Haven,  Conn. 

BRUSHES 
Lyman  M.  Law,  President 
Walter  B.  Law,  Vice-President J.  Harold  Lavf*,  Secretary 
Charles  Weiss,  Sales  Manager 

MESSRS.  PRATT  &  LAMBERT  Dec.  I  si,  1911 
Gentlemen:  We  Want  to  say  that  your  line  is  the  best  proposition  we  have  euer  had,  from  both  quality  and  selling  standpoint.  Our 

future  efforts,  we  can  assure  you,  will  he  centered  on  the  P  &  L  Line. 
Thanking  you  for  \)Our  ̂ rnt/  co-operation,  we  are,  Respectfully)  yours,  THE  BOOTH  &  LAW  COMPANY. 

There  is  no  reason  why  you  cannot  duplicate  the  success  of  this  and  other  Pratt  &  Lambert  Dealers  in  all  parts  of  the  United  States  and  Canada. 
Pratt  &  Lambert  advertising  is  creating  the  same  kind  of  a  varnish  selling  demand.  This  Spring  this  demand  should  be  greater  than  ever,  owing  to 
the  tremendous  Pratt  &  Lambert  Spring  Advertising  Campaign.  Do  not  let  this  Spring  go  by  without  at  least  investigating  what  we  can  offer  you  in 
increased  varnish  sales  and  profits. 

WRITE  NOW  FOR  P  &  L  DEALERS'  PROPOSITION 

PRATT  &  LAMBERT-Inc. 
VARNISH  MAKERS 

30  COURTWRIGHT  STREET,  BRIDGEBURG,  ONTARIO 
FACTORIES 

NEW  YORK  BUFFALO  CHICAGO 
LONDON PARIS 

BRIDGEBURG,  CANADA 
HAMBURG 

And  you  should  be  ready  for  it  with  a  stock  of  the  right  paint  to 
paint  right  the  paint  which  is  backed  up  by  an  experience  and 
reputation  of  seventy  years  in  the  paint-making  business. 

Ramsay's  Paints will  satisfy  you,  will  satisfy  your  customers,  and  will  give  you  a 
paint  trade  to  be  proud  of. 

There  s  a  Ramsay  Agency  waiting  for  you,  if  you'll  write  us about  it. 

A.  Ramsay  &  Son  Co.  Montreal 

Paint  Makers  since  '42 
Western  Distributors — 

A.  McBride  &  Co.,  Limited, Calgary;  Revillon  Bros., 
Umited,  Edmonton ;  Bogardus,  Wickens,  Begg, 

Ljmited,  Vancouver 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention  the 
the  Canadian  Hardware  Stove  and  Paint  Journal 

ALUMINUM  WARE. 
Northern  Aluminum  Co.,  Toronto. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
Wondershine,  Ltd.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

ASH  SIFTERS. 
E.  T.  Wright  Co.,  Hamilton. 

AUGER  BITS. 
TobiB  Arms  Mfg.  Co.,  Woodstock, 

Ont. 
AUTOMOBILE  ACCESSORIES. 

Canadian    Fairbanks,    Ltd.,  Mont- real. 
AXES. 

Allan  Hills  Edge  Tool  Co.,  Gait. 
James  Smart  Mfg.  Co.,  Brockville. 

BATHROOM  FITTINGS. 
Gendron  Mfg.  Co.,  Toronto. 

BELTING  (Leather). 
Sadler  &  Haworth,  (Montreal. 

BICYCLE  LAMPS. 
Pollock  Mfg.  Co.,  Berlin. 

BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

BOLTS  AND  NUTS. 
Steel  Co.  of  Canada,  Hamilton. 

BAR  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 
Gufney  Foundry  Co.,  Toronto. Hamilton    Stove     &     Heater  Co., 

Hamilton. 
Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. 

BRACES. 
E.  C.   Atkins   &  Co.,  Indianapolis, Ind. 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 

BROOMS  AND  BRUSHES. 
Boeckh  Bros.  Co.,  Toronto. 
Thomas  Bryan,  Ltd.,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. Belleville  Hardware   &   Lock  Mfg. 
Co.,  Belleville. 

Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton    Stove    &     Heater  Co., 

Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph, 
Taylor  &  Boggis  Pdry.  Co.,  Cleve- land, O. 
Canadian  Yale  &  Towne   Co.,  St. 

Catharines. 
BURNERS. 

Ontario     Lantern     &     Lamp  Co., Hamilton. 
CANS  (Milk). 

MoCIary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.    Davidson  ■  Mfg.    Co.,  Mont- real. 

CARBORUNDUM. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 

CASH  REGISTERS. 
Dominion  Register  Co.,  Toronto. 
National    Cash    Register    Co.,  To- ronto. 

CEMENT. 
B.  &  S.  H.  Thompson,  Montreal. 

CHURNS. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 

CLIPPING  MACHINES. 
B.  &   S.  11.  Thompson  Co.,  Mont- real. 
Chicago   Flexible   Shaft   Co.,  Chi- 

cago. 
CLOCKS. 

Western  Clock  Mfg.  Co.,  La  Salle, HI. 
CLOTHES  MANGLES  AND 

WRINGERS. 
Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COAL  SHUTES. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 

CORRUGATED  IRON.  ' Gait  Art  Metal  Co.,  Gait. 
A.  C.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. Metallic  Roofing  Co.,  Toronto. 
COW  TIES  AND  CHAINS. 

B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 
Oneida  Community,  Ltd.,  Niagara 

Falls,  Ont. 
CUTLERY. 

H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co;,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. 

DE-HORNERS. 
R.  W.  MoKenna.  Toronto. 

DRINKING  CUPS. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor  Forbes  Co.,  Guelph. 

DRILLS    (Hand  and  Power). 
Canadian  Buffalo  Forge  Co.,  Buf- falo. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Sheet  Metal  Products  Co.,  Toronto. 
Gait  Art  Metal  Co..  Gait. 

EDGE  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

ENAMELED  WARE. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. 

FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 

FILES. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Harnett  Co.,  Philadelphia, Pa. 

FIRE    PLACE    BASKETS,  AND- IRONS, ETC. 
Enterprise  Foundry  Co.,  Sack- 

ville,  N.  B. 
James  Stewart  Mfg.  Co.,  Wood- 

stock. 
FOOD  CHOPPERS. 

D.  Maxwell  &  Sons,  St.  Marys. 
FORGES. 

Canadian  Buffalo  Forge  Co.,  Mont- real. 

FRUIT  JARS. 
Consolidated  Fruit  Jar  Co.,  New 

Brunswick,  N.  J. 
FURNACES  (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 

ton. 
Can.    Heat.    &    Vent.    Co.,  Owen Sound. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville. N.  B. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove     &    Heater  Co., Hamilton. 
Hall  Zryd  Foundry  Co.,  Grimsby. 
MoClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.  Norsworthy  Mfg.  Co.,  St. Thomas. 
Pease  Foundry  €o.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
FURNITURE  SHOES  (Sliding). 

Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.   Steel  Products  Export  Co., Montreal. 

GAS  RANGES. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove    &    Heater  Co., Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 

GAS  STOVES. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O. 

GATES. 
Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal. 

GLASS. 
Consolidated  Plate  Glass  Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcy  &  Co.,  Toronto. GO-CARTS. 
Gendron  Mfg.  Co..  Toronto. 

GRINDSTONES. 
Cleveland  Stone  Co.,  Cleveland,  0. GUNS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

HAMMOCKS. 
Gait  Robe  Co.,  Gait. HANDLES. 
W.  C.   Crawford,  Tilbury,  Ont. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HORSE  SHOES. 
Steel  iCo.  of  Canada,  Hamilton. 

ICE  CREAM  FREEZERS. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 

JOIST  HANGERS. 
Taylor  Forbes  Co.,  Guelph. 

KALSOMINE. 
A.  Ramsay  &  Son,  Montreal. 

KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait. 

LADDERS. 
Stratford  Mfg.  Co.,  Stratford. 

LAMPS  AND  BURNERS. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
LANTERNS. 

Thos.    Davidson   Mfg.    Co.,  Mont- real. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  &  Co.,  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  &  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co.,  Ltd.,  Stratford. 
LEVELS. 

Stanley   Rule    &    Level    Co.,  New 
Britain,  Conn. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Rice-Knight  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. 
Belleville   Hardware   &   Lock  Mfg. 

Co.,  Belleville. Hamilton    Stove    &    Heater  Co., 
Hamilton. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LUBRICATORS. 
Penberthy  Injector  Co.,  Windsor. 

MANGLES. 
Taylor  Forbes  Co.,  Guelph. 

MATTRESS  WIRE. 
■Imperial   Steel   &   Wire   Co.,  Col- 

lingwood. METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. 
METAL  SHINGLES,  SIDING,  Etc. 
Gait  Art  Metal  Co.,  Gait. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. 

MOPS  (Self -wringing). 
American    Woodenware    Mfg.  Co Toledo. 
Tarbox  Bros.,  Toronto. 

MOTOR  ACCESSORIES. 
Canadian     Fairbanks     Co.,  Ltd., 

Montreal. NAILS  (Wire). 
H.  S.  Howland,  Sous  &  Co.,  To- ronto. 
Imperial  Steel  &  Wire  Co.,  Col- 

lingwood,  Ont. 
U.  S.  Steel  Products  Co.,  Montreal. 
Parmenter   &  Bullock,  Gananoque. 
Steel  Co.  of  Canada,  Hamilton. 

OFFICE  EQUIPMENT. 
Dominion  Register  Co.,  Toronto. 
Goldie  &  McCulloch,  Gait. 
Monarch  Typewriter  Co.,  Toronto. 
National  Cash  Register  Co.,  To- ronto. 

OILERS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

OIL  STONES. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike,  N.  H. 

OIL  STOVES. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

OIL  STORAGE  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 
National  Equipment  Co.,  Toronto. 

OVEN  DOOR  SPRINGS. 
U.  S.  steel  Products  Co.,  Montreal. 

PAINTS  AND  VARNISHES. 
Brandram  Henderson,  Ltd.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 
International  Varnish  Co.,  Toronto. 
Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Pratt  &  Lambert,  Buffalo. 
Pinchin  Johnston  Co.,  Toronto. 
A  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 
PAINT  AND  VARNISH  REMOV- ERS. 
Chadeloid  Chemical  Co.,  New  York City. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel    &    Wire    Co.,  Col- lingwood. 
John  Lysaght,  Ltd.,  Bristol,  Eng., 

and  Montreal. 
POST  HOLE  DIGGERS. 

Erie  Iron  Works,  St.  Thomas. 
PLUMBING  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 

PROPELLER  FANS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

RAKES  (Lawn). 
Erie  Iron  Works,  St.  Thomas. 

RASPS. 
Nicholson  File  Co.,  Port  Hope. 

RAZORS. 
Gillette  Safety  Razor  Co.,  Mont real. 
International      Distributing  Co., Montreal. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

RAZOR  HONES. 
Carborundum  Co.,  Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike.  N.  H. 

RAZOR  STROPS. 
Carborundum  Co.,  Niagara  Falls, Ont. 
J.  Wiss  &  Sons,  Newark.  N.  J. 

REGISTERS  (Warm  Air). 
Canadian  Heating  &  Ventilating 

Co.,  Owen  Sound. Clare  Bros.,  Preston. 
Ferrosteel  Co.,  of  Canada,  Bridge- 

burg. 

Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co..  Wood- 

stock. 
James  Smart  Mfg.  Co.,  Brockville. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 
burg. 
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The  Value  of  Handling  Canada  Paint  Products 

Here  you  have  a  line  of  paints  and  varnishes  which 

have  been  on  the  Canadian  market  nearly  50  years. 

Any  line  of  Products  which  can  withstand  the  on- 

slaughts of  keen  competition  for  such  time,  and 

come  out  stronger  and  more  popular  (with  dealer  and 

consumer  alike)  than  ever  before,  must  have  some  im- 
pressive features  connected  with  it  to  make  this  possible. 

Are  you  a  Canada  Paint  Dealer  ? 

If  so,  you  know  the  attractions. 

If  not,  write  us,  and  if  we  are  not  already  represented 

in  your  locality,  we  shall  be  pleased  to  explain  things. 

THE  CANADA  PAINT  CO.,  LIMITED 

MONTREAL TORONTO WINNIPEG 

Disk  Wheels  and 

Ventilators 

MADE  IN  CANADA SEND  US  YOUR  RUSH  ORDER 

Electric  Proi)cllcr,  Fan  Type.   Also  made  with  Pulley. 

A  Buffalo  Disk  Wheel  is  ten  times  more  efficient  in  cooling' 
and  ventilating  a  room  or  shop  than  the  ordinary  electric 

desk  or  ceiling  fdn.  The  latter  only  stirs  up  and  "  churns  " 
the  air,  while  the  Disk  Wheel  removes  foul,  overheated  air, 
which  is  instantly  replaced  by  cooler,  fresher  air  from  the 
outside.  Thus  a  small  i8  inch  Disk  Wheel  will  remove  2200 

cubic  feet  of  air  per  minute  using  only  i-io  H.P.  All  sizes, 
electric  and  pulley  driven,  in  stock. 
The  Buffalo  Ventilator  is  built  on  common  sense  principles. 
It  is  wind  and  storm  proof,  yet  affords  escape  for  the  maxi- 
num  amount  of  overheated  air.    All  styles  and  sizes. 

Ask  for  booklet  No.  128 

Canadian  Buffalo  Forge  Company,  Limited 

Montreal 

'  Buffalo  "  Ventilators. 

When  writing  to  adv.rtiMrB,  kindly  m«ntion  tne  Canadian  Hardwart,  StoTe  k  Paint  Journal 
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ROOFING  (Metal). 
Gait  Art  Metal  Co.,  Gait. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

ROOFING  (Prepared). 
Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Roofing  Co.,  Toronto. 
H.   S.  Rowland,   Sons  &  Co.,  To ronto. 
Canadian    H.    W.  JohnsManville 

Co.,  Toronto. 
REFRIGERATORS  AND  ICE 

CHESTS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McCIary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

RUBBER  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., Toronto. 

RULES  AND  TAPES. 
Lufkin  Rule  Co.  of  Canada,  Wind- sor. 
Stanley   Rule    &    Level    Co.,  New 

Britain,  Conn. 
SAD  IRONS. 

Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McClary  Mfg.  Co.,  London. 
Taylor  Forbes  Co.,  Guelph. 

SAFES. 

Goldie-McCulloch  Co.',  Gait. SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 

SCREEN  CLOTH. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 

SCREWS. 
Steel  Co.  of  Canada,  Hamilton. 

SHEARS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

SHOVELS  AND  SPADES. 
Lundy  Shovel  &  Tool  Co.,  Peter- 

boro. Canadian     Shovel     &     Tool  Co., Hamilton. 
Erie  Iron  Works,  St.  Thomas. 

SILVERWARE. 
Oneida   Community,  Ltd.,  Niagara 

Falls,  Ont. 
Toronto  Silver  Plate  Co.,  Toronto. 

SHEET  METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McCIary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  (Montreal. 

SPORTING  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  Cartridge  Co.,  Montreal. 
H.  S.  Howland  Sons  &  Co.,  To- 

ronto. * Kennedy  Hdwe.  Co.,  Toronto. 
Jjewis  Bros.,  Ltd.,  Montreal. 
Marble  Arms  Mfg.  Co.,  Gladstone, 

Mieh. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRINGS  AND  AXLES. 
Guelph  Spring  &  Axle  Co.,  Guelph. 

STEEL  TROUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STORE  EQUIPMENT. 
S.  G.  Bowser  &  Co.,  Toronto. 
Walker  Bin  &   Store  Fixture  Co., 

Berlin. 
National  Equipment  Co.,  Toronto. 

STOVES  AND  RANGES. 
D.  J.  Barker  &  Co.,  Picton. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 

ton. Canadian    Heating    &  Ventilating 
Co..  Owen  Sound. Thos.  Davidson  Mfg.  Co.,  Montreal. 

Doherty  Mfg.  Co.,  Sarnia. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackvillc, N.  B. 

Findlay  Bros.,  Oarleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall-Zryd  Foundry  Co.,  Hespeler. 
Hamilton     Stove    &    Heater  Co., Hamilton. 
McCIary  Mfg.  Co.,  London. Moffat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Specialties  Mfg.  Co.,  Grimsby. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mf".  Co.,  Woodstock. 
Supreme  Heating  Co.,  Welland. 

STOVE  CEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 
U.  S.   Steel  Products  Export  Co., Montreal. 

TENTS  AND  AWNINGS. 
J.  J.  Turner  &  Son,  Peterboro. 

TIN  PLATE. 
A.  C.  Leslie  &  Co.,  Montreal. 
McCIary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. 
U.  S.  Steel  Products  Export  Co., Montreal. 

TOOL  GRINDERS. 
TOOLS  (Mechanics). 
Hills  Edge  Tool  Co..  (fnlt. 

Xorth  Bros.,   Philadelphia,  Pa. 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TRAPS. 
Oneida   Community,    Ltd.,  Niagara 

Falls,  Ont. 
TURPENTINE. 

Turpentine  Producers  Agency,  To- ronto. 
VACUUM  CLEANERS. 

Onward  Mfg.  Co.,  Berlin. 
Pollock  Mfg.  Co.,  Berlia. 

VALVES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 

VENTILATORS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
WATER  SERVICE  SYSTEMS. 

National  Equipment  Co.,  Toronto. 
WATER  GAGES. 

Penberthy  Injector  Co.,  Windsor. 
METAL  WASHBOARDS. 

Meakins  &  Sons,  Hamilton. 
WHIFFLETREES  (Steel). 

Canada  Steel  Goods  Co.,  Hamilton. 
WHOLESALE  HARDWARE. 

Bond  Hdwe.  Co.,  Guelph. 
H.   S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 

WHITE  LEAD. 
Brandram-Henderson     Co.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 

WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  O. 

WIRE  FENCING. 
Page  Wire  Fence  Co.,  Walkerville. 
U.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &   Wire   Co.,  Col- 

lingwood. 
WIRE  ROPE. 

B.  Greening  Wire  Co.,  Hamilton. 
WOODENWARE. 

Meakins  &  Sons,  Hamilton. 

Cleveland  Grindstones 

Best  Treadle  Grindstone  Made 

Made  of  genuine  Berea  or  Lake  Huron  stone— the 
only  stones  that  have  the  combined  sharpening 
qualities  of  grit  and  toughness.  The  frame  of  this 
sterling  grindstone  is  extra  strong  and  very  stoutly 
braced.  All  rods  and  bolts  are  threaded.  Has  large 
comfortable  seat  and  clothes  protection,  and  runs 
on  improved  ball  bearings.  We  make  Cleveland 
Grindstones  in  all  sizes— for  all  purposes— power, 
hand  and  treadle.  A  »rf  therc'ti  r/ood  proM  in  them for  you. Write  for  catalogue  and  prices 

The  Cleveland  Grindstone  Co. 
Cleveland,  Ohio 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screws 

and  Stove  Wire. 

Write  for  Prices 

The  Consolidated  Fruit  Jar  Co. 

New  Brunswick,  N.  J. 

MR.  OCCOMORE  RECOVERING. 

H.  Occomore,  Guelph,  first  vice-president  of  the  Ontario 
Retail  Hardware  &  Stove  Dealers'  Association  who  has 
been  ill  for  nearly  two  months  as  a  result  of  injuries 

caused  by  his  brother  falling-  from  a  ladder  upon  Mr. 
Occomore's  head,  is  around  ag^ain  and  will  spend  a  fort- 

night in  Muskoka  this  month  recuperating  before  taking 
up  active  business  again. 

MADE  IN  CANADA  EXHIBITION  TRAIN 

The  Canadian  Home  Market  Association  have  engaged 
a  C.  P.  R.  train  of  fourteen  cars  which  will  leave  Montreal 
May  16,  and  visit  Toronto,  May  18,  leaving  Winnipeg 
May  22,  and  stopping  at  about  70  points  between  Winnipeg 
and  Edmonton,  Calgary,  Lethbridge,  Regina,  etc.,  arriv- 

ing back  at  Winnipeg  on  June  30.  The  train  will  include 
displays  of  interest  to  hardwaremen,  to  be  made  by: 
The  Gurney  Foundry  Co.,  McCIary  Mfg.  Co.,  Sheet  Metal 
Products  Co.,  Brandram-Henderson,  Ltd.,  G.  F.  Stephens 
&  Co.,  Winnipeg  Paint  &  Glass  Co.,  Canadian  Fairbanks- 
Morse  Co.,  Gutta- Percha  &  Rubber  Goods  Co.,  and 
others. 

The  visit  of  the  train  to  the  various  towns  along  the  line 
will  be  well  advertised  and  retailers  should  encourage  their 
customers  to  visit  the  displays  as  numerous  sales  can  be 
made  if  the  name  of  prospects  are  secured  and  properly 
followed  up. 

I  look  on  that  man  as  happy  who,  when  there  is  a 
question  of  success,  looks  into  his  work  for  a  reply,  not 
into  the  market,  not  into  opinion,  not  into  patronage. — Emerson. 
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CLASSIFIED  ADVERTISEMENTS 

Advertisements  under  this  head  ten  cents 

per  agate  line  each  insertion.  About  ten 
words  to  one  line.   Remit  when  ordering. 

STORE  MANAGER  WANTED 

WE  HAVE take  charge  of  retail  stove,  tinware  and  furnace  store.    Must  have 
experience  and  some  capital. Ontario. 

A  GOOD  PROPOSITION  for  an  energetic  Young  Man,  to 
)ve,  tinware  and  furnace  store.  Must  have 
BOWES,  JAMIESON,  LIMITED,  Hamilton, 

BUSINESS  CHANCES 

'THE   TINSMITHING   AND   PLUMBING   DEPARTMENT   of  Binns' Hardware,  Newmarket.    Est.  20  years.    Tools  almost  new.   8ft.  brake. 
Town  3,000  and  booming.    One  opposition.    Splendid  chance  for  the  right 
man.    Apply  G.  A.  BINNS,  Newmarket. 

priRST  CLASS  HARDWARE  BUSINESS  In  Coronation,  the  liveliest 
^  town  in  central  Alberta,  for  sale.  $8,000  stock,  well  assorted.  Building and  fixtures  either  for  sale  or  rent.  For  full  particulars  and  terms  address 
G.  R.  Farmer,  Box  1000,  Castor,  Alta. 

STORAGE  TO  RENT 

OTORAGE,   VANCOUVER,   B.C.— Storage   or  space  to  rent,  ofilce  if 
required;  warehouse  close  to  all  wharves,  with  railway  siding;  two 

elevators.    MARTIN  &  ROBERTSON,  LTD.,  329  Railway  St.,  Vancouver. 

COMMISSION  LINES  WANTED 

HARDWARE  LINES  WANTED  on  a  commission  basis,  covering  western 
provinces.    CANADIAN  SPECIALITY  CO.,  Suite  100,  Travis  Blk., 

Calgary,  Alta. 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
15)4  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

ROSS  &  WRIGHT 
Insurance  Counsellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET.  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 

us  when  your  loss  occurs 

The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 
Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

THE  IMPROVED    KEYSTONE  DEHORNER 
A  4-slded,  sliding,  shear  cutting.  Dehorning  Knife  that  does  its 
work  in  an  instant  with  but  an  instant's  pain.  Agricultural Colleges  and  Veterinary  Surgeons  commend  the  KEY 
STONE — The  quickest,  cleanest  and  easiest  dehomer  made. If  your  Jobber  cannot  supply  you,  write  me,  and  I  will  send  full 
particulars  of  my  special  proposition  to  retailers. 

R.  H.  McKENNA,  219  Robert  Street,  Toronto. 

CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  HARD- 
WARE, STOVE  AND  PAINT  JOURNAL 

contains  much  valuable  information. 
Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement — but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 

AWELLLfCHTEDStORE 

WILL  INCREASE  YOUR  SALES 

Do  you  know  that  people  are  attracted  to  a  well  lighted  store  and  that 
consciously  or  unconsclovisly  they  avoid  a  poorly  lighted  one.  You  can 
make  your  store  attractive— bright  and  inviting  by  using  Rice-Knight 
Lighting  System.  Can  be  installed  anywhere— burns  same  as  city  gas — 
always  ready  to  light.  Cheaper  than  gas  or  electricity.  Make  your  store 
the  brightest  spot  in  town.  Let  us  tell  you  how— write  to-day  for  booklet  "S." 

RICE-KNIGHT  LIMITED,  TORONTO 
Local  hardware  agents  wanted  in  every  town. 

J.  J.  TURNER  &  SONS 

The  Largest  Manufacturers  in  Canada  of 

Tents,  Flags,  Awnings,  Sails,  Horse  Blan- 
kets, Waterproof  Goods,  Coal  Bags  and 

every  description  of  Camping  Goods. 

Send  us  your  orders  for  Tents  and  ̂ eep  them  in 
stock-   The\)  are  put  up  in  bags  to  l^eep  them  clean. 

J.  J.  TURNER  &  SONS 
Peterborough,  Ont.  Regina,  Sask. 

IWAN'S  PATENT  POST  HOLE  AUGER 
The  fastest  and  easiest  earth  cutting  auger  on  the 
market.    A  splendid  line  for  hardwaremen  to  push. 

Made  in  seven  sizes,  4  to  12  inches.    Shipped  half 
dozen  in  bundle.    Augers    weigh   ten    pounds  each. 

Write  us  for  Circular  and  Price  List. 

ERIE  IRON  WORKS,  St.  Thomas,  Ont. 

MONARCH 

TYPEWRITERS 

The  King  of  all 

Writing 

Machines 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 

The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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A  STATEMENT  IN  FULL 

That  is  what  the  user  of  a  McCaskey  Account    Register  gives  his  customers  after  each  purchase. 
At  the  time  of  the  sale  the  merchant  who  uses  The  McCaskey  Gravity  Account  Register  System 

posts  and  totals  each  account  to  date.      He  cuts  out  all  useless  bookkeeping  (posting  and  copying 
from  one  book  to  another),   prevents  errors  in  his  accounts  and    disputes  with    customers,  because 

each  patron  has  the  same  record  of  his  account  and  in  the  same 
hand-writing  as  he  has,  prevents  forgotten  charges,  that  is,  goods 
sold  but  never  charged,  collects  his  money  automatically  and 
faster  than  any  human  agency  could  collect  it,  has  an  automatic 
credit  limit  and  is  protected  against  loss  of  insurance  in  case  of  fire 
because  with  the  McCaskey  System  proof  of  loss  can  be  furnished 

in  an  hour's  time  to  the  satisfaction  of  any  insurance  adjuster. Only 

One  Wr  ̂ ing^ SYSTEM 

First  and  Still 
the  Best 

Seventy  thousand  retail  merchants  are  using  the  McCaskev 

You  don't  have  to  wait  until  the  man  next  door  or  on  the  System  and  tell  us  that  it  pays  for  itself  several  times  in  the 
corner  has  installed  the  McCaske}-.     Then  it  will  be   too  late.  course  of  the  first  3'ear  it  is  installed. 
Act  now  !     Please  your  trade  by  giving  them  a  statement  in  A  letter  or  postal  card   will  bring  you  information  without 
full  with  each  purchase,  cut  out   useless  bookkeeping  and  get  obligation  on  \'Our  part  to  purchase. 
moreitiformation  about  your  business  with  less  expenditure  of  Or,  tear  out  this  advertisement,  sign  j  our  name  and  address 
time  labor  and  monej'.  and  we'll  know  you  want  information. 

DOMINION  REGISTER  CO.,  Limited 

90-98  Ontario  St.,  Toronto,  Canada 
Branches : — New  York,  Boston,  Pittsburg,  Chicago, Minneapolis,  Kansas  City,  San  Francisco, 

Atlanta,  Memphis,  Washington. 
519-521  Com  &  Prodace  Exchange,  Manchester,  England. 
The  McCaskey  Register  Co.,  Alliance,  Ohio,  U.S.A. 
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—  MEASURING  TAPES  with  t9^^v^JaMthmje<>i4Ay  READINGS  = 

All  improvement  originated  and  broug'lit  out  a  few  years  ago  by 

The 

PATENTED  IN  CANADA  AND  ENGLAND 

#  U.  S.  Patent  pending. 
Line  has  always  given  satisfaction.     It  maintains  its  reputation. 

^===  W/ND30/tONn  ===== 

BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863 

Twelve  Medals  of  Award  at 

INTERNATIONAL 

Expositions 

INCORPORATED  1895 

Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

Copy  of  Catalogue  will  be  sent  free  to  anv  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 

Quality  sells  our  Glass 

When  buying  Window  Glass,  see 

that  you  get  the  world-wide  brand 

Manufacturers  of  all  kinds  of  British 

Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 

Ca«t,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 
MONTREAL 
WINNIPEG 

TORONTO 
VANCOUVER 

Works:— St.  Helens,  England 

"OLD  SOL" 

MOTORCYCLE  AND 

BICYCLE  LAMPS 

TRACTION  ENGINE 

AND  MOTOR  BOAT 

SEARCH  LIGHTS 

AND  GENERATORS 

"  Old  Sol"  lamps  are  perfect  in  efficiency  and  beauti- 
ful in  design,  and  are  made  to  fit  any  machine  in 

Canada  or  the  United  States  without  intonvenience 
or  need  of  bending  brackets.  Send  for  descriptive 
catalogue. 

Manufactured  by 

POLLOCK  MFG.  CO.,  Ltd. 

BERLIN 
Columbia  Place 

ONTARIO 
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If  you  could  stand  beside  each  clerk 

as  he  makes  a  sale,  and  make  a  note 

of  the  details 

there'd  not  be  much  chance  for  mistakes,  would  there? 
You  would  know  the  amount  and  kind  of  the  transaction,  and  who  handled  it. 

You  would  know  that  the  customer  got  the  right  change,  and  that  you  got  the 
right  amount  of  money. 

You'd  have  a  record  of  every  cash  transaction  in  the  store  that  would  make  the 
night's  "balance"  a  very  simple  matter. 
And  your  clerks  would  be  better  salesmen,  more  careful  and  accurate  because  they 
would  get  credit  for  good  work,  and  know  that  the  blame  for  mistakes  would  be 
fixed  beyond  dispute. 

That^s  exactly  what  a  National 

Cash  Register  does  for  you 

The  amount  and  kind  of  each  transaction  is  publiclj'  displayed  and  a  positive  and 
permanent  record  kept  for  your  private  inspection. 
Separate  adding  wheels  show  you  the  totals  of  Cash  Sales,  Charge  Sales,  Money 
Received  on  Account  and  Money  Paid  Out — at  any  time  during  the  day. 
The  Sales  Strip,  kept  locked  inside  the  machine,  gives  you  an  itemized  record  or 
every  transaction  made  during  the  day — just  as  complete  as  if  you  followed  your 
clerks  all  day  and  recorded  the  various  amounts  yourself. 

You  know  how  many  customers  each  clerk  waited  on — the  amount  of  each  clerk's 
sales  for  the  day,  a  separate  record  of  each  sale — who  made  the  mistakes — who  did 
the  best  work — and  you  know  exactly  the  amount  that  should  be  in  the  cash  drawer. 
The  National  keeps  track  of  every  detail  of  every  transaction — stops  leaks,  checks 
losses.    How  can  you  afford  to  be  without  one? 

You  place  yourself  under  no  obligation  by  writing  for  Free  booklets,  explaining 
the  uses  of  National  Cash  Registers  in  your  business.        Write  now  to 

■  ̂ 

The  National  Cash  Register  Company 

Canadian  Factory  at 
TORONTO 

Canadian  General  Sales  Office 

285  Yonge  St.,  Toronto 



ONE  DOLLAR  YEARLY 

JUNE,  1912. 

Specially  Designed  for  High-Grade 

Engines 

Where  the  Service  Demands 

< 

Fully 

Guaranteed 

Reliability, 

Accuracy  and 

Satisfaction  w 

WE  CLAIM 

Superior  Features 
in  Construction 

Economy  in  Price 
and  the  Best  Value 

for  the  Money 

Get  all  the  Lubricator 

Comforts.    Buy  The  Peerless. 

Write  for  Descriptive  Circular 

Manufactured  by 

PENBERTHY  INJECTOR  CO.,  im 

Windsor,  Ont. 
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Drive  Home  this  Gillette  Selling  Point 

For  ct 
Close  Snave 

The  Gillette  is  the  only 

Adjustable  Razor" 

We  are  emphasizing  this  GILLETTE 
feature  in  our  newspaper  advertisements, 

using  this  same  illustration. 

But  there  may  be  some  of  your  custom- 
ers who  will  not  read  our  newspaper 

advertisements  carefully,  and  will  fail  to 
realize  what  an  advantage  it  is  to  own 
and  use  an  adjustable  GILLETTE. 

h's  up  to  you  to  show  them — and  it  is 
important  that  you  should  do  so,  for  this 
is  one  of  the  strongest  of  the 

GILLETTE'S  many  selling  points. 
The  illustration  shows  the  GILLETTE 

in  two  somewhat  extreme  positions.  In 
the  lower  cut  the  handle  is  screwed  up 

tight,  so  that  the  cap  forces  the  blade- 
edges  down  close  against  the  guard. 
This  gives,  of  course,  a  very  light  shave, 
and  is  comfortable  for  the  tenderest  skin. 

In  the  upper  cut  the  handle  has  been 

loosened  about  one-quarter  turn.  The 
edges  of  the  blade,  follovsang  the  cap, 

have  sprung  away  from  the  guard.  In 
this  position  the  blade  takes  more  hold, 
and  cuts  very  close,  no  matter  how  tough 
or  wiry  the  beard  may  be. 

But  as  we  said  before,  this  is  rather  an  extreme  position,  and  the  average  man  gets  the  most 
satisfactory  shave  when  he  first  screws  the  handle  up  tight  and  then  loosens  it  about  an  eighth 
of  a  turn. 

But  once  you  make  the  principle  clear  and  show  him  the  advantage  of  the  adjustability  which 

only  the  GILLETTE  possesses,  your  customer  will  not  be  long  in  finding  out  just  what  adjust- 
ment best  suits  his  beard  and  face.  Thus  he  will  get  the  utmost  comfort  and  satisfac- 

tion out  of  his  GILLETTE,  and  he'll  not  forget  that  you  sold  him  the  razor  and 
"put  him  wise." 

Incidentally,  he'll  come  back  pretty  regularly  for  new  blades — and  as  many  other  things  as  your 
good  salesmanship  suggests. 

The  Gillette  Safety  Razor  Co.,  of  Canada 
Limited 

Office  and  Factory :  The  New  Gillette  Bldg.,  Montreal 

KMOWN  THE WORLD  OVER 
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LAWN  MOWER 

REPEAT  ORDERS 

SHIPPED 

SAME  DAY 

AS  RECEIVED 

Next  in  importance  to  having  the  goods  in  stock  when 

they  are  wanted  is  to  be  able  to  explain  to  customers  the 

special  features  of  the  articles  being  shown. 

Demonstrate  Taylor- 
Forbes  Lawn  Mowers 

by  showing  their  easy  running  qualities.  Just  as  a 

jobber's  salesman  can  increase  his  sales  by  carrying  sam- 
ples instead  of  selling  solely  from  his  picture  book,  so  can 

can  the  retail  clerk  increase  his  business  by  practical 
demonstration. 

Emphasize  to  your  customers  that  it  will  be  a  better 

investment  for  him  to  pay  a  fair  price  for  a  high-class 

mower  like  the  "Empress"  or  "Woodyatt"  than  to 
buy  a  cheaper  machine  which  will  cost  more  to  keep 
sharp  and  in  repair. 

The  "Taylor-Forbes"  Quality  Guarantee 
is  back  of  every  machine  manufactured  by  us.  They  have  stood  the  test  for  FORTY  YEARS 
and  we  prove  our  sincerity  by  casting  our  name  on  every  lawn  mower  we  manufacture. 

Only  the  highest  grade  of  workmanship  and  quality  of  material  are  used  in  the  production  of  Taylor- 
Forbes  lawn  mowers  and  our  plant  is  the  only  one  in  Canada  that  makes  an  absolute  specialty  of  this 

line.  For  quality,  finish  and  distinctive  patented  features  our  lawn  mowers  cannot  be  equalled.  Our 
company 

Stands  Back  of  These  Lawn  Mowers 

"Adanac"        "Empress"  "Woodyatt" 

"Star"  "Philadelphia"  "Daisy" 

"Mayflower"  and  "Ontario" 

We  are  in  a  position  to  fill  every  order  received  on  the  Every  mower  is  examined  carefully  and  properly  adjusted 
day  it  arrives,  giving  customers  the  highest  quality  of  before  leaving  our  factory,  and  neatly  crated  to  avoid 
SERVICE  as  well  as  the  BEST  GOODS.  damage  in  transportation. 

Ask  your  jobber  for  "Taylor- Forbes"  Goods If  he  cannot  supply  you,    write  us  direct 

TAYLOR-FORBES  CO.,  LIMITED 
Taylor-Forbes  Co.,  246  Craig  St.,  Montreal  Head  Office  and  Works :  H.  F.  Moulden  &  Son,  Travellers'  BIdg.,  Winnipeg 
H.  G.  Rogers,  531-2  Dock  St.,  St.  John,  N.B.  PI  TCI  DU     rtWT  ^"  ̂ '  Vancouver,  B.C. 
Canadian  United  Mfrs.  Agency,  London,  Eng.  ilUCiLl  11,   UIX  1  .  J.  B.  H  Rickaby,  Victoria,  B.C. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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BUILDERS 

HARDWARE 

WITH  A 

REPUTATION 

CRESCENT 

Hinges,  Butts,  Staples,  Latches,  Gate  Hooks, 

Parlor  Door  Hangers,  Barn  Door  Hangers, 

Corrugated  Strap  and  Tee  Hinges,  and  Light, 

Med  ium  and  Heavy  Strap  and  Tee  Hinges 

CANADA  STEEL  GOODS  CO.,  Limited 

HAMILTON,  -  -  ONTARIO 

The  Steel  Company  of  Canada 
Limited 

Stove  Bolts    Stove  Rods 

Rivets 

Pig  Iron      Steel  Bands     Wire  Nails 

We  can  Make  Prompt  Shipment  of  Orders  Placed  Now 

DISTRICT  SALES  OFFICES: 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLennan,  Vancouver,  B.C.  H.  G.  Rogers,  St.  John,  N.  B. 
J.  B.  H.  Rickaby,  Victoria,  B.C.  Geo.  D.  Hatfield,  Halifax,  N.S. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Samson  Farm  Tools 

We  have  always  insisted  that  the  purchaser  of  Samson  Farm 

and  Garden  Tools  can  depend  on  receivmg  absolute  satisfaction, 

and  the  continued  success  of  our  Samson  Trade  is  the  best  in- 

dication of  general  satisfaction  with  the  buying  public.  The 

reliability  of  the  Samson  Farm  and  Garden  Tools  has  been 

thoroughly  tested  and  dealers  will  find  it  distinctly  to  their 

advantage  to  place  their  orders  well  ahead. 

Always  Reliable 

The  whole  policy  of  this  business  is  to  give  a  little  better  value 

and  service  than  has  been  previously  thought  necessary,  and  we 

want  particularly  to  hammer  home  the  fact  that  Samson  Farm 

and  Garden  Tools  are  warranted  to  give  absolute  satisfaction. 

Send  Your  Orders  Early 

H.  S.  Howland;  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY  TORONTO  OUR  PRICES  ARE  RIGHT 

GRAHAM  NAILS  ARE  THE  BEST 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Here's  a  business 

proposition  pure  and 

simple,  about  belting 

There  is  a  whole  lot  of  leather 

belting  going  to  the  shops  and 

factories  in  your  vicinity  on 

orders  to  outside  towns  or 

large  central  belting  warerooms. 

Now,  we  suggest  that  you 

carry  a  stock  of  our  leather 

belting  ("AMPHIBIA"  and 
"CLIMAX")  and  let  these 

fellows  know  that  you've  added 
this  line.  Then  you  will  get 

this  business  which  is  going 

outside  your  town. 

'Tis  worth  considering 

Don'  t  hesitate  to  write  us  about 
this  stock.  Your  questions  will 

place  you  under  no  obligation 

and  we  can  probably  show  you 

an  interesting  proposition. 

Tanners  and  Manufacturers 

MONTREAL 
511  William  St. 

ST.  JOHN,  N.  B. 
89  Prince  William  St. 

TORONTO 
27  Melinda  St. 

VANCOUVER 
27  Columbia  Ave. 

WINNIPEG 
244  Princess  St. 

For  over  35  years  the  maimers 
of  the    best    leather  belts. 

BUILDER
S' HARDWAR
E 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  Furnace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 

Bungs,  etc.,  etc. 

Send  for  complete  Jescriptioe 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

When  writing  to  advertisers,  kindly  mention  the     Canadian  Hardware,  Stove  &  Paint  Journal 
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If  You  Knew 

Just  how  much  profit  you  lost  by  selling  paint  oils  and  varnishes  with  ordinary 

measures  and  funnels  from  barrels  or  tin  cans  you  would  see  why  a  Bowser  System  is 

necessary.  You  can't  expect  to  get  full  profit  when  you  waste  part  of  the  oil  or 
over-measure  it  any  more  than  you  could  expect  to  have  all  of  your  money  after  you 

had  spent  part  of  it. 

If  You  Knew 

Just  how  much  you  could  save  in  profits,  time,  labor  and  increased  patronage 

by  using  a 

Bowser  Paint  Oil  System 

we  would  have  no  trouble  in  convincing  you  of  the  necessity  of  a  Bowser  System  in 

your  store. 

If  you  handle  paint  oils  the  old  way  just  stop  and  consider  what  your  loss 

must  be — Every  drop  of  oils  wasted  is  so  much  of  your  ligitimate  profit  lost. — It 

reduces  your  yearly  income  just  that  much.  Can  you  afford  it  ?  If  you  don't  think 
vou  waste  oil  look  at  your  measures,  funnels,  floors,  faucets,  etc.,  they  tell  the  tale. 

You  save  enough  with  a  Bowser  to  pay  for  it  and  then  it  keeps  on  saving  for 

you  year  after  year.  It  gives  tone  to  your  store,  lends  attractiveness  to  your  oil 

department,  insures  a  square  deal  to  all  concerned  and  invites  patronage.  Where  is 

there  a  store  fixture  that  will  do  more  ? 

Our  new  book  "Tank  Talks"  No.  5  N  tell  all  about  the  Bowser.  Drop  a 

card  for  it  to-day.    Ask  for  book  No.  5N— // s  FREE. 

S.  F.  Bowser  &  Co.,  Inc.,  Toronto,  Ont. 

66-68  Fraser  Ave. 

For  twenty-seven  years  manufacturers  of  Self-Measuring  Pumps,  Gasoline  and  Oil  Storage  Systems,  Dry  Cleaning  Systems,  etc. 

When  writing  to  adrertiBerg,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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TO  THE  HARDWARE  TRADE 

Do  NOT  let  your  Competitor  make  ALL  the  Sales 
when  YOU  can  draw  the  greatest  part  of  it  your 

way  by  handhng  our  guaranteed  line  of 

Welded  Shovels 

Perfectly  Balanced Unsurpassed  in  Finish 

We  make  Welded  Shovels  because  Experience 
Proves  and  the  Trade  Demands  shovels  that  are 

Stronger  and  more  Durable  than  other  makes. 

PROMPT  SHIPMENTS  GUARANTEED 

Write  for  catalogue  or  prices  to  any  of  these  addresses 

The  Lundy  Shovel  &  Tool  Co.,  Limited 
PETERBOROUGH,  ONTARIO 

ONTARIO 
N.  B.  Misener,  105  Cowan  Avenue,  Toronto 

QUEBEC Delorme  Bros.,  15  Debresoles  Street,  Montreal 
MARITIME  PROVINCES 

S.  N.  Sancton,  St.  John,  N.  B. 

MANITOBA  AND  SASKATCHEWAN 
Tees  &  Persse,  Limited,  Winnipeg 

ALBERTA 
Tees  &  Persse  of  Alberta,  Limited 

BRITISH  COLUMBIA 
E.  E.  Crandall,  1073  Hamilton  Street,  Vancouver 

Stock  Nicholson-Made  Files 

A  Three  Fold  Benefit 

The  Dealer  gets  increased  profits  and  repeat  sales 

The  Clerk  gets  a  file  he  can  guarantee. 

The  Customer  gets  honest  value. 

Made  in 
Canada 

47  Years 

study  and  experience 

devoted  exclusively  to  file  making 

is  back  of  every  Nicholson-made 

File.    It  will  benefit  you  to  stock  our  brands. 

Your  jobber  can  supply  you.     Catalog  on  request. 

Nicholson  File  Company 
Port  Hope,  Ontario 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Faint  Journal 
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We  Guarantee  Our  Tools 

All  Jobbers  Sell  Them 

Allan  Hills  Edge  Tool  Co. 

Gait,  Ontario 

E.  SCHOFIELD  N.  J.  DINNEN 

Canadian  Express  Bldg.  141  Bannantyne  Ave. 
Montreal  Winnipeg 

Eastern  Representative  Western  Representative 

When  writing  to  advertisers,  kindly  mention  tbe  Canadian  Hardware,  Stove  &  Faint  Journal 

\ 
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ATKINS 

STERUNG 

MADE  IN 
CANADA 

SAWS 

The  profitable  line.  HIGHEST  QUALITY^-^ 

They  stand  a  fair  profit  and  give  satisfaction. 

Send  for  full  information  on  Saws  and  Selling  Helps 

Factory 

HAMILTON,  ONT. 

E.  C.  ATKINS  &  CO. 

Makers  of  Sterling  Saws Branch 

VANCOUVER,  B.C. 

BRUSHES 

Assortments  of  Brushes  in  neat 

display  boxes  convenient  for  the 
Hardwareman 

Varnish  Brushes  that  re- 

tail for 

5c.  10c.  15c.  20c.  25c. 

at  a  good  profit  for  the 

storekeeper.  Can  be 

bought  through  any 

Hard  ware  Jobber  or  from 

MEAKINS  &  SONS 

TORONTO HAMILTON WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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MOTOR  BOAT 

AND 

AUTOMOBILE  SUPPLIES 

jiT^VERY  Hardware  dealer  should  realize  the  growing  popularity  of 
Motor  Boating,  and  the  large  trade  in  Accessories  and  Marine 

Engines  arising  from  same. 

The  wide  awake  dealer  should  have  all  the  necessary  supplies,  such 

as  Magnetos,  Spark-Plugs,  Carburators,  Lights,  and  a  full  line  of  Marine 
Hardware  and  Automobile  specialties. 

Our  stock  is  the  largest  m  Canada,  and  our  nearest  house  can  fill 

your  requirements  promptly. 

Our  Catalog,  No.  24,  shows  one  line  of  Motor  Boat  accessories. 

A  card  to  our  nearest  branch  will  bring  it  to  you. 

If  you  are  interested  in  Marine  Engines,  let  us  send  you  a  Catalog 

No.  23,  illustrating  "Fairbanks- Morse"  Marine  Engine. 

The  Canadian  Fairbanks-Morse  Co. 
LIMITED 

Fairbanks  Standard  Scales,  Fairbanks-Morse  Gas  and  Gasoline  Engines 
Safes  and  Vaults. 

MONTREAL      ST.  JOHN      OTTAWA        TORONTO        WINNIPEG  CALGARY 
SASKATOON         VANCOUVER  VICTORIA 

When  writing  to  advertii«rg,  kindly  mention  the    Canadiui  Hurdware,  Stove  &  Paint  Journal 
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Here's  a  Couple  of  Good  Sellers 
Made  Right  and  backed 

by  C-D  Efficiency 

—  ^ 

□ 

Agents W.  L.  Haldimand  &  Sons,  Montreal 
H.  F.  Moulden  &  Son,  Winnipeg 

Made  by 

Cummer-DowswelL  Limited 

Hamilton,  Ontario 

CONNOR  BALL  BEARING  WASHER 

is  a  profit  earner 

It  pays  big  dividends  to  dealers  who  take  an 
active  interest  in  it.  Many  wide-awake  merchants 
have  doubled  their  washing  machine  sales  since 
taking  hold  of  the  Connor  Ball  Bearing  Washer. The  many 

Exclusive  Features  Make 

it  Easy  to  Sell 

as  they  attract  unusual  attention  and  create  a 
strong  desire  for  the  washer.  Just  what  these 
features  are  will  be  fully  explained  to  you  when 
we  receive  your  name  and  address. 

Drop  us  a  card.  Send  for  a  copy 
of  our  new  catalogue,  now  read\). 

J.  H.  Connor  &  Son 
Limited 

OTTAWA,  ONTARIO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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MAXWELL'S  CHAMPION 

High  Speed  |  Washer 

Maxwell's  "CHAMPION"  is  the  simplest  and  most  easily  operated  of  all  high  speed  washing  machines. 
Most  people  find  the  hand  lever  the  most  convenient  way  of  working  it,  but  we  also  supply  with  every 
machine  a  crank  to  fit  on  the  end  of  the  balance  wheel  shaft,  thus  givmg  the  user  a  choice  of  methods, 
or  a  change.    The  heavy  balance  wheel  adds  wonderfully  to  the  ease  and  smoothness  of  operation. 

The  "CHAMPION"  tub  is  of  Louisiana  Red  Cypress,  finished  in  natural  wood,  mahogany  color. 
Note  the  Wringer  Board  held  clear  of  the  top  in  galvanized  iron  fittings.  This  allows  almost  the 

whole  top  to  open — a  convenience  which  is  much  appreciated. 

The  "CHAMPION"  catches  a  woman's  fancy  at  first  sight,  and  earns  her  warm  recommendations  as 
she  uses  it.     And  that's  good  for  your  business. 

Write  for  Catalogue  of  Labor-Saving  Machines  to 

DAVID  MAXWELL  &  SONS,  St.  Mary's,  Ont. 

Wben  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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The  S.M.P.  "HOT  BLAST"  OIL  STOVES 

Just  the  Article  needed  for  Summer  Residences  or  Camps 

THESE  STOVES  HAVE 

Two  Extra  Large  4><  inch  Burners. 

Large  Oil  Filling  Hole. 

Legs  made  of  Tinned  Band  Steel. 

Large  Seamless  Oil  Founts,  consequently  no  leakage. 

Brass  Thumb  Pieces  on  Wick  Turners. 

Chimneys  and  Extensions  made  from   Drawn  Steel, 
therefore  no  breakage. 

No  Cast  Iron  Parts  to  get  broken  in  shipping  or  while 
being  used. 

Prices  on  Application. 

The  SHEET  METAL  PRODUCTS  COMPANY 

OF  CANADA  SUCCESSORS  TO  LIMITED 

KEMP  MANUFACTURING  COMPANY 
Montreal  TORONTO  Winnipeg 

BURMAN'S CLIPPERS 

Bring  Repeat  Orders 

and  are  rapid  sellers  on  account 
of  construction,  finish  and  price. 
A  sale  of  one  of  these  clippers 

represents  another  satisfied 
customer  —  who  will  come  back 

again  for  this   and    other  lines. 

It  Pays  to  Handle  Barman's 

Hand  Clippers,  Power  Clippers,  Clippers  of  all  Kinds 

Large  Stock        Prompt  Shipments        Spare  Parts 

Order  through  ̂ our  jobber  or  direct. 

Sole  Agents  for  Canada 

B.  &  S.  H.  THOMPSON  &  CO.,  Limited,  Montreal 

Wben  writing  to  advertisers,  kindly  mention  the     Canadian  Hardware,  Store  b  Paint  Journal 
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There  is  Going  to  be  a  Big  Demand 

For  Gurney-Oxfords  This  Fall 

^  Gurney-Oxford  Stoves  and  Ranges  are  going  to  have  a  bigger  boost  this  year.  We  are 

simply  going  to  blazen  "Gurney-Oxford"  on  the  minds  of  the  Canadian  housekeeper.  If 

anyone  wants  a  range  this  year  they're  going  to  ask  to  see  a  Gurney-Oxford,  and  if  you 
have  not  this  hne  on  your  floor,  you  are  going  to  lose  sales,  because  our  advertisements  are  going 

to  make  an  impression ;  they  will  create  a  demand  that  only  a  Gurney-Oxford  itself  will  fill. 

Forget  that  idea 
that  the  cost  of 

advertising  goes 

into  the  goods.  It 

would  only  make 

a  few  cents  differ- 
ence even  if  it  did. 

It  doesn't  cost  any 
more  for  a  well- 
known  breakfast 

food,  does  it  ? 

Then  who  pays  for 

the  advertising  ? 

Why,  the  increase 

of  sales  ;  and  it  is 

just  the  same  with 
stoves  as  with 

anything  else. 

Then  why  not  put 

a  well-known, 
well-advertis  e  d 
line  of  stoves  on 

your  floor, — a  line 
with  the  oval 

''Gurney-Oxford" 

Everybody  knows  this  range.    It  has  been 
nationally  advertised. 

on  them.  This 

trade-mark  means 

more  to  us  than 

our  signature  to  a 

cheque.  It  means 

that  we  are  satis- 

fied with  our  pro- 
duct. It  is  our 

O.  K.  that  the 

goods  will  "make 
good."  We  stake 
our  reputation 
on  it. 

So  when  you  hitch 

your  name  to 
Gurney-0  x  f  o  r  d 

you  have  a  power- ful force  behind 

you.  A  firm  with 

a  splendid  reputa- 
tion of  70  years 

standing.  A  firm 
who  know  the 

business  from  70 

years  experience. 

You  have  free  advertising  to  sell  the  stoves,  and  you  know  that  the  goods  are  the  best  that 

can  be  produced. 

We  want  to  tell  you  what  this  Gurney-Oxford  can  really  do  for  you. 

Please  ask  us. 

SlRIIEYOXFDBi 

The  Gumey  Foundry  Company,  Limited 

Toronto  Montreal  Hamilton  Winnipeg  Calgary  Vancouver 
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EASY  TO  SELL 

PE
AS
E 
 "Econo

my" 

Warm  Air  -  FURNACES 
A  well-known  widely-advertised  furnace  manufactured  by  a  large  and  reputable  company. 

Many  strong  selling  pomts  such  as  saving  coal  consumption,  actual  proof  of  which  we  will  gladly 

furnish  you.    "  Anti-Chnker "  grate  and  perfect  combustion  chamber.    Large  dust  flues  ensure 
absence  of  dust  when  shakmg. 

Sold  and  recommended  by  dealers  for  twenty-five  years. 

A  GOOD  LINE  FOR  YOU  TO  HANDLE 

Write  for  particulars 

Pease  Foundry  Company 

TORONTO 
LIMITED. 

WINNIPEG 

PEASE- WALDON,  COMPANY,  LIMITED,  WINNIPEG         PEASE  PACIFIC  FOUNDRY,  LTD..  VANCOUVER 

i  :i-2 

HANDLE  BRANTFORD  ROOFING 

And  Secure  the  BEST  Roofing  Trade  in  Your  Vicinity 

Every  time  you  recommend  this  high-grade  roofing  you  are  paving  the  way  for  more  and  better  business.  BRANTFORD 
ROOFING,  as  you  know,  is  practically  indestructible,  and  there  is  a  fair  margin  of  profit  that  will  please  you. 
There  are  three  kinds  of  Brantford  Roofing  ASHPHALT,  RUBBER  and  CRYSTAL  and  each  of  the  three  different 
kinds  is  made  of  long-fibred  wool  completely  saturated  with  Pure  Ashphalt  (a  mineral  fluid  that  has  withstood  the 
ravages  of  time  for  centuries). 

Write  to-day  for  samples  and  FREE  roofing  book 

BRANTFORD  ROOFING  CO.,  LIMITED        -         -         -         Brantford,  Canada 

Branch  Warehouses:  MONTREAL,  9  Place  D'Youville;  WINNIPEG,  117  Market  Street 

The  Georjfe  White  &  Sons  Co.'s  plant,  London,  Ont.,  situated  beside  the  G.T.R  main  line, and  right  in  the  danger  zone  of  flying  sparks  and  hot  cinders.  But  they  are  well  protected, 
for  even  their  boiler  house  and  foundries  are  covered  with  Brantford  Roofing. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  it  Paint  Journal 
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==  Quality  Goods  Sell  Easy  === 

MXIaryb 

1912  SERIES  GAS  RANGES 

17 

Never  Fail  to 

Close  a  Sale 

Illustration 

of  our  new 

Style  L 
Range 

THE  OVEN 

20x12x21  ins.  deep 

THE  BROILER 

20x19x23  ins.  deep 

Range,  finished  in  bright  black  enamel  and  duplex  nickel  trimming's,  and,  with  fire- 
proof white  enamelled  broiler  pan  and  match  trays,  looks  superb. 

An  Irresistible  Temptation  to  Purchasers 

NOW!  These  are  the  Lines  You  Want  Because  They  Sell 

Get  Busy,  Send  Us  Your  Order  To-day 

'McClary"  on  Goods 
is  a  Quality  Name 

LONDON 

TORONTO 

MONTREAL 

HAMILTON 

ST.  JOHN 

WINNIPEG 

SASKATOON 

CALGARY 

VANCOUVER McClary's Ship  Quick 

Write  our  nearest  branch  for  Catalogue  and  special  cook  book 

Wben  writing  to  advertisers,  kindly  mention  tUe  Canadian  Hardware,  Stove  &  Faint  Journal 
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er-Shine  ware 

Pure  Aluminium  Cooking  Utensils 

WILL — Be  sold  through  trade  only, 
and  not  Peddled  from  door  to  door. WILL  —Be  heavily  advertised  by  Brand. 

«7.. .    T>  un.  J   .    r     J  M       J  M-UMINK/Aj  ̂         WILL— Bear  this  trade-mark. 
WILL— Be    Made  m  Canada"  Goods.       ̂ \J^  ' 

WAREX<\ 
^  MADE  IN  CANADA*^ 

Write  us  to-day  telling  about  your  requirements 

Wonder-Shine,  Limited 
GENERAL  OFFICES— 220  King  St.  West  TORONTO  CANADA L24 

"CANADIAN  HOWARD 
Not  a  Cheap  Furnace 

But  a  Dependable  Heater 

The  main  idea  of  the  "  Canadian  Howard  "  Furnace  is  as  a  fuel 
saver,  the  perfection  of  the  down  draft  principle  as  applied  to  this 
furnace  retaining  the  combustion  and  gases  longer  than  the 
ordinary  furnace. 
As  illustrated,  the  long  fire  travel  from  the  top  of  the  dome,  through 
the  upper  and  lower  radiators,  in  order  to  reach  the  smoke  exit, 
provides 

AN  ENORMOUS  RADIATING  SURFACE 

The  "  Canadian  Howard  "  is  the  only  furnace  on  the  market  having 
an  outside  jacket  for  heating  a  kitchen  boiler.  The  jacket  is  entirely 
separate  in  itself,  and  trouble  caused  by  coils  in  the  fire  pot  burning 
out  through  becoming  clogged  with  lime  is  entirely  eliminated. 

Built  entirely  of  cast  iron  the  "  Canadian  Howard  "  is  guaranteed 
to  heat  any  house  inside  of  capacity,  if  properly  installed. 

Write  for  a  copy  of  oar  furnace  catalogue 

Double 

Radiator FURNACE 

THE  C.  NORSWORTHY  CO.,  LIMITED 
ST.  THOMAS ONTARIO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Your  Furnace 

Trade  will 

Rapidly  Increase 

If  You  Recommend 

and  Push  the  Sale  of 

Hecla  Warm  Air  Furnaces 

(For  Coal  and  Wood) 

These  Features: 

Steel  Ribbed  Firepots 

Cast  Iron  Combustion  Chamber 

Patent  Fuse  Joints 

Circular  Water  Pan 

Independent  Grate  Bars 

BETTER  PROFITS 

will  result  from  sell- 

ing this  well-ad- 
vertised and  favor- 

ably known  furnace 

Make  HECLA  FURNACES  easy  to  sell  and  give  results  to  the  user  in  the 

way  of  great  economy,  durability,  ease  of  management  and  large  heating  capacity. 

Every  Sale  Means  a  Satisfied  Customer 

Clare  Brothers  &  Co.,  Limited 

Preston     -  Ontario 

BRANCHES: 

CLARE  &  BROCKEST,  Limited,  Winnipeg,  Man.  REYNOLDS  &  JACKSON,  Calgary 
RACE,  HUNT  &  GIDDY,  Edmonton,  Alta.  J.  M.  KAINS  &  CO.,  Vancouver 

The  MECHANICS'  SUPPLY  CO.,  Quebec,  Que. 
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This  is  the  off 

Season  for  Stoves 

But  it  is  the  time  to  figure  out  your 

campaign  and  decide  on  the  Hne  of 
stoves  you  are  going  to  handle  this  fall. 

There  is  no  guarantee  against  another  car 
shortage  and  to  avoid  the  vexatious  delays  in 

transportation 

We  Would  Strongly  Urge  All  Dealers  to  Stock  Up  Early 

no  matter  from  whom  you  buy.      We  give  our  customers  fall  dating  to  enable  them  to  do  this  and 
be  prepared  for  the  rush  when  it  comes. 

WE  SPECIALIZE  ON  STOVES  AND  RANGES  AND  CAN 

FURNISH  FROM  THE  HIGHEST  PRICED  FAMILY  STEEL 

RANGE  TO  THE  CHEAPEST  KIND  OF  COOK  STOVE 

In  Heating  Stoves  we  make: 

Three  different  lines  of  BASE  BURNERS.  Three  different  lines  of 

OAK  STOVES,  also  HOT  BLASTS,  AIR  TIGHT  HEATERS, 

GLOBE  HEATERS.  TORTOISE  AND  BOX  STOVES. 

We  Can  Supply  Your  Entire  Wants  in  the  Stove  Line 

As  to  VARIETY.  QUALITY  AND  PRICES,  and  would  respectfully  ask  you  to  look  over 

our  line,  which  is  fully  illustrated  in  our  catalogue  of 

FAVORITE  STOVES  AND  RANGES 

CATALOGUE  AND  PRICES 

cheerfully  furnished  on  application 

FINDLAY  BROS. 

COMPANY,  LIMITED 
Head  Office  and  Works: 

CARLETON  PLACE,  ONT. 
Branch  House: 

260  PRINCESS  ST.,  WINNIPEG 

H.  H.  Dryden 
Sussex,  N.B. 

Stewart  &  Co. 
Toronto,  Ont. 

Distributing  Agencies  : 

D.  V.  Cope  &  Co. 
Calgary,  Alta. 

Revillon  Bros.,  Ltd. 
Edmonton,  Alta. Geo,  D.  Horsman 

Vancouver,  B.C. 
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"OLD  SOL" 

MOTORCYCLE  AND 

BICYCLE  LAMPS 

TRACTION  ENGINE 

AND  MOTOR  BOAT 

SEARCH  LIGHTS 

AND  GENERATORS 

"Old  Sol"  lamps  are  built  for  service  and  absolute 
satisfaction.  Space  forbids  the  showing  of  even  a 

small  part  of  the  "Old  Sol"  line.  Our  catalogue 
(yours  for  the  asking)  will  give  the  full  illustrated 
information. 

Manufactured  by 

POLLOCK  MFG.  CO.,  Ltd. 

Columbia  Place 
BERLIN ONTARIO 

LOOK!  NEW 

DISPLAY  STANDS 
FOR 

FISHING  RODS 

AND  WHIPS 

Catch  Customers 

The  MASCOT  holds  24 
and  36  fish  rods  any  length 
Net  Price  $4.50  and 
$5.50  according  to  size 

Both  REVOLVE  and 
are  ADJUSTABLE 

The  FAVORITE  Whip 
Stand  holds  36  whips. 

Net  Price  $5.50 

Write  for 

SPECIAL  EXPORT 
OFFER  FOR  CASH 
on  these  and  other  new 
devices. 

C.  F.  G.  Stender  &  Co. 
14  North  Market  Street 

CHICAGO,  ILL.  U.  S.  A 

What  Pike  is  Doing  for  Dealers 

Pike  is  making-  it  a  lot  easier  for  you  to  sell 

sharpening  stones,  supplying- you  free  with  Sell- 
ing- Helps  that  not  only 

feature  the  shop  uses 
but  also  the  home 
uses  of  the  many 

PIKE  SHARPENIN6 

STONES 

' '  The  only  line  that  includes  every  sharp- 
ening  substance — natural  or  artificial 
each  the  best  for  some  sharpening  need 

These  Helps  include  a  trade-compelling  window  dis- 
play, handsome  store  cards  and  car  cards,  a  novel 

selling  scheme  and  other  Dealer  Aids,  such  as  no 
sharpcTiing  stone  manufacturer  has  ever  offered  before. 
Send  for  them  and  the  New  Pike  Catalog  that  intro- 

duces the  latest  Pike  Specialties  for  the  home  trade  and 
tells  of  Pike's  new  system  of  uniform  discounts.  Write to-day. 

PIKE  MANUFACTURING  CO. 
23  Main  Street  -       -  PIKE,  N.H.,  U.SA. 

Are  you 
Ready 

to  Deliver 

LIGHTNING 

&  BLIZZARD 

FREEZERS? 

There  will  be  a  greater  demand  than  ever  this  season, 
for  we  are  advertising  them  more  extensively  to  both 
dealer  and  consumer  than  ever  before  in  the  history  of 
the  business. 
DEALERS  and  HOUSEHOLDERS  HAVE  LEARNED 
that  the  Lightning  and  Blizzard  Freezers  make  the  finest 
cream  with  the  least  outlay  in  time,  effort  and  material 
of  any  Freezer  made  and  will  stand  good  hard  use  season 
after  season. 

Better  Order  at  Once 
From    Your  Jobber. 

NORTH  BROS.  MFG.  CO 

PHILADELPHIA,  PA. 

When  writing  to  advertisers,  kindly  mention  the   Canadian  Hardware,  Stove  &  Paint  Journal 
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M 

QUICK  SELLERS! 

Every  fisherman  is  a  cus- 
tomer for  this  Safety  One- 

Hand  Clincher  Gaff — the 
fish-saver  that  beats  any 
net.  Sells  cheap  enough  to 
coax  anybody,  and  makes 
a  friend  of  every  user.  Ask 
about  trade  price. 

These  three  items  pictured  won't 
stay  long  on  any  dealer's  hands  ! Each  is  unique  of  its  kind,  practical, 
priced  low  to  sell  quick,  and  sure 
to  captivate 

Every  Man 

Who  Goes  A-Fishin' 
Your  trade  will  not  be  all  it  might 
be  until  your  stock  is  right  to  care 
for  the  demand  we  steadily  create  for 

MARBL
E'S 

Sporting  Specialties 

Besides  the  popular  Folding  Fish  Knife, 
Clincher  Gaff  and  Ezy-Quick  Boot  Re- 

pairers illustrated,  the  Marble  line,  includes 
the  famous 
Game-Getter 
Gun  and  a  long 
list  of  sure-fire 

popular  trade- winners  YOU 
ought  to  sell. 
Know  about 
them  by  saying 

you  want  to hear  from 

Mends  a  broken  or  pierced 
rubber  boot  in  a  jiffy,  with- 

out cement.  Great  for  auto- 
kits,  too.  as  a  tire-repair. 
The  price  is  little.  Ask. 

MARBLE  ARMS  &  MFG.  CO.,  515  DELTA  AVENUE 
GLADSTONE,  MICH. 

M 

THE  "COLLINS" 
Improved  Three-Gallon 
Compressed  Air 

1912  SPRAYER 

Made  in  Galvanized  Iron  or  Brass 

Scientific  authorities  estimate  that  the 
loss  in  crops  of  various  kinds,  from 
insects  and  fungi,  is  from  $.S(JO,000,000 
to  $500,()00,()0(),  on  this  continent  each 
year,  and  that  75  per  cent,  of  that  can 
be  saved  by  judicious  spraying. 

The  Handle,  Fitted  with  Our  Special  Coupling,  Does 
Four  Operations. 

1.  Puts  cap  on  by  turning  to  right. 
2.  Takes  off  by  turning  to  left. 
3.  Enables  Sprayer  being  carried  from  place  to  place. 4.  Does  the  pumping. 

ASK  YOUR  JOBBER 

If  he  has  none  in  stock,  write  direct  to  us,  we  carry 
a  large  stock  and  can  ship  the  same  day  as  order  is 
received.    We  also  make  three  kinds  of  hand  pumps. 

Send  for  free  Catalogue 

The  COLLINS  MFG.  CO. 

415  Symington  Avenue,  Toronto 

5 

1  — Statements 
2 —  Invoices 
3 —  Circular  Letters 
4—  Regular  Correspondence 

The  Matter  of 

Quality 

THERE  is  only  one  "open  front"  envelope  made  in  any  quality 
of  paper-stock  to  match  regular  letter  head. 

B  E  WINDOW  ENVELOPE 
{Design  protected  by  Patent) 

^  With  all  the  imitations  you  will  find  either  cheap,  flimsy  stock,  un- 
fitted for  the  better  uses  of  first-class  correspondence — or  an  unsightly 

and  dangerous  hole  in  the  envelope  itself,  q  The  B-E  WINDOW 
ENVELOPE  has  a  perfectly  transparent  "window,"  through  which the  address  is  visible.  This  is  combined  with  your  regular  envelopes 
to  match  letter  head.  ̂   Safe,  sure  and  simple.  Dignified,  yet  dis- 

tinctive.   Adapted  to  any  business — bank,  manufacturer  or  wholesaler. 
Send  for  samples,  prices  and  details  of  this  modern 
method  of  mailing.  We  will  see  you  are  supplied, 
either  direct  or  through  regular  dealer. 

BARBER- ELLIS,  Limited 
62  Wellington  Street  W.         -  Toronto 

Quality  sells  our  Glass 

When  buying  Window  Glass,  see 

that  you  get  the  world-wide  brand 

Manufacturers  of  all  kinds  of  British 

Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 

Cajt,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 
MONTREAL 
WINNIPEG 

TORONTO 
VANCOLP/ER 

Works: — St.  Helens,  England 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Jonmal 
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Jewel  Stoves  and  Ranges 

Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Every  modern  improvement  is  embodied  in  the  Royal  Jewel 
Range. 

They  are  made  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
and  922,  with  or  without  Reservoir,  and  with  any  equipment 
of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied. 

The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 

The  Royal  Jewel  is  very  attractive  in  ap- 

pearance and  eas}'  to  sell.  When  once  sold 
it  never  comes  back,  but  is  always  a  work- 

ing advertisement.  One  sale  makes  another 
and  the  demand  is  constantly  increasing. 

Make  the  Royal  Jewel  Steel  Range 

your  leader  and  you  are  sure  of  the 

best  stove  trade  in  your  locality 

In  addition  to  the  Royal  Jewel,  we  make 

cheaper  Steel  Ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 

Jewel. 

STYLE  R.  F. 

We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 

ind  the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Hom
e 

Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 

appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  
of  the 

country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand
  Jewels, 

Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 

The  Burrow,  Stewart  and  Milne  Co., 
 Limited 

Head  Office  and  Factory  at  HAMILTON 

Offices  also  at  MONTREAL,  TORONTO  and  WINNIPEG 

Western  customers  please  write  for  information  and  send  orders  to  o
ur 

Winnipeg  Branch,  No.  130  James  Avenue 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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SEASONABLE  LINES 

June,  1912 

Watering 

Pots 

with  seamless  breasts,  and 
patent    cleanable  roses. 

Japanned  in  bright  green. 

7  sizes— 1.  2,  3,  6.  10, 
I  4  and  1  6  quarts. 

Galvanized  Extra  Strong 
and  made  to  last 

3  sizes — 10,  16  and 
20  quarts. 

Write  for  Our  Prices 

Water 

Coolers 

Nicely  Japanned  in  fancy 
colors  and  attractively  or- 

namented. Nickel  plated 
faucet. 

6  sizes— 2,  3,  4,  6,  10 

and  1  5  gallons. 

Can  also  be  supplied  with 
excellent  Carbon  Filters 
in  four  sizes  only — 3,  4, 
6  and  1  0  gallons. 

Each  cooler  packed  care- 
fully in  a  case  alone,  en- 

sures delivery  in  perfect 
condition. 

The  Thos.  Davidson  Mfg.  Co.,  Limited 

Montreal,  Winnipeg  and  Toronto 

ANTIQUE  RUSTLESS 

BRONZE  WIRE  CLOTH 

Should  be  used  in  every  better^class  of  building 

Guaranteed 
Rustless 
in  Every 

Climate 

, 

; 
: 
; 
; 
; 
; 
i 

r 

Jobber 
for  Samples 

and  Prices 

Every  Hardwareman  should  stock,  one  or  two  rolls 

THE  B.  GREENING  WIRE  COMPANY,  LIMITED 

HAMILTON  MONTREAL 

When  writing  to  advertisers,  kindly  mention  tbe    Canadian  Hardware,  Stove  &  Faint  Journal 
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THE  GOOD  CHEER 

UNE 

Something  Different 

Something  Better 

Something  Exclusive 

in 

Ranges 

Heaters 

and 

Furnaces 

It  pays  to  handle  a 
line  which  cannot  be 

duplicated. 

Design  Registered 

The  James  Stewart  Mfg.  Company,  Limited 

JA^estern  Warehouse : 
156  Lombard  Street 

WINNIPEG,  MAN. 

WOODSTOCK 

ONT. 

Wholesale  Distributors  : 
McLENNAN,  McFEELEY  &  CO,,  Vancouver,  B.C. 
WOOD,  VALLANCE  HDWRE.  CO.,  Nelson,  B.C. 
ROSS  BROS.,  UMITED,  Edmonton 

Wli»ii  writing  to  adT«rti»erg,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Handy  Andy 

Improved  Force  Cup 

For  household  use, 

enables  anyone  to 

keep  the  drain  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  safe 

and  sanitary  condition. 

There's  a  Good 
Sale  For  Them 

Manufactured  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO         MONTREAL        HALIFAX  WINNIPEG 
CALGARY  VANCOUVER 

The 

Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 
THE 

Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 
BELLEVILLE,  CAN. 

STEEL  RANGES 

FOR  ANY  PURPOSE 

DOMESTIC,  HOTEL  AND  CAMP 

Cast  Ranges 

in  different  styles 
and  sizes 

Warm  Air  Furnaces 

Quebec  Heaters  and 
Oak  Heaters 

Having  Doubled  our  Manufacturing  Facilities  during  the 
past  year,  we  are  in  a  position  to  make  prompt  shipments. 

We  ask  for  a  chance  to  quote  you 

BUTTERWORTH  FOUNDRY,  LIMITED 
OTTAWA CANADA 

When  writing  to  advertiierg,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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This  Furnace  Guarantee 

scries  ^o... 

In  respect  of  No.  SOUVENIR  FURNACE.  NEW  IDEA  SERIES,  sold 

io-:,..,    by  the  Agent  whose  name  appears  hereon.  The  Hamilton. 
Stove  &■  Heater  Company  will,  in  the  event  of  any  defect  developing  in  the  firepot  of  said  furnace 
within  five  years  of  date  of  installation  set  forth  hereon,  indemnify  the  owner  of  said  furnace  by 

supplying  free  of  charge,  F.O.B.  maker's  factoiy,  new  firepot.  Provided  always  that  the  old  firepot 
shall  become  the  property  of  The  Hamilton  Stove  &  Heater  Company,  and  shall  be  held  or  shipped 

as  instructed  by  them,  for  examination  (return  transportation  charges  at  Company's  expense)  and 
that  unless  this  is  done  full  price  shall  be  paid  for  new  firepot. 

This  bond  does  not  cover  injury  to  firepot  due  to  burning  down  or  destruction  of  house  or 
building,  or  from  any  cause  other  than  defects  in  manufacture  and  breakage  due  to  wear  and  tear, 
or  the  ordinary  use  of  the  furnace  for  heating  purposes. 

"Jn  ̂ itnejss  XiPl)mof  the  Company  have  subscribed  their  signature  at  Hamilton,  Ontario. 
Xbht  "Kamllton  Stove  ̂   Haatit  <Eo.."l,lmlte6 

Countersigned  by  „  , 

Agent  for  Souvenir  furnaces  at.. 

this ..day  of.. 

19. 

Manager 
Note — This  guarantee  is  not  valid  unless  filled  out  and  signed  ty  the  Agent  at  time  of  installation. 

Guarantees  Pleased  Customers 

The  "Souvenir"  Furnace  is  the  only  guaranteed furnace  in  Canada  and  furnace  men  have  a 

strong  selling  argument  m  the  above  guarantee. 

Our  confidence  in  the  "Souvenir"  is  a  result 
of  many  years  of  successful  operation,  this 
enabling  us  to  stand  behind  our  customers 

w^ith  the  five  years'  guarantee. 

Let  us  discuss  the  possibilities  of  your  furnace 

trade  w^ith  you.  We  have  developed  some 
special  plans  in  which  you  will  probably  be 
interested  if  you  are  looking  for  an  increase  in 

your  heating  business. 

A  postal  card  sent  us  will  bring  you  our 

catalogue  and  live  dealers'  proposition. 

HAMILTON  STOVE  &  HEATER  CO.,  LIMITED 

(SUCCESSORS  TO  GURNEY,  TILDEN  &  COMPANY,  LIMITED) 

Hamilton^  Ontario 

TILDEN,  GURNEY  &  CO.,  LTD.,  Winnipeg,  Calgary,  Vancouver 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Quick  Sales  Mean 

Quick  Profits 

The  question  is  who  will  get  these 

profits  ? 
Will  you  ? 
The  Tobin  proposition  is  based  on 
the  quality  of  the 

Simplex  Guns 

That  means  pleased  customers — 
g-ood  profits — rapid  repeat  orders. 
Every  Tobin  Gun  gives  a  distinct 

advantag'e  to  its  owner.  This  makes 
Tobin  Guns  rapid  sellers  and  g"ood 
profit  payers  for  far-sighted  re- 
tailers. 

We  have  a  proposition  to  make  you 
for  your  territory.     Write  to-day. 

Tobin  Arms  Manufacturing  Co. 
Limited 

Woodstock  Ontario 

CATALOGUE 

WILLTELLYOUAU  ABOUT 

INVALID 

CHAIRS 

WRITE 

FOR  IT 

_J2  0 

TheGendronMfg.Cq LIMITED  I 

TORONTO 

Canada 

Sell  Handles  You 

Can  Back  Up 

Your  reputation  depends  on  the  quality 

of  the  g-oods  you  handle.  "J.  H.  Still" Axe  Handles  stand  for  quality.  We 
guarantee  every  handle  bearing  our name. 

Satisfied  customers  mean  future  sales. 

Purchasers  of  "J.  H.  Still"  Axe  Handles 
always  come  back. 

We  select  only  the  highest  grade  hickory 
for  our  goods.  They  are  well  seasoned 
and  the  finish  is  all  that  can  be  desired. 

If  you  are  not  already  handling  our  line, 
send  your  jobber  a  trial  order,  or  write 
us  direct. 

J.  H.  Still  Mfg.  Co.,  Limited 

St.  Thomas,  Ont. 

THE "STRAT- 

FORD" 

LAWN 

SWING 

This  is  the  rush  season  for  Lawn  Swings. 
The  dealer  who  handles  "Stratford"  lines 
will  get  the  cream  of  the  trade. 

The  "Stratford"  is  the  best  and  strongest  lawn  swing on  the  market.  It  is  made  from  selected,  well 
seasoned  hardware  stock.  The  seats  and  back  are 
adjustable  and  the  footboard  can  be  placed  between 
and  level  with  the  seats,  thus  forming  a  hammock  or 
bed.  The  footboard  can  also  be  placed  at  a  con- 

venient height  for  children. 

The  "Ontario"  is  built  along  the  same  line  as  the 
"Stratford,"  only  lighter  and  the  back  is  stationary. 

Write  for  Catalogue  and  Prices 

Stratford  Mfg.  Co.,  Limited 

Stratford,  Ont. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Store  &  Faint  Journal 
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A  Strong  Combination  : 

QUALITY  WORKMANSHIP 

UNEXCELLED  SERVICE 

Quality  workmanship 

the  designing  or  engraving 

of  the  illustrated  literature, 

advertising  your  line  is  the 

stepping  stone  to  larger 
sales. 

Estimates 

Cheerfully 

Furnished 

We  specialize,  employing 
skilled  workmen  in  each 

department. 

That's  why  our  cuts 

Boost 

the 

Sales 

Unexcelled  ser- 

vice, whether  it  be 

the  smallest  zinc 

etching  or  the 

making  of  a  com- 
plete Catalog. 

We  handle  the 

work  in  an  expedi- 

tious manner,  in- 
suring not  only  a 

minimum  cost  but  a 

Rapid  Delivery 

Phone  and 

Mail  Orders 

Receive  our Prompt 

Attention 

PRICES  RIGHT 

LEGG  BROTHERS  ENGRAVING  CO. 

PHOTOGRAPHERS  5  Jordan  St. 

eS^L  Toronto,  Canada 

Catalogs,  Booklets  and  Illustrated  Advertising  Literature  Specialists 

Phones 
Main  957-958 
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The  New  Preston 

O.  G.  Square  Bead  Eavestroughing 

We  have  always  claimed  that  our  eavestrough  was  the  best  on  the  market,  but  we 
have  gone  ahead  and  gotten  out  something  that  is  far  superior  to  our  old  make. 

Now  we  can  claim  that  we  can't  be  beat  when  it  comes  to  our  eavestrough. 
Some  time  ago  we  advised  all  the  trade  that  we  were  manufacturing  O.  G.  Square 
Bead  Eavestroughing  by  machinery,  which  assured  absolute  uniformity  in  shape, 
but  it  developed  that  our  machinery  was  not  heavy  enough  to  produce  as  sharp 
a  bead  as  we  desired.  We  have  now  perfected  and  patented  automatic  steel  dies 
to  fit  our  large  power  press  and  we  now  guarantee  a  trough  superior  in  shape, 
appearance  and  fit  to  any  other  on  the  market. 

You  can  save  time  and  solder  in  the  erection  of  this  eavestrough  FOR  EVERY 
PIECE  IS  EXACTLY  THE  SAME  and  fits  snug  and  tight.  There  are  more 

profits  for  you  and  more  satisfaction  if  you  use  our  make.  See  our  special  ofi"er below  and  take  advantage  of  it  at  once. 

FREE  IF  YOU  ARE  NOT  SATISFIED 
Cut  oat  this  ad.  and  mail  it  to  us  to-day  with  your  order  for  250  feet  of  our  new  O.  G.S.B. 
Eavestrough  and  if  it  is  not  exactly  as  we  represent  it  we  will  make  you  a  present  of  it. 
This  offer  is  good  for  thirty  days. 

THE  METAL  SHINGLE  &  SIDING  CO.,  Limited 

PRESTON,  Ontario MONTREAL,  Quebec 

Flat  Rolled  Steel 

BEST  BRIGHT  FINISH^* 

Just  the  stock  for  nickel  plating, 

stove  rings,  facings,  corner  pieces. 

All    widths,    thickness  and 

tempers. 

Send  for  Illustrated  Booklet 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

Black  Jack 

3/4  lb.  tins 3  doz.  in  case 

Quick    Clean  Handy 

Whan  writine  to  »dT«rti»erg,  kindly  mention  th«  Canadian  Hardware,  Stove  &  Paint  Journal 
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In  Retailers'  Profits  SPECIALTIES  pro- 
vide  the  cream — STAPLES  the  skim  milk 

ONWARD"  BASEMENT 

PORTABLE 

VACUUM  CLEANER 

Dust  Separator  and  Extra  Tools  for 
No.  1  Portable. It  Blows  and  Sucks ' ' 

Cleaning  homes  by  vacuum  machines  is  no  longer  an  experiment — that  stage  is  long  passed.  Two 

or  three  years  ago  hand  power  machines  were  leaders,  last  year  the  motor  driven  Onward  "Automatic" 
was  the  profit  maker,  and  next  in  the  line  of  evolution  is  the  equipment  of  private  homes  and  other 
buildmgs  with  basement  cleaners. 

The  "Onward" 

Basement  Portable 

is  not  approached  in  point  of  efficiency  or  durability  by 
any  other  basement  cleaner. 

It  is  made  in  two  styles,  No.  1  having  an  individual 
dust  collector,  capable  of  being  moved  from  room  to 
room,  this  keeping  the  dirt  in  the  tank,  and  the  pipes, 
being  clean,  the  current  can  be  reversed  and  the  machine 
made  to  blow  instead  of  suc^. 

In  the  No.  2  cleaner  the  tank  is  stationery  with  the 
motor  in  the  basement  and  only  the  pipe  and  hose  is 
carried  from  room  to  room. 

With  the  No.  1  cleaner  all  danger  of  clogged 
or  stopped  up  pipes  is  overcome,  this  feature 

being  exclusive  with  the  "Onward"  machine 
No.  1  Portable  Cleaner  connected  up 

in  basement 

Canvass  the  Home  Builders  in  Your  Locality 

A  basement  vacuum  cleaner  is  as  essential  as  a  heating  system  in  the  better  type  of  homes  and  as  the  Basement 
Portable  can  be  installed,  piping  system  and  a  good  profit  for  the  merchant  included,  for  about  Three  Hundred  Dollars, 
every  builder  of  a  home  worth  $4,000  or  upward  is  a  possible  customer. 

Many  hardwaremen  are  also  making  big  money  by  canvassing  their  customers  for  the  "Onward  Automatic"  Electric 
Cleaner — one  Oshawa  hardware  firm  having  sold  twelve  of  these  during  the  past  six  months  with  a  profit  of  several 
hundred  dollars. 

Write  for  a  copy  of  our  latest  catalogue  and  prices  on  the  Basement  Portable 

ONWARD  MANUFACTURING  COMPANY,  LIMITED 

BERLIN ONTARIO 

Whan  writing  to  adrartisert,  kindlj  mention  tua  Canadian  Hardwara,  atoT*  *  Faint  Journal 



32 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. June,  1912 

Empire  Furnaces 

and  Registers 

Being  used  with  satisfaction  from  Halifax 
to  Vancouver 

'EMPIRE" 

KING 

THE  "EMPIRE  KING"  FURNACE  has  Large  Double Feed  Door,  Sectional  Fire  Pot,  Large  Steel  Radiator, 
Triangular  Grate  Bars,  Large  Waterpan,  etc. 

"EMPIRE  SPECIAL"  sidewall  and  floor  registers  and 
faces  are  made  in  neat  and  up-to-date  designs.  They 
have  the  largest  area  for  the  size  of  any  register  on  the 
market  and  are  popular  sellers. 

Wrile  us  for  catalogues  and  prices 

Canadian  Heating  &  Ventilating 

Company,  Limited 
OWEN  SOUND,  ONT. 

CHRISTIE  BROS.,  Limited  CHRISTIE  BROS.  CO..  Limited 
1824  Dundas  St.,  Toronto  Park  &  Henry  Sts.,  Winnipeg 

M.  C.  DREW  &  SON,  Vancouver 

DART 

That  name  cast  on  a  union 

pipe  coupling 

Means  Quality 

When  you  sell  a  Dart  Union 

you  have  done  more  than  to 
sell  a  union  pipe  coupling. 

You  have  furnished  your 
customer  with  a  union  that 

vs^ill  give  him  more  service 
than  he  thought  possible, 

and  his  satisfaction  makes 

you  another  link  in  your 

chain  of  pleased  customers. 

With  the  Dart  Union  you 

can  say  "  Here,  Sir,  is  a 
union  that  we  guarantee  2 
for  1  to  never  leak  or  fail 

to  make  a  tight  joint  every 

time  and  without  bother." 

Your  customers  will  appre- 
ciate using  the  union  that 

has  this  guarantee. 

Your  Jobber 

Supplies 

Dart  Unions 

Display  Cards,  Samples  or  Advertising 
Matter,  with  your  name,  if  ijou  wish. 

Dart  Union  Co.,  Limited 

Toronto 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  "T
ropic^^

 

A  Furnace  With  a  Steel  Radiator 

Offered  at  a  Popular  Price 

Introduced  only  last  year,  the  "  Tropic"  has  already  won  an  im- 
portant place  in  the  trade,  judging  by  the  size  of  the  re-orders  from  dealers 

who  handled  the  "  Tropic"  in  1911.  Despite  the  severity  of  the  winter 
not  a  single  complaint  has  been  received. 

Note  These  Features 

Easily  removed  triangular  grate  bars. 
High  front-simplifying  making  of  casings. 
Deep  radiator  with  large  flue  to  a  id  combustion.  Conveniently 

placed  detachable  water  pan. 
Lift  chain  draft  door  with  dust  proof  slide.  High  ash  pit  with 

dust  flue  and  large  doors.  Two  part  lire  pot  with  large  clean  out  door. 
Well  proportioned  and  gas  light  fire  chamber. 

The  Price  Will  Please  You  and  the  Furnace 
Will  Prove  as  Satisfactory  as  the  Price 

Write  for  Agency  Proposition 

James  Smart  Mfg.  Company 

Brockville,  Ont. 
Limited 

Winnipeg,  Man. 

This  Trade  Mark  on  Brass  Goods 

is  a  guarantee  of  the  hig;hest  quality.  We  concentrate  our  best 

efforts  on  all  specialties  bearing  the  "J.  M.  T."  trade  mark  and 
standard  goods  stamped  with  our  name,  surrounding  their  use 
with  a  confidence  for  safety  and  satisfaction.  You  can-  depend 
on  the  quality  and  workmanship  in  the  construction  of 

"J.M.T."  Valves  and  Injectors  and  "Morrison"  Steam  Cocks  and  Gauges 

We  also  manufacture 

Plumbers '  and 

Steamfitters  * 

Supplies 

The  James  Morrison  Brass  Mfg.  Co.,  Limited 

93-97  Adelaide  St.  West,  Toronto 

When  writing  to  advertisers,  kindly  mention  tbe  Canadian  Hardwmre,  Stova  &  Paint  Journal 
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SELF-HEATING  SAD  IRONS 

MR.  DEALER  :  Here  is  one  of  the  best  selling  summer  lines  in  the  hardware  trade.  This 
iron  heats  itself,  and  remains  hot,  burning  for  over  four  hours  for  one  cent.  Makes  no 
smoke  or  smell — so  simple  a  child  can  operate  it.  No  waiting  or  fussing  with  half  cold 
irons — no  tiresome  walking  from  hot  stove  to  ironing  board.  You  can  iron  out  doors  under 
the  shade  of  a  tree  if  desired.  Just  as  good  a  seller  in  the  small  towns  as  an  electric  or 
gas  iron  in  the  cities. 

Pays  for  itself  in- no  time.  Absolutely  safe — odorless  and  clean.  Retails  at  $5 — fully 
guaranteed  for  3  years. 

Write  to-day  for  sample,  circulars^  and  wholesale  prices 

RICE-KNIGHT  LIMITED  Toronto  Ont. 

Wright's  Lanterns 

WRIGHT'S COLD 
BLAST 

LANTERN 

for  1912-13 

embodies  sev- 
eral new  im- 

provements 
which  will 

make  it  an  un- 
disputed lead- er wnth  the 

Canadian 
trade. 

The 

"COMET" 
is  an  entirely 
new  model 
Hot  Blast 
lantern,  which 
IS  a  much  bet- 

ter lantern  at  a 
lower  price 
than  the  line 
it  replaces. 

Every  Lantern 
of  WRIGHTS 

manufacture 
carries  the 

makers'  guar- antee, and  will 
b  e  replaced 
free  of  charge 

if  it  does  not 

uphold  the  re- 
putation of  the manufacturers 

and  of  the 

dealer. 
During  the 
coming  season 
all  progressive 
dealers  will 
handle 

"WRIGHT'S" 
Lanterns  ex- ciusively. 

How 
About 
You? 

E.  T.  Wright  &  Co.,   Hamilton,  Canada 
(H.  G.  Wright)  Agencies  at  Vancouver,  Winnipeg,  Toronto 

Cleveland  Grindstones 

New  Power  Machine  for  Farm 

There  is  a  strong  and  increasing  de- 
mand for  this  new  power  grindstone 

among  Canadian  farmers.  This 
power  grindstone  can  be  run  with  a 
small  power  gasoline  engine,  but  is 
also  light  enough  to  be  turned  by  hand. 
Has  improved  ball  bearings  and  strong 
cast  iron  frame  and  trough.  Genuine 
Berea  stone,  22in.  diam.  Cleveland 
Grindstones  are  made  in  all  sizes,  for 
all  purposes — power,  hand  and  treadle 
We'veloolted  after  your  profit  all  right 
Write  for  Catalog  and  Prices 

The  Cleveland  Stone  Co. 
Cleveland^  Ohio 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screws 
and  Stove  Urns. 

Write  for  Prices 

The  ConsoUdated  Fruit  Jar  Co. 

New  Brunswick,  N.  J. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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QUICK  SERVICE 

is  the  Watch-word  in  this  Establishment 

Nowhere  is  it  impressed  more  strongly  than  in  our  department  of 

Orders 

Owing  to  the  Very  Fast  Increase  in  volume  of  our  Mail 

Order  business,  the  "  Quick  Service  "  on  which  we  pride 
ourselves  has  for  some  time  fallen  below  the  standard  set 

by  this  house.  This  condition  brought  the  "main  boss" 
on  to  the  job  to  see  what  was  wrong,  with  the  result  that 

our  Mail  Order  department  has  been  entirely  rearranged  to 

assure  a  quicker  handling  of  this  busmess. 

We  can  assure  the  trade  that  all  orders  entrusted  to  us 

will  now  be  handled  with  promptness  and  dispatch. 

The  present  congested  condition  of  the  railroads  and  the 

distressing  service  afforded  by  them  will  for  a  time  cause 

some  delay  in  deliveries.  In  the  meantime  merchants 

would  do  well  to  save  all  delay  possible  at  the  jobbers  end 

by  taking  advantage  of  our 

Quick  Service  Mail  Order  Department 

LEWIS  BROS.,  Limited,  MONTREAL 

OTTAWA  TORONTO  VANCOUVER 

"Best  in  the  Land^BLACK  DIAMOND  BRAND" 

When  writing  to  ad7ertiiers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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I  ant  no«  
.>';^' 

^'^^  Ben. 

Big  Ben  Store  Helps 

In  order  to  enable  Canadian  dealers  to 

get  the  maximum  benefit  from  the  Big  Ben 

campaign  now  running  in  Canadian  mag- 
azines, we  are  packing  Big  Ben  specially 

for  Canadian  trade,  six  in  a  carton  with  a 

full  set  of  store  selling  helps  (two  posters, 
two  show  cards,  two  metal  signs. ) 

On  an  order  for  12  we  add  a  solid  ma- 

hogany display  stand.    On  an  order  for  24 

In  broken  and  dozen  lots,  $2.15  less  2%.      In  lots  of  24,  $2.05  less  2% 

The  Western  Clock  Co.,  La  Salle,  111. 

or  more,  we  print  your  name  on  dials,  give 

the  posters,  display  stand,  and  a  beautiful 
metal  sign  lithographed  in  five  colors. 

Big  Ben  and  his  selling  helps  are  being 
carried  in  stock  by  54  wholesale  Canadian 
distributors.  We  will  be  glad  to  let  you 
have  their  names  upon  request.  Any  will 

tell  you  Big  Ben  is  the  best  made  and  the 

best  selling  alarm  that's  ever  been  put  out. 

When  writing  to  adTtrtisan,  kindly  mtntion  tli*  Canadian  Hardwar*,  Store  k  Faint  Jonrnal 
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The  reports  received  from 
Northern  Ontario  of  hardware 

jobbers  entering  into  compe- 
tition with  retailers  who  carry  biji'  stocks  to  cater  for 

the  miners  and  contractors  trade  indicate  how  the 
Retail  Hardware  Association  can  be  of  service  if  pro- 

perly supported  by  the  retailers  in  whose  interest  it 
is  organized. 

Wholesale  hardwaremen  have  a  reputation  for 
guarding  their  interests  very  closely,  and  many  stories 
are  told  of  how  manufacturers  are  called  to  task  for 
l)reaches  of  trade  understanding.  To  illustrate  the 
difficulty  encountered  by  ncAV  firms  it  is  related  how 
a  manufacturer  of  shovels  last  fall  travelled  many 
hundreds  of  miles  everywhere  hearing  the  same  re- 

port of  "nothing  doing"  from  the  jobbers  called  upon. 
From  manufacturer  to  jobber,  jobber  to  retailer, 

and  retailer  to  consumer  is  the  natural  course  of  trade. 
There  appears  to  be  an  increasing  volume  of  trade 
ffoing  direct  from  manufacturer  to  retailer,  but  the 
jobber,  whether  as  a  special  brand  national  house  or 
a  distinct  distributor,  has  undoubtedly  a  place  in  the 
economics  of  the  hardware  trade  of  the  future. 

But  jobbers  should  be  consistent.  If  they  wish  to 
hold  manufacturers  to  selling  only  to  jobbers  they, 
in  their  turn,  should  protect  their  retail  customers  and 
should  sell  only  to  merchants  who  buy  to  sell  again. 
And  retailers  must  learn  that  only  through  organ- 

ization can  they  protect  their  interests.  Through  dis- 
trict clubs  and  provincial  associations  local  grievances 

and  legislative  problems  can  be  adjusted  with  much 
l)etter  results  than  by  each  individual  hardwareman 
fighting  his  battles  alone. 

If  jobbers  persist  in  a  policy  of  retusing  to  buy 

from  manufacturers  of  high  grade  goods  who  aren't 
"on  the  inside,"  it  is  only  to  be  expected  that  the 
manufacturer  will  go  direct  to  the  retailer  with  his 

goods  and,  on  the  other  hand,  if  wholesalers  fail  to 
protect  their  retail  customers  and  have  one  set  of 
travellers  selling  to  retailers  and  another  staff  selling 
to  consumers,  the  temporary  increase  in  their  sales 
may  be  followed  by  retailers  learning  from  the  job- 

bers the  lesson  that  trade  can  be  controlled  better 
through  organization  than  by  isolated  protests. 

He  ivho  IS  a  live  associti/wn  man  is  usually 
much  alive  in  his  own  b//siness. 

Jobbers'  The    problem  of  who  should 
Catalogues.  pay  for  the  compilation  of  job- 

bers' catalogues  has  been 
much  discussed  in  recent  years.  Many  jobbers  are 
content  to  pay  for  their  own  without  asking  for  con- 

tributions from  manufacturers  from  whom  they  buy 
goods.  Others,  however,  solicit  cash  as  well  as  cuts 
in  order  to  have  certain  lines  illustrated  in  their  book. 

The  story  is  told  of  how  one  Canadian  manufacturer 
was  recently  asked  to  contribute  a  certain  sum  per 
page  for  having  his  line  featured  in  the  book  and  how 
he  put  a  stop  to  further  soliciting  in  that  particular care. 

"Why  should  I  help  pay  to  run  your  business?" 
the  manufacturer  asked.  "If  I  were  to  go  to  my  cash- 

ier and  have  him  make  out  a  cheque  for  you  I  should 
feel  it  necessary  to  make  a  similar  donation  to  other 

jobbers.  But  I'd  like  to  know  why  you  are  getting 
out  a  catalogue  if  you  aren't  in  a  position  to  pay  for 
it  yourself.  I'm  willing  to  supply  any  engravings  you 
need  to  illustrate  my  goods,  but  if  a  cash  donation  is 

necessary  you  can  omit  my  line." The  rebuke  Avas  effective  and  it  is  understood  that 

no  further  "donations"  were  solicited. 

The  more  quickly  stock  is  turned  over  the 
more  profits  accumulate.  Window  displays 
and  advertising  accelerate  the  process. 

Efficiency  in  the 
Hardware  Store. 

That  men  often  fail  to  grasp 
opportunities  for  increasing 
their  efficiency  is  a  fact  so  gen- 

erally recognized  that  to  declare  it  is  unnecessary.  To 
point  out  instances  of  it  may  not,  however,  be  out  of 
place.  In  fact  to  draw  attention  to  it  is  advisable,  for 
while  it  does  not  reveal  a  condition  that  is  new  it  may 
serve  as  a  stimulus  to  the  young  men  in  the  hardware 
stores  of  Canada. 

In  Birmingham,  England,  the  technical  school  went 
to  the  trouble  to  prepare  a  course  of  lectures  for  hard- 

ware salesmen.    As  no  complaints  have  been  heard  in 
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regard  to  their  quality  it  may  be  taken  for  granted  that 
they  possess  merit.  But  in  spite  of  this  it  is  learned 
from  a  report  of  a  meeting  of  those  for  whom  the  lec- 

tures were  designed  that  the  number  of  those  who  are 

taking  advantage  of  them  is  not  as  large  as  the  pos- 
sibilities warrant. 

In  Canada  no  course  of  lectures  specially  designed 
for  hardware  clerks  and  salesmen  is  on  the  curriculum 
of  any  technical  school,  but  there  are  not  wanting 
opportunities  outside  their  own  immediate  every-day 
experience  for  improving  their  minds  and  increasing 
their  efficiency.  And  first  and  foremost  there  is  the 
trade  paper.  Every  clerk  or  salesman  who  is  ambitious 
to  be  anything  should  subscribe  for  one  or  more  papers 
appertaining  to  his  own  particular  trade— the  more  the 
better.  His  trade  paper  he  should  supplement  with 
technical  and  other  good  books.  And  the  clerks  in  the 
cities  where  technical  schools  are  situated  should  try 

to  persuade  the  authorities  to  provide  a  course  of  lec- 
tures for  their  special  benefit.  We  believe  that  some  at 

least  of  the  technical  schools  in  Canada  are  not  unsym- 
pathetic toward  such  an  idea. 

If  there  is  any  line  of  business  which  more  than  an- 
other demands  efficiency  in  the  man  behind  the  counter 

it  is  that  appertaining  to  hardware.  To  be  a  natural 
born  salesman  is  not  enough.  There  must  be  knowl- 

edge of  the  goods  he  sells.  That  requires  time  and 
study,  and  the  young  man  who  realizes  the  fact  and 
applies  himself  to  the  task  will  not  be  long  on  the 
last  rung  of  the  ladder. 

'  A  note  dropped  into  the  Question  Box  usually 
produces  a  multitude  of  mouey-viaking  ideas. 

Guarding  Against  There  are  some  order  takers 
Over-buying.  who  do  not  hesitate  to  oversell 

a  retailer.  Not  being  salesmen 
in  the  true  sense  of  the  word,  their  chief  concern  is  in 
regard  to  the  bulk  of  the  orders  they  can  turn  in  to 

the  house  they 'represent  at  the  end  of  the  trip.  They are  not  concerned  about  the  business  of  to-morrow. 
Their  concern  is  for  the  business  of  to-day.  There  may 
not  be  many  of  them  who  are  so  short-sighted.  But 
that  there  are  some  every  business  man  is  well  aware. 

All  the  blame  cannot,  of  course,  be  laid  at  the  door 
of  the  order  taker.  The  retailer  who  allows  himself 
to  be  inveigled  into  buying  more  than  the  requirements 
of  his  business  demands  must  share  in  the  responsibil- 

ity. His  business  experience  should  fortify  him  against 
the  blandishments  of  the  glib  order  taker. 

Buying  goods  and  selling  them  are  too  entirely  dif- 
ferent things.  To  buy  a  line  of  goods  at  a  low  price 

is  no  guarantee  that  they  can  be  sold  at  a  profit,  unless 
of  course  it  is  a  line  with  which  the  retailer  has  already 
had  experience. 

One  of  the  best  guarantees  against  over-buying  is 
for  the  retailer  to  know  the  requirements  of  the  dis- 

trict in  which  his  store  is  located.  This  can  be  acquired 
only  after  a  careful  study  of  it  has  been  made.  But 
that  it  can  be  made  every  capable  business  man  knows. 

To  know  beyond  peradventure  whether  each  and 
every  new  line  olfered  will  prove  saleable  or  not  is  not 
possible.  Experience  will  to  some  extent  be  a  guide, 
but  it  can  scarcely  be  taken  as  an  infallible  one. 
Where  there  is  a  possibility  of  its  being  saleable  it  is 
certainly  worth  while  to  experiment.  But  when  ex- 

perimenting it  is  always  well  to  take  as  little  risk  as 
possible  by  buying  cautiously  so  that  should  the  line 
not  take  well  the  loss  entailed  will  be  small. 

To  put  in  stock  that  which  by  experience  only  had 
proved  to  be  saleable  would  be  a  mistake.  It  would 
be  an  evidence  of  unprogressiveness.  In  business  a  cer- 

tain risk  must  always  be  taken.  But  one  does  not  need 
to  overbuy  in  order  that  his  progressiveness  may  be 
put  to  the  test. 

Merchants  who  keep  their  loins  girt  about 
them  with  modern  ideas  and  their  eye  fixed 

on  business  are  not  likely  to  be  stampeded  by 

competitors. 

Making  a  Goat  A  good  many  of  the  people  who 
of  the  Retailer.  are  advocating  a  lower  postal 

package  rate  do  so  because  of 
a  desire  to  create  a  competitor  of  the  express  com- 

panies. One  can  scarcely  blame  them  for  desiring  such 
a  consummation.  The  express  companies  have  in  the 
years  gone  by  held  the  whip  handle,  and  like  most 
corporations  in  that  position,  they  have  not  hesitated 
to  make  arbitrary  use  of  it.  But  the  whip  handle  is 
no  longer  in  their  control.  It  is  now  reposed  in  the 
keeping  of  the  Railway  Commission,  as  the  experiences 
of  the  past  year  prove.  The  result  is  that  they  can 
now  no  longer  charge  excessive  rates  and  impose  arbi- 

trary regulations  at  will.  Rates  and  regulations  must 

first  receive  the  "O.K."  of  the  Railway  Commission 
before  they  become  authoritative. 

The  arbitrarj^  conduct  of  the  express  companies, 
therefore,  exists  no  longer  as  an  argument  for  a  cheaper 
parcel  post.  But  even  did  it  exist  it  could  scarcely 
with  justice  be  used  as  an  argument  for  inaugurating 
a  parcel  postage  system,  the  chief  beneficiaries  of  which 
would  be  the  department  stores  of  the  large  cities  and 
the  chief  sufferers  the  merchants  of  the  small  towns 
and  villages  throughout  the  country. 

The  country  merchant  naturally  objects  to  being 

made  the  "goat"  who  is  to  carry  on  his  head  into  the 
wilderness  the  sins  of  the  express  companies. 

Even  under  conditions  as  they  exist  to-day  many 
merchants  throughout  the  country  are  facing  a  very 
serious  condition  of  affairs  due  to  the  ramifications  of 
the  department  stores.  Naturally,  therefore,  they  do 
not  view  with  equanimity  any  movement  which  is  cer- 

tain to  make  it  more  difficult  to  hold  the  home  trade. 

There  is  nothing  like  window  displays  and 

good  advertising  to  remind  customers  that 
they  jieed  garden  tools. 

What  About  Although  summer  is  stUl  ling- 
Your  Vacation?  ering  in  the  lap  of  a  diliatory 

spring  the  time  is  near  at  hand 
when  every  business  man  should  be  thinking  about 
vacation  time. 

By  a  little  forethought  one  can  often  get  a  little 
more  out  of  one's  vacation.  To  start  upon  a  holiday 
trip  on  the  impulse  of  a  moment  is  often  to  fail  to  get 
the  most  out  of  it.  Before  we  start  off  we  ought  to 
have  some  well  defined  idea  as  to  how  and  where  we 
are  going  to  spend  our  vacation. 

Every  merchant  is  entitled  to  a  vacation  at  least 
once  a  year.  And  not  only  is  he  entitled  to  it,  but  it 
will  pay  him  to  do  so.  He  comes  back  lubricated,  in 
better  running  order  and  a  more  efficient  human  ma- chine. 

And  what  is  good  for  the  merchant  is  good  for  the 
clerk. 



Two  Views  on  Profit -Figuring  Methods. 
THE  ONE  SIDE. 

A  short  time  ago  a  retailer  in  Indiana  found  that 
after  taking  stock  to  his  surprise  he  had  lost  instead 

of  made  money  on  the  year's  business. 
"I  started  the  year,"  he  said,  "with  $1,100  in  the 

bank  and  a  stock  inventory  of  $3,450.  Doing  a  cash 

business',  I  had  no  outstanding  accounts,  and  my  ac- 
counts payable  amounted  to  only  $550.  Assets,  $4,550. 

Liabilities,  $550. 

"My  business,  for  the  year  aggregated  $40,600.  My 
stock  inventory  at  the  end  of  the  year  is  $3,250.  My 
bank  balance  is  $600.  Accounts  payable,  against  me, 
aggregate  $975.  I  have  drawn  nothing  from  the  busi- 

ness, except  my  salary  of  $100  a  month.  Assets,  $3,- 
850.   Liabilities,  $975. 

"I  found  that  my  cost  of  doing  business  was  22  per 
cent.,  including  my  salary.  I  figured  that  I  should 
make  a  profit  of  10  per  cent,  and  marked  all  my  goods 
for  that  profit. 

"I  made  my  purchases  carefully  so  that  my  stock 
did  not  p'le  up.  I  handled  only  such  goods  as  I  was 
able  to  move  and  could  make  the  10  per  cent,  profit 
on. 

"But  I  find  my  inventory  smaller,  my  bank  balance 
smaller,  and  my  debts  bigger  at  the  end  of  the  year. 

"I  expected  a  profit  above  expenses  of  $2,500.  I 
thought  I  had  that  profit,  but  my  year-end  statement 
shows  that  I  have  lost  $1,125. 

"Can  you  tell  me  the  answer  to  this  puz'/le?" 
In  discussing  this  the  Hardware  Trade  said: 
His  mistake  was  this :  He  took  his  cost  of  doing 

business  and  his  profit  from  the  cost  price.  He  should 
have  taken  both  from  the  selling  price. 

He  has  less  money  in  the  bank.  He  owes  more.  He 
has  less  stock.  He  has  not  made  ten  per  cent — that  is 
plain.  Instead,  he  has  lost  the  amount  of  the  decrease 
in  stock  and  cash  and  the  amount  of  the  increase  in 
debts. 

Why?  The  service  department  of  the  manufacturer 
to  whom  he  wrote,  figured  out  the  problem  for  him. 
He  thought  he  was  adding  10  per  cent,  for  profit,  but 
in  reality  he  did  not  add  anything  for  profit. 

Suppose  an  article  cost  him  $2.25.  Suppose  his  cost 
of  doing  business  was  22  per  cent,  and  it  was  desired 
to  fix  a  price  that  would  allow  10  per  cent,  profit. 
He  added  32  per  cent,  to  the  cost  price  of  $2.25,  and 
thought  he  was  adding  10  per  cent,  for  profit! 
He  had  estimated  his  cost  of  doing  business,  of 

course,  as  per  cent,  on  his  gross  business,  or  on  the 
selling  price  of  the  article.  Instead  of  allowing  22  per 
cent,  on  the  selling  price  for  cost  of  doing  business, 
he  added  49.5  cents  to  the  cost  price.  Instead  of  al- 

lowing 10  per  cent,  on  the  sell'ng  price  for  profit,  he 
added  22.5  cents  to  the  cost  price.  It  really  cost  him 
almost  73  cents  to  sell  the  article,  one  cent  more  than 
both  the  amounts  he  added. 

Here  is  the  difference:  The  article  was  sold  for 
$2.97  or  probably  $3,  when  it  had  to  be  sold  at  $3.31 
to  get  10  per  cent,  profit.  He  needed  a  gross  business 
of  over  $50,000  on  the  same  wholesale  cost  to  make 
his  10  per  cent,  profit. 

Prove  the  figures :  Twenty-two  per  cent,  on  $3.31 
is  nearly  73  cents;  10  per  cent,  on  $3.31  is  a  little  over 
33  cents ;  adding  73  and  33  gives  $1.06 ;  adding  this  to 
$2.25  gives  us  $3.31. 

The  whole  problem  hinges  here:  Figure  your  per- 
centages on  the  selling  price. 

THE  OTHER  SIDE. 

A  retailer  who  takes  exception  to  this  method  of 
arriving  at  the  question  of  profits  writes: 

I  do  not  agree  with  all  that  has  been  said  in  favor 
of  the  newer  method.  It  may  be  that  I  have  not  given 
the  matter  sufficient  thought,  but  it  seems  to  me  that 
it  is  only  for  very  grave  reasons  that  we  should  con- 

template casting  aside  a  method  that  is  in  such  gen- 
eral use  all  over  the  business  world,  that  we  should 

discard  and  pronounce  Avorthless  the  commonly  accept- 
ed idea  that  is  taught  in  all  our  schools  that  profit 

(and  loss)  are  always  based  on  the  cost.  If  the  newer 
method  is  the  correct  one,  we  had  better  start  a  cam- 

paign among  our  teachers,  our  schools  and  our  text 
books,  as  they  all  teach  the  older  method. 

The  proponents  of  the  new  method  do  not  say 
whether  they  advocate  its  adoption  in  all  business  that 
is  carried  on  for  profit  or  not.  Ordinarily  what  any 
business  man  is  anxious  to  know  is,  what  am  I  mak- 

ing on  my  investments?  If  you  buy  stock  at  90  and 
sell  at  120  you  have  made  one-third  on  your  invest- 

ment, or  33  1-3  per  cent.  According  to  the  new  method 
it  would  be  one-fourth  on  your  selling  price,  or  25  per 
cent. 

With  regard  to  the  Indiana  merchant.  Avhom,  for 
convenience,  I  shall  refer  to  as  X,  I  do  not  think  it 
was  the  fault  of  the  system  used,  per  se,  that  caused 
X  to  come  to  grief.  It  is  much  like  the  case  of  the 
man  who  went  fishing  on  Sunday  and  fell  into  the 
river.  It  was  a  very  simple  matter  to  say  that  the 
man  should  not  have  gone  fishing  on  Sunday,  and  also 
to  say  that  if  he  had  not  gone,  he  would  not  have 
come  to  grief,  both  of  which  statements  might  possibly 
have  been  correct,  but  they  would  be  no  proof  what- 

ever that  his  falling  into  the  river  was  caused  by  his 
going  fishing  on  Sunday.  And  so  with  X.  It  does  not 
at  all  follow,  because  he  made  a  mistake  in  figuring, 
that  basing  his  profit  on  the  selling  price  was  the  only 
way  to  avoid  that  mistake. 

In  the  first  place,  how  did  X  arrive  at  the  22  per 

cent,  cost  of  doing  business?  He  tells  us  that  he  "es- 
timated it  as  22  per  cent,  on  his  gross  business."  His 

gross  business  was  $40,600,  or  an  average  monthly  busi- 
ness of  $3,550.  His  cost  of  doing  business  per  month, 

22  per  cent,  of  $3,550,  was  $781.  His  desired  profits, 
10  per  cent,  of  .$3,550,  would  be  $355.  The  sum  of 
$781  and  $355  is  $1,136,  what  he  should  have  added  to 
the  cost  of  the  goods  sold  during  the  month.  Then, 
$3,550  less  $1,136  equals  $2,414,  cost  of  goods  sold  dur- 

ing the  month.  Now  what  per  cent,  of  the  cost  ($2,- 
414)  is  $1,136?  1,136  divided  by  2,414  equals  47  per 
cent.,  which  is  what  X  should  have  added  to  his  cost 
instead  of  32  per  cent.  The  rule  to  find  rate  is  divide 
the  percentage  by  the  base,  but  X  took  the  S.  P.,  3,550 
for  base,  instead  of  the  cost,  2,414,  and  then,  to  make 
confusion  worse  confounded,  after  finding  his  rate  on 

the  sell'ng  price,  he  "switched  horses  amidstream" — 
he  applied  the  rate  on  the  cost !  He  finds  his  rate  on 
one  amount,  and  then  applies  it  on  an  entirely  differ- 

ent amount.  I  wish  to  submit,  as  an  attorney  would 
say,  that  no  system  or  method  will  l)ring  correct  re- 

sults if  the  rules  for  the  fundamental  operation  of 
numbers  are  ignored.  Had  X  done  the  opposite  thing, 
i.e.,  found  his  rate  on  the  cost  and  then  applied  it  on 
the  selling  price  the  result  would  have  undoubtedly 
been  more  satisfactory,  as  far  as  the  ledger  was  con- 
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cerned,  but  it  would  not  have  been  any  nearer  a  cor- 
rect solution. 

I  prefer  the  following  method.  Taking  the  article 
costing  $2.25.  Find  47  per  cent,  of  $2.25,  equals  $1.06. 
Adding  this  to  the  cost,  $2.25,  gives  $3.31,  what  the 
article  should  have  been  marked  at  to  bring  the  de- 

sired results.  And  so  with  each  article  X  had  in  his 
store.  He  should  have  marked  it  at  47  per  cent,  above 
wholesale  cost  (plus  freight,  if  any). 
Now  let  us  compare  these  two  methods,  both  of 

which  give  identically  the  same  results,  and  see  which 
is  the  more  logical : 

•Cost  of  article.  $2.25. 
Amount  which  should  be  added  to  this  cost  to  cover 

cost  of  doing  business  and  X's  desired  profits,  47  per 
cent,  of  $2.25,  equals  $1.06.    Total  selling  price,  $3.31. 

Cost  of  article,  $2.25,  equals  68  per  cent,  of  selling 
price.  Cost  of  doing  business,  73c.,  equals  22  per  cent, 
of  selling  price.  Desired  profits,  33c.,  equals  10  per 
cent,  of  selling  price.  Now  each  of  these  three  divi- 

sions of  the  S.  P.  must  bear  its  share  of  the  cost  of 
doing  business,  i.e.,  22  per  cent,  of  $2.25  plus  22  per 
cent,  of  73c..  plus  22  per  cent,  of  33c.  And  so  with 
the  profit  rate.  There  is  10  per  cent,  of  the  cost  set 
aside  for  profit,  then  10  per  cent,  of  the  cost  of  doing 
business  is  set  aside  for  profit,  then  10  per  cent,  of  the 
profit  is  set  aside  for  profit ! 
My  object  has  been  to  point  out  that  figuring  pro- 

fits' on  the  cost  does  not  necessarily  lead  to  errors,  and 
that  figuring  profits  on  the  selling  price  does  not  ne- 

cessarily avoid  errors. 

PROFITS  IN  SHEET  METAL  PRODUCTS. 

The  hardware  dealers  and  sheet  metal  workers  are 
the  logical  retail  merchants  for  standard  sheet  metal 
products,  such  as  steel  ceilings,  roofing,  ridge  roll,  con- 

ductor pipe,  eavetrough,  black  and  galvanized  sheets, 
tin  and  kindred  building  specialties  such  as  metal  lath 
and  various  sheet  materials  for  reinforced  concrete 
construction. 

Many  dealers  who  formerly  carried  in  stock  quan- 
tities of  steel  roofing,  eave  trough,  conductor  pipe,  etc., 

have  been  disheartened  because  of  the  disregard  of 
good  trade  ethics  by  short-sighted  firms.  Conditions 
are  now  more  favorable  for  the  handling  and  stocking 
of  a  good  line  of  sheet  metal  products,  however,  as  the 
tendency  amongst  manufacturers  is  to  co-operate  in 
creating  a  demand  for  their  products  rather  than  to 
secure  business  by  price  cutting. 

Near  Delhi,  India,  stands  an  iron  monument  older 
than  written  history  yet  in  excellent  state  of  preserva- 

tion. It  has  been  referred  to  as  an  example  of  the 
service  that  may  be  had  from  carefully  and  properly 
made  iron  products.  Dealers  can  secure  sheet  metal 
products  that  are  properly  made  and  at  moderate  cost 
wliich  will  give  satisfactory  service  and  win  confidence. 

The  production  of  sheet  metal  products  that  give  the 
service  of  old.  time  irons  and  possess  splendid  working 
qualities  has  opened  a  new  fiield  of  possibilities  for 
tlie  middlemen  who  will  profit  by  selling  these  desirable 
products  that  fit  in  with  their  other  lines. 

There  are  several  important  features  that  must  be 
considered  in  the  production  of  a  good  material  that 
will  give  the  desired  service  yet  remain  within  the 
range  of  moderate  cost.  The  raw  material  must  be 
carefully  selected  and  the  purity  considered,  but  the 
sheet  metal  which  gives  service  must  also  be  properly 
made  so  that  the  elements  are  evenly  distributed  to 

avoid  electro-chemical  action  which  produces  corrosion. 
Sheet  metal  in  addition  to  being  manufactured  from 
good  raw  material  and  produced  with  modern  care 
and  equipment  requires  proper-  heat  treatment  to  insure 
an  even  .structure  that  will  relieve  the  stress  (strain) 

resulting  in  the  process  of  manufacture  of  sheet  ma- 
terial. 

Every  dealer  who  handles  sheet  metal  products  or 
kindred  lines  should  understand  that  any  product  made 
from  an  iron  ore  base  will  rust,  but  rust  on  a  properly 

made  sheet  metal  is  evenly  distributed  over  the  ex- 
posed surface  and  acts  as  a  protective  coating  rather 

than  a  dangerous  disintegrating  influence. 

The  cheap  light-weight  sheet  metal  products  that 
have  done  much  to  injure  the  trade  and  destroy  con- 

fidence in  this  class  of  material  possess  a  high  percent- 
age of  phosphorus,  carbon,  manganese  and  sulphur. 

These  elements  are  called  impurities  though  they  serve 
a  purpose  in  iron  and  steel  when  used  in  the  proper 
quantit.y  and  evenly  distributed  so  that  electro-chemical 
action  will  not  occur  between  the  points  where  these 
elements  are  bunched  and  produce  pitting. 

The  destructive  and  improperly  made  iron  and  steel 
products  to-day  is  not  rust  but  corrosion,  that  is  pit- 

ting or  destruction  at  the  points  where  the  impurities 
are  bunched.  The  success  a  dealer  will  have  in  build- 

ing up  a  good  sheet  metal  trade  and  increasing  it  from 
year  to  year  will  depend  on  his  selection  of  the  right 
kind  of  sheet  metal  products. 

Regardless  of  past  experience  with  sheet  metal  work, 
every  dealer  owes  it  to  himself  and  those  dependent 
on  him  to  broaden  his  range  of  possible  operation  which 
will  increase  his  business.  Do  not  forget  the  necessity 
of  guarding  carefully  the  biiying  end  of  the  business, 
because  it  is  essential  that  a  dealer  give  his  customers 
value  for  their  money  to  retain  patronage  and  increase 
trade. 

Sheet  metal  products  can  be  properly  made  to  resist 
the  atmospheric  conditions  of  actual  service  and  these 
are  the  ones  that  will  make  a  lean  business  profitable, 
a  disheartened  dealer  courageous  and  fit  him  to  grasp 
the  opportunities  within  his  reach  by  getting  and  hold- 

ing trade  in  his  territory  which  would  otherwise  go  to 
the  slater,  tile  roofer  or  the  concrete  worker. 

AN  ILL-ADVISED  DISPLAY. 

A  hardware  store  in  Gait  recently  had  the  upper 
portion  of  its  windows  filled  with  circus  posters.  An- 

other hardware  store  a  few  doors  aAvay,  had  a  very 
elaborate  paint  window  display,  one  of  the  attractive 
trims  su]iplied  by  paint  manufacturers  being  used. 
Which  window  is  likely  to  draw  most  customers  to 
the  store,  the  unwashed  and  mud-splashed  window 
with  the  circus  posters  or  the  neatly  decorated  paint 
trim  ? 

8  There  is  money  in  store  for  the  dealer  who  g 
8  takes  advantage  of  the  efTorts  that  are  being  g 
S  made  to  exterminate  the  pestiferous  house  fly.  S 
8  Screen  doors  and  windows  and  instruments  of  8 
a  extermination  will  sell  well  with  those  who  g 
o  have  their  stocks  well  equipped.  8 
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HOW  HE  SOLD  LAWN  MOWERS. 

A  traveller  for  a  manufacturer  of  lawn  mowers  re- 
cently related  the  following: — 

"One  day.  having  a  sample  of  our  ball-bearing  with 
me,  I  explained  its  simplicity  to  him  and  made  the 
assertion  that  95  per  cent,  of  the  retail  dealers  selling 
l)all-bearing  mowers  were  unable  to  tell  their  custom- 

ers oft'-hand  how  to  take  up  the  wear  in  the  bearings. 
I  also  explained  how  necessary  it  was  that  this  should 
be  attended  to.  He  saw  at  once  how  he  could  make 
use  of  this  information  to  his  advantage  and  while  he 
was  not  favorably  inclined  to  ball-bearing  mowers,  he 
])ut  them  in  stock.  In  selling  them,  he  would  take  a 

mower,  loosen  up  the  bearing's  and  make  his  customer 
readjust  it.  He  would  then  send  the  customer  across 
the  street  to  his  competitor  to  learn  how  they  adjusted 

theirs.   He  said  they  all  did  more  or  less  "shopping" 

a  If  you  don't  sell  your  lawn  mowers  when  the  § 
8  grass  is  green  they'll  cut  down  your  profits  g 
g      during  the  cold  storage  season.  8 

before  they  bought,  and  he  felt  quite  confident  they 
would  come  l)ack — which  they  did.  To  his  inquiry 
whether  they  had  learned  anything  further  about  ad- 

justing ball-bearings,  they  invariably  ansAvered  "No,'" 
that  some  dealers  would  try  to  remember  what  had 
been  told  them  while  others  looked  for  the  printed 
directions  which  came  with  the  mower,  would  read  it 
to  them,  but  could  not  explain  it. 

"That  season  he  sold  69  ball-bearing  mowers.  The 
following  year  his  competitors  refused  to  sell  l)all- 
bearing  mowers,  saying  they  were  no  good.  When  he 
learned  this  he  gathered  together  all  the  data  avail- 

able pertaining  to  ball-bearings  for  all  kinds  of  work, 
embodied  it  in  a  half  page  display  advertisement  in 
his  local  paper  with  such  splendid  residts  that  he  sold 

nearly  all  the  mowers  ])()ught  that  year  in  his  town." 

SELLING  LAWN  MOWERS  BY  MAIL. 

Every  practical  hardware  dealer  should  have  a  good 
live  nuiiling  list  on  file  in  his  office.  You  can  use  it 
in  a  great  many  ways,  but  particularly  for  booming 
your  lawn  mower  business.  You  will  also  find  that 
the  up-to-date  lawn  mower  manufacturer  with  his  us- 

ual lil)eralit.v  will  often  come  to  your  aid  and  assist- 
ance. He  will  at  least  furnish  you  with  some  adver- 

tising matter  for  the  circularizing  of  your  mailing  list. 
In  some  cases  he  will  do  more  than  this.  One  lai-iic 
lawn  mower  manufacturer  nuikes  a  specialty  of  work- 

ing on  the  names  of  property  owners  furnished  l)y  liis 
customers.  These  names  are  followed  up  by  the  manu- 

facturer with  carefully  typewritten  letters  and  other 
advertising  matter,  and  those  to  whom  the  letters  are 
sent  are  directed  to  the  dealer's  stock.    This  method 

of  mail-order  solicitation  has  proven  very  effective  and 
when  backed  up  by  the  merchants  themselves  is  bound 
to  bring  splendid  results. 

If  you  are  a  wise  dealer  and  want  more  business 
there  is  no  reason  under  heaven  why  you  should  not 
have  it.  But  in  order  to  get  it,  you  must  do  more  ad- 

vertising— more  letter  writing.  Keep  tab  on  every 
prospective  buyer  until  you  land  him  or  know  the  rea- 

son why. — D.  H.  Dirhold. 

AUTO  SUPPLIES  IN  HARDWARE  STORES. 

With  the  increasing  use  of  the  automobile  tov  both 
commercial  purposes  and  for  pleasure  the  thoughts  of 
a  good  many  retail  hardwaremen  are  no  doubt  turned 
to  the  consideration  of  the  possibilities  of  handling 
automobile  supplies. 

There  is  much  in  the  numerous  articles  entering  into 
the  composition  of  the  auto  accessory  line  that  would 
not  interfere  with  the  regular  stock  and  business  of 
the  conventional  hardware  store.  Clothing,  for  in- 

stance, could  be  handled  in  connection  with  fishing  or 
hunting  apparel  without  entailing  any  great  amount 
of  extra  space,  to  display  it,  or  in  which  to  carry  a 
stock  of  it.  Such  things  as  gloves  would  fit  in  nicely 
with  the  other  lines  of  gloves  in  the  store,  and  so 

would  goggles  and  leggins  and  dusters  and  other  art- 
icles that  might  be  mentioned. 

Take  gasoline,  while  dangerous  to  handle,  if  a  store 
has  the  out-of-door  facilities  for  carrying  it,  it  can  be 
carried  for  the  convenience  of  the  autoist,  who,  once 
in  the  habit  of  replenishing  his  tank  at  your  store, 
could  be  expected  to  make  more  frequent  visits  to  it 
in  the  future,  if  he  was  sure  of  such  accommodations 
at  all  times. 

There  are  countless  small  articles  in  the  line  that 
might  be  handled  with  a  profit  and,  being  sold  to  a 
class  of  people  who  have  the  money  to  expend  on 
things  of  an  amusement  character,  it  gives  the  enter- 

prising dealer  who  figures  on  such  things,  a  chance 

store  of  .lohii  Bailes  &  Sons,  Oshawa,  Ont. 
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to  get  next  to  some  trade  that  he  might  not  otherwise 
be  able  to  interest  in  his  store.  The  more  folks  you 

can  get  into  your  store  on  any  pretext,  the  more  pro- 
bability there  is  that  a  sale  will  be  made  and  the  re- 

sultant profit  that  you  are  after  is  secured,  and  that, 
after  all  is  said  and  done,  is  what  you  want  to  get. 

So  if  you  have  the  space  to  handle  the  stock,  figure 
on  what  you  can  handle  to  advantage,  in  the  way  of 

auto  supplies,  especially  in  a  city  of  more  modest  pro- 
portions than  the  large  metropolitan  centers.  The 

way  autos  are  coming  into  vogue,  there  would  seem 
to  be  unlimited  possibilities  in  the  business,  and  if 

your  store  should  happen  to  be  the  only  hardware 
store  in  the  community,  you  have  an  extra  reason  for 

planning  such  a  policy  in  the  store.  Don't  wait  until 
your  customer  puts  in  a  stock,  but  do  so  yourself  right 
now. 

POST  CARDS  WITH  HARDWARE. 

There  are  not  many  hardware  stores  that  handle 
post  cards,  but  McGregor  &  Co.,  Caledonia,  Out.,  carry 

a  nice  assortment  and  find  it  pays.  "The  reason  we 

keep  them,"  said  Mr.  McGregor  to  the  Journal,  "is 
,  that  when  we  put  in  our  first  stock,  there  was  no  per- 

son else  in  the  town  selling  them.  Now,  there  are  sev- 
eral stores,  but  we  still  find  we  sell  quite  a  lot  and 

keep  a  small,  but  well-assorted  stock.  Besides  views 

of  the  town,  we  show  a  few  comics  and  general  lines." 

A  home  made  portable  display  rack 

Why  should  not  a  hardwareman  in  a  small  town 

carry  a  line  of  cards'?  It  is  not  necessary  to  lay  in  a 
large  stock  and  the  cards  taken  up  very  little  room. 
A  small  revolving  display  stand,  capable  of  showing 
."lO  different  cards,  does  not  occupy  more  than  a  foot 
of  space  on  the  counter  or  on  top  of  a  silent  salesman. 
People  while  waiting  to  be  waited  on,  or  for  a  parcel 
to  be  done  up,  look  around  the  store  and  when  they  see 
a  small  display,  it  suggests  a  purchase. 

A  GOOD  SAW  SELLING  SCHEME. 

Modern  department  s'tores  sell  almost  everything, 
but  Bernheimer's  of  Baltimore  is  the  first  one  we  have 
heard  of  selling  used  railroad  ties.  Recently  they  had 
!i  display  in  which  a  boy  was  posed  with  a  big  saw 
with  which  he  was  performing  an  operation  on  an 
old  railroad  tie  laid  across  a  saw  buck.  There  were 
other  ties  lying  around  and  in  front  were  a  dozen  or 

more  bundles  of  wood  with  the  sign,  "This  pile  of 

wood  represents  the  contents  of  one  tie,  sawed  and 

split."  The  ties  were  sold  for  8  cents  each.  There 
were  also  tickets  on  the  saw,  buck  and  axe.  A  news- 

paper ad  had  the  following  to  say : 

"Bernheimer  finds  you  are  paying  too  much  for 
your  kindling  wood ;  he  also  finds  that  your  boy  needs 
exercise ;  for  this  reason  we  call  these  railroad  ties 

BERNHEIMER'S BOYS'  PLAYGROUND. 

"Let  your  boy  saw  and  split  them.  It's  a  good 
exercise  and  profitable,  and  you  will  find  it  besides  a 
great  money  saver.  Used  railroad  ties,  8  cents  each. 
We  know  that  upon  sawing  and  splitting  them  you 
will  find  your  kindling  wood  to  cost  you  one-half  and 
perhaps  less  than  you  are  paying  now.  We  also  have 

the  saws,  bucks  and  axes  at  Bernheimer's  well-known 
low  prices,  and  if  not  satisfactory  after  trial  your 
money  back  and  everything  sent  home,  no  matter  how 

cheap  we  sell  it." — Merchants'  Record  and  Show  Win- dow. 

SELLING  REFRIGERATORS. 

By  A.   W.  Sherer 
There  is  no  one  article  which  can  cause  the  hard- 

ware dealer  more  trouble  than  a  refrigerator  which 

"goes  down"  on  his  customers.  As  refrigerators  are 
subject  to  much  abuse,  and  even  high  grade  refriger- 

ators, if  handled  without  proper  care,  will  not  give 
satisfactory  service,  it  is  not  worth  the  time  of  any 
hardware  dealer  to  handle  a  cheap  ice-box.  In  the 
first  place,  there  is  not  enough  profit ;  in  the  second 
place,  there  is  too  mvich  trouble  involved. 

It  is  necessary,  in  order  to  sell  a  high  grade  re- 
frigerator, and  get  the  right  price  for  it,  to  handle  an 

advertised  refrigerator,  so  that  it  will  not  be  neces- 
sary to  spend  a  great  deal  of  time  in  an  endeavor  to 

establish  confidence  in  the  refrigerator  in  the  mind  of 
the  prospective  buyer. 

If  you  handle  a  high  grade  refrigerator  which  is  ad- 
vertised well,  a  good  part  of  the  work  has  been  done 

for  you,  for  intelligent  people  nowadays  have  con- 
fidence in  an  advertised  article,  for  they  know  that  if 

an  advertised  article  is  not  as  represented  they  have 
recourse  to  the  man  who  sold  the  refrigerator  and  he 
in  turn  to  the  man  who  advertised  it.  Also,  no  manu- 

facturer, whose  goods  do  not  come  up  to  the  state- 
ments regarding  them,  can  find  a  place  in  the  present- 

day  standard  magazine. 

STEEL  BINS. 

Steel  bins  are  coming  into  favor  for  storing  small 
stock  of  every  description  in  bulk.  Hardware  deal- 

ers and  other  merchants  are  using  them,  while  they 
are  being  introduced  into  many  factories  where  it  is 
essential  that  small  parts  be  kept  conveniently  at  hand 
and  in  fireproof  receptacles.  The  handling  of  these 
commodities  is  a  legitimate  field  for  the  sheet  metal 
contractor. — Sheet  Metal  Shop. 

Carbon  deposits  which  blacken  a  gas  mantle  can  be 
removed  by  burning  a  little  common  salt  on  the  burner. 

The  employer  who  gets  the  most  out  of  his  help  is  he 
who  takes  them  into  his  plans  and  allows  them  to  share 
in  his  successes. 
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Unique  Floor  Display  of  Paint 
Herewith  is  shown  two  illustrations  of  the  interior 

of  the  store  of  J.  W.  Richardson,  North  Bay,  Ont.  No. 
1  gives  a  general  view  of  the  interior  with  inset  in  the 
upper  left  hand  corner  showing  the  front  of  the  store 
and  its  admirable  location  next  to  the  post  office. 
The  feature  of  the  interior,  it  will  be  noticed,  is  a 

floor  display  of  Lowe  Bros.'  paints.  The  display  is 
arranged  on  a  platform.  Illustration  No.  2  gives  a 
close  view  of  the  display,  thus  allowing  the  details  to 
be  studied.  The  display  naturally  attracted  a  great 
deal  of  attention. 

A  line  of  fine  chiriaware  is  displayed  in  a  silent  sales- 
man on  the  right  side.  Linoleum  and  window  blinds 

are  also  carried  in  stock  and  both  are  said  to  be  very 
profitable.  Samples  of  the  latter,  it  will  be  noticed, 
are  suspended  from  the  right  hand  side  of  the  store. 

Mr.  Richardson  has  a  mailing  list  of  about  three 
thousand  names  and  he  does  a  considerably  large  busi- 

ness in  paints.  The  store  is  neatly  arranged  with 
metallic  ceiling  and  office  at  back.  Upstairs  is  used 

for  storage.  The  "Jewel"  stoves  and  ranges,  shown 
in  the  illustration,  are  made  by  Burrow,  Stewart  & 
Milne,  Hamilton. 

FIVE-CENT  BARGAIN  CUSTOMERS. 

"Is  a  5,  10  and  25-cent  counter  a  good  thing  for  the 
dealer  in  a  small  town?"  was  the  question  asked  at  a 
convention  of  retail  merchants  recently.  The  general 
opinion  seemed  to  be  that  it  is  a  paying  proposition,  as 
it  acts  as  a  magnet  to  draw  the  people  and  especially 
the  women  into  the  store,  where  they  have  the  oppor- 

tunity of  seeing  the  other  merchandise  that  the  dealer 
has  for  sale. 

To  make  this  department  a  success  the  dealer  must 
go  after  it  right.  He  must  make  it  a  leader  and  have 
only  one  price  for  each  counter  and  stick  to  that.  On 

the  10-cent  counter,  for  instance,  nothing  must  be  sold 
for  "3  for  25,"  but  the  price  must  be  "10  cents 

straight." Then  an  effort  should  be  made  to  get  the  mail  order 
buyer  to  come  into  the  store  to  see  the  bargains  you 
offer  on  this  counter,  giving  you  the  opportunity  to  go 
after  him  on  other  things  to  advantage. 

No.  2.— The  floor  display  at  close  range 

No.  1.— General  view  of  store  interior  with  floor  display  of  paint  in  centre.   Note  inset  of  store  front  in  upper  left  liand  corner. 
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Hints  on  Selling  Fishing  Tackle 

The  hardwareman  who  sells  fishing  tackle  should  as 

.^ar  as  possible  place  that  particular  branch  of  his 
business  in  the  hauds  of  a  clerk  who  understands 
tackle  as  well  as  fishing. 

The  importance  of  this  may  be  gathered  from  the 
experience  of  a  writer  in  Hardware  Trade.  He  had 

been  spending  a  few  days  trout  fishing.  A  store  he 
visited  in  search  of  tackle  had  an  excellent  stock,  well 

displayed  and  taken  care  of.  But  the  people  in"  the store  knew  little  or  nothing  about  what  was  needed  to 
lure  the  big  fellows. 

A  walk  down  the  street  resulted  in  the  discovery  of 
another  and  smaller  store,  with  a  jxvorer  stock,  not  as 
well  displayed,  but  the  man  behind  the  counter  knew 
his  business.  A  few  questions  brought  out  all  the  in- 

formation desired  about  where  to  go,  what  to  use  and 
how  to  use  it,  with  the  result  that  about  $5  changed 

hands,  and  if  that  town  is  vis'ited  again,  the  same 
little  store  will  get  the  trade. 

This  shows  that  it  is  worth  while  to  have  some  one 

Avho  is  a  fisherman  in  charge  of  the  tackle  depart- 
ment.   The  stranger  knows  not  where  to  go  or  what 

Jos.  Bailev 
Who  has  recently  left  the  employ  of  the  McClary  Mfg.  Co.  to  enter  the  real 
estate  business  in  Calgary.  Mr.  Bailey  has  been  in  the  employ  of  the 
M  ;Clary  firm  for  over  twenty  years,  the  latter  part  of  whicli  he  has  spent  as 
foreman  in  the  Japan  shop.  Before  leaving  for  the  West,  the  other  mem- 

bers of  the  department  gave  an  "  At  Home"  in  his  honor  and  presented  him with  a  handsome  travelling  bag. 

to  use  in  that  particular  locality  and  a  few  hints  will 
be  appreciated. 

Make  Friends. 

The  fishing  tackle  dealer  shoiUd  be  on  good  terms 
with  the  local  hotel  keepers  and  livery  men,  so  that 
when  a  fisherman  comes  to  town  they  will  refer  him 
to  the  merchant  for  tackle  and  information.  This 
kind  of  help  is  valuable  as  the  stranger  is  the  most 
profitable. 
A  number  of  merchants  in  the  vicinity  of  famous 

lakes  have  inaugurated  contests  for  the  largest  fish 
caught  during  the  season,  providing  the  fisherman  re- 

gisters his  name  and  address  at  the  beginning  of  the 
season,  or  before  he  makes  his  catch.  This  will  serve 
to  bring  people  into  the  store  and  gives  the  dealer  a 
chance  of  making  his  silent  salesmen  work. 

Whenever  an  exceptionally  big  catch  is  made,  a  pic- 
ture of  it  and  the  fortunate  owner  can  be  placed  in 

the  window,  with  a  few  words  stating  that  tackle  fit 
to  catch  such  beauties  is  on  sale  inside. 

There  are  endless  ways  in  which  the  fisherman's trade  can  be  attracted.  The  catchers  of  the  finny  tribe 

are  enthusiasts.  They  talk  "shop"  all  the  time  and 
tell  each  other  what  they  use  to  get  the  "whoppers" 
and  where  they  bought  the  tackle. 

Value  of  Reputation. 
The  reputation  for  being  headquarters  for  fishing 

information  is  worth  many  dollars  to  a  dealer.  In 

one  town  a  man  who  is  a  fishing  "crank"  of  the  first 
water  has  a  store  in  which  he  sells  practically  all  the 
tackle  in  that  part  of  the  country.  He  sells  little  else, 
but  makes  a  good  living  because  he  is  an  authorit.v. 
Before  he  went  into  the  business,  he  was  a  gentlemen 
of  leisure,  but  loss  of  his  money  compelled  him  to  go 
to  work. 

In  spite  of  the  fact  that  there  are  tAvo  hardware 
stores  in  his  town,  carrying  fishing  tackle,  he  opened 
up  an  exclusive  store  some  years  ago.  Now  the  hard- 

ware men  sell  practically  nothing  in  that  line,  for  no 
other  reason  in  the  world  than  because  that  man  is  an 
authority  on  the  subject  of  fishing. 
Had  either  one  of  them  been  properly  posted  and 

■  able,  by  his  knowledge  of  the  game,  to  hold  the  trade, 
this  man  would  have  had  mighty  hard  sledding. 

There  is  fun  in  this  line  as  well  as  profit,  so  the 
suggestion  is  made  that  the  hardware  men  see  to  their 
fences,  so  that  the  druggist  or  other  dealer  does  not 
undermine  what  ought  to  be  a  good  business. 

PRIZES  FOR  BIG  FISH. 

A  hardware  dealer  who  handles  fishing  tackle  in  a 
town  noted  for  its  trout  streams,  i)rovided,  according 
to  System,  a  large  book  of  registry  in  wbich  he  re- 

corded the  captures  of  large  trout,  the  date,  place, 
weight  and  length  of  the  fish.  Incidentally,  he  des- 

cribed the  bait,  tackle  and  rod.  Each  purchase  of  a 

dollar's  worth  of  tackle  from  the  dealer  brought  the 
customer  a  membership  card  in  this  "club,"  and  gave 
him  the  privilege  of  registering  his  killings.  No  fish 
under  one  pound  could  be  registered,  but  every  effort 
was  made  to.  secure  registry  of  all  fishes  over  that 
weight.  A  prize  of  ten  dollars  in  gold  was  offered 
each  season  to  the  fisherman  catching  the  largest  fish, 

and  another  prize  of  the  same  amount  was  oft'ered  to 
the  angler  who  made  the  largest  total  season's  catch. 

Vanity  and  curiosity  were  both  appealed  to  in  this 
contest,  which  i)roved  highly  profital»le  to  the  tackle 
department.  It  stimulated  rivalry  between  the  local 
sportsmen,  many  of  whom,  eager  to  keep  posted  on  the 
latest  records,  called  at  the  store  frequently  to  con- 

sult the  records.  Many  townsmen  were  thus  persuad- 
ed to  bixy  from  this  dealer  not  only  the  dollar's  worth 

necessary  for  the  membership  card,  but  practically  all 
the  tackle  they  needed.  The  semi-yearly  balance  sheet 
told  the  story.  Not  only  did  the  tackle  department 
show  twice  the  business  of  any  period  previous  to  the 
inauguration  of  this  scheme,  but  a  goodly  increase  in 
other  lines  was  recorded  as  well. 

a  We  have  fishing  taekle  both  for  men  and  boys.  § 
g      Consult  our  expert.  g 

Suggestion  for  Window  or  Interior  Card 
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Window  and  Newspaper  Advertising  A 

This  is  a  very  simple  stunt  and  can  be  made  in  a 
short  while  by  anyone  handy  with  a  soldering  iron. 
It  is  applicable  to  almost  any  line  of  merchandise. 

HOW  TO  PHOTOGRAPH  A  WINDOW. 

Get  two  poles,  each  a  little  longer  than  the  height 
of  the  window.  Then  cut  strips  of  black  cloth  a  little 
longer  than  the  window  is  wide  (lining  cambric  or 
calico  will  do),  sew  together  and  tack  upon  the  poles. 
Now  you  have  a  large,  black  screen  to  cut  off  all  re- 

flection from  across  the  street.  Cut  a  hole  in  the  cloth 
for  the  camera,  get  two  boys  to  hold  the  screen  and 
you  are  ready  to  take  the  photograph. 

Best  results  in  day-time  photography  are  obtained 
in  the  early  morning  of  a  clear  day  or  at  the  time 
when  the  window  receives  the  greatest  amount  of 
light.  Pictures  of  strongly  illuminated  windows  may 
be  taken  at  night  by  the  use  of  an  explosive  or  flash. 
In  this  case  the  film  or  plate  should  receive  an  ex- 

posure of  from  ten  to  twenty-five  minutes  to  bring 
out  the  greatest  amount  of  detail. 

Have  all  lights  in  the  windows  well  shaded  and  as 
high  up  and  near  the  pane  as  possible.  This  will 
bring  out  the  contrast  between  shadow  and  high  light, 
making  your  picture  many  times  more  effective. 

A  DISPLAY  THAT  "CAUGHT  ON." 
P.  Hymmen  &  Co.,  Berlin,  had  a  fine  window  trim 

of  refrigerators  and  gas  ranges  the  week  of  May  13, 
white  cotton  Ijeing  used  in  the  floor  and  the  window, 
while  a  ceiling  of  the  same  material  covered  in  the 
goods  displayed.  A  large  show  card  offering  a  cook- 

book free  attracted  the  attention  of  the  women  passing'  by. 

A  Novel  Window  Trim 

3i/  H.  L.  Cohen. 

All  that  is  necessary  for  this  trim  is  a  small  fan 
motor,  the  kind  that  has  six-inch  blades,  a  small  kitch- 

en colander  or  strainer  about  six  inches  in  diameter 
and  a  Dover  egg  beater.  Fasten  the  fan  to  a  pedestal, 
take  the  blades  off  and  swing  the  motor  up  so  the 
shaft  is  perpendicular.  Now  you  must  use  a  soldering 
iron  or  go  to  the  tinner.  Solder  heavy  strips  of  tin 
to  the  bottom  rim  of  your  colander,  which  act  as  legs 
for  it,  place  the  colander  on  the  fan  and  punch  a  small 

hole  in  the  bottom  just  the  size  of  the  fan's  shaft.  This will  allow  the  bottom  of  the  colander  to  rest  on  the  fan 

motor,  with  the  shaft  protruding  through  about  one- 
half  inch.  Tack  the  strips  of  tin  to  the  top  of  the 
pedestal  to  make  the  colander  rigid.  Now  file  the  bot- 

tom wire  of  the  egg  beater  in  half,  separate  this  wire 
from  one  of  the  blades  and  solder  the  two  ends  to  the 
bottom  of  the  strainer.  This  leaves  one  blade  of  the 
egg  beater  without  an  axle,  and  this  axle  is  supplied 

by  the  fan's  shaft,  which  is  soldered  to  the  blade.  It 
may  be  necessary  to  brace  the  top  of  the  egg  beater. 
This  can  be  done  with  a  rigid  wire.  Start  the  motor, 
and  the  blades  of  the  beater  spin  around  in  fine  shape. 
Drap)e  the  base  with  crepe  paper  to  conceal  the  motor. 
Then  pour  wax  in  the  base  of  the  strainer  to  fill  the 
holes,  and  you  are  ready  to  put  in  a  thick  solution  of 
soapy  water  which  makes  a  creamy  batter  and  people 

think  it's  the  white  of  an  egg.  I  trimmed  the  rest  of 
the  window  with  goods  having  specially  attractive 
prices  and  a  neat  sign : 

"  Look  at  our  prices.  They  '  BEAT  '  all  competition  !  " 
carried  the  whole  idea  out  completely  and  successfully. 

A  Unique  Display  of  Lowe  Bros,  Paints 
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Lighting  the  Show  Window 

By  Harold  Cantwell 

The  progressive  merchant  of  to-day  must  be  contin- 

ually alive  to  the  changing  conditions  of  this  progres- 
sive age.  It  is  this  type  of  merchant — alert,  keen  and 

quick  to  adopt  every  improvement  or  device  which 

will  improve  his  business  or  facilitate  its  administra- 
tion— who  is  usually  found  to  be  successful. 

Humankind,  as  a  rule,  however,  are  creatures-  ol 

habit,  and  once  a  habit  is  formed  it  is  with  difficulty 
that  one  gets  out  of  the  ever  deepening  rut. 

Too  many  merchants  are  satisfied  with  the  old  ways 
of  doing  business.  They  are  satisfied  that  they  do 
not  know  of  a  better  way,  or  else  do  not  fully  realize 
the  benefits  which  should  be  derived  from  making  a 
change. 

Telltale  Show  Windows. 

The  best  informed  among  the  trade,  whether  they 
be  buyers  or  sellers  of  merchandise,  are  quick  to  dis- 

cover, even  by  the  show-windows  which  line  a  business 
thoroughfare,  which  of  the  establishments  back  of 
those  show  windows  are  progressive  and  which  are 
not.  Even  the  shopping  public  is  able  to  discriminate 
in  this  respect ;  in  fact,  the  average  shopper  does  thus 
discriminate,  even  though  he  or  she  may  not  be  con- 

scious of  the  fact. 

The  average  merchant  is  not  alive  to  the  possibilities 
of  high-class  scientific  window  lighting  and  to  the  im- 

provements in  show  window  lighting  which  have  been 
made  within  the  last  two  or  three  years. 

Most  retailers,  however,  are  more  or  less  cognizant 
of  the  immense  advertising  value  of  the  show  window, 
which  is  evidenced  in  numerous  instances  by  the  ela- 

borate fittings  which  characterize  modern  display  win- 
dows, and  also  by  the  constantly  increasing  demand 

for  thoroughly  competent  window  dressers. 

Eloquent  testimony  to  the  merchant's  appreciation 
of  the  advertising  value  of  his  window  frontage  is 
shown  in  the  frequent  alterations  of  old-time  store- 

fronts, involving  in  many  instances  the  sacrifice  of 
beautiful  monolithic  marble  columns  and  other  artis- 

tic and  massive  structural  features,  in  order  to  gain  a 
few  more  feet  of  window  space. 

Making  Windows  Doubly  Attractive. 

That  a  show  window  attractive  by  day  can  be  made 
doubly  attractive  by  night  is  realized  by  some  con- 

cerns, but  few  merchants  are  fully  aware  of  the  possi- 
bilities of  staging  this  effect  to  the  best  advantage 

and  with  the  minimum  cost  of  maintenance.  It  is  now 

coming  to  be  more  generally  recognized  that  the  win- 
dow display  can  best  be  brought  out  in  sharp  relief 

by  focusing  the  light  upon  the  merchandise,  and,  at 
the  same  time,  without  the  light  source  being  visible 
to  the  eye. 

It  is  a  well-known  fact  that  visual  acuity  is  lessened 
by  the  eye  being  directly  exposed  to  a  brilliant  source 
of  light,  and  that  details  clearly  discernible  with  the 
source  shaded  are  frequently  lost  and  always  dimmed 
when  a  bright  light  is  directly  exposed  to  the  retina. 

Light  Glare  Blinds  Vision. 

The  explanation  of  the  phenomenon  is  simple;  the 
pupil  of  the  eye  requires  time  in  which  to  accommodate 
itself  to  a  strong  light  and  is,  under  that  light,  unable 
to  at  once  clearly  distinguish  details.  A  person  look- 

ing in  the  direction  of  the  sun  is  unable  to  distinguish 

details  until  the  eye  has  accommodated  itself  to  the 
glare  which  confronts  the  retina.  Persons  accustomed 
to  motoring  at  night  will  recall  that,  by  means  of  the 
illumination  of  the  usual  acetylene  lamps,  objects  in 
the  road  ahead  are  clearly  visible,  but  when  approach- 

ing an  arc  lamp  these  same  objects  become  less  promin- 
ent and  at  times  almost  invisible. 

This  result  is  not  brought  about  because  there  is  a 
lessening  of  the  illumination,  but  the  objects  appear 
less  distinct  because  the  brilliant  illumination  from 
the  arc  light  is  in  the  direct  line  of  vision  and  there  is 
a  partial  blinding  of  the  vision. 

An  important  factor  in  the  effectiveness  of  an  even- 
ing display  is  found  in  the  distribution  of  the  light  in 

such  a  way  as  to  materially  aft'ect  the  tone  of  the 
illumination.  Many  a  show  window  is  well  lighted 
in  the  front  half,  while  the  display  in  the  back  of 
the  enclosure  is  in  comparative  shadow. 

Avoid  Light  Streaks  and  Shadows. 
Frequently  these  conditions  are  reversed,  with  an 

excess  of  illumination  in  the  rear  of  the  Mdndow  and  a 
low  degree  of  intensity  at  the  front,  near  the  plate 
glass.  The  window  that  is  ideally  illuminated  is  the 
one  in  which  there  are  no  light  streaks  or  shadows. 

Because  the  average  merchant  has  given  little  atten- 
tion to  the  matter  it  is  difficult  for  him  to  realize  what 

a  slight  variation  in  a  reflector  design  will  bring  about 
in  the  way  of  improved  illumination  for  his  window 
display.  A  small  difference,  however,  in  the  design 
of  a  reflector  will  frequently  effect  a  considerable  dif- 

ference in  the  window  illumination. 

What  Reflectors  May  Do. 

Take,  for  instance,  a  window  ten  feet  high,  at  the 
top  of  which  is  a  reflector  with  the  planes  or  panels 

set  at  slightly  varying  angles.  Two  raj^s  of  light  from 
two  of  these  panels  may,  at  a  distance  of  twelve  in- 

ches, be  only  an  inch  or  two  apart,  but  when  these 
rays  reach  the  floor,  ten  feet  away,  they  will  diverge 
to  a  distance  of  several  feet.  The  slight  tilt  of  a  hand- 
mirror  reflecting  the  sun's  rays  and  the  wide  arc  of 
the  resulting  beam  of  light  aptly  illustrate  this  point. 

It  is  possible,  when  given  the  exact  dimensions  of  a 
window  with  the  exact  position  where  the  reflector 
must  be  placed  in  that  window,  and  the  height  to 
which  the  goods  are  generally  dressed,  to  design  a 
reflector  that  will  distribute  the  light  so  that  it  will 
exactly  and  evenly  cover  the  goods  on  display,  and 
the  goods  only.  The  sidewalk  and  top  background  of 
the  window  will  be  left  in  comparative  shade,  thus 
giving  conditions  most  favorable  for  focusing  atten- 

tion where  desired,  namely,  on  the  goods  displayed. 
Reflectors  are  now  available  which  are  made  of  cold- 

drawn  bronze  and  other  materials  and  in  fancy  or 
simple  moldings,  thus  serving  as  ornaments  by  day 
and  adding  materially  to  the  beauty  of  the  transom 
as  viewed  from  within  the  store. 

The  Nuisance  of  Back  Reflections. 

A  fault  generally  found  in  otherwise  good  window 
lighting,  and  one  which  can  be  easily  overcome,  is  the 
annoying  back-glare  of  the  lamps  and  reflectors  in  the 
polished  back  or  mirrors  of  a  Avindow  and  frequently 
upon  the  glass  above  the  lower  background. 

If  acciarate  data  as  to  the  details  of  a  window  are 

given  to  the  intelligent  manufacturer  of  reflecting  de- 
vices it  is  a  simple  matter  to  construct  a  window  re- 

flector in  such  a  way  as  to  entirely  overcome  these 

back  objectionable  reflections. 
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Retail  Hardware  Advertising 

Some  Suggestions  and 

Examples  for  Pro- 
gressive Merchants 

Positive  Side  of  Advertising"* /■  F.  Wildman. 

I  feel  a  sense  of  responsibility  in  addressing  you 
even  at  this  time  on  a  subject  of  importance  to  us,  and 

the  title  is  "Making  Ends  Meet,"  or  "The  Positive 
Side  of  Advertising." 
Men  all  over  the  world  are  coming  to  realize  that 

the  positive  thought  is  the  best  to  build  on,  and  like- 
Avise  it  is  the  most  difficult  to  live  up  to. 
A  short  time  ago  I  vi^as  very  much  interested  in 

watching  some  workmen  under  skilled  direction  filling 
up  the  gap  in  the  side  of  a  noble  old  tree.  The  decay 
would  soon  have  ruined  the  tree  unless  stopped,  so  it 
was  carefully  cleared  of  rotted  wood  and  other  deli- 
tcrous  matter  and  filled  with  cement.  When  the  job 
was  completed,  it  was  really  wonderful  how  man  had 
helped  nature  and  prevented  the  rapid  utter  destruc- 

tion and  prolonged  the  life  of  the  tree. 
We  thus  find  various  professions  which  are  devoted 

to  helping  making  ends  meet  in  this  artificial  age  in 
which  we  live.    The  oculist  steps  in  with  science  by 

Mr.  J.  F.  Wildman,  whose  address  is  herewith  published,  is 
general  manager  of  the  Office  Specialty  Manufacturing  Com- 

pany Limited,  and  on  May  1 4  completed  25  ̂ ears  of  service 
with  that  concern,  which  was  made  the  occasion  of  a  fitting 
testimonial  from  his  staff. 

helping  vision  where  nature  has  failed,  even  to  the 
extent  of  providing  a  perfect  orb  pleasing  to  look  at 
even  though  there  is  no  sight  in  it. 
We  are  all  in  a  way  dependent  on  outside  agencies 

for  almost  every  thing  we  have  and  do.  Hence  ad- 
vertising is  not  only  possible  but  positively  necessary, 

to  point  out  and  show  "where"  and  "how"  and  "what 
to  do."  A  great  many  ads  are  educational  through intent.  The  literature  in  them  has  a  technical  value 
not  found  elsewhere.  Most  catalogues  are  real  text 
books,  full  of  information  on  the  articles  they  list  and 
describe,  consequently  they  are  of  great  value,  much 
more  than  is  ordinarily  appreciated.  It  is  not  long 
since  a  catalogue  simply  consisted  of  the  picture  of 
the  article,  a  very  brief  and  inadequate  description  of 
it,  and  possibly  the  price.  This  idea  is  still  held  to 
b}^  many  concerns,  but  to  my  mind  the  catalogue  which 
is  the  most  successful  business  getter  is  the  one  which 
is  positive  in  the  description,  accurate  in  the  re-pro- 

duction of  the  articles  and  clear  and  concise  and  eas- 
ily understood  even  by  inexperienced  persons.  This  is 

the  positive  side  of  advertising.  We  are  surrounded 
on  every  side  by  artificial  and  mechanical  aids  to 
assist  us  in  our  daily  work  and  play.  In  fact,  we  are 
accustomed  to  the  tools  of  modern  use  that  we  do  not 
consider  them  at  all  and  very  frequently  use  them 
without  being  conscious  of  the  assistance  they  are  ren- 

dering to  us. 

*Part  of  an  address  recently  delivered  before  the  Toronto  Ad  Club. 

The  man  who  makes  ends  meet  by  using  his  brain 
and  paper  and  pencil  uses  in  the  first  instance  that 
which  was  born  with  him,  but  in  the  second  and  third 
instances  that  which  is  the  product  of  many  brains. 
And  usually  each  individual,  therefore,  has  a  prefer- 

ence for  a  positive  kind  of  pen  or  pencil  and  paper. 

Glancing  back  to  the  primeval  period  in  the  world's 
history  we  find  that  the  savage  man,  who  for  weapons 
hurled  the  stone  and  wielded  the  club,  or  later  on 
aimed  the  arrow,  and  then  advanced  to  the  blunder- 
bus,  and  in  our  year  we  have  the  automatic  gun.  Each 
used  the  aid  in  offensive  or  defensive  which  was  the 
best  product  of  his  time,  and  we  may  be  sure  that  the 
savage  selected  the  stone  or  the  club  or  the  arrow  with 
the  best  knowledge  at  his  command,  even  as  the  crack 
shot  of  toiday  selects  his  rifle.  The  knowledge  which 
showed  him  the  best  kind  of  stone  to  use  may  have 
been  gained  through  experience,  but  it  was  probably 
gained  through  the  advertised  fact  of  the  stones  which 

Spring  Cleaning  Goods 

step  Ladders 
Curtain  Stretcher» 
Carpet  Stretchers 
Washing  flachines Wringers 

Liquid  Veneer 
Liquid  Glue 
Cocoa  Door  Mats 

Ready-to-Use  Bugy  Paints 
Bijou  Varnish  Stains 
Aluminum  Paint 
Paint  Brushes 
Varnish  Brushes 
Scrub  Brushes 
Kalsomine  Brushes 
Hair  Brooms 

ELEPHANT  keady  Mixed  Paints 
ELEPHANT  Ready  Mixed  Floor  Paints 

A  PANDORA  RANGE 

Which  will  give  good  service,   a  happy  life,  and  at  small 
cose  for  fuel. 

G.  Henderi 

Plumber  and'Heater.  Hurontario  St 

Not  a  badly  arranged  ad.  but  its  efrecti\eiiess  would 
have  been  enhanced  had  larger  space  been  used  in  order  to 
allow  prices  to  be  given  in  the  list  of  spring  cleaning  goods 
advertised.  The  reproduction  is  rather  smaller  tlian  the 
original. 

other  savages  hurled  at  him,  or  the  Indian  in  his  turn 
probably  examined  with  great  interest  the  arrows  of 
the  rival  tribe  and  thus  bettered  his  own  product  in 
arrows. 

All  information  passed  on  to  others  by  word  of 
mouth  or  other  channels  becomes  multiplied  accord- 

ing to  its  utility  and  the  vehicle  used  to  dissiminate 
the  information. 

So  we  find  in  just  proportion  that  we  can  attach, 
apply  and  use  outside  helps  as  auxiliary  agencies  to 
our  own  use  and  under  the  direction  and  control  of 
our  own  trained  will,  and  it  is  in  this  positive  use  of 
advertising  that  we  tell  to  others  the  utility  of  our 
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goods  and  attain  success  in  the  sale  of  them  to  others 

whom  they  will  benefit.  To  my  mind,  advertising  is- 
the  third  side  of  the  pyramid,  the  two  other  sides  re- 

present making  and  selling. 
AVithout  advertising  the  pyramid  is  not  complete. 

We,  therefore,  see  how  very  important  it  is  to  be  in- 
formed in  the  most  direct  way  possible  on  all  the  me- 

chanical means  of  making  goods  in  shorter  time  and 
on  better  quality,  of  -  doing  more  work  in  a  shorter 
space  of  time,  and  reducing  our  costs  of  production. 
We  get  this  information  through  advertising.  We  read 
advertising  because  it  gives  us  the  information  or 
should  give  us  the  information  that  will  enable  us  to 
judge  quickly  and  accurately  the  usefulness  in  work 

of  the  article  advertised.  Advertising  is  the  world's 
greatest,  index.  Yet,  it  is  more  than  the  ordinary  in- 

dex, as  the  description  in  the  advertising  gives  us  the 
information  about  the  article  as  well  as  attracts  our 
attention  to  it. 

I  recently  called  in  at  an  evening  party  of  ladies 
and  was  asked  to  join  in  a  game  of  naming  ads,  which 
were  pinned  on  to  the  walls  and  curtains;  the  names 
of  the  firms  and  articles  were  cut  off  or  obliterated 
from  the  advertisements,  which  were  mostly  full  pages 
taken  from  the  leading  weekly  and  monthly  magazines. 
They  were  conundrums  alright.     And  it  struck  me 

Ashdown's  Hardware"  nowi 
You  Can't  (( 

Miss 
Because  it's  the  brightest  and  most  attractive  hardware  store  in  Calgary  Either  inside 

or  outbide  you  will  find  this  the  most  pleasing  retail  hardware  in  the  west.  Trade  where the  crowds  trade. 
Lawn  Hose. 

Lawn  Mowers- Tlrp  ti.-l  of  CiinadLJii 

9-1. Z5  t;  $16.  ' Stoves  and  Ranges 
I'Tl.'i't  S17.50  to  »61. 

Garden  Rakes. Mallt  al>l.>  or  steel.  12,  H, IC  Icoth,    40<^  lu 

Garden  Hoes. 
An    Mvics    an.l  elzes 

Tools. 
The  Iarg«i-l  mtd  best  a^■ 

Wall  Coating 
lOveo'ono  Ilke.i  Dtilcli Kala'ominc,  6  lb,  pAcliago 

Paints  for  All  Work 

Cutlery. 
You  ran  firvl  what  you \va.)tl  here,  wli^Oier  for 

Fencing. 

for*?i«all  or  large  open- 
ings, very  etrongly*  made 

Sporting  Goods. An  aaaorimeni  n'hi^h *.-ftnn,it     tall     to  please 

ASHDOWN'S, 

The  Hardware  Which 

Offers  Quick  Service 

A  good  adveitiseiiient  both  in  matter  and  style.    The  original 
was  Hi  by  i  inches 

that  they  were  not  positive  enough  to  enable  one  to 
give  the  name  of  the  firm  advertising. 
Now,  if  these  advertisements  had  been  more  posi- 

tive in  their  descriptions  of  the  article  advertised,  1 
could  have  named  probably  90  per  cent,  of  the  articles 
and  the  firms  who  had  paid  for  the  advertising,  which 
proves  that  there  is  too  much  stress  placed  on  the  head 
line  and  the  firm  name.  The  descriptive  matter  in 
advertising  .should  not  be  regarded  simply  as  a  fill-in 
between  the  heading  and  the  signature,  but  should  be 
so  worded  that  when  the  surrounded  scenery,  so  to 
speak,  was  removed  that  the  article  would  still  be 
known. 

Advertising  pays.  I  believe  in  right  advertising  and 
I  believe  that  we  are  only  beginning  to  realize  the 
power  of  advertising.  I  do  not  need  to  be  told  to  eat, 
but  the  bill  of  fare  and  price  does  concern  me.  Why? 
Simply  because  it  names  the  different  dishes  and  dir- 

ects me  what  to  ask  for.  If  the  bill  of  fare  is  honest, 
it  tells  nw  what  I  am  to  get  and  what  it  will  cost 
definitely  and  positively.  If  it  is  not  honest  and  I  do 
not  get  the  food  which  the  bill  of  fare  leads  me  to 
expect,  then  I  am  dissatisfied  and  disgusted  and  I 
will  return  no  more  to  that  place. 

The  old  order  changeth.  Now-a-days,  we  are  turn- 
ing the  biggest  opposition  into  the  greatest  of  our 

helps.  Witness  the  Falls  of  Niagara  harnessed  and 
its  power  of  fall  lifting  you  up  Yonge  Street  on  a 
street  car  or  up  the  elevator  of  our  highest  buildings, 
and  also  lights  your  way  at  night.  We  are  now  as 
never  before  capitalizing  apparent  impossibilities,  so 
that  failures  and  obstructions  are  being  turned  into 
achievements,  and  instead  of  side-stepping  the  obstacle 
Ave  come  over  it  and  overcome  it. 

Advertising  Must  Have  Ideals. 

Our  ideals  must  always  be  higher  than  our  present 
attainments  to  be  of  any  real  value  to  us.  One  writer 

has  said,  "Ideals  are  like  stars."  You  will  not  suc- 
ceed in  touching  them  Avith  your  hands,  but  like  the 

sea-faring  man  in  the  midst  of  the  ocean,  you  choose 
them  as  3'our  guides  and  foUoAV  them  until  you  reach 
your  destination.  In  advertising  this  also  applies. 
Some  of  our  best  prospects  we  see  at  first  in  faint 
prospective  and  after  a  time  (sometimes  a  long  time 
after),  we  reach  the  objective. 

I  stated  a  moment  ago  that  we  must  have  advertis- 
nig  ideals;  I  repeat  it,  and  will  add  high  ideals. 

These  high  ideals  force  product  to  higher  and  yet 
higher  standard,  as  product  must  live  up  to  the  ad- 

vertising description.  Is  that  not  the  jDositive  side  of 
advertising  in  making  ends  meet? 

Some  one  has  said  that  "like  faith,  advertising  Avith- 
out  Avorks  is  dead."  To  succeed  there  must  be  co- 

operation. The  heads  of  many  firms,  I  fear,  regard 
the  advertising  man  in  the  same  manner  that  the  or- 

ganist regarded  the  boy  Avho  pumped  the  organ  and 
Avas  very  much  interested  in  his  job.  One  day,  during 
a  jiractice  he  ventured  the  remark  to  the  organist: 

"We  made  some  good  music  last  Sunday."  "We," 
scornfully  said  the  organist,  "I  play  this  organ,  Avhat 
have  you  to  do  Avith  it?"  The  boy  said  no  more  until 
the  middle  of  the  voluntary  the  next  Sunday  Avhen  he 
st;oi)ped  pumping.  The  organist  in  great  excitement 
called  out  for  him  to  pump  up.  The  boy  looked  at 

file  organist  and  said:  "Say,  Ave  play  the  organ," 
and  the  organist  Avas  forced  to  admit  the  fact. 

The  spirit  "avc  do  it"  in  any  firm  means  much  in 
"Making  Ends  Meet."  Some  years  ago  I  Avas  asked 
to  give  a  little  talk  on  ljusiness  and  my  text  Avas  the 

four  Avords:  "Ask  Enough.  Give  Value."  In  our 
Great  West  they  are  certainly  folloAving  that  plan  in 
real  estate  Avith  good  effect.  Out  there  they  buy  a 
tract  of  land,  set  a  price  on  it  and  then  proceed  to 
make  the  land  Avorth  the  price.  There  in  the  East  aa'c 
buy  land  and  Avait  until  the  surrounding  land  makes 
it  Avorth  tlie  iirice,  Avhich  is  never  set  until  the  sale  is 
in  sight. 

"Ask  and  ye  shall  receive,  seek  and  ye  shall  find, 
knock  and  it  shall  lie  opened  untn  you,"  Avas  never 
truer  than  it  is  to-day. 
We  come  to  appreciate  things  l)y  knoAving  them. 

HoAV  important,  therefore,  that  they  are  made  knoAvn 
in  such  truthful  Avay  that  they  Avill  not  only  obtain 
but  retain  confidence.  The  best  of  all  trade  is  con- 

fidence and  to  that  end  advertising  must  be  honest. 
The  goods  and  service  must  back  CA'ery  Avord  of  the 
advertisement.  As  S.  G.  Dol)bs  so  clearly  stated,  Ave 
must  have  clean  advertising.  On  the  old  principle 

that  "a  man  is  knoAvn  by  the  company  he  keeps,"  so 
will  ads  be  associated  Avith  other  advertisements.  Ad 

men  can.  if  they  join  forces,  direct  the  advertising  poli- 
cies of  the  mediiims  in  the  right  channel.  Do  not 

tolerate  detrimental  or  dishonest  announcements  and 
there  Avill  be  character,  confidence  and  interest  in  all, 

Avhich  Avill  help  in  raising  the  standard  for  better  ad- A'ertising. 
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SELF  RELIANCE  STIMULATES  EFFICIENCY, 
Carl  C.  Wert. 

Do  you  ever  stop  to  consider  our  lives  are  built  up 
of  the  little  things  we  do?  We  are  all  builders.  If 
we  fall  into  bad  habits,  we  will  find  them  hard  to  put 
aside  later. 
Every  man  has  some  inclination  to  enter  l)usiness 

for  himself.  Necessarily  his  schooling  must  be  along 
lines  that  will  bring  success'.  Mediocrity  seldom  re- 

ceives recognition.    One  must  be  above  the  average. 
We  all  know  that  good  habits  are  acquired.  But 

we  take  to  other  habits  as  naturally  as  a  duck  takes 
to  water.  We  see  our  mistakes,  but  do  not  put  our 
will  power  into  action.  We  should  live  up  to  our 
convictions.  Certainly  we  are  all  able  to  discern  the 
difference  between  good  and  bad  business  judgment. 

Each  day  our  building  should  be  better.  We  should 
first  know  ourselves  and  then  study  the  surrounding 
conditions. 

I  once  heard  a  story  that  made  a  lasting  impression 
upon  me ;  as  for  the  truth  of  it  I  can  not  vouch,  but 
as  to  the  story,  I  am  sure  you  will  derive  some  bene- 

fit from  it. 

There  was  a  father  whose  daughter  married  a  con- 
tractor. The  father  decided  to  build  a  home  in  a 

nearl)y  suburb,  and,  of  course,  gave  the  contract  to 
his  son-in-law.  This  dutiful  son-in-laAV  saw  where  he 
could  use  some  inferior  material,  thereby  making  a 
little  money  on  the  side.  After  the  house  was  com- 
l)k'ted,  the  father  was  called  in  to  see  the  work,  and 
as  far  as  he  could  see  it  looked  good  to  him.  "Now, 
John,"  he  said,  "I  have  been  Avanting  to  do  something 
for  A'ou  and  Marv. ' ' 

You  know  the  rest.  This  son  had  been  buildin'g  for 
himself  and  could  have  put  the  best  of  material  into 
the  house,  but  he  had  cheated  himself.  How  many  of 
us  are  putting  cheap  things  into  our  lives?  Each  bad 
habit  af  salesmanship  is  a  bad  plank  in  our  Avork  of 
building. 

Good  habits  bring  happiness  and  smiles.  I  think  one 
of  the  best  habits  to  form  is  to  wear  a  bright  smile. 
A  pleasant  face  helps  to  make  a  sale.  A  listless-,  mor- 

ose salesman,  void  of  happiness,  is  often  so  far  aAvay 
from  his  Avork  that  he  misses  the  opportune  time  to 
close  a  sale. 

We  should  give  our  undivided  attention  to  our  cus- 
tomers at  all  times  and  get  in  the  habit  of  reading 

character.  Eventually  you  can  classify.  You  Avill  be 
surprised  at  first  to  see  how  much  alike  "we  mortals 

be." In  order  to  do  this  effectually  you  nmst  giA'e  each 
sale  careful  study.  I  mean  by  this,  reason  Avith  your- 

self hoAv  did  you  make,  or  lose,  the  sale?  Work  these 
things  out  for  yourself.  Do  your  OAvn  thinking.  Do 
not  depend  upon  the  other  felloAV.    He  may  be  Avrong. 

A  CLERK  WHO  MADE  GOOD. 

How  an  intelligent  and  progressive  clerk  can  be  of 
assistance  to  manufacturers  is  illustrated  bv  a  story 
told  by  a  Montreal  hardAvare  traveller.     The  clerk 

was  progressive  and  held  a  responsible  position  in  a 
good  hardAvare  store.  He  was  open  for  ideas  and  sug- 

gestions from  the  salesTnen  who  called  to  sell  goods, 
and  where  an  article  had  merit  he  put  his  whole  energy 
into  pushing  the  sale  of  that  line. 

The  travelling  representative  of  a  Canadian  manu 
facturer  of  saws  got  in  touch  with  the  live  wire  clerk 
and  impressed  him  with  the  high  quality  of  the  steel 
tempering  and  workmanship  in  his  line  of  saws. 

The  clerk  received  an  offer  of  a  better  position  in 
another  store.  He  accepted  and  before  long  became 
buyer  for  his  new  employer,  and  knowing  the  value 
and  quality  of  the  line  of  hand  saws  he  had  sold  in 
his  previous  position,  it  was  not  a  hard  matter  for  the 
saAV  salesman  to  induce  the  ncAV  buyer  to  stop  his  line 
and  give  it  precedence  over  the  line  which  had  been 
formerly  handled. 

The  clerks  are  not  only  the  merchants  of  to-morrow, 
but  if  they  are  progressive  they  can  acquire  much  in- 

formation Avhile  still  working  as  juniors  that  Avill  ulti- 
mately be  of  great  value  to  them. 

PLAY  THE  GAME  FAIR. 

That  it  pays  to  play  fair  at  all  times  is  proven  by 
the  experience  of  the  sales  manager  of  a  Canadian 

saAV  manufacturer's  plant  who  recently  attended  a 
card  party  at  AA^hich  some  valuable  prizes  Avere  offered. 
In  the  course  of  the  play,  the  saAV  manufacturer  no- 

ticed that  a  salesman  who  had  been  selling  supplies  to 
his  firm  was  doing  some  unfair  scoring.  Becoming 

convinced  of  this,  the  saw  manufacturer's  representa- 
tive figured  it  out  that  if  the  traA'elling  salesman  would 

not  be  straight  in  a  card  game,  he  could  not  be  de- 
T^ended  upon  in  a  business  deal.  On  his  return  to  the 
factory,  therefore,  he  investigated  the  purchases  Avhich 
his  company  had  made,  and  his  suspicions  were  proven 
to  be  Avell  founded.  The  result  was  that  the  concern 
represented  by  the  sharp  card  player  Avas  stricken  off 
the  list  of  firms  from  whom  the  saAV  manufacturer 
bought  supplies. 
Honesty  and  fair  dealing  will  win  out  whether  in 

private  or  business  life  and  the  travelling  salesman  or 
retail  store  clerk  who  wishes  to  succeed  in  life  can 
draAV  a  moral  from  the  instance  related. 

FILL  THE  ORDER  AT  ALL  COSTS. 

If  you  'find  it  necessary,  when  filling  an  order,  to  use 
a  better  article  than  that  called  for,  never  let  the  cus- 

tomer know  yow  are  cutting  the  price.  If  you  do, 

you'll  have  him  come  back  at  you  and  want  you  to  do 
the  same  thing  over  again.  Take  Avail  paper,  for  in- 
stance. 

Suppose  a  man  orders  several  rolls  of  a  cheap  grade, 
and  on  filling  the  order  you  find  you  are  one  or  two 
rolls  short.  It  Avill  not  do  to  fall  down  on  the  order, 
and  it  is  unlikely  that  the  customer  will  pay  the  higher 
price  for  a  better  grade  in  the  same  pattern.  There- 

fore it  is  better  to  take  the  required  amount  from  the 
better  stock,  fill  the  order  and  say  nothing  about  it. 
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Card  Writing  Suggestions 

By  Charles  A.  Miller,  Spatula  Publishing  Co. 

Sui'prising  results  ol)taiued  through  practice — Con- 
servative principles  elucidated  by  monograms — Impor- 

tance of  drawing  board  and  T  square — The  necessity 

of  practicing  curves,  parallel  and  oblique — pencil  out- line. 

When  show  card  writing  is  mentioned  and  the  ne- 
cessity of  acquiring  skill  in  free  hand  work  is  con- 

sidered, many  say:  "Wish  I  could  do  it,  but  it  re- 
quires an  artist  to  do  that,"  forgetting  that  we  all 

possess  a])out  an  average  abil'ty  as  an  usual  condition, 
and  that  what  looks  very  difHcult  and  unattainable,  is 
not  the  result  of  unusual  natural  qualities,  but  of  sys- 

tematic study  and  analysis  of  fundamental  facts,  com- 
bined with  practice.    It  is  equally  true  that  any  one 

in  free  hand,  assure  greater  accuracy  and  a  quicker 
acquisition  of  the  art.  Speed  acquired  by  bold  care- 

less strokes  at  the  expense  of  accuracy  is  usually  diffi- 
cult to  correct. 

It  will  be  found  of  great  convenience  if  a  good  sized 
drawing  board  suitable  for  the  largest  card  to  be  used, 
is  procured,  together  with  half  a  dozen  thumb  tacks 
and  a  large  wooden  T  square. 

The  board  has  many  advantages  over  a  table  or 
clesk,  as  it  can  be  placed  at  various  angles  or  removed 
to  different  locations,  uncompleted  on  it  when  put 
aside  hastil.y  is  better  protected  from  damage,  and 
will  be  found  in  the  same  position  for  completion  at 

any  time. 
Curves,  parallel  and  oblique  lines  are  the  few  simple 

important  strokes  that  should  be  practised  until  they 
have  been  mastered.  There  are  odd  moments  when 
these  exercises  may  be  practised  with  pencil  or  pen 
by  any  one  who  has  a  laudable  ambition  to  succeed. 

Learn  to  draw  with  a  careful  but  fearless  stroke, 
for  it  is  better  that  an  elfort  be  made  to  acquire  speed 

F'ii'st  Lesson  in  Card  Writing 

who  can  learn  to  write  can  learn  how  to  draw  or 
paint  letters  for  the  show  card. 
By  a  series  of  geometrical  monograms  the  definite 

relations  which  all  letters  of  an  alphabet  bear  to  each 
other  will  be  shown,  and  in  detail  the  mechanical 
method  of  drawing  them. 

The  student  who  will  follow  these  monograms  with 
reasonable  study  of  each  letter,  using  rule,  compass 
and  drawing  board  at  first,  will  find  that  though  me- 

chanical assistance  is  a  great  convenience  in  elemen- 
tary efiPorts,  after  he  has  drawn  a  complete  alphabet, 

as  detailed,  of  each  letter,  character  by  character,  he 
has  accpiired  a  readiness  of  forming  letters  with  more 
accuracy  than  would  be  possible  to  attain  by  rambling 
copying  or  a  desultory  sketching  of  curves,  parallels 
and  oblique  lines. 

It  is  not  the  intention  to  convey  the  impression  that 
practice  in  copying  and  sketching  are  not  very  essen- 

tial, but  for  the  purpose  within  the  limits  which  I  am 
covering,  more  creditable  work  may  be  accomplished 
if  the  suggestions  in  connection  with  the  geometry  of 
letters  be  understood,  for  these,  if  applied  to  practice 

gradually  and  easily  with  a  fair  degree  of  exactness 
than  by  attempting  to  secure  it  through  a  strained effort. 

The  T  square  is  a  very  convenient  aid  in  spacing  and 
for  denoting  the  exact  position  of  the  various  letters 
before  they  are  indicated  by  sketching. 

It  should  be  understood  "that  after  the  principle  of the  monograms  has  been  understood,  that  in  general 
Avork  it  is  not  necessary  to  draw  the  lines  of  the  rect-j 
angle,  but  simply  denote  their  four  corners  by  a  dot, 
or,  better,  a  short  slight  pencil  stroke  crossing  the 
horizontal  lines.  This  may  be  observed  in  the  sign 

awaiting  the  "cleaning  up"  which  is  attached  to  the drawing  board. 

The  pencil  being  the  first  tool  the  student  will  iise, 
should  be  a  No.  2,  or  HB,  and  properly  pointed.  Pro- 

vide a  few  sheets  of  white  cardboard  having  a  soft 
surface  (avoid  a  glazed  card).  A  heavy  manila  paper 
is  very  satisfactory. 

Let  the  perpendicidar,  oblique,  right  and  left  curve 
stroke  be  always  drawn  from  the  top,  down.  Horizon- 

tal strokes  from  left  to  right.    The  arrows  will  indi- 
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51 eate  the  usual  method  employed  by  modern  card  writ- 
ers. 

These  practical  lines  or  strokes,  as  shown  in  the 
plate,  are  really  the  essential  movements  necessary  to 
acquire  control  of  brush  or  pen,  and  when  once  the 
ability  to  execute  them,  even  fairly  well,  is  acquired, 
there  is  little  difficulty  experienced  in  the  execution  of 
any  letter  which  one  may  please  to  select,  providing 
a  knoAvIedge  of  the  proper  application  of  the  strokes, 
of  mechanical  constructions  and  the  basic  principle 
of  all  letter  building  is'  well  understood. 
Having  ruled  a  light  pencil  line  denoting  height, 

which  should  be  one  and  a  half  inches,  the  height  of 
original  design  from  which  this  plate  was  made,  which 
is  a  convenient  sitee  for  practice  strokes,  the  intended 
strokes  may  at  first  be  slightly  indicated  in  pencil 
i^see  dotted  lines),  though  this  must  be  eventually  dis- 

carded and  a  facility  of  executing  them  without  guide 
lines  acquired. 

The  Soennecken  Pen  No.  2  may  first  be  used,  as"  this 
enables  one  to  control  the  direction  of  stroke  better, 
its  use  permitting  more  boldness  and  establishing  con- 
fidence. 

Then  try  the  No.  4  brush,  making  all  strokes  as 
with  the  pen  and  always  in  the  direction  of  the  arrows. 
Figures  1  to  6  need  no  further  explanation.  Figure  7. 
The  stroke  left  to  right  it  will  be  noted  in  the  middle 
part  of  S,  and  the  right  to  left  stroke  the  centre  of 
Figure  2.  These  are  difficult  strokes  to  acquire,  but 
when  they  can  be  successfully  handled,  it  will  be 
found  to  be  much  easier  to  execute  the  strokes  re- 

quired for  combined  perpendicular  and  curved  letters 
or  for  letters  like  0,  Gr,  etc.  Figures  8  and  9  are  de- 

signed more  especially  to  secure  brush  control.  In 
attempting  them  hold  the  brush  nearly  upright  and 
have  it  well  charged  with  color. 

The  strokes  indicated  should  be  made  in  order  oi 
1,  2,  3,  the  first  stopping  at  A.  Without  changing  the 
direction  of  the  brush,  but  simplj^  raising  it  just 
enough  to  clear  the  paper,  swing  it  to  B  and  make  the 
stroke  where  the  parts  connect.  Pass  the  brush  be- 

yond the  junction  in  order  to  insure  clean  lines.  These 
two  figures  should  be  made  with  one  stroke,  and  when 
skill  has  been  acquired,  this  will  not  be  found  diffi- 

cult, and  will  be  found  an  excellent  test  of  control. 

Figure  10  can  hardly  be  drawn  a  perfect  circle. 
When  perfection  is  necessary  the  compass  is  always 
used.  Considerable  skill  is  required  to  make  a  fairly 
good  one,  but  repeated  trials  are  surprisingly  satis- 

factory. First  attempts  with  the  pencil  are  best,  and 
when  the  use  of  the  brush  is  taken  up,  it  is  often  that 
a  slight  retouching  brings  it  into  symmetrical  line. 

A  good  way  to  do  is  to  dra^v  a  small  circle,  say  one 
inch  diameter,  and  then  surrounding  it  with  another, 
one-fourth  inch  larger,  and  so  on,  until  four  or  five 
have  been  made.  The  c'rcle  ought  to  be  made  in  two 
strokes,  swinging  the  brush  from  A  to  B  (No.  1 
stroke),  and  completing  with  No.  2  stroke.  It  is  good 

"control"  practice  to  try  and  make  a  perfect  circle 
in  one  stroke.  This  may  not  for  some  time  produce 
very  pleasing  results,  but  it  will  give  the  hand  and 
wrist  a  movement  that  lends  ease  and  confidence  to 
the  other  easier  and  more  frequently  used  strokes, 
n  and  12  are  readily  seen  to  be  important  strokes 
when  combined. 

It  is  a  secret  of  the  art  to  learn  to  skillfully  raise 
the  brush  from  the  stroke  and  to  adroitly  replace  it; 
th's  is  an  important  factor  in  all  practice  work,  and 
should  be  given  specially  careful  attention. 

NEW  STYLE  OF  VACUUM  CLEANER 

The  evolution  of  vacuum  cleaners  has  been  rapid.  First 
came  the  small  hand-power  machine,  then  the  more  recent 
electric,  and  now  the  Onward  Manufacturing  Co.,  Berlin, 
Ont.,  has  brought  out  a  machine  whereby  the  dust  is 
collected  and  distributed  throug-h  pipes  to  the  cellar.  This 
machine  retails  for  about  $300  the  installation  cost  being 
small.  In  a  small  house,  $30  will  cover  the  cost  of  installing. 
For  a  differently  laid-out  house,  the  cost  is  very  little  more. 

No.  2  Basement  Portable  Cleaner 

Hardware  dealers  in  many  parts  of  the  country  are 
selling  this  machine.  To  install  it  the  services  of  an 
electrician  are  required  to  do  the  little  wiring  necessary, 

but  any  mechanic  can  install  the  piping.  The  manu- 
facturers will  go  to  any  extent  to  help  the  retailer  make  a 

sale  and  any  dealer  who  secures  a  prospect  has  only  to  let 
the  firm  know  and  they  will  send  a  representative  to  assist 

in  closing  the  deal. 
Catalogue  and  other  descriptive  matter  of  the  machine 

will  be  sent  on  request  and  it  is  to  all  hardware  dealers' 
advantage  to  look  into  the  matter. 

CHANGE  IN  FIRM  NAME. 

The  Down  Draft  Furnace  Co.,  Gait.,  have  adopted 
a  new  title  and  will,  in  future,  be  known  as  the  Gait 
Stove  &  Furnace  Co.,  Ltd.,  continuing  under  the  man- 

agement of  Mr.  J.  Sohort. 
This  company  have  made  a  rapid  progress  and  are 

running  their  foundry  plant  to  the  extreme  of  its  capa- 
city adding  several  new  lines  to  their  product  each 

year. 
An  improvement  this  year  also  is  the  establishment 

of  fine  new  offices  in  the  corner  of  the  foundry  plant. 
Under  its  new  name,  the  Gait  Stove  &  Furnace  Co. 

should  have  a  very  successful  career. 

«  Why  Buy  Ice  Cream  when  you  can  make  it  in  a  B 
8      few  minutes  with  one  of  our  freezers?  Prices  B 

Suggestion  for  Window  or  Interior  Card 
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Paint  and  Varnish  Trades 
i 

Push  Paint  Removers 

A  large  i)aiiit  jol)l)er  recently  wrote  to  the  Canadian 
Hardware,  Stove  and  Paint  Journal  saying  tliat  retail 
hardware  dealers  neglect  the  jiaint  remover  business, 
and  that  much  could  be  made  out  of  the  line  if  proper 
attention  were  given  it.  In  view  of  this,  the  following 
article,  by  John  P.  Floan,  which  appeared  in  a  recent 
issue  of  American  Paint  and  Oil  Dealer  will  be  inter- 

esting : — 
To  boost  the  sale  of  paint  and  varnish  remover  in  a 

permanent  way,  it  is  absolutely  necessary  to  handle 
one  of  the  neutral  removers.  By  neutral  removers,  I 
mean  one  of  those  that  do  not  injure  either  the  hands 

of  the  person  using  it  or  the  wood  or  other  materials" 
to  which  it  is  applied.  The  reason  I  say  this  is  abso- 

lutely necessary  is  that  if  the  dealer  sells  siibstitutes 
containing  carbolic  acid,  caustic  soda  or  potash,  he 
will  discourage  the  amateur  user  from  using  any  paint 
and  varnish  remover  whatever.  The  caustics  and  al- 

kalies, as  the  dealer  knows,  will  darken,  discolor,  and 
take  the  life  and  lustre  out  of  the  wood,  and  may 
cause  a  great  deal  of  damage  to  good  furniture  or 
wood  work.  The  carbolic  and  other  acids  are  of  such 
a  nature  that  they  may  injure  the  person  using  them, 
and  the  odor  is  so  disagreeable  and  so  lasting  that  it 
is  not  a  desirable  thing  to  use  in  a  residence,  and,  of 
course,  some  of  the  acid  is  very  likely  to  be  retained 
in  the  wood,  and  sometimes  will  cause  injury  to  the 
new  finish  which  is  afterwards  applied.  The  fault, 
however,  perhaps  may  not  be  traced  to  the  remover, 
but  the  other  paint  and  varnish  materials  used  will  be 
thoiight  to  be  defective. 

There  are  two  distinct  reasons  why  every  paint  deal- 
er should  push  the  sale  of  some  good  neutral  paint 

remover:  (1)  Because  of  the  profit,  and  (2)  because 
if  the  dealer  can  put  in  the  hands  of  the  amateur  or 
painter  some  satisfactory  material  for  removing  old 
coats  of  paint  and  varnish  he  will  sell  much  more 
paint  and  varnish  materials,  for  where  the  old  coats  of 
finish  are  taken  off  more  material  must  be  used  in  re- 
finishing.  This  is  exactly  what  the  user  wants  in  most 
cases,  as*  he  is  trying  to  rejuvenate  the  interior  of  his 
home,  or  to  rencAv  a  piece  of  furniture  or  some  other 
material  wliieh  has  been  painted  or  varnished. 

The  question  of  interesting  the  consumer  will  de- 

pend a  great  deal  upon  local  conditions.  It  a  dealer's 
trade  is  largely  with  painters  who  are  familiar  with 
the  use  of  paint  remover,  it  is  perhaps  not  so  neces- 

sary to  point  out  its  merits,  although  I  have  found 
that  painters  use  varnish  remover  in  a  very  extrava- 

gant way  if  the  workman's  time  is  to  be  considered 
of  value.  Usually  painters  will  not  spread  out  the  re- 

mover, and  will  not  give  it  a  sufficient  time  to  do  its 
work.  It  may  seem  paradoxical  to  say  that  the  more 
paint  remover  that  is  used  on  a  job  the  less  the  cost 
of  the  work  of  removing  the  paint  will  be,  but  this  is 
true  within  reasonable  limitations.  By  a  liberal  ap- 

plication of  paint  remover,  and  by  giving  the  remover 
sufficient  time  to  work,  it  will  be  found  that  a  man 
will  accomplish  in  an  hour  what  some  painters  take  a 

day  to  do ;  and  this  with  the  use  of  only  a  little  ad- 
ditional material  that  costs  far  less  than  that  super- 

fluous time.  The  dealer  should  impress  upon  the  paint- 

er the  painter's  profit  and  advantage  in  the  use  of 
paint  remover.  A  painter  using  paint  remover  can  re- 

store old  doors,  wainscotings,  floors,  furniture,  etc.,  to 
a  more  perfect  condition  than  if  he  simply  patches  up 
the  old  surface  and  coats  over  it  with  new  material. 

He  can  charge  more  for  the  inuc-h  better  job. 
A  lady  the  other  day  told  the  writer  that  she  was 

refinishing  her  house,  which  had  been  standing  some 
time,  and  she  said  that  the  i)ainter  had  accomplished 
the  most  wonderful  transformation  on  the  interior 
doors.  She  said  that  he  had  used  some  kind  of  a  chem- 

ical (which  was  one  of  the  neutral  removers),  and  had 
removed  the  old  paint  down  to  the  Avood,  and  that 
they  found  very  beautiful  oak  doors  which  had  been 
ruined  by  having  been  painted  over,  and  she  said  that 
when  these  had  been  refinished  they  were  perfectly 
beautiful  and  she  was  very  much  pleased  with  the  en 
tire  job.  It  pays  a  painter  to  do  work  of  this  kind. 
When  figuring  on  a  painting  job,  most  people  look  to 
the  expense  first,  but  if  it  is  pointed  out  to  them  that 
at  a  little  higher  price  a  much  better  and  more  satis 
factory  job  can  be  done,  almost  every  customer  will 
be  glad  to  pay  the  difference. 

If  the  dealer  has  a  great  deal  if  trade  with  amateurs 
who  do  their  own  painting,  etc.,  it  would  pay  him  to 
lioint  out  to  these  customers  that  paint  removers  can 
be  used  for  taking  off  old  varnish  from  floors  and 
restoring  them  to  practically  a  new  condition ;  that 
paint  remover  can  also  be  used  in  taking  off  the  old 
finish  from  old  furniture,  tables  that  have  been  spotted, 
old  doors,  stairways,  picture  frames,  etc.,  and  that  by 
using  prepared  ]iaints  or  varnishes  the  amateur  can  do 
a  very  good  job  of  refinishing,  if  the  old  finish  has 
first  been  removed  clean  to  the  wood. 

Any  dealer  who  Avill  intelligently  make  such  sug- 
gestions to  his  trade  will  no  doubt  find  that  he  will 

profit  not  only  through  the  sale  of  paint  and  varnish 
remover  but  also  through  the  sale  of  an  increased 
quantity  of  other  materials.  Sometimes  it  happens 
that  a  housewife  makes  a  mistake  in  matching  up  or 
in  finishing  a  piece  of  furniture  or  some  part  of  the 
house  in  which  she  lives,  and  she  would  like  to  re- 

move the  paint  and  varnish  and  would  do  so  if  she 
knew  of  the  existence  of  these  simple  and  satisfactory 
paint  and  varnish  removers. 

The  dealer  should  be  sure  to  tell  his  customer  that 
the  paint  and  varnish  removers  which  he  sells  are 
harmless  to  use  and  are  very  different  from  the  old- 
fashioned  acid  and  caustic  removers  Avhich  were  sold 

some  years  ago,  and  have  gotten  such  a  bad  reputa- 
tion that  a  great  many  people  are  under  the  impres- 
sion that  there  is  no  satisfactory  paint  and  varnish  re- 

mover on  the  market. 
If  a  dealer  sells  to  the  marine  trade  or  boat  owners, 

he  will  find  that  it  will  pay  him  to  point  out  that  these 
paint  removers  can  be  used  for  removing  paint  and 
varnish  from  the  inside  and  outside  of  boats  and  will 
make  the  work  of  refinishing  pleasure  craft  a  handy 
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job  instead  of  weary  drudgery.  A  furniture  dealer 
can  clean  off  tops  of  tables  and  other  pieces  of  furni- 

ture which  have  been  scratched,  and  refinish  them  as 
if  new.  Paint  can  thus  be  taken  from  the  outside  and 
inside  of  houses,  and  from  iron,  brick  and  stone. 

The  dealer  on  inquiry  Avill  probably  And  that  people 
generally  are  not  very  familiar  with  the  use  of  paint 
and  varnish  remover.  Painters  know  about  it,  of  course, 
but  the  amateur  painter,  who,  if  he  or  she  becomes  a 
customer  for  these  goods,  Avill  be  a  steady  income  pro- 

ducer for  the  dealer,  knows  very  little  about  the  use 
of  these  materials.  It  is  of  importance  to  start  them 

right  on  a  good  neutral  remover  and  not  risk  "killing 
the  goose  that  lays  .the  golden  egg,"  by  selling  him,  or 
Avorst  of  all,  her  some  fake  composition  which  may 
inflict  personal  injury  iipon  the  customer  and  may  in- 

jure the  wood  and  fabrics  to  which  it  is  applied. 

A  DISORGANIZED  PAINT  STOCK. 

Recently  we  were  in  a  store  which  was  somewhat  of 
a  curios'ity,  says  a  writer  in  the  National  Hardware 
Bulletin.  Its  paint  stock  looked  like  a  sample  display 
of  about  every  brand  of  paint  and  varnish  on  the  mar- 

ket. There  were  seventeen  different  brands  of  varnish 
represented.  This  may  look  like  an  exaggeration,  it 
certainly  did  to  the  beholder,  but  it  was  a  fact.  There 
Avere  rather  indifferent  assortments  of  four  distinct 
brands  of  paint,  and  in  a  back  corner  of  the  store 
there  was  a  disreputable  looking  job  lot  of  cans  of 

paint  of  various  sizes;  two  more  brands  were  "misre- 
presented" here.  There  Avas  not  paint  enough  of  any 

one  color  or  make  for  a  sizable  job,  and  the  varnish 
stock  was  in  fully  as  bad  a  condition.  At  the  same 
time  there  Avas  money  enough  tied  up  in  these  goods 
for  a  first-class  paint  and  varnish  stock.  This  store 
AAJ-as  for  sale ;  OAvner  Avished  to  retire  and  no  Avonder. 
We  were  somcAA'hat  acquainted  Avith  the  proprietor. 

Several  years  before  he  had  started  in  business  with 
a  fine  stock  of  goods,  he  had  one  brand  of  paint  only, 
and  a  good  one,  about  thirty  colors,  and  a  good  assort- 

ment of  sizes  in  each.  He  certainly  flourished  for  a 

Avhile,  but  he  "pegged  otit"  as  a  business  rival.  His 
store  Avas  a  model  of  neatness  and  order  and  did  not 
look  run  doAvn  in  the  least,  even  Avhen  it  Avas  offered 
for  sale. 

This  "pegging  out"  Avas  not  due  to  bad  habits  or 
laziness  for  the  proprietor  AA^as  not  handicapped  in 
either  respect  so  far  as  Ave  know.  That  broken  up 
stock  explained  it,  although  not  altogether.  It  is  im- 

possible to  push  so  mauA^  lines.  Concentration  of  one's 
energies  on  the  fcAvest  possible  brands  in  any  partic- 

ular class  of  goods  has  ahvays  produced  the  best  re- 
.siilts  for  the  retailer.  The  most  successful  merchants 
are  specialists. 
Very  fcAv  of  us  have  the  capital  to  carry  a  good 

merchantable  assortment  of  several  different  brands 
of  paint  and  varnish,  neither  does  business  conditions 
in  the  average  toAvn  justify  such  a  procedure  on  the 

part  of  the  merchant.  This  "pegsring  out"  Avas  not 
altogether  a  matter  of  stock  condition.  The  constant 
hammering  year  after  year  of  dozens  of  salesmen, 
good  felloAvs  Avith  meritorious  lines  to  offer,  had  brok- 

en doAvn  this  man's  determination  and  business  prin- 
ciples. He  Avas  not  as  good  a  business  man  as  before. 

Each  salesman  had  hoped,  no  doubt,  that  his  goods 
Avould  eventually  supplant  all  the  rest  and  be  pushed 
with  the  same  energy  Avhich  the  dealer  put  back  of  his 
original  line;  this  the  dealer  did  not,  or  perhaps  could 

not  do.  Tt  requires  a  steady  nerA^e  for  a  merchant  to 
resist  all  the  tempting  offers  he  gets,  but  it  is  the  only 

safe  course  to  pursue  after  he  has  settled  upon  some 
line  that  is  Avorth  pushing.  Other  lines  or  sample  or- 

ders of  the  same  class  of  goods  as  a  stumbling  block 
to  good  business.  The  Avise  paint  dealer  will  get  best 
results  by  concentrating  his  energies  on  a  single  good line. 

WFAT  CONSTITUTES  A  GOOD  VARNISH. 

A  p-ood  varnish  has  good  body,  sufficient  to  give 
food  lustre,  A'et  not  too  heaA-y  to  Avork  badly  and  drv 
unevenh^.  It  Avorks  smoothly  under  the  brush  and 
p'rreads  in  a  thin  even  coat,  free  from  streakiness,  still 
has  sufficient  consistencA^  It  is  elastic  AA^hen  dry  and 
■('"ill  not  crack.  It  is  durable  and  for  outside  Avork  par- 
ticul'irlA'  indifferent  to  the  effects  of  moisture  and  at- 

mospheric conditions.  It  adheres  tenaciously  to  the 
material  to  which  it  is  applied.  It  is  of  good  color 
that  Avill  not  darken  on  exposure.  A  good  varnish  is 
p-ood  onlv  for  its  particular  purpose,  as  a  varnish 
"long  in  oil"  is  intended  for  exterior  Avork,  floors, 
pfo.,  Avhile  a  A'arnish  "short  in  oil"  is  intended  for  in- 
«'de  trim  Avork.  The  safest  method,  says  Selling  PoAver. 
is  to  use  the  A^arnish  AA^hich  a  reliable  manufacturer  re- 
coTTimends  for  a  given  purpose,  for  that  purpose. 

HoAv  may  A^arnish  be  tested?  Varnish  maA^  be  tested 
for  paleness  bA"  placing  a  small  quantity  of  it  in  a  thin 
jylass  A'ial.  and  comparing  it  AA'ith  any  standard  sam- 
p^p.  bA"  holding  both  samples  to  the  light. 

Varnish  may  be  tested  for  Avear  by  applying  tAvo 
coats  to  tAvo  pieces  of  Avell  dried,  carefully  sand- 

papered, ncAvly  planed  Avood.  One  piece  of  Avood 
should  be  coated  Avith  the  standard  sample — the  other 
piece  Avith  the  varnish  to  be  tested.  Place  both  pieces 
of  Avood  in  an  exposed  exterior  situation  and  note  from 
time  to  time  the  appearance  of  the  Avork.  The  piece 
A's^hich  loses  its  brilliance  and  cracks  in  the  shortest 
time  has  been  coated  Avith  the  inferior  varnish.  Of 

course,  bA"  this  test,  you  must  compare  tAvo  varnishes 
intended  for  the  same  purpose,  such  as  two  interior 
varnishes,  etc.,  and  not  tAvo  entirely  different  varnishes 
as  an  exterior  varnish  and  an  interior  varnish. 

Another  simple  test  is  to  revarnish  any  suitable  sur- 
face Avith  the  suspected  sample,  and  AA'hen  the  A'arnisb 

is  thoroughlv  dry  rub  it  quicklv  Avith  the  finger.  If 
the  ncAv  varnish  crumbles  up  quickly  it  evidently  con- 

tains an  inferior  gum  or  most  probably  a  large  pro- 
portion of  rosin.  A  good  copal  varnish  cannot  be  re- 

moved in  this  AvaA'.  A  method  of  testing  A'arnish  for 
elasticitA'  is  to  apply  tAvo  coats  of  it  to  a  sheet  of  linen 
and  after  it  has  properly  dried  try  its  flexibility  or 
tendency  to  chip  off  by  crumbling  betAveen  the  hands. 

MAKING  OIL  FROM  TOMATO  SEED. 

An  Italian  chemist,  it  is  announced,  has  discovered 
a  use  for  the  seed  of  tomatoes.  These  Avere,  until  re 
cently,  looked  upon  as  a  Avaste  product  of  the  canning 
industry.  It  Avas,  in  fact,  a  problem  to  dispose  of  the 
seed.  NoAv,  it  is  stated,  a  most  valuable  oil  for  the 
manufacture  of  fine-grade  varnish  can  be  made  from 
them. 

Some  valuable  qualities  are  claimed  for  the  new  pro- 
duct. For  one  thing,  it  is  said  to  be  free  from  threads 

or  cracks,  and  dries  more  quickly  than  other  varnishes. 
And  noAV,  instead  of  throAving  the  seeds  away  or  burn- 

ing them,  there  is  a  demand  for  all  that  can  be  ex- 
tracted from  the  fruit. 

It  is  said  that  there  is  a  i)lan  on  foot  to  groAv  to- 
matoes that  have  quantities  of  seeds  instead  of  the  al- 

n>ost  seedless  varieties  that  have  been  cultivated  of 

late  years. 
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Selling  Vacuum  Cleaners 

As  Avill  no  doubt  have  been  gathered  from  the  ar- 
ticle which  appeared  in  the  last  issue  of  the  Journal 

more  and  more  interest  is  being  taken  by  hardware 

dealers  in  renting  and  selling  vacuum  cleaners.  The 

following  from  the  pen  of  G.  H.  Dirhold  in  regard  to 

the  selling  of  these  useful  machines  will  therefore 
doubtless  be  read  with  some  interest  by  hardware  deal- 
ers. 

The  hardest  thing  I  know  of  in  selling  vacuum 
cleaners,  he  says,  is  to  show  a  customer  that  first  cost 
is  not  last  cost;  to  make  him  understand  that  while 

the  price  of  some  goods  may  be  much  lower  in  the  be- 
ginning, they  are  almost  invariably  dearer  in  the  end ; 

to  show  him  that  almost  always  an  article  is  worth 
just  about  what  it  costs;  in  short,  to  impress  him  with 

the  meaning  of  "quality." 
Taking  into  consideration  what  the  vacuum  cleaner 

will  save  your  customers — the  health,  the  time,  the 
labor,  the  strength,  the  wear  and  tear  on  their  carpets 
and  rugs  and  other  furnishings,  the  actual  money — 
they  must  agree  with  you  that  the  question  is  not 

"How  can  I  aflford  to  get  this  machine but  "How 
can  I  afford  to  do  without  it?" 

No  Extra  Expense. 

In  taking  up  the  sale  of  vacuum  cleaners  as  a  side 
line,  there  is  no  extra  expense  in  the  way  of  rent,  fire, 
lights  or  clerk  hire,  so  that  any  profit  is  net  and  clear. 
Increased  income  reduces  general  expenses,  and  there 
is  nothing  the  hardware  merchant  can  add  to  his  al- 

ready established  business  that  will  net  a  better  profit 
with  as  little  trouble  as  a  line  of  first-class  vacuum 
cleaners. 

The  chief  point  emphasized  in  selling  vacuum  clean- 
ers should  not  be  price — the  factor  which  is  harped 

upon  in  the  great  majority  of  cases.  First  of  all  the 
goods  shauld  have  a  good  basis  of  quality  on  which 
to  rest  and  then  the  points  in  Avhich  they  are  superior 
to  other  goods  of  the  same  kind  should  be  brought  out. 

There  is  nothing  more  convincing  nor  more  likely 
to  produce  sales  than  for  a  merchant  to  be  able  to 
point  out  and  show  where  his  goods  are  better  than 

the  other  man's  and  to  tell  why. 
Talking  Points. 

These  distinctive  points  of  superiority  should  be 
kept  before  the  prospective  buyer  continuously.  They 
should  be  advertised  and  advertised  persistently,  so 
that  the  prospective  buyer  cannot  help  but  know  about 
them.  They  should  be  hammered  in  again  by  the 
salesman  when  the  prospective  buyer  calls  and  should 
be  used  at  every  favorable  opportunity. 

There  is  all  the  difference  in  the  world  between 
sweeping  or  brushing  an  object  and  gently  agitating 
it  with  the  nozzle  of  a  vacuum  cleaner.  In  one  case 
there  is  hard  muscular  exertion  in  a  dust  laden  germ 
poison  way,  the  more  rapid  breathing  caused  by  the 
exertion  making  the  aid  the  more  deadly  in  its  effects. 
In  the  other  case  there  is  absoh^te  ease  under  absolute- 

ly sanitary  condition.s — no  exertion  to  speak  of,  no 
dust  and  no  germs,  and  the  room  can  be  cleaned  in 
just  about  half  the  time. 

It  is  seldom  that  furniture  has  to  be  moved  about, 
for  with  the  vacuum  cleaner  come  nozzles  that  can 
reach  under  any  object  at  almost  any  angle,  so  that 
in  most  cases  you  do  not  even  have  to  bend  your  body. 
Of  equal  utility  and  convenience  are  the  nozzles  that 
enable  you  to  reach  objects  that  are  high  up,  such  as 
moldings,  plate  rails  and  tops  of  woodwork  around 
windows  and  doors,  draperies,  pictures,  etc. 

Nothing  cuts  short  the  life  of  a  carpet  or  rug  so 
much  as  the  grit  which  is  daily  ground  into  it  under 
heel.  This  grit  may  be  likened  to  so  many  little 
knives  tearing  the  fabric  apart.  The  vacuum  cleaner 
will  take  all  the  grit  out.  brighten  up  the  fabric  and 
prolong  its  life. 

Last,  but  not  least,  it  abolishes  all  the  expense  of 
special  house  cleaning  times  and  frees  many  house- 

keepers from  the  necessity  of  having  to  employ  out- 
side labor,  especially  for  the  purpose  of  cleaning. 

Where  servants  are  regularly  employed  the  housekeep- 
er is  assured  that  with  the  vacuum  cleaner  her  work 

will  not  be  done  slipshod;  it  is  also  of  assistance  to 
her  in  that  it  gives"  her  servants  more  time  for  other 
tasks  and  tends  to  keep  them  contented  by  releasing 
them  from  much  heavy  drudgery. 

To-day  nearly  every  town  of  any  size  has  its  elec- 
tric power  ])lant,  so  that  the  hardware  merchant  may 

feel  safe  in  installing  a  line  of  electric  power  vacmim 
cleaners.  The  cost  of  operation  does  not  exceed  5 
cents  an  hour.  This  does  not  mean  at  a  minimum  effi- 

ciency, or  with  careful,  close  atention.  but  its  maxi- 
mum will  not  run  over  5  cents  an  hour.  Satisfactory 

machines  are  furnished  for  both  direct  and  alternating 
current  for  the  different  cycles  and  voltages  that  are 
in  universal  use  for  domestic  and  commercial  purposes. 

EXPERIENCES  WITH  VACUUM  CLEANERS. 

Fred  W.  Otton,  II.  II.  Otton  &  Son,  Barrie— Reply- 
ing to  your  favor  of  April  30  re  vacuum  cleaners,  beg 

to  say  it  was  impossible  for  me  to  reply  at  once,  as  I 
was  so  busy. 

We  both  rent  and  sell  vacuum  cleaners.  We  have 
the  hand  power  and  electric. 

For  hand  power  we  use  the  "Onward."  as  we  think 
it  the  best.  Our  experience  in  renting  has  been  very 
satisfactory.  We  purchased  a  hand  power  machine 
three  years  ago,  and  it  has  not  cost  us  one  cent  for 
repairs  in  that  time.  We  first  started  to  rent  it  at 
*1.50  per  da  v.  Last  year  we  reduced  it  to  $1  per  day. 
It  has  paid  for  itself  many  times  over.  We  had  it  out 
among  the  farmers  for  two  weeks  last  month,  one 
farmer  pa.ssing  it  on  to  another,  and  it  is  used  quite 
extensively  around  the  town  here  by  those  who  have 
not  got  the  electric  power.  I  forgot  to  mention  that 
this  year,  the  renting  has  not  been  quite  so  profitable, 
as  the  municipal  electric  plant  here  put  in  an  electric 
machine  last  year,  small  type,  and  started  the  price 
at  50  cents  per  day.  The  result  was  that  we  had  to 
reduce  our  price  on  hand  cleaner  to  75  cents  per  day 
for  1912.  We  purchased  their  electric  machine  this 
year  (similar  to  those  exhibited  at  Guelph)  to  reduce 
the  number  of  machines  in  town.  This  we  rent  at  the 
same  price  as  they  did.  as  they  had  already  established 
the  pri'^e  However,  we  charge  75  cents  per  dav  if  we 
have  to  deliver  it  and  call  for  it.  and  if  it  is  called  for 
and  returned  the  same  day,  we  charge  same  as  they 
did  and  as  thev  rented  it,  because  a  party  renting  it 
from  them  had  to  call  for  it  and  return  it. 

Our  electric  cleaner  is  rented  ahead  all  this  week, 
and  was  all  last  week,  and  in  nearly  every  case  we 
have  to  deliver  it,  so  that  we  find  it  pays  us  very  Avell. 
We  believe  it  pays  any  hardwareman  to  handle 

vacuum  cleaners,  but  we  think  the  renting  should  be 
not  less  than  $1  per  day  for  small  machines,  and  not 
less  than  $2  for  the  larger  tvpe  that  costs  from  $90 
to  $100. 

*    *    *  * 

John  Bales  &  Son,  Avho  it  was  announced  had  sold 
five  electric  vaciium  cleaners  at  Christmas  time,  has 
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sold  aboiit  seven  more.  This  costs  the  dealer  $90  and 
retailed  for  $125.  Other  retailers  who  have  made  a 
number  of  sales  of  this  machine  are  Carter  Bros.,  Pie- 
ton  ;  McClung  &  Son,  Trenton ;  MacNab  Bros.,  Orillia ; 
and  Allan  of  Cobourg. 

#    *    *  * 

To  show  the  extent  to  which  vacuum  cleaners  are 
being  used  to-day,  architects,  in  their  plans  of  modern 
houses,  are  installing  pipes  for  vacuum  cleaners.  A 
large  cleaner  will  be  made  in  the  cellar,  with  pipes 
leading  to  each  room,  or,  if  not  to  every  room,  to  some 
of  them.  Another  thing  that  is  being  done  by  up-to- 
date  builders  is  to  put  plugs  in  the  base  boards  of  the 
rooms  so  that  an -electric  cleaner  can  be  attached  to 
these  instead  of  to  the  lightning  fixture.  Almost  every 
hardware  dealer  is  handling  a  make  of  vacuum  clean- 

ers but  there  are  still  a  few  that  are  without  this  line. 

Any  dealers  who  handle  a  well-known  and  reliable 
make  machine  and  who  gets  out  and  hustles  for  busi- 

Dess  can  make  a  profit  that  is  very  much  like  "found" 
money.  We  know  of  dealers  who  have  recently  start- 

ed to  handle  this  article  and  who  already  have  made 
money  far  beyond  their  expectations.  One  man  sold 
five  machines  in  one  month  at  a  profit  of  $125  on  the 
five.  Of  course,  these  were  high  price  machines,  but 
the  margin  of  profit  on  all  makes  is  large.  This  man 
started  to  handle  machines  more  as  an  experiment  than 
anything  else,  but  he  soon  found  that  there  was  an 
excellent  profit  in  the  line  and  he  started  after  the 
business  in  earnest.  He  not  only  advertised  and  let 
the  people  know  he  had  them  in  stock,  but  introduced 
the  machine  to  customers  and  when  he  found  a  person 
interested  would  take  a  machine  out  and  demonstrate 
it. 

Some  of  the  higher  priced  machines  are  too  dear  for 
one  person  to  bu.y.  A  way  to  overcome  this  is 'to  get 
neighbors  to  combine  and  buy  a  machine  to  be  used 
among  them.  Farmers  and  fruit  growers,  instead  of 
each  man  buying  a  sprayer  that  costs  a  lot  of  money, 
combine  and  each  one  pays  a  share.  Then  they  take 
turns  in  using  it.  The  same  thing  can  be  done  with 

a  vacuum  cleaner.  A  little  "missionary"  work  will 
produce  results. 

A  PAYING  VENTURE. 

A  unique  sale  was  run  for  two  weeks  by  a  New 
York  State  hardware  firm.  During  this  sale  as  ex- 

plained by  Business,  a  certain  section  of  the  store  was 
.levoted  to  goods  advertised  at  special  prices.  On  the 
concluding  night  a  iinique  auction  was  held.  In  pre- 

vious advertisements  the  firm  had  announced  that  if 
any  of  the  goods  included  in  the  special  sale  remained 
unsold,  they  would  be  auctioned  on  this  occasion.  As 
a  result,  there  was  a  large  crowd  on  hand  to  bid  on 
the  various  pieces.  The  store  was  so  full  of  people 
that  the  doors  had  to  be  closed  against  late  comers. 
The  various  articles  remaining  after  the  sale  were  put 
in  large  pans  and  sold  at  the  rate  of  three  pans  a 
minute.  It  was  after  midnight  before  the  crowd  left 
the  store.  At  the  end  the  assortment  of  odds  and  ends 
cleaned  out  entirely  and  the  firm  found  that  the  sale 
as  a  whole  had  brought  many  people  into  the  store 
who  had,  before  that  time,  never  traded  there. 

The  rolling  tire  gathers  the  most  punctures. 

Have  you  placed  a  limit  on  the  amount  of  business 
you  think  your  store  can  do  ?  If  you  have,  be  sure  you 
will  never  get  above  that  limit.   Better  take  it  off. 

Smiles  After  Hours 

While  an  Irishman  was  gazing  in  the  window  of  a 
Toronto  book  store,  the  following  sign  caught  his  eve : 

"Dickens'  Works  all  This  Week  for  Only  $4.00."' 
"The  divvle  he  does!"  exclaimed  Pat  in  disgust 

"The  dirty  scab!" ^        ̂         ̂   ^ 

"What's  Cadger's  business?" 
"He's  an  expert  credit  man." 
"In  what  line?" 
"In  all  lines.  As  soon  as  his  credit  is  shut  off  in 

one  place,  he  manages  to  open  an  account  in  another." *  *    *  * 

An  attendant  at  an  institute  for  the  deaf  and  dumb 

was  undergoing  a  pohitless  rapid-fire  inquisition  at 
the  hands  of  a  female  visitor. 

"But  how  do  you  summon  these  poor  mutes  to 
church?"  she  asked  finally,  with  what  was  meant  to 
be  a  pitying  glance  at  the  inmates  near  by. 

"By  ringing  the  dumb-bells,  madam,"  retorted  the 
exasperated  attendant. — Judge. 

*  *    #  # 

"I  simply  can't  stand  the  toot  of  an  automobile 

horn." 

"How's  that?" 

"A  fellow  eloped  with  my  wife  in  an  automobile, 
and  every  time  I  hear  a  horn  toot,  I  think  he's  bringing her  back. 

*  *    *  * 

"I  see  one  of  our  big  corporations  is  going  to  do 
something  for  its  old  clerks." 

' '  Good  enough  !    What  form  will  it  take  ? ' ' 
"Well,  after  a  man  has  been  with  them  twenty-five 

years,  they're  going  to  give  him  a  gold  stripe  on  his 

sleeve." A  chauffeur  who  had  just  returned  to  the  garage 

after  taking  the  state's  examination  to  determine  his 
fitness  to  be  licensed,  was  asked  by  a  fellow-worker 
what  the  questions  were. 

"One  of  them  was  about  meeting  a  skittish  horse," 
he  replied.  "They  asked  what  I  would  do  if  I  ap- 

proached a  horse  which  showed  signs  of  being  afraid 

of  the  car  and  its  driver  held  up  his  hand  to  me." 
"What's  the  answer?"  asked  a  bystander. 
"Oh,  I  had  that  all  right,"  the  chauffeur  replied. 

"I  told  'em  I'd  stop  the  car,  take  it  apart  and  hide 

the  pieces  in  the  grass." *  *    *  * 

"First  thing  you  do,"  says  the  employer  to  the  new 
young  man  who  has  been  engaged  as  a  city  salesman, 

"you  go  into  the  back  office  and  take  that  desk  the 
other  man  used,  and  see  if  you  can  get  some  order  out 

of  chaos. " An  hour  later  the  enthusiastic  young  man  appears 
and  diffidently  reports : 

"Mr.  Kimplet,  I  am  sorry,  but  I  have  looked  all 
through  the  card  index  and  the  telephone  directory, 
and  I  can't  find  the  address  of  Mr.  Chaos  to  solicit 
that  order  from  him." — Judge. ■^f  ^ 

An  Irishman  had  been  describing  his  travels  in  the 

Far  West  and  the  "virgin  forests"  there. 
"What  is  a  'virgin  forest?'  "  asked  an  auditor. 
"Shnre,  now,"  replied  Pat,  "a  'virgin  forest'  is  a 

place  where  th'  hand  of  man  has  niver  set  foot." 
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EESPONSIBILITIES  OF  MEMBERS. 

Many  members  of  retail  dealers'  associations  con- 
sider that,  so  long  as  they  pay  their  annual  dues 

promptlj^  they  are  discharging  all  their  obligations  to 
the  association,  and  that  nothing  further  is  required 
of  them  remarks  an  exchange.  They  do  not  seem 
to  realise  that  their  active,  earnest  co  -operation  in  as- 

sociation work  is  of  far  more  importance  to  the  well 
being,  efficiency  and  influence  of  the  organization  than 
the  mere  matter  of  dues. 

It  is  for  this  reason  that  so  many  associations  are 
weak  when  they  should  be  strong;  inefficient  in  a  com- 

parative way,  when  they  should  be  a  power  to  effect 
the  reform*^,  ana  bring  about  the  better  conditions  for 
which  purpose  they  were  organized.  Individual  in- 

difference to  the  inestimable  advantages  of  united,  co- 
operative work  is  the  rock  upon  which  so  many  asso- 

ciatiojis  have  gone  to  pieces. 
It  is  neither  fair  nor  just  that  the  burden  of  effort 

— and  it  is  a  burden — should  be  thrown  entirely  upon 
the  officers  and  committees  of  an  association,  or  that 
they  should  be  expected  to  do  the  work  of  the  associa- 

tion unaided. 
Many  members  consider  that  after  they  have  paid 

their  dues  and  taken  their  part  in  the  election  of  offi- 
cers for  the  coming  year,  they  have  done  their  full 

share.  They  feel  that,  having  performed  these  duties, 
they  can  leave  everything  in  the  hands  of  their  officers 

and  go  about  respective  aff'airs  with  an  easy  conscience. 
Fortunate,  indeed,  it  is  that  there  are  found  so  many 

unselfish,  earu'est,  self-sacrificing  members  who  are 
willing  to  accept  the  responsibilities  of  office,  and  to 
perform  the  duties  attached  thereto  conscientiously. 
Were  it  not  for  men  of  this  kind  and  calibre  asso- 

ciations would  cease  to  exist. 
It  is  right,  and  it  is  only  fair,  that  each  member  of 

an  association  should  appoint  and  constitute  himself  a 
committee  of  one  to  further  by  all  the  means  in  his 
power  the  aims  and  objects  of  such  association;  that 
he  should  consider  himself  an  ex-officio  member  of 
every  committee,  and  a  personal  assistant  to  every 
officer. 

Hardware  "Question  Box" Readers  are  invited  to  send  questions  for  discussion 
and  to  express  their  opinions  on  any  subject  discussed. 

Does  it  pay  for  a  hardware  store  in  a  town 
of  5,000  to  buy  a  paper  baler  for  baling  waste 
paper?  What  kind  do  you  recommend,  and 
is  there  a  market  for  waste  paper? 

Mr.  Boecher. — I  have  a  big  box  with  the  baler  on  it. 
It  is  just  as  easy  to  put  the  paper  in  that  box  and  bale 
it  as  it  is  to  burn  it  up  or  throw  it  away,  and  it  can 
be  sold  as  high  as  $7  a  ton. 

Mr.  Bernard. — I  do  not  believe  it  is  wise  to  burn 
paper  on  account  of  the  danger  from  fire.    We  get  $8 

for  waste  paper  in  bales  and  $10  a  ton  for  ncAvspapers 
and  magazines.  That  is  not  only  an  item  of  profit,  but 
it  is  easier  for  us  to  take  our  paper  down  cellar  and 
bale  it  and  we  have  eliminated  the  danger  of  fire. 

Mr.  Towne. — We  have  a  paper  press,  the  Hiidson, 
which  we  have  used  with  very  gratifying  results.  We 
have  baled  some  1,800  lb.  since  last  October. 

#    *    *  « 

Do  you  handle   auto   and  boat  supplies? 
What  is  the  method  of  advertising? 

Mr.  Ferres. — Last  year  we  added,  in  a  small  way, 
supplies  for  automobiles,  felt  the  way  by  gradually 
adding  the  line.  There  are  many  things  that  are  kept 
in  hardware  stores  that  apply  to  automobile  supplies. 
The  many  nuts  and  bolts,  screws  and  many  tools  that 
are  used  in  automobile  repairing  are  directly  in  our 
trade.  Last  year  we  put  in  a  large  underground  gaso-^ 
line  tank  which  holds  about  600  gallons,  and  a  meas- 

uring pump  that  Avill  measure  out  a  gallon  in  no  time. 
There  are  two  garages  in  town  that  sell  gasoline,  but 
not  as  much  as  we  do.  They  do  not  keep  a  very  large 
supply  of  auto  supplies.  They  carry  tires,  which  we 
let  alone. 

J\Ir.  JMadole. — My  gasoline  costs  18  cents  and  I  sell  it 
for  20  cents,  so  it  doesn't  pay  for  handling. 

Mr.  ]\Iagla(lery. — We  also  pay  18  cents,  but  we  get 
25  cents  and  do  a  good  business  in  it.  We  use  a  Bow- 

ser tank  and  keep  our  supply  60  feet  from  our  build- 

ing. 

^       %f  ^ 

What  experiences  have  brother  hardware- 
men  had  with  auto  delivery  cars? 

Mr.  Marshal. — In  figuring  on  the  cost  of  a  horse  and 
wagon  I  think  you  should  consider  the  cost  of  running 
the  stable,  horse-shoeing,  etc.,  and  for  the  auto  the 
cost  of  the  man  who  runs  it,  his"  time  spent  in  taking 
care  of  it  and  so  on. 

Mr.  Mahoney. — Our  expense  for  two  horses  and  two 
delivery  rigs,  not  counting  the  driver,  is  about  $350  to 
$375  per  year. 

Mr.  Baker. — I  do  not  speak  from  my  own  exper- 
ience but  that  of  a  groceryman  friend  who  used  three 

horses  and  three  rigs,  and  some  four  or  five  months 
ago  he  put  in  an  auto  delivery  and  has  reduced  his 
delivery  expense  $200  a  year.  He  has  taken  in  busi- 

ness which  he  couldn't  have  done  with  a  horse  and 
wagon;  very  profitable  for  him  on  account  of  the  in- 

creased order  business.  He  has  used  the  machine  all 
the  time  during  the  past  winter. 

Mr.  Towne. — In  regard  to  insurance,  it  is  necessary 
to  protect  yourself  against  accident.  The  average  driv- 

er is  not  careful — isn 't  it  necessary  to  protect  the  deal- 
er against  suits  for  accidents? 
Mr.  Clute. — In  reference  to  the  insurance,  you  can 

get  a  policy  for  $10,000  insurance  against  accident  to 
the  public  or  yourself  for  $85  a  year.  If  you  injure 
a  party  and  they  bring  suit  against  you  the  company 
will  stand  the  loss  up  to  $10,000. 

Mr.  James. — I  have  three  cars  and  I  pay  $35  a  year 
for  liability  insurance  on  each  touring  car.    We  used 
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seven  rigs  and  were  insnred  against  liability.  It  cost 
US'  $7.50  for  a  horse  and  wagon  against  $35  for  the 
car.  There  is  more  danger  from  blackmail  than  act- 

ual accident. 

Is  it  wise  for  hardware  firms  to  take  out 
liability  insurance  ? 

Mr.  James. — We  insure  our  horses  and  wagons  and 
employees  against  accidents.  I  have  forgotten  how 
much  it  costs. 

Mr.  Cornell. — Our  auto  insurance  costs  us  aboiit  $25 

a  year  and  $50  for  employees ;  they  are  insured  agains-t 
any  kind  of  accident. 

Mr.  Barber. — We  have  always  insured  our  delivery 
rigs  until  now  we  rent  out  the  delivery  at  so  much 
a  week.  We  have  liability  insurance  covering  the  pub- 

lic and  employees.  Costs  us  between  $50  and  $75  a 
year  and  I  believe  it  pays.  We  had  an  accident  re- 

cently where  Ave  received  benefits.  An  employee  was 

killed  in  an  elevator.  It  wasn't  our  fault  at  all;  he 
had  been  cautioned  not  ten  minutes  before  not  to  ride 

in  it.  But  we  would  have  had  a  suit  for  liabilitj'  if 

the  company  hadn't  taken  care  of  it. 
S.  E.  Jones. — I  think  this  is  a  very  important  mat- 

ter. We  have  carried  liability  insurance  for  ten  years. 
In  that  length  of  time  we  have  had  one  man  killed 
and  about  50  injured,  in  some  instances  customers.  In 
all  instances  the  matters  were  turned  right  over  to  the 
insurance  company  without  our  doing  anything,  unless 
it  was  a  trilling  matter;  then  we  sent  the  patient  to 
the  hospital,  or  something  of  that  sort.  This  costs  us 
$300  a  year.  We  had  a  man  killed  by  a  bar  of  iron 
falling  on  him,  no  one  saw  the  accident  at  all.  He 
was  the  only  support  of  the  family  and  no  doubt  it 

would  have  "cost  us  $10,000,  but  we  got  out  for  $250 and  the  insurance  company  stood  the  rest. 

Would  it  be  detrimental  to  villages  and 
smaller  cities  for  merchants  to  close  their 

places  of  business  at  six  o'clock  evenings 
rather  than  nine  o  'clock  as  is  now  being  done  1 

Mr.  McEwen. — We  close  every  night  at  six  o'clock 
except  Saturday  and  find  no  difference  whatever. 

Mr.  Williams. — Three  years  ago  I  kept  open  until 
nine  o'clock,  and  then  I  made  a  break  and  closed  at 
six  and  it  didn't  hurt  me  a  bit.  Close  at  six  every 
night  except  Saturday. 

A  Member. — I  close  from  the  first  of  October  until 

the  first  of  March  every  night  at  six  o'clock. 
A  Member. — We  close  at  half  past  six  to  give  the 

men  a  chance  to  stop  in  on  their  way  home  from  the 
shop. 

Mv.  Hoyt. — In  our  town  the  hardwaremen  started 
closing  at  six  and  now  90  per  cent,  of  the  others  close, 
too. 

Mr.  Cornell. — We  have  talked  that  over  pretty  thor- 
oughly in  our  association  and  we  found  a  good  50  per 

cent,  of  the  business  was  done  after  six  o'clock.  We 
found  we  could  not  regulate  it,  it  was  entirely  a  neigh- 
))orhood  matter. 

Mr.  Lewis. — When  I  entered  the  retail  business  we 
were  the  youngest  firm  in  town  and  looked  upon  as  in- 

terlopers, and  when  we  suggested  early  closing  the. 
other  members  wouldn't  listen  to  it-  However,  we 
closed  at  six  o'clock  regardless  of  their  attitude  and 
within  a  year  every  hardwareman  in  town  closed  at 
six. 

Mr.  Taylor. — We  close  every  night  at  six  except 
Monday  and  Saturday,  Avhen  Ave  are  supposed  to  close 
at  ten. 

Are  you  catering  to  the  Avomen's  trade?  If 
you  cannot  hold  the  trade  of  the  ladies,  how 
can  you  expect  to  hold  that  of  the  men? 

Mr.  Marshall. — I  think  one  way  to  cater  to  the  wo- 
men's trade  is  to  keep  the  entrance  clean  and  attrac- 
tive. It  is  embarrassing  for  a  lady  to  croAvd  past 

siriokers  and  men  talking  around  a  doorway.  Keep 
your  entrance  clean  and  attractive.  I  think  that  is 
one  of  the  special  features  of  getting  ladies  into  the store. 

Mr.  Ferres. — Another  point  is  to  keep  housefurnish- 
ing  goods.  Nine-tenths  of  the  housefurnishing  goods 
are  purchased  by  Avomen.  We  sell  aluminum  goods 
Avhich  are  very  attractive ;  also  keep  two  lines  of  en- 
amehvare.  Vacuum  cleaners  are  coming  into  general 
use,  in  which  ladies  are  generally  interested.  Then 
another  point  is  the  five  and  ten  cent  table,  but  unless 
a  dealer  has  plenty  of  room  he  cannot  look  after  that 
much.  If  he  has  room  that  line  is  very  profitable,  pay- 

ing anyAvhere  from  50  to  100  per  cent.  And  special 
sales  on  special  clays  is  another  good  point,  more  espe- 

cially in  the  larger  cities  and  toAA'ns. 

SPEEDY  FIRE  ADJUSTMENT. 

For  promptness  in  tackling  the  adjustment  of  the 
big  fire  loss,  W.  B.  Dalton  &  Sons,  hardware  mer- 

chants at  Kingston,  probably  hold  the  record  for  Can- 
adian firms.  On  April  23,  this  firm's  store  was  des- 

troyed in  a  disastrous  fire,  the  blaze  originating  in  the 
cellar  at  3.30  p.m.,  spreading  rapidly  as  a  result  of 
oily  surroundings  Avith  the  result  that  many  of  the 
store  records  Avere  burned  before  they  could  be  put 

AA'.  B.  Dalton,  Jr.  J.  A.  Dalton 

into  the  safes.  Before  the  fire  Avas  extinguished,  the 
whole  stock  in  the  main  store  Avas  ruined  and  damage 
done  to  about  the  extent  of  $30,000. 

Water  frequently  does  more  damage  than  fire  in  the 
destruction  of  a  hardAvare  stock,  and  in  the  case  of 
Dalton  &  Son.  Avater  damage  Avas  far  greater  than  that 
sustained  from  the  flames.  Practically  everything  in 
the  store  Avas  a  total  loss.  The  Avarehouse,  hoAvever, 

Avas  undamaged  and  the  stock  contained  the'rein  Avas 
tlierefore  undamaged. 

Dalton  &  Sons  rallied  quickly  from  the  bloAV  and 
immediately  gave  attention  to  the  question  of  adjust- 

ing the  loss  they  had  sustained.  Advice  Avas  taken 

and  the  Retail  HarclAvare  Association's  fire  adjusters, 
Ross  &  Wright,  Toronto,  Avere  consulted,  Mr.  Wright 
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going  to  Kingston  on  Tuesday  night  to  assist  in  clear- 
ing up  the  fire  loss. 

By  noon  on  Wednesday  Dalton  &  Sons  were  filling 
orders  from  their  warehouse  stock  and  before  night 
new  premises  Avere  reserved  and  carpenters  employed 

to  put  shelving  and  counters  in  commission.  While 
Mr.  Dalton,  Sr.,  assisiied  in  preparing  statements  from 

the  books,  one  son  attended  to  salvaging  of  the  dam- 
aged stock  and  the  preparation  of  the  new  store,  while 

the  other  son  kept  the  jobbing  trade  supplied  and 
placed  orders  for  new  stock. 

The  adjuster,  representing  the  insurance  company, 
arrived  on  Friday  night  and  found  so  complete  and 
accurate  a  statement  of  the  loss  already  prepared,  that 
he  allowed  the  claim  for  the  total  loss,  the  adjustment 

being  completed  by  Saturday  evening.  W.  B.  Dalton 
&  Sons,  therefore,  received  full  payment  for  their  loss 
and  retained  all  the  salvaged  stock,  from  which  they 
should  be  able  to  net  several  thousand  dollars,  profit  in 

W.  B.  Dalton,  Sen. 

selling  damaged  goods.  The  fixtures  were  not  fully 
insured,  however,  and  several  hundred  dollars  loss 
was  sustained.. on  these.  ^ 

In  spite  of  the  severe  loss,  Dalton  &  Sons  Avere  able 
to  continue  business  with  hardly  any  interruption,  and 
the  quick  and  satisfactory  settlement  they  arrived  at 
is  much  to  their  credit,  they  having  their  business  well 
in  hand  and  being  enterprising  in  securing  the  ser- 

vices of  independent  advisers  who  saw  that  they  re- 
ceived justice  from  the  insurance  companies. 

The  building  occupied  by  Dalton  &  Sons  was  not 
owned  by  them,  and  as  it  had  been  outgrown  the  firm 
are  purchasing  a  lot  near  the  railway  track  and  pur- 

pose putting  up  a  fireproof  building. 
Writing  the  Canadian  Hardware,  Stove  and  Paint 

Journal,  Mr.  Dalton  says :  ' '  The  next  morning  after 
the  fire,  our  adjuster  advised  us  to  go  ahead  and  sell 
all  we  could,  keeping  track  of  the  stock  sold  just  as  if 
selling  from  stock  in  the  ordinary  way.  It  was  a  sav- 

ing of  the  goods  as  well  as  a  saving  to  the  insurance 
companies.  We,  therefore,  went  right  along  selling 
the  damaged  goods  and  have  been  carrying  on  our 
business  practically  without  interruption  as  a  result 

of  the  fire." 

W.  S.  FISHER  RETURNS  FROM  WEST. 

Mr.  W.  S.  Fisher,  President  of  the  Enterprise  Foun- 
dry Co.,  Sackville,  N.B.,  and  of  the  wholesale  hard- 

ware firm  of  Emerson  &  Fisher,  St.  John,  N.B.,  has 
just  returned  from  a  business  trip  through  the  Prairie 
Provinces  and  British  Columbia.  He  was  aAvay  a  little 
over  two  months  and  made  a  close  study  of  the  busi- 

ness situation  in  the  West.  It  is  only  a  year  since  he 
made  his  last  trip  to  the  Coast,  but  he  says  that  the 

developments  that  have  taken  place  during  that  time 
are  to  the  Easterner  extraordinary. 

In  localities  where  crops  were  a  partial  failure  last 
year,  business  men  are  very  careful  in  their  operations 
and  are  likely  to  continue  so  until  the  crop  of  1912 
is  assured.  Generally  speaking,  however,  everyone  is 
hopeful  and  with  developments  going  on  as  they  are, 
they  could  scarcely  be  otherwise.  Farm  operations  are 
fairly  well  advanced.  The  only  thing  that  Mr.  Fisher 
is  inclined  to  criticise  is  the  land  speculation  in  the 
outlying  suburbs  of  several  of  the  cities.  He  is  of  the 
opinion  that  this  is  to  be  deprecated. 

Mr.  Fisher  is  of  the  opinion  that  Canadian  manu- 
facturers are  gradually  acquiring  a  larger  share  of 

the  trade  in  the  West,  although  competition  of  Amer- 
ican goods  is  still,  and  will  be  for  some  time,  very 

keen,  particularly  in  view  of  the  fact  that  a  large  uum- 
l)er  of  Americans  are  coming  in  and  are  naturally  pre- 

disposed in  favor  of  United  States  products.  At  the 
same  time,  however,  Americans  who  are  settled  in  the 
Northwest  are  gradually  becoming  more  Canadian  in 
their  sympathy  and  that  will  naturally  conduce 
to  the  welfare  of  the  home  manufacturers. 

In  reply  to  an  enquiry,  he  said  that  the  manufactur- 
ers in  the  ]\Iaritime  Provinces  were  undoubtedly  very 

keen  after  Northwest  business. 

PEART  BROS.  EXPANSION. 

The  Peart  Bros.  Hardware  Co.,  Limited,  Regina,  have 
]nirchased  from  J.  H.  Buchanan,  Moose  JaAV,  the  hard- 

ware business  of  Gr.  J.  Smith,  which  he  has  been  con- 
ducting for  some  time.  The  business  is  an  old  estab 

lished  one  having  been  carried  on  for  a  number  of 
years  by  Mr.  Smith  before  he  sold  out  to  Mr.  Buchan- 

an. The  newly  acquired  business  at  Moose  JaAv  Avill 
be  conducted  on  purely  retail  lines. 

Four  or  five  years  ago  Peart  Bros,  bought  out  J.  W. 
Smith,  a  brother  of  G.  J.  Smith. 

Peart  Bros.  HardAvare  Co.,  Limited,  Avho  are  both 
Avholesalers  and  retailers,  are  one  of  the  young  and 

growing  firms  of  th<>  West. 

McCLARY  COMPANY  "S  NEW  BUILDING. 
John  McClary,  the  dean  of  the  stove  manufacturing 

trade  in  Canada,  paid  a  visit  to  Toronto  on  the  18th, 
this  being  the  first  time  in  four  years  that  Mr.  Mc- 

Clary had  A'isited  his  Toronto  branch.  In  company 
Avith  Colonel  W.  M.  Gartshore  and  A.  D.  Kenelly,  To- 

ronto manager,  Mr.  McClary  visited  the  "Made  in 
Canada"  train  and  inspected  the  fine  display  made  by 
his  company  including  hotel  and  kitchen  ranges,  house- 

hold utensils,  etc. 

While  in  Toronto,  Mr.  McClary  also  gave  instruc- 
tions to  add  tAvo  additional  stories  to  the  ncAV  building 

being  erected  as  an  extension  of  their  Avarehouse  on 
King  and  Emily  Streets.  The  ucav  addition  is  76  x  52 
feet  in  size  Avith  foi;r  stories  and  basement,  being 
erected  of  the  most  sub.stantial  mill  and  fireproof  con- 
struction. 

UNITED  STATES  NATIONAL  CONVENTION. 
The  National  Retail  HardAvare  Association  of  the 

United  States  Avill  hold  their  annual  convention  at  De- 
troit, Mich.,  June  18  to  21,  with  the  Hotel  Cadillac  as 

headquarters. 
C.  W.  Conn,  Tillsonburg,  and  D.  A.  IMacnab,  Orillia, 

AA^ll  represent  the  Executive  of  the  Ontario  Retail 
HardAvare  and  Stove  Dealers'  Association  at  the  con- 

vention, and  it  is  expected  that  Fred  C.  LariA'iere, 
President  of  the  hardAvare  section  of  the  Montreal  Re- 

tail Merchants'  Association,  Avill  also  attend. 
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Selling  Stoves  and  Ranges  Pays 

The  profitable  handling  of  stoves  and  ranges  requires 
a  certain  amount  af  skill,  of  the  very  kind  that  the 
hardwareman  possess ;  and  since  it  is  a  perfectly  hon- 

orable business  and  administers  to  a  legitimate  public 
demand,  there  is  no  reason  why  any  hardware  mer- 

chant should,  from  sentimental  reasons,  not  take  up 
the  line,  and  especially  as  he  has  got  to  make  a  living 
for  himself  and  those  dependent  upon  him. 

It  is  well  for  the  small  merchant  to  remember  that 
lie  occupies  a  place,  a  very  important  place,  in  the 
business  field  in  most  instances — a  place  that  the  big 
store  cannot  fill.  You  have  your  own  particular  local 
trade  and,  besides,  there  is  a  large  buying  class  that 
know  and  like  you  and  prefer  to  trade  with  you  if 
you  will  only  let  them  know  Avhat  you  have  to  offer  in 
stoves  and  ranges  that  are  good  and  serviceable.  The 
people  who  become  acquainted  with  you  and  your 
store  and  get  to  know  and  like  you  soon  become  regu- 

lar, steady,  profitable  customers.  Not  only  that,  but 
they  get  to  talk  about  you  and  your  stoves  to  their 
friends  and  neighbors  and  in  that  way  help  wonder- 

fully in  biiilding  up  a  stove  business. 

Wins  Women's  Trade. 
The  stove  department  of  your  business  can  be  made 

not  only  to  produce  a  direct  profit  on  the  actual  sales 
made,  but,  if  intelligently  and  skillfully  handled,  it 
will  serve  the  purpose  likeAvise  of  attracting  women 
to  the  store,  and,  if  the  line  stocked  is  first-class  and 
appeals  to  customers,  the  latter  will  have  confidence 
also  in  the  house  furnishing  goods  which  you  carry. 
Women  are  competent  judges  of  stoves  and  ranges, 
but  from  the  very  nature  of  things,  they  cannot  be 
good  judges"  of  tools  and  cutlery;  these  latter  they  are 
obliged  to  take  largely,  if  not  entirely,  upon  the  faith 
of  the  dealer  who  furnishes  them.  But  just  as  one 

.ludges  a  man's  whole  character  by  those  outward 
words  and  acts  which  are  easily  intelligible  to  all,  so 
the  women  will  instinctively  form  their  opinion  of  your 
liardware  stock,  by  the  quality  of  your  stove  and  the 

s-atisfaction  it  gives :  and  thus  the  line  may  be  made 
to  advertise  your  regular  stock,  which,  after  all,  con- 

stitutes the  prime  business  of  the  hardware  merchant, 
to  whom  stoves  and  ranges  is  an  appropriate  and  very 
profitalile  side  line. 

Sell  Standard  Lines  Only. 

The  hardware  merchant  should  handle  Init  one  make 
of  stoves,  unless  it  seems  necessary  to  have  both  high 
and  low-priced  goods,  in  which  case  he  should  have 
but  one  of  each.  I  am  of  the  opinion,  says  a  writer  in 
House  Furnishings  Review,  that  he  will  do  better  with 
one  fairly  good  stove  than  with  the  best  half  doren. 
But  it  must  be  a  good  stove.  No  dealer  can  do  well 
with  poor  stoves  anywhere.  The  beginner  should 
study  the  needs  of  his  territory  and  confine  himself 
to  supplying  the  principal  demand  rather  than  to  try 
to  catch  the  stray  customer,  who  wants  something 
much  out  of  the  common  run.    I  believe  the  one  way 

to  build  up  a  profitable  stove  trade  is  to  get  a  legitim- 
ate profit  and  sell  the  best  standard  grades.  A  pro- 

minent western  dealer,  who  has  been  selling  stoves  for 
nearly  a  quarter  of  a  century,  attributes  his  success 
largely  to  carrying  standard  lines  of  stoves  and  con- 

tinuing from  year  to  year  in  advertising  and  pushing 
the  same  lines.  Diiring  all  this  length  of  time  he  has 
carried  but  one  make  of  gasoline  stoves,  two  makes 
of  gas  range,  one  make  of  base  burners,  and  two 
makes  of  steel  ranges. 

Select  a  Quality  Line. 

Don't  think  because  you  live  in  a  small  town  that  a 
cheap  line  will  be  plenty  good  enough.  Our  big  cap- 

tains of  industry  are  men  who  have  alwaj^s  planned 
ahead.  If  you  put  in  a  cheap  line  one  of  our  competi- 

tors may  wake  up,  and  by  going  you  better  on  quality 
install  a  high-grade  line  that  will  throw  yours  com- 

pletely in  the  shade.  By  putting  in  a  cheap  line,  you 
give  him  an  incentive  to  do  this  very  thing.  Take  a 
long  look  ahead.  Remember  in  selling  stoves  and 
ranges  you  are  not  merely  building  for  the  present, 
but  also  for  the  future.  To  the  wide-awake  dealer 

the  stocking  of  a  line  of  stoves  and  ranges  is  a  hard- 
headed,  long-headed  business  deal — a  purchase  for  the 
fiiture  as  well  as  the  present. 

A  Stove  Department. 

When  the  line  is  settled  upon,  pick  out  a  man  to 
take  charge  of  the  department.  Get  the  best  man  you 
can  find,  and  make  him  responsible  by  givnig  him  full 
charge.  In  the  large  hardware  stores  in  towns  and 
cities,  the  volume  of  stove  business  is  usually  large 
enough  to  allow  it  to  have  the  attention  of  one  man 
practically  all  the  time.  He  should  have  practical  ex- 

perience and  be  in  a  way  a  stove  expert,  and  able  to 
answer  all  questions  and  give  proper  advice  on  heat- 

ing subjects  to  the  customer,  as  well  as  seeing  that  all 
stove  complaints  are  properly  taken  care  of. 

In  the  smaller  stores,  of  course,  it  is  usually  impos- 
sible to  have  one  man  devote  all  of  his  time  to  the 

stove  end  of  the  business.  In  such  cases  it  is  not  a 
bad  idea  to  put  the  care  of  the  stove  department  up  to 
one  particular  clerk,  who  will  give  all  the  attention 
he  can  to  it,  and  become  the  stove  expert  of  the  store, 
studying  all  the  time  to  become  thoroughly  posted  on 
the  stove  and  range  subjects.  If  you  put  your  de- 

partment into  the  hands  of  a  young  fellow  who  is 
bright  and  intelligent,  make,  his  bread  and  butter  de- 

pendent on  the  success,  and  encourage  him  all  you 
can,  you  will  find,  if  your  man  is  any  good,  the  stove 
department  will  begin  to  show  results  right  away. 
Make  the  manufacturer  of  your  line  tell  you  all  there 
is  to  tell ;  make  him  give  you  all  the  information  he 
can,  for  the  better  posted  you  are  the  more  faith  you 
will  have  in  the  stoves  and  the  harder  you  Will  push 
them.  All  this  means  more  stove  sales,  more  business, 
and  extra  profits  for  you. 

Advertising  the  Line. 

This  is  an  advertising  age  and  it  is  a  good  thing  to 

keep  your  stove  depai-tment  well  before  the  public. 
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The  finest  product  on  earth  will  go  to  waste  unless 
people  know  that  you  have  it. 

General  advertising  of  almost  any  sort  will  help 
your  stove  business.  With  stoves,  as  Avith  other  lines, 
a  considerable  amount  of  advertising  should  be  done 
just  before  and  just  after  the  season  opens..  The  old 

saying  about  the  "early  bird"  applies  pretty  well  to 
the  advertising  of  goods  which  have  a  certain  selling 
season. 

Some  people  will  think  of  their  stove  needs  before 
the  season  really  opens,  but  more  will  think  of  them 
just  after  the  opening.  It  is  then  that  the  old  stoves 
are  brought  to  light  and  replaced  with  new  where  the 
necessity  requires  it.  Others  will  notice  the  advertis- 

ing before  the  season  opens,  and  will  look  to  their 
stove  needs  early.  More,  however,  will  Avait  until 
their  stove  needs  are  evident,  and  then  will  begin  to 
think  of  a  place  to  buy.  It  is  evident,  then,  that  the 
advertising  should  continue  into  the  season  as  well  as 
before  it.  There  is  certain  to  be  more  or  less  of  a  rush 
for  seasonable  goods  soon  after  the  season  opens.  The 

N.  R. Turner 

The  recent  vacancy  on  the  AA'innipeg:  travelling  staff  of  the  McClary Mfg.  Co.,  caused  by  the  resignation  of  J.  W.  Anderson,  has  been  filled  by the  transfer  of  N.  R.  Turner  from  the  Toronto  branch.  Mr.  Turner  will 
cover  Saskatchewan,  with  headquarters  at  Moose  Jaw. 

hardware  merchant  who  does  the  best  advertising  is 
sure  to  derive  the  most  benefit  from  this  rush,  other 
things  being  equal. 

To  Get  the  Best  Results. 

In  connection  with  advertising,  the  fact  cannot  be 
too  strongly  impressed  that  the  merchant  who  adver- 

tises best  is  not  always  the  largest  advertiser.  Good 
advertising  does  not  solely  consist  of  spending  a  large 
amount  of  money.  Advertising  stoves  and  ranges  has 

been  compared  to  steam  in  a  locomotive.  It's  a  good 
comparison.  Both  steam  and  advertising  are  prime 
movers — they  start  things  and  keep  them  moving. 
Steam  alone,  however,  never  made  a  railroad  and  ad- 

vertising alone  never  made  a  business.  One  of  the 
oldest  business  axioms  is  "A  satisfied  customer  is  the 
best  advertisement."  Now  let  us  stop  and  analyze 
just  what  this  means.  A  satisfied  customer  is  a  good 
advertisement  for  three  reasons:  First,  he  becomes  a 

repeat  customer — he  re-orders.  Second,  he  recom- 
mends to  others  the  product  which  has  given  him  satis- 

faction. Third,  he  talks  about  the  good  value  he  has 
found  in  the  stove  and  his  talk  often  reaches  the  ears 
of  other  prospective  customers  and  thereby  influences 
trade.  In  that  sense  a  satisfied  customer  is  not  the 

least  advertisement  simply  because  he  is'  satisfied — but  because  of  Avhat  his  satisfaction  leads  him  to  do. 

PEASE  FOUNDRY  CO.,  LIMITED,  OPEN  A  NEW 
BRANCH. 

In  order  to  give  better  attention  and  meet  the  de- 
mands of  their  largely  growing  trade  in  the  West,  the 

Pease  Foundry  Co.,  Limited,  of  Toronto,  have  recently 
formed  a  subsidiary  company  in  Vancouver  under  the 
title  of  the  Pease  Pacific  Foundry.  Limited,  with  head 
offices  at  324  Drake  St.,  Vancouver,  where  a  large 
stock  Avill  be  kept  so  that  prompt  deliveries  can  be made. 

The  officers  of  the  company  are:  President,  D.  J. 
MacKinnon  (also  President  of  the  Pease  Foundry  Co., 
Toronto,  and  of  the  Pease-Waldon  Co.,  Winnipeg)  ; 
Vice-President,  Jas.  Gill;  Secretary-treasurer,  T.  B. 
IMedforth  (formerly  Chief  Accountant  Pease  Foundry 
Co.,  Toronto)  ;  Sales  IManager,  Wm.  Crane  (formerly 
Superintendent  Pease  Foundry  Co..  Ltd.). 

All  British  Columbia  business  Avill  be  transacted  by 
this  company,  Avhich  Avill  be  of  great  advantage  to 
their  many  customers. 

SPECIALIZATION  IN  STOVE  MANUFACTURE 

Bowes,  lamieson  &  Co.,  Hamilton,  are  blazing'  a  new 
trial  in  the  Canadian  sto\e  trade  this  year,  having"  dis- 

continued the  manufacture  of  about  thirt}-  lines  of  stoA'es, 
etc.,  in  order  to  specialize  upon  one  or  two  lines  of  steel 

ranges,  which  they  are  turning'  out  by  the  carload  for 
shipment  to  customers  in  Western  Canada.  By  con- 

centrating upon  one  or  two  lines  and  by  keeping  their 
plant  working  to  capacity  throughout  the  year,  they  aim 
to  produce  in  such  large  quantities  that  very  low  prices 
can  be  quoted,  and  already  they  have  taken  away  from 
American  makers  some  large  orders  for  the  moderate 
priced  ranges  which  have  been  imported  in  previous  years. 

A  TRAVELING  STOVE  EXHIBIT 

One  of  the  most  interesting  exhibits  on  the  "  Made-in- 
Canada"  train  was  the  Gurney  Foundry  Co's.  stove  and 
range  display.  A  specially  finished  "Economizer"  on  a pedestal  was  a  feature  of  this  exhibit.  Every  thrifty 
housewife  is  interested  in  learning  how  this  remarkable 
device  will  actually  save  20  per  cent,  of  the  fuel. 

The  Gurney  Foundry  Co.  are  showing  their  most 

modern  line  of  "Gurney  Oxford"  Chancellor  Steel  Ranges 
with  the  special  equipment  supplied  for  use  with  the  fuel 
found  in  the  western  provinces,  the  only  range  we  know 
of  which  is  built  especially  for  this  fuel.  The  new  divid- 

ing flue  strip  insures  even  heat  around  the  oven,  and 

other  "Gurney  Oxford"  features  are  all  illustrated  in  this 
exhibit.  The  well  known  line  of  Gurney  heaters,  for 
both  hard  and  soft  coal,  are  also  well  represented. 

Mr.  W.  L.  Helliwell,  manager  of  the  Gurney  North- 
west Foundry  Co.  Ltd.,  Winnipeg,  will  be  in  charge  of 

this  exhibit  through  Manitoba  and  Saskatchewan,  and 
Mr.  R.  Hinrichs,  manager  of  the  Gurney  Foundry  Co. 
Ltd. ,  Calgary,  will  be  in  charge  in  Alberta.  Certainly  no 
dealer  who  Is  fortunate  enough  to  be  in  any  town  where 
this  train  is  stopping  should  fail  to  visit  this  important 
stove  exhibit. 
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Lyon-Monkhouse,  Limited,  171  James  Street,  Winnipeg,  Man. 

Do  You  Buy  Paint  on 

Ability  or— Material? 

What's  in  a  product  "  is  of  subordinate  importance  to  "what  will  a  product  accomplish." 
A  watch  may  be  inlaid  with  pearls  and  mounted  with  diamonds  and  yet  lack  the  important 
essential  in  a  watch — the  ability  to  tell  time  corectly. 

An  automobile  may  be  of  artistic  desisjn,  handsomely  finished  and  upholstered  and  yet 
lacking  in  motor  efficiency — the  ability  to  get  there  and  back. 

Historians  do  not  say  "  William  Pitt  weighed  170  pounds,  40  of  which  was  blood,  etc." 
Historians  do  say,  however,  that  under  William  Pitt  Canada  was  conquered.  It  was 
his  ability  that  made  Pitt  differ  from  other  men. 

Paint  ability  is  shown  by  results — not  simply  material.  What  materials  make  the  best 
paint  and  in  just  what  proportions  and  in  what  manner  they  should  be  mixed  is  a  matter 
of  knowledge,  which  only  chemical,  mechanical  and  physical  tests  and  years  of  experience 
can  determine. 

The  constant  aim  of  the  highest  authorities  in  paint  making  has  been  to  produce  a  paint  with  ability  to 
spread  out  under  the  brush  in  a  smooth,  even  fihn,  showing  no  brush  marks,  but  blocking  and  knitting 
together — a  coating  of  uniform  thickness.  On  the  same  principle  that  a  chain  is  no  stronger  than  its 
weakest  link,  a  paint  film  is  no  more  durable  than  its  thinnest  portion  of  covering. 

Then,  also,  an  essential  characteristic  of  a  paint  that  "gives  best  results"  is  an  absolute  balance  of cohesive  and  adhesive  properties.  By  this  is  meant  that  the  particles  of  pigment  in  the  paint  should 
have  just  as  strong  a  tendency  to  adhere  to  each  other  and  to  the  surface  as  they  have  to  cohere  to 
themselves. 

Paint  character  therefore,  is  shown  in  proved  correctness  of  formula,  obvious  care  in 
manufacture,  established  dependability  and  assured  serviceability  from  the  manufacturer. 

Lowe  Brothers  "  High  Standard  "  Liquid  Paints  have  '■''ability''''  and  '■'■ability"  is  what  the 
man  who  paints  is  looking  for.  This  ability  in  "  High  Standard"  Paint  is  shown  by  its 
easy  working  qualities,  fineness  of  texture,  greater  and  more  uniform  covering  power 
and  its  durable  virtues. 

The  "  High  Standard"  appeal  is  to  Hardware  Dealers  and  their  discriminating  customers 
who  demand  '■'ability"  in  the  paint  they  buy — not  merely  a  can  of  material.  If  you're 
looking  for  "excess  value"  and  willing  to  be  shown — write 

Y 

Y 

Wh«il  writing  to  advertisers,  kindly  mention  the  fianadian  Hard  ware,  Stovo  &  Paint  Journal 
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Leaky  Buckets  Are  Never  Filled 

Leaks  in  business  are  caused  by  carelessness,  thoughtlessness, 

laziness,  inaccuracy  and  temptation. 

A  National  Cash  Register  stops  these  leaks  and  enables  the 

merchant  to  get  all  his  profits. 

It  tor*     the  proprietor  and  employe  to  be  accurate  and  careful. 

It  makes  accurate,  unchangeable  records  of  every  transaction 

occurring  between  buyer  and  seller. 

It  enables  the  honest,  ambitious  clerk  to  prove  his  worth. 

It  fixes  responsibility  for  all  concerned — it's   a   guardian  of 

morals,  of  money  and  of  good  names. 

The  National  Cash  Register  Company 

Headquarters  for  Canada:  285  Yonge  Street,  Toronto 

J.  C.  LAIRD,  Manager  in  Canada Canadian  Factory:  Toronto 
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New  Goods  on  the  Market 

When  writiug  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

The  Griffin  Manufacturing  Co.,  Erie,  Pa.,  has  recent- 
ly brought  out  a  liue  of  Improved  safety  hinge  hasps, 

as  here  shoAvn.  They  are  now  made  in  3,  41/0  and  6- 
inch  sizes,  and  larger  sizes  will  soon  be  ready  for  the 
market.  It  will  be  noted  that  all  the  screws  are  en- 

tirely covered  when  the  hasp  is  locked. 
The  end  is  curved  out,  forming  a  good  finger  hold 

even  when  the  hands  are  covered  with  heavy  gloves. 

It  is  pointed  out  that  these  hasps  have  more  than 
double  the  strength  of  the  ordinary  safety  hasrp,  espe- 

cially through  the  slot,  making  them  practically  un- 
breakable. They  are  furnished  either  in  plain  steel 

or  any  of  the  usual  finishes. 

The  Triangle  Manufacturing  Co.,  Freeport,  111.,  state 
that  their  new  triangle  chicken  coop  will  pay  for  itself 
in  one  season.  This  coop  is  all  metal,  making  it  rain 
and  rat  proof.  Fgures  prove  that  a  great  proportion 
of  young  chickens  die  from  exposure,  rats  and  ver- 

min, but  with  this  coop  they  are  well  protected.  On 
hot  nights,  the  netting  can  be  lifted  out  and  put  in 

upside  down,  so  that  the  chicks  are  kept  absolutely 
safe  and  yet  are  as  cool  and  comfortable  as  in  the 
open  air.  The  top  of  the  coop  is  made  to  slide  back, 
so  the  hen  and  chicks  can  be  reached  without  stooping, 
and  it  is  also  possible  to  dry  the  coop  quickly  after 
washing. 

Herewith  is  an  illustration  of  a  small  stand  24  inches 
long  on  which  is  shown  a  small  model  of  Hatch  Trolley 
Hangers  and  track  for  barn  doors,  garages,  ware- 

houses, etc.  This  model  is  intended  to  be  placed  on  the 
counters  of  hardware  stores  to  demonstrate  the  easy 
running  of  the  hanger  and  help  retailers  sell  the  hang-i 
ers  to  customers.  One  of  these  models  is  given  by  the 
Canada  Steel  Goods  Co.  to  every  customer  who  pur- 

chases three  dozen  or  more  of  the  hangers.  One  of 
them  was  recently  sent  to  a  hardware  merchant  in  the 
Niagara  peninsula,  the  order  being  placed  for  three 
dozen  hangers.  The  retailer  had  not  expectation  of 
selling  the  three  dozen  hangers  in  less  than  a  year's 

time,  but  as  a  result  of  the  practical  demonstration  on 
his  counter,  the  three  dozen  were  disposed  of  in  less 
than  two  months. 

Hamblin  &  Russell  Manufacturing  Co.,  Worcester, 
Mass.,  have  put  a  bread  slicer  on  the  market,  illustra- 

tions of  which  are  herewith  given.    It  is  named  the 

"Gem,"  and  is  designed  to  do  away  with  the  old- 
fashioned  "bread  board"  and  is  really  a  most  useful 
and  handy  article  that  should  be  used  at  least  three 
times  a  day  by  every  housekeeper.  The  slicer  cuts  the 
bread  so  that  every  slice  is  of  uniform  thickness  and 
will  pay  for  itself,  as  it  saves  the  ends  of  the  loaves  of 
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bread  which  under  the  old  method  often  went  to  waste 
or  else  were  of  an  undesirable  thickness.  It  is  very 
simple  in  construction  and  a  child  can  operate  it  with 
ease  and  safety.  When  the  guides  are  not  in  use  it 
may  be  made  to  lay  fiat  as  shown  in  this  illustration. 
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Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

"The  Simonds'  Saws  and  Knives"  is  the  title  of  a 
catalogue  which  has  been  issued  by  the  Simonds  Can- 

ada Saw  Co.,  Limited.  The  catalogue  is  attractive, 
substantial  and  complete  in  the  information  which  it 
contains.  It  is  in  ordinary  book  style,  strongly  bound 
in  cloth,  and  is  printed  on  coated  paper,  thus  allowing 
the  illustrations  to  be  brought  into  excellent  relief. 
On  nearly  every  one  of  the  174  pages  is  one  or  more 
illustrations,  some  of  which  are  printed  in  two  colors. 
Not  only  are  the  various  lines  manufactured  at  their 
ISIontreal,  Chicago,  Fitehlnirg  and  Lockport  factories 

illustrated,  but  what  is  at  least  ecpalh'  important  is 
the  information  which  is  given  regarding  them.  Hard- 
waremen  should  have  one  of  these  catalogues. 

The  Shurly-Deitrich  Co.,  Gait,  have  gotten  out  a 
new  electric  flashlight  sign  and  are  loaning  this  to  cus- 

tomers. In  Montreal  recently  ten  of  these  flash  signs 
were  used  in  as  many  hardAvare  store  windows,  ad- 

vertising ^Majile  Leaf  saws. 

Emerson  &  Fisher,  Limited,  St.  John,  N.B.,  have  is- 
sued a  neat  and  handy  want  book,  which  they  are  for- 

warding to  all  customers.  The  book  is  very  complete 
and  a  credit  to  the  publishers. 

The  illustration  herewith  shown  gives  but  a  faint 
conception  of  the  striking  cover  of  the  catalogue  of 

Hotel  Kitrhcn  P>((uijiment  which  has  been  iss-iied  by 
the  Gurney  Foundry  Company,  Limited,  Toronto.  The 
cover  is  a  combination  of  flat  printing  and  embossing 
and  produces  a  striking  and  artistic  eifeet.  There  are 
96  pages,  12  by  9%  inches,  containing  illustrations  of 

about  600  art.icles,  beginning  Avith  ranges  and  ending 

Avith  butchers'  saAvs,  that  are  iised  in  Avell-appointed 
kitchens.  There  is  also  a  handy  index  to  code  words, 
and  a  list  of  hotels,  restaurants,  clubs,  etc.,  in  Avhich 
rxurney-Oxford  hotel  goods  have  been  installed.  The 
catalogue  is  a  valuable  one  for  hardwaremen  to  have 
in  their  possession. 
The  ncAV  catalogue  just  put  out  by  the  Luther 

Grinder  Monufacturing  Co.  is  certainly  worth  while 

looking  over.  The  cover  contains  an  attractive,  strong- 
design  in  two  colors  AAath  the  Luther  trade  mark  on 
the  l)ack.  An  enameled  stock  of  high-grade  is  used 
for  inside  pages. 

The  catalogue's  interior  is  a  realistic  portrayal  of 
the  growth  of  the  grinder  business  since  the  Luther 
Company  started  to  make  sharpening  machines  16 
years  ago.  Its  48  pages  are  devoted  entirely  to  the 
machines  of  the  Luther  line  and  include  sharpening 
machines  of  every  description  and  for  every  purpose. 

This  catalogiie  is  the  first  one  gotten  up  by  this  com- 
pany since  they  adopted  their  ncAV  sharpening  sub- 
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stance,  ''Dimo-Grit. "  Especially  interesting  is  the  ar- 
ticle stating  the  advantages  of  Dimo-Grit  over  any 

other  sharpening  substance  on  the  market  to-day. 
Tool  grinders  are  an  important  part  of  the  stock  of 

the  progressive  hardAvare  stores. 

"HoAV  to  Sharpen"  is  the  title  of  an  interesting  little 
booklet  recently  issued  by  the  Pike  Manufacturing  Co. 
of  Pike,  N.H.,  to  be  used  in  connection  Avith  their  ad- 

vertising in  the  big  general  magazines. 

"HoAV  to  Sharpen"  is  different  in  many  Avays  from 
the  ordinary  advertising  booklet.  It  is  not  filled  from 
coA'er  to  coA'er  Avith  inordinate  praise  of  the  manufac- 

turer's produce,  but  is  rather  a  Avell  Avritten  treatise 
on  sharpening  stones  in  Avhich  Pike  products  are  sub- 
serA'ient  to  the  real  purpose  of  the  booklet;  namely,  to 
laiy  before  the  "man-AA^hoi-doesn'lt-know"  real  facts 
about  the  selection,  care  and  use  of  sharpening  stones. 

A  treatise  so  useful  should  be  invaluable  to  the  hard- 
Avare dealer  and  his  clerks.  A  careful  perusal  of  its 

pages  AA'ill  make  a  better  sharpening  stone  salesman  of 
any  clerk,  Avhether  he  is  selling  Pike  products  or  some 
other  line.  It  aauII  enable  him  to  talk  sharpening  stones 
intelligently  and  to  advise  prospective  customers  as 
to  the  proper  stone  exactly  fitted  to  their  requirements. 

The  Pike  Manufacturing  Co.  Avill  be  A^ery  glad  to 

send  a  copy  of  "Hoav  to  Sharpen"  to  anyone  AA'ho  is 
interested  in  the  subject. 

B-H  PAINT  EXHIBIT. 

Brandram-Henderson.  Limited,  had  a  large  display 

of  their  i)aints  and  AAiiite  lead  products  in  the  "Made- 
in-Caiuida"  train  noAV  touring  the  Dominion,  showing 
their  method  of  making  AA'hite  lead.  Brandram-Hend- 

erson were  the  only  paint  firm  to  make  an  exhibit  in this  train. 
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For  Modern  Building  Construction 

THE  painter  s  great  work  of  the  present  and  the  future  is  the  protection  and 

decoration  of  Cement,  Stucco  and  Concrete  surfaces.    The  painters  reahze 

this,  and  the  painters  everywhere  show  their  appreciation  of  Glidden 's 
Advanced  Finishes  for  these  purposes  by  using  them  on  their  work. 

We  are  giving  Glidden's  Advanced  Finishes  bold  advertisement  to  the 
Architects,  Engineers  and  Painters  in  all  parts  of  the  country  and  the  goods  are 

selling  and  selhng  well.  They  are  used  on  big  jobs  and  your  profits  on  them 
are  big. 

Are  you  getting  your  share  of  this  business  ?    Remember  Glidden  Goods 

are  always  Quality  Goods,  and  Glidden  Discounts  are  Quantity  Discounts. 

Sell  your  painter  customers  :  Such  products  as  Glidden's  Alkali  Proof  Wall  y Size,  Concrete  Floor  Dressing,  Liquid  Cement  (Coating),  Waterproof  / 

Flat  Finishes,  Acid  Proof  Coating  and  White  Cement  Enamel.  / 
.  .  -/ 

Write  us  for  full  information  on  our  special  offer  to  the  trade  /  ™, 

on  these  finishes.    Use  the  attached  coupon.  1 1  ̂ 
^  Glidden 

  y      Varnish  Co. 

y  Toronto,  Ont. 
The  Glidden  Varnish  Company    /  ~:  ™e  r ,  , . >  ticulars  of  your  special  offer 

Factories:  Toronto,  Canada;  Cleveland,  Ohio  t  ̂  f';^  Glidden  s  Ad- 
1         Ki  1  X  vanced  Finishes,  understanding 

Branches:  London,  New  York,  Chicago  y  ii  will  place  me  underno  obligation. 

^  Name   

^  Addre
ss  

Whan  writing  to  adv«rti«er»,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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anadian  -Trade  Hfuft^li 

J  T  Wing  &  Co.,  Limited,  Windsor,  Ont.,  have  been 

crranted  a  charter.  Capital,  i1^40.000.  This  firm  will 

manufacture  and  deal  in  builders'  and  plumbers'  sup- 
plies, hardware  specialties,  lubricating  oils,  etc. 

C.'h.  Smith,  formerly  with  D.  W.  Douglas,  Camp- 
bellford.  Out.,  has  accepted  a  position  with  the  J.  H. 
Ashdown  Hardware  Co.,  Calgary. 

The  Granby  Hardware  Co.,  Limited,  Granby,  Que., 
has  been  incorporated.    Capital,  $250,000. 

Mr.  Adams,  of  Adams  &  Vandusen,  Picton.  Ont., 
has  returned  from  the  General  Hospital,  Toronto, 

where  he  recently  underwent  an  operation. 

The  Down  Draft  Furnace  Co.,  Gait.,  have  moved  into 
fine  new  ofifices  recently  erected. 

J.  C.  Northcote,  for  14  years'  with  Rice  Lewis  &  Son, 

has  resigned  to  accept  a  position  as  travelling  repre- 
sentative between  Toronto  and  Sarnia  for  H.  S.  How- 

land  Sous  &  Co.,  succeeding  Ed.  White,  one  of  the 
best  known  hardware  travellers  in  Ontario. 

The  Allan  Hills  Edge  Tool  Co.,  Gait,  have  sold  four 
carloads  of  pick  axes  alone  to  McLennan  &  McFeeley, 
Vancouver,  this  year.  This  enormous  sale  of  one  ar- 

ticle indicates  that  there  is  a  tremendous  volume  of 
construction  work  going  on  in  British  Columbia. 

This  firm  states  that  owing  to  floods  in  the  Southern 
States  a  great  shortage  of  hickory  has  developed  and 
that,  with  the  exception  of  one  manufacturer,  it  is 
doubtful  if  there  is  any  unused  stock  in  Canada.  Hick- 

ory has  become  harder  and  harder  to  secure  each  year. 
Prices  are  advancing  and  quality  declining,  and  white 
ash  is  bound  to  replace  hickory. 

The  corporate  name  of  the  Down  Draft  Furnace  Co., 
Gait,  Ont.,  has  b§en  changed  to  The  Gait  Stove  &  Fur- 

nace Co.,  Limited. 
L.  B.  Snyder,  for  the  past  eight  years  with  Geo. 

Potter,  Berlin,  has  opened  a  hardware  store  at  Berlin. 
Bernhardt  &  Gies,  Preston,  have  recently  installed 

two  iron  plate  racks  with  wire  shelving,  one  for  the 
display  of  kitchen  utensils,  and  the  other  for  sporting 
goods  and  smallwares.  A  new  silent  salesman  is  also 
being  installed.  A  corner  of  the  front  of  the  store  has 
also  been  arranged  in  the  form  of  a  model  bathroom 
all  the  fixtures  being  connected  up  thus  showing  the 
articles  in  practical  operation. 

Creeper  &  Griffin,  retail  hardware  dealers,  Owen 
Sound,  Ont.,  have  sent  out  to  the  people  of  the  town 
and  surrounding  country  their  fifth  annual  catalogue. 
The  book  is  well  gotten  up  and  is  a  great  help  in  fight- 

ing mail  order  competition. 

The  Stergian's  Repeating  Arms  Co.,  Limited,  Tnger- 
soll.  Ont.,  has  been  incorporated  with  a  capital  stock 
of  $80,000.  They  will  manufacture  military  and  sport- 

ing rifles  and  other  fire  arms. 
Provincial  charter  has  been  granted  to  the  Canada 

Saddlery,  Hardware  and  Steel  Goods,  Limited,  Walk- 
erton,  Ont.  Saddlery,  harness  and  vehicle  hardware 
will  be  manufactured. 

The  Canadian  Warren  Axe  &  Tool  Co.,  Limited,  has 
recentlv  been  incorporated.  Head  office.  St.  Cathar- 

ines, Ont.  Capital  stock,  $150,000.  All  kinds  of  edge 

tools  and  Inmbermen's  supplies  Avill  be  manufactured. 
The  Onward  Manufacturing  Co.,  Berlin,  Ont.,  re- 

centlv sold  a  $450  vacuum  cleaner.    This  sale  was 

made  a-  a  direct  result  of  their  exhibit  at  the  Guelph 
conventicn  last  February. 

J.  H.  Hewson,  who  resigned  his  position  with  the 
Hamilton  Stove  &  Heater  Company  to  become  chief 
clerk  in  the  Customs  house,  was  presented  with  a  gold 
iocket  and  charm  and  a  meerschaum  pipe  by  the  em- 

ployees of  the  company. 
On  May  20,  fire  did  $2,000  damage  to  the  plant  of 

the  Crown  Art  Stained  Glass  Co.  and  $1,500  to  that 
of  the  Colonial  Varnish  Co.,  at  96-98  Adelaide  St.  East, 
Toronto.    The  cause  is  unknown. 

The  Diamond  Glass  Co.,  Hamilton,  Out.,  suffered  a 
$25,000  fire  on  the  18th  of  May. 

BUSINESS  CHANGES. 

Eastern  Canada. 

Bedford,  Que. — IMcNamara  &  Jones  have  dissolved 
partnership. 

]\Iontreal. — A.  GefPrion  &  Cie  dissolved. 
Ontario. 

Toronto. — A.  C.  Graham  sold  to  F.  R.  Jackson. 
Seaforth. — Chesney  &  Archibald  are  closing  ont. 
Toronto. — T.  H.  Boyd  succeeds  Oscar  Knechtel. 
Wingham. — G.  A.  Schmidt  is  closing  out. 
Brantford. — The  Farmers'  Binder  Twine  Co.  bnrned out. 

Hamilton. — Thos.  Appleton  deceased. 
Manitoba. 

Dominion  City. — D.  Phillips  &  Co.  succeeded  by 
Robt.  Gillespie. 

Miami. — Lawrence  &  Campbell  dissolved. 
Wawanesa. — Couling  &  Co.  sold  to  W.  S.  Peters. 
Darlingford. — Coleman  &  Co.  opened  store. 
Norwood. — Glenwood  Hardware  Co.  opened  store. 

Saskatchewan. 

Watrous. — Watrous  Hardware  Co.  succeeded  by  R. 
M.  McLeod. 

Brownlee. — C.  W.  Gimby  sold  to  John  Douglas. 
Girvin. — Douglas  &  Stewart  sold  hardware  stock  to 

Geo.  Hemme. 

Webster. — Dulgman  &  O'Connor  dissolved. 
Bengough. — Wright  &  Root  dissolved. 
Cupar.— Mr.  Shepherd,  of  Meldrum,  Ellis  &  Shep- 

herd, sold  his  interest. 
Scott. — Scott  Hardware  Co.  (S.  S.  and  Leo  R.  Beebe) 

have  dissolved,  Leo  R.  Beebe  continuing. 
Neville. — A.  Arnason  opened  store. 
Viceroy. — Viceroy  Hardware  &  Coal  Co.  started  busi- ness. 

Kamsack. — T.  Miles  sold  hardware  business  to  J.  G. 
Hallson,  continuing  in  furniture  alone. 

Moosejaw. — Peart  Bros.  Hardware  Co.  bought  out 
J.  H.  Buchanan. 

Bengough. — Frank  Humphrey  started  store. 
Elkhorn. — The  J.  J.  Fallis  Hardware  &  Implement 

Co..  Ltd.,  incorporated. 
Briererest. — 'Chenworth  &  Young  started  store. 

Alberta. 

Doualda. — E.  W.  Grice  Hardware  Co.  succeeded  by 
S.  K.  Holton. 

British  Columbia. 

North  Vancouver. — Patterson,  Goldie  &  Clark  dis- 
solved. 

Kami  oops. — Mastatt  &  McKenizie  opened  store. 
Kamloops. — N.  S.  Dalgleish  taken  in  A.  Sinclair  as 

partner. 
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Talks  on  Paint  Selling 

No.  10 

The  first  question  the  merchant  who  intends  to  sell  Paint  and 
Varnish  must  decide  is  not  "Whose  brand  shall  I  handle?"  but 
"Shall  I  sell  on  a  quality  or  a  price  basis?"  This  is  probably  the most  important  of  his  problems,  because  it  involves  his  policy  of 
merchandising. 

If  your  selling-  policy  has  always  been  on  the  low-price  basis 
and  you  are  completely  satisfied  with  your  business  and  profits,  this 
won't  interest  you.  But  if  you  believe  that  quality  products  of established  reputation,  requiring  but  little  introduction  and  no 
excuses  are  profitable  because  the  most  desirable  class  of  trade 
demands  them  and  is  prepared  to  pay  for  them,  you  should  take  the 
earliest  opportunity  to  investigate  the  Sherwin-Williams  Proposition. 

With  our  extensive  facilities,  including  the  control  of  the  pro- 
duction of  the  lead,  zincs,  coloring  pigments  and  the  pure  linseed  oil 

used  in  our  products,  our  enormous  buying  power  for  all  other 
materials,  our  selling  and  distributing  organization  with  five  great 
factories  and  warehouses  in  the  leading  cities  in  this  country  and 

abroad,  we  have  always  maintained  the  principle  of  making  price 
conform  to  quality  rather  than  quality  to  price.  Sherwin-Williams 
Agents  are  men  whose  religion  is  quality,  and  they  are  proving 
that  quality  products  create  a  quality  reputation  for  those  who  sell 
them.    That  is  successful  merchandising. 

Which  kind  of  agency  do  you  believe  in,  the  Sherwin-Williams 
Agency  or  the  other  kind  ? 

The  Sherwin-Williams  Co. 
(of  Canada,  Limited) 

PAINT,   VARNISH    AND   COLOR  MAKERS 
LINSEED  OIL  CRUSHERS 

factories:   Montreal,  Toronto.  Winnipeg,  London,  eng. 
offices  and  warehouses:  montreal.  toronto,  winnipeg,  vancouver london.  eng. 

MADE-IN-CANADA  TRAIN 

The  only  White  Lead  corroders  and  grinders,  and 
manufacturers  of  Paints,  Varnishes,  etc.,  to  exhibit 
in  Made-in-Canada  Train  are 

RRANDRAM-HENDERSON MJ^^^^K^^^^mB^^^^^K  Kwmt^mmm^mm^^  LIMITED 

Our  exhibit  showing  full  line  of  B-H  ''ENGLISH' Paint,  Varnish  and  Lead  Products  will  be  found  in 
coach  number  2  of  the  train.  The  exhibit  is  in 

charge  of  Mr.  Smith  of  our  Halifax  Branch. 

Booklets,  color  cards,  etc.,  describing  the  various  B-H 
products  will  be  distributed  to  all  visitors  at  each 

stopping  point  throughout  the  Western  Provinces. 

You  and  your  clerks  are  especially  invited  to  our 
exhibit. 

RRANDRAM-HENDERSON J^a^^H^^HI^^^HBM^HM  K  A^HH^^^^^^H  UMITED 

MONTREAL  HALIFAX  ST.  JOHN  TORONTO  WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Market  Situatian. 

The  Hardware 
Markets, 

With  the  opening  up  of  warm- 
er weather  business  has  start- 
ed with  a  rush  and  jobbers 

are  up  to  their  heads  in  work.  All  kinds  of  reason- 
able goods,  such  as  lawn  and  garden  tools,  wire  fenc- 
ing, etc.,  are  in  excellent  demand.  This  is  the  season 

for  retailers  to  stock  up  with  screen  doors  and  win- 
dows. 

All  kinds  of  lawn  and  garden  furniture  are  moving 
well. 

Hardware  jobbers  report  an  advance  in  the  price  of 
leather  goods,  such  as  soles  and  heels.  This  follows 
an  advance  recently  made  in  the  price  of  boots  and 
shoes.   Lace  leather  also  has  advanced  in  price. 

Refrigerators  and  ice  cream  freezers  are  being 
rushed  out.  The  recent  spell  of  warm  weather  has 
caused  a  heavy  demand. 

Lacrosse  and  baseball  goods  and  other  sporting  sup- 
plies are  going  out  fast.  The  new  law  passed  by  To- 
ronto authorities,  requiring  that  all  small  craft  carry 

lamps,  has  created  a  good  local  demand  for  these 
goods. 
Chain  prices  have  taken  a  rise.  This  applies  to  coil 

chain,  trace  chain,  tug  chain  and  all  other  grades  used 
in  waggon  hardware.  * 

Paris  green  has  advanced  one  cent  per  pound. 
Makers  claim  they  have  to  get  this  extra  amount  to 
cover  extra  cost  of  production. 

Soldering  coppers  have  advanced  one  cent  per 
pound,  owing  to  the  increased  cost  of  copper. 

English  and  German  manufacturers  of  cutlery  ad- 
vise the  likelihood  of  further  advances  in  price  on 

account  of  labor  troubles  and  recent  restrictions  en- 
forced by  the  Governments. 

There  has  been  an  increase  of  $2  per  ton  in  the  price 
of  galvanized  iron  by  both  American  and  English  mak- 

ers, and  this  firmness  in  the  market  continues  on  all 
lines.  The  demand  is  increasing  and  manufacturers 
are  having  all  they  can  do  to  fill  orders  already  to 
hand. 

The  wholesale  hardware  trade  at  the  principle  cen- 
tres report  that  all  manufacturers  are  making  very 

slow  delivery,  which  is  handicapping  trade  to  some  ex- 
tent. One  jobber  states  that  a  load  of  English  shells 

he  ordered  last  year  for  shipment  January  1,  has  just 
come  to  hand  now..   This  is  equally  true  on  all  lines 

The  demand  for  lawn  mowers  is  large  owing  to  the 
excessive  growth  of  grass  this  season.  Retailers  should 
order  at  once  to  avoid,  as  far  as  possible,  disappoint- 

ment in  delivery. 

Paints  The    demand    for  prepared 
and  Oils.  paints  and  paint  materials  has 

exceeded  all  expectations  and 
wholesalers  are  experiencing  the  best  season  they  have 
had  in  many  years.  Already  some  retailers  are  send- 

ing in  repeat  orders,  showing  that  the  demand  all  over 
the  country  is  excessive. 

Prices  have  an  upward  tendency  owing  to  the  ex- 
treme firmness  of  the  markets.  During  the  past  two 

weeks  linseed  oil  has  advanced  twice  and  is  now  sell- 
ing at  $1.03  for  raw  and  $1.06  for  boiled.  Dealers  are 

finding  some  difficulty  in  getting  supplies  so  it  is  al- 
together likely  that  these  prices  will  remain. 

White  lead  has  advanced  twice  during  the  past  two 
weeks,  and  is  now  quoted  at  $7.30.  There  is  a  feeling 
that  this  advance  is  only  temporary  and  that  a  further 
increase  will  soon  be  made.  There  is  an  excellent  de- 

mand and  a  decided  firmness  to  the  market. 
The  demand  for  turpentine  keeps  up  and  stocks  are 

growing  lighter.  The  market  is  firm  at  the  present 
price  of  71  cents. 

«    *    *  « 

The  Metal  Metal  markets   all   over  the 
Markets.  world  are  showing  a  firmness. 

The  consumption  is  greater 
than  it  has  been  for  many  years  and  each  week  it  is 
getting  even  larger.  Building  activity  in  all  parts  of 
the  country  has  created  a  big  demand  for  .structural 
steel. 

Delay  in  making  deliveries  is  causing  some  little 
trouble  among  the  jobbing  houses  and  retailers,  but 
the  situation  has  improved  during  the  past  couple  of 
weeks  and  the  effect  on  trade  is  not  nearly  so  notice- able. 

Copper  is  firm  and  scarce.  The  demand  has  been  so 
great  that  stocks,  in  many  cases,  have  become  almost 
depleted.  The  price  has  gone  up  and  the  present  quo- 

tation is  $18.50.  Indications  point  to  a  continued  heavy 
business,  and  it  looks  as  if  prices  will  go  higher  yet. 

Tin  surprised  everybody  and  took  a  slight  decline 
during  the  past  two  weeks,  but  it  is  not  felt  that  this 
will  last  long,  but  that  the  former  high  level  will  come 
back  again  shortly.  The  cause  of  the  temporarj^  drop 
is  attributed  to  the  Banca  sale,  and  as  soon  as  this  is 
over  it  is  expected  that  the  market  will  go  back  to 
the  position  it  has  held  for  some  time  past. 

Pig  iron  remains  firm,  Avith  a  good  demand.  There 
is  no  change  in  prices  but  there  is  no  telling  how  soon 
there  will  be.  The  market  is  showing  an  upward  tend- 
ency. 

Spelter  is  as  scarce  as  ever  and  the  market  is  de- 
cidedly firm.  On  every  hand  rumors  of  further  ad- 

vances are  heard. 

Lead  continues  firm  and  with  the  good  demand 
and  higher  prices  would  not  be  at  all  surprising. 

MARRIAGE  OF  MISS  LARIVIERE. 

The  marriage  of  Miss  Yvonne  Lariviere,  the  only 
daughter  of  Mr.  and  Mrs.  Fred.  C.  Lariviere.  president 
of  the  well-known  hardware  firm  Lariviere  Incorporee, 
to  Mr.  J.  Arthur  Villeneuve,  only  son  of  Mr.  Leonidas 
Villeneuve,  wholesale  wood  merchant,  Montreal,  ex- 
Mayor  of  the  town  of  St.  Louis,  now  one  of  the  wards 
of  the  City  of  Montreal,  took  place  on  June  3rd  at 

St.  Peter's  Cathedral,  Montreal,  His  Grace  Archbishop 
Bruchesi  performing  the  ceremony.  The  bride  and 
the  bridegroom  were  given  away  by  their  respective 

fathers.  The  bridegroom's  gift  to  the  bride  was  a 
three-diamond  ring. 

After  the  ceremony  a  reception  was  held  in  the 

ladies'  parlor  of  the  Windsor  Hotel.  The  happy  couple 
Avill  spend  their  honeymoon  visiting  Toronto,  Niagara 
Falls  and  other  western  cities. 

Those  who  have  had  the  advantage  of  taking  part 
in  1909  in  the  Montreal  excursion  of  the  Ontario  Re- 

tail Hardware  and  Stove  Dealers'  Association  will  re- 
member Miss  Lariviere  who  assisted  her  mother  at  the 

reception  given  at  Lariviere  Incorporee  store. 
The  Journal  wishes  to  extend  its  congratulations  and 

best  wishes  to  the  newly  married  couple. 



June,  1912 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. 

69 

Experience  Proves 

"QUEEN'S  HEAD" 

Galvanized  Iron 

to  be  without  an  equal. 

Have  your  jobber  supply  it. 

JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 
Makers  MONTREAL 

Bristol,  Newport  Managers  Canadian  Branch 

Store  Management 

Complete 

16  Full-Page 
Illustrations ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 
A  Companion  Boo^  to 

Retail  Advertising  Complete 

$1.00  POSTPAID 

"Store  Management — Complete  " tells  all  about  the  management  of  a 
store  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample : 
CHAPTER  V.-THE  STORE  POLICY 
What  it  should  be  to  hold  trade.  The 

money-back  plan.  Taking- back  goods.  Meeting  cut  rates.  Selling remnants.  Deliveringgoods.  Substitution.  Handling  telephone 
calls.  Cou'rtesy.  Rebating  railroad  fare.  Courtesy  to  customers. 

Absolutely  New  Just  Published 
Send  us  $1.00  for  the  book  and  a  six  months  trial 

subscription  to  this  paper. 

Commercial  Press,  Limited 
Publishers 

Canadian  Hardware,  Stove  &  Paint  Journal 

408  McKinnon  Building,  Toronto 

272  Pages 
Bound  in  Cloth 
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epe's  Youp  Cu
e* 

Mr.  Paint 

Ma 

The  tale  of  quality"  travels  far  and  fast  —  if  it 
is  a  tale  of  good  quality  it  helps  —  if  poor  quality  it 
hurts.  Sell  a  paint  that  disappoints  —  that  fades, 
chalks  off,  and  does  all  the  other  things  a  poor  paint 
generally  does  and  you  will  be  surprised  how  far 
and  how  fast  the  dissatisfied  patrons  spread  the 
news  and  the  dissatisfaction.    On  the  other  hand  sell 

Martin-Senour  Paint 

100%  Pure 

and  you  will  wonder  what  it  is  that  is  building  up 
your  business  so  fast.      Satisfaction  delights  in 
telling  about  the  thing  that  satisfies  so  much.  It 

is  not  a  silent  salesman  —  rather  it  gets  up  on  the  housetop  and 
lets  the  neighbors  all  know  what  it  is  so  pleased  about.  What 

will  a  hundred  such  salesmen  do  for  you."*     Sell  Martin- 
Senour  Paint  and  see.    Write  today  for  the  way  to  get  them 

started  talking  for  you. 

The  Martin-Senour  Co.,  Limited 

'MS  react?  — 

Pioneers  of  Pure  Paint 
Montreal  Chicago 

Winnipeg 

iniK:iiciii:iii:iii:iii:iK»icii!:iii:iii::ii:iinii:ni:iii:]ii:]ii[:ii[]ii:iH:iitiii:ii[:ii:iiciii:ii:ii[iiKu:ii:ii:iii:io 
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Wben  writing  to  adTertiieri,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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PREVAILING  MARKET  PRICES. 

Toronto,  June  3rd,  1912 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 

ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

METALS. 
Aluminum,    ingots    0  20 
Antimony,  per  lb   0  08 
Brass  rods,  Vz  to  1  inch...  0  21 

Sheets,  up  to  20  gauge..  0  22 
Tubing,   1   inch,  base.  ...  0  23 

Copper  ingots,  casting   0  ISi 
Sheets,  plain,  14  oz.  base  0  2b 
Sheets,  tinned,  14  oz.  ;base  U  27 
Sheets,   plenished,    14  oz. base   0 
Sheets,  braziers    U 
Bars,  round  V4  to  2  in. .  .  0  24 

Black  Sheets,  28  gauge  base, 
Toronto    2  80 
Montreal    2  40 

Canada  Plates — 
Ordinary,    52    sheets.  To- ronto   
All  bright,  52  sheets. .....  .^.4  00 
Galvanized  Apollo  Ordinary 
18x24x52     ....  4  45  435 60    4  70  4  60 
20x28x80    8  90  8  70 
20x28x80    9  40  9  20 

Galvanliod  Sheets  (Corrugated)  — 
(i  10 
5  00 3  85 
3  65 

3  70 3  85 
4  10 4  35 

Toronto 
.  .  8  45 

3  50 
3  95 4  25 

22  gauge,  per  square 
24  gauge,  per  square 
26  gauge,  per  square 
28  gauge,  per  square 

Galvanized  Sheets.  Flenr  Queen's de  Lis  Head 
1(3-20  gauge    3  45 
22-24  gauge   3  50 
26  gauge   3  90 
28  gauge   4  00 Case  lots  25  cents  less 
Apollo  brand 
24   gauge,  American 
26  gauge,  American  .... 
28   gauge    (26   English)  .  . 
10%  oz.,  equal  to  28  Kng. 

Iron  Pipe,  per  100  feet- Black,  base,  1  inch   4  34 
Galvanized,  base,  1  inch   6  19 

Iron  Pipe  Fittings — Canadian  malleable,  40;  cast 
iron,  70;  standard  bushings,  70; 
headers  60  and  10;  flanged,  unions, 
70;  malleable  bushings,  65;  nipples, 
75  and  10;  malleable  lipped  unions, 65. 

Soil  Pipe  and  Pittings — Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 
Bar  Iron,  per  100  lb   2  00 

Forged  iron    2  20 
Refined  horseshoe  iron.  .  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron  finished  steel,   2  15   2  25 
Fire  steel    2  35 
High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1  18  25 
Middlesboro,  No.  3    19  00 
Radnor    (charcoal)    ....  32  50 

Lead,  Canadian  pig  4  25 
Imported  pig,  100  lb   4  50 
Bar  pig    5  25 
Sheets,  base,  2%  Ib.sq.  ft.  5  00 
Pipe  and  waste   30  p.c. 
Traps  and  bends   50  p.c. 

Solder,   half   and    half,  lb., 
24%  26 1/2 

Spelter,  foreign,  per  100  lb.  6  75 Sheet  Zinc   8  50 
Tin,  ingots,  1001b   47  00 
Tin  Plates,  charcoal — 
MLS,  Famous  (equal  Bradley) 

Per  box 
I  C,  14x20  base    7  00 
I  X,  14x20  base    8  25 
I  X  X,  14x20  base    9  75 

"Dominion     Crown     Best" — Re- tinned. 
I    C,    14x20   base    5  60 
I   X,    14x20   base    3  50 
I  X  X,   14x20  base    7  50 

"Allaway's     Best"    —  Standard 
Quality. I  C.  14x20  base    4  60 
I  X,   14x20  base    5  50 
I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 
I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs   7  00 

Tinned  Iron. 
72x30    up     to   24  gauge, 
case   lots   7  25     7  35 
72x30   up   to    26  gauge, 
case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — Heavy  Copper  and  Wire  lb.  lll^ Light  copper  bottoms   .  .  .  09%. 
Heavy    red    brass    10% 
Heavy  yellow  brass    08  % 
Light    brass    06  V4 
Tea  lead    02% 
Heavy    lead    02% 
Scrap    zinc    0  04 
No.  1  wrought  iron  ....  10  00 
Machinery      cast  scrap, 
No.  1   14  50 
Stove   plate   13  00 
Malleable    9  00 
Miscellaneous  steel    6  00 

PAINTS  AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins   1   00     1  10 
Chemicals,    in   casks,   per   lb. — 

Ai-senate  of  lead   0  lOi Sulphate   of  copper  (blue 
Stone)   0  06 
Litharge,  ground    0  5A 
Litharge,  flaked   0  06 
Green       copperas  (green 
vitriol)    0  01 
Sugar   of  Lead    0  09 

Colors  in  Oil — 
Venetian    red,    1-lb.  tins, 
pure    0  12 
Chrome,  yellow,  pure   ...    0  20 
Golden  ochre,  pure    0  13 
French  ochre,  pure   0  12 
Chrome  green,  pure    0  10 
French    permanent  green, 
pure    0  15 
Marine  black,  25  lb.  irons  0  19 
Signwriters'  black,  pura.  .    0  6i 

Glue,  in  sheets   0  10    0  15 
1  lb.  packages  (Brantford)  0  25 

Petroleum — Can.    Prime   white,    gal.  0  12 
U.S.  Water  white   0  13% 
U.S.  Pratt's  astral   0  15% Castor    oil,    per    lb.,  in 
bbls   0  08    0  09 
Motor  Gasoline,  single 
bbls   0  17% 
Benzine,  per  gal,  single 
bbls   0  15% 
Putty—  1st.  2nd. Bulk  in  casks  .  .  .  .2  35  2  00 

Hulk  100  lb.  drums  ...  .2  70  2  40 
Bladders  in  barrels. . .  .2  90      2  60 

Beady  Mixed  Paints — Per  gallon,  qt.  tins.  1  65     2  00 
Bed  Lead  (Dry)  — Genuine,    560    lb.  casks, 

per  cwt.    5  00 
Genuine,     100    lb.  kegs, 
per  cwt   5  50 

Shingle  Stains — In  5-gallon  buckets   0  95 
Turpentine  and  Linseed  Oil — Pure     Turpentine,  single 
barrels   0  69 
Linseed  Oil,  single  barrel, 
raw    0  92 
Linseed  Oil,  single  barrel, 
boiled    0  95 

Rosin,  "O"  grade,  bbl.  lots, 100  lbs  S  «0 

Varnishes,  per  gal.  cane — Carriage,  No.  1    1  50 Pale  durable  body    3  50 
Finest   elastic   gearing    .  .  3  00 
Elastic   Oak    1  50 
Furniture,   polishing    ....  2  00 
Furniture,  extra    1  20 
Furniture,  extra  No.  1   .  .  0  95 
Light  oil  finish    1  35 
Gold  size  japan    2  00 
Turps  brown  japan  ....  1  60 
Baking  black  japan    ....  135 
Crystal  Damar    2  50 
Pure  asphaltum    1  40 
Oilcloth    1  50 
Lightning  dryer    0  85 Stovepipe       varnish,  % 
pints,,  per  gross    8  00 
Pure    white    shellac  var- 

nish, in  barrels    1  75 
Pure   orange   shellac  var- nish, in  barrels    1  70 

White  Lead  ground  in  oil — 
Canadian  pure,  less  than  tons.  7  30 
Canadian  pure,  ton  lots   7  15 

White  Zinc — Extra    Red    Seal,  V.M. 
(dry)    0  07% 
Pure,     in     25-lb.  irons 
(in  oil)   0  10 

Window  Glass — United  Inches         Star  D.D. 
Under  26                  4  25  6  25 
26   to  40                  4  65  6  75 
41   to  50                   5  10  7  50 
51    to  60                   5  35  8  50 
61    to  70                   5  75  9  75 
71    to  80                   6  25  11  00 
81    to  85                   7  00  12  50 
86    to  90    15  00 
91   to  95    17  50 
96   to  100    20  50 Toronto,  25  p.c. 

Miscellaneous — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 
kegs    0  09% 
Pine  tar,  %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,   gilders,   bolted..  1  00 
Whiting,   plain    0  70 

HEAVY  HABDWABE. 
Anvils,  Taylor  Forbes    .  .  0  05  % 
Chain — Proof  coil,  per  100  lb.  'H in.,  $6.00;  516  in.,  $4.85;  % 

in.,  $4.25;  7-16  in.,  $4.00;  % in.,  $3.75;  916  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 
Blacksmith's  portable,  135 
lbs.,    9  85 

Horse  Nails — $2.80  per  box  base  No.  9  and larger. 
Horseshoes — Iron,  light  &  me- dium, No.  1  and  smaller,  $3.75; 

No.  2  and  larger,  $3.50;  snow 
pattern,  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel,  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  $6.00. 
Toecalks  Standard,  J. P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 

Wire  Nails,  base   2  20 
Cut  nails — Montreal,  $2.40;  To- ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'   nails,   33  1-3  p.c. Pressed  spikes,  %  diameter,  per 
100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13. 

$4;  No.  13%,  $4.10;  No.  14, 
$4.25;  No.  15,  $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 lbs.  extra. 

Clothes  Line  Wire— No.  19,  S2.00  per 
100  ft, 

Coiled  Spring  Wire — High  Carbon,  No.  9,  $2.25;  No. 
12,  $2.40,  Montreal. Fine  Steel  Wire — 25     per  cent. 

Galvanized    Wire  —  From  stock, 
f.o.b.   Montreal — ^100   lbs.,  No. 
9,  $2.25,   base.     In     car  lots 
straight  or  mixed. 

Poultry  Netting— 2-in.    mesh,  19 w.g.,  60  and  2%  p.c. 
Smooth  Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots— Toronto. Galvanized,  barb    2  25 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- vanized, $2.85. 
Wire  Bope — Galvanized,  Ist  grade, 6  strands,  24  wires,   %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 100    feet   f.o.b.  Toronto. 

Wrought  Staples — Galvanized    2  85 
Plain    2  60 

Vises,  per  lb  0  12 
Hinged  pipe  vise,  25  lbs.  3  55 Saw  vise    4  50     5  00 
Blacksmiths',  60;  parallel,  45 
per  cent. GENEBAL  HABDWABE. 

Adzes  —  Carpenters',  per doz   12  50     14  00 Axes  —  Single  bit, 
per  doz   6  00      9  00 Double    bit,  per 
doz   10  00    12  00 
Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  8  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition--"Dominion"  Rim  Fire Cartridges  and  O.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- less Powder,  "Imperial"  Shells, both  Bulk  and  Dense  Smokeless 

Powder.  Empty  Shells  all  35 

p.c. 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows :  Chill- ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c.  per 
lb.  Add  freight  to  Toronto  15 
cents  100  lbs. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — Double  straphangers,  doz. 
sets   6  50 Standard  jointed  hangers, 
doz.  sets    6  45 
Steel,  track,  1  x  3-16  in. 
(100  ft.)    3  25 

Bolts  and  Nnts — Carriage  Bolts,  common  new  ̂ 1 list. 

Carriage  Bolts,  %  and  smaller, 70  p.c. 
Carriage  Bolts,  7-16  and  up, 70  p.c. 
Carriage  Bolts,  Norway  Iron  ($3 list),  60  p.c. 
Machine  Bolts,  %  and  less,  60, 10  &   10  p.c. 
Machine  Bolts,  7-16  and  up, 60  p.c 

Plough   Bolts,   55,   5   &   10  p.c. Blank  Bolts,  60  p.c. 
Bolt  Ends,  6  Op.c 
Sleigh  Shoe  Bolts,   %  and  less, 60  and  10  p.c. 
Sleigh    Shoe    Bolts,    7-16  and larger,   55   and  05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4%c  per lb.  oCf. 
Nuts,  hexagon,  all  sizes,  4%e 
per  lb.  off. Stove  rods,  per  lb.,  5  %c  to  6«. Stove   Bolts,  80. 
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For  Finishing 

Floors — and 

Nothing  Else 

For  use  on  any  kind  of  floor — 

old  or  new,  painted  or  unpainted, 

stained  or  unstained — the  one 

best  floor  finish  is 

Floor  Finish 

It  dries  hard  over  night,  and 

gives  a  beautiful  permanent 

lustre  that  is  waterproof,  mar- 

proof,  and  will  not  heel-mark. 

Equally  effective  for  finishing 

and  preserving  oilcloth  or  lino- 
leum. 

Feature  this  well-known  line 

and  reap  the  benefit  of  our  re- 

markably forceful  consumer 

publicity. 

Every  can  contains  full  Imper- 
ial Measure. 

TORONTO  WINNIPEG 

Canadian  Factory  of  Standard  Varnish  Works 

New  York     Chicago      London  Berlin 
Brussels  Melbourne 

Largest  in  the  world  and  first  to  establish  definite 
standards  of  quality 

L27 

HREE  TIMES 

AS  MUCH 

PROFIT 

Our  M-L  FLAT  WALL 

COLORS  are  the  new- 
est addition  to  the  M-L 

Line.  Carry  them  and 
you  can  sell  paint  for 
the  plaster  work  in  a 

house  as  well  as  the  woodwork.  In- 
stead of  selling  only  floor  and  wain- 

scoting paint,  include  FLAT  WALL 
COLORS.  You  immediately  have 
all  the  ordinary  market  needs  of  a 
house,  and  more,  at  your  command. 

Dainty  art  shades  drying  flat  and 
clean,  without  brush  marks.  May  be 

cleaned  with  soap  and  water — will  not 
spot — lie  evenly.  Write  to-day  for 
cards  and  our  book,  "The  Wall  beauti- 

ful and  Hygienic." 

Imperial  Varnish  and  Color  Co. 
6-24  Morse  Street,  Toronto Winnipeg 

108  Princess  Street 
Vancouver 

365  Watar  Street 

BRONZITE 

THE  PERMANENT 

GREEN 

Bronzite  is  a  permanent  green  whose 

base  is  the  ore  of  kolonite.  It  is  dif- 
ferent from  all  other  greens  in  that  it 

may  be  depended  upon  to  withstand, 
for  an  indefinite  time,  the  action  of 

sun  and  water.  Try  it  on  some  work 
that  calls  for  the  best  you  can  get  and 

you  will  admit  that  our  claim  is  true. 
Six  beautiful  shades  in  1,2,  3,  5, 

I2>^  and  25  lb.  tins.  Write  for 
color  card  and  prices.  Prices  are 
lower  than  any  other  green. 

SANDERSON  PEARCY  &  CO. 

61-63-65  Adelaide  St.  West 

TORONTO 

Limited 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,  65  p.c. 
Sleigh   bells,   shaft   and  hamei, pair,  22c.  up. 
Sleigh  bells,  body  straps,  each, 
$1.15  up. 
Farm  bells.  No.  1.  $1.65. 

Building  Paper,  Etc. — 
Tarred  slater's  paper,  per roll    0  70 
O.K.  paper.  No.  1,  per  roll  0  75 Plain  Fibre,  No.  1,  per  400 
ft.  roll   0  45 
Tarred   Fibre,   No.    1,  per 
400  ft.  roll    0  55 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll    0  55 
Dry  Cyclone,  15  lbs  0  45 
Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbectos  building  paper, 
per  100  lbs   4  00 
Heavy  straw,  plain  &  tar- red, per  ton  37  00 
Carpet  Felt,  per  100  lbs..  2  50 Tarred  wool  roofing  felt, 
per  100  lb   1  80  . Pitch,  Boston  or  Sydney, 
per  100  lbs   0  70 
Pitch,  Scotch,  per  100  lbs.  0  65 
Heavy  Fibre,  32  &  60,  per 
100  lbs   3  00 
2  ply  Ready  Roofing,  per 
square    0  70 
3  ply  Ready  Roofing,  per 
square    0  95 
2  ply   complete,   per  roll.   1  15 
3  ply  complete,  per  roll.  1  85 
Liquid  Roofing  Cement,  bris. 
per  gal  0  15 
Liquid     Roofing  Cement, 
tins    0  20 
Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 
doz   1  25 
Refined  Coal  Tar,  per  bar- rel   *  50 
Shingle  varnish,  per  barrel  4  50 
Caps,  per  lb  0  06 
Nails,  per  lb   0  05 
Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 
Wrought  brass,   45   p.c.   off  re vised  list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought   steel    fast   joint  and 
loose  pin,  70  p.c. 

Cement — Portland,   bags  per bbl  1  55     1  65 
Cold  Chisels,  5x6  in.,  doz.  2  20 

Bevel  edge,  1  inch,  doz...  2  50 
Conductor  Pipe — ■ 2  inch,  in  10  ft.  lengths..  3  30 
3  "             "  .  .  4  00 
4  "             ••  .  .  5  28 
5  "             "  .  .   7  26 
6  "  "  .  .  8  80 

Door  Knobs — Canadian,  45  and  10 
per  cent. 
Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  and  10  er cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — 
Single  sets,  each    1  80 
Double  sets,  each    3  25 
Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 
Carpenters'  6  inch,  doz...  5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 8  in.  in  100  ft.  lengths..  2  90 
10  "  '•  .  .  3  16 
12  ••  "  .  .  8  68 
15  "  •'  .  .   5  25 

Factory  Milk  Cans — 
Milk   cans  and  pails.   40  p.c. 
Hand     delivery     and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery  trimmings,  75  and 
12l^  p.c. 

Files  and  Basps — 
Disston's,  Great  Western  Amer- ican, Kearney  &  Foot,  Arcade, 
■J.  Barton  Smith,  Eagle,  McClel- 
lan.  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson. 
66  2-3;  Jowett'g  (English  list). 27%. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,   doz.    1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,    doz   7  00 Farriers  hammers,  10  oz., 
doz   5  CO 
Tinners    setting,     %  lb., 
doz  4  50 
Machinists,  %  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. and  over    0  u6 
Sledge,  Masons,  5  lbs.  and over    0  08 
Sledge,  Napping,   up  to  2 lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — Sidewalk   and   stable  scrapers, 
net,  $2.25. 
Wood  hay  rakes,  40  and  10 
per  cent. Samson,  best  quality,  5U  per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50  per  cent. 
Heavy  T  and   strap,   4-in.,  100 
lbs.   net,   $7.25;   Heavy   T  and 
strap,  lO  in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw   hook   and   hinge,  $3.50, 
$4.50. Crate  hinges  and  back  fiaps,  65 and  5  p.c. 
Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. Hooks — Bright  wire  screw  eyes,  60 

p.c. 
Bright  steel  gate  hooks  and staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove   pipe   eyes,   kitchen  and 
square   hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 
Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 and  5. 
Locks  and  Keys— Canadian  50  and 

19  per  cent. 
Mallets —  Tinsmith',     2%  x 

51^  in.,  per  doz   1  25 
Carpenters',    round  hick- ory,,  6    in   1  95 
Lignum   Vitae,     round,  5 
inch    2  40 
Caulking,   No.   8,   oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% cents  per  lb. 
Drilling  hammers,  6  cents  per lb. 

Crowbars,    3  %    cents   per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,   5   gallon,   per  doz., 
$10.00. Davidson   oilers,  40  p.c. 
Zinc   and  tin,   50  p.c. 
Coppered  oilers,   50  p.c. 
Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,    fancy,      30    to     35  per cent. 

Rope  and  Twine — Sisal  rope   0  09 
Pure  Manilla  rope    0  lOJ 
"British"  Manilla  ...  0  08% 
Cotton,   3-16    inch  and larger    0  24 
Russia   Deep    sea    ....  0  16 
Jute    0  09 
Lath    Yarn,    single....  0  08 
Lath   Yarn,   double    ...   0  08% 

Sisal    bed   cord,    48  feet, 
per   doz  0  65 

Sisal    bed    cord,    60  feet, 
per   doz   0  80 

Sisal    bed    cord,    72  feet, 
per   doz   0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per lb   0  27 
Wrapping,  cotton,  3-ply twine    0  26 
Wrapping,    cotton  4-ply twine    0  30 
Mattress   twine,   per  lb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 10. 

Iron  Burrs,  60  and  10  and  10 

per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Rivet  Sets — Canadian,  35  to  37% 

per  cent. Sad  Irons — Mrs.    Potts,  No. 
ba.  polished,  per  .set   0  85 
Mrs.  Potts,  No.  50,  nickle- 
plated.  per  set   0  95 
Mrs.    Potts,    handles,  jap- 
aned,   per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  50 
Asbestos,   per   set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  1^  lb.  each,  per 
100    lbs  2  40 
Solid,  3  to  30  lbs   1  65 

Sash  Cord — No.  8,  per  lb.  0  31% 
Screws — Wood,   F.H.,  bright 

and  steel   85   1.5  and  10 
Wood,  K.H.,  bright  80  15  and  10 AVood.  K.H.,  brass  ..75  15  and  10 
Wood.  K.H.,  brass  .  .70  15  and  10 
Wood,  F.H.,  bronze  70  15  and  10 
Wood.  K.H..  bronze  65   15  and  10 
Drive  screws   8.5   15  and  10 
Set,   case  hardened.. 60 
Square  cap   50  and  05 
Hexagon    cap   45 
Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — Flat  head,  iron  and  brass,  85 

per  cent. Fillister  head,  iron,  30;  brass, 
25  per  cent. 

Shovels  and  Spades — Canadian,  No.  1  and  2  grade,  60 and   21^  p.c. 
No.  3  and  4  grade,  50  and  2  % 

per  cent. 
Soldering  Irons — Base,   per  lb.,   28  cents. 

Sap  Spouts — 
Bronzed  Iron  with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs...  5  70 
Bed,  100  lbs..  No.  14  ...  .  6  75 
Blind,  per  lb   0  12 
Coopers'    staples,    45    per  cent. Bright  spear  point,  75  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable,  40  per  cent. 5  and   6-inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz...  1  35 Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  <Ai,  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90 ;  brush,  blued  and  tinn- ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tucks,  35;  leather  car- pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10 ;  trunk  nails,  tin- ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 75:  saddle  nails,  in  papers.  10; 
saddle  nails,  in  bulk,  15;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  gluziers'  points,  5; double  pointed  tacks,  papers,  90 
and  10 ;  double  pointed  tacks,  bulk, 
55 ;   clinch  point  shoe   rivets,  45 

and  10;  cheese  box  tacks,  87%; 
trunk   tacks,    80    and   20 ;  straw- berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent 

Plain    and    retinned,     75  and 
12  Va- 

Traps    (steel    game)  —  Newhouse, 
30  per  cent. Hawley  &  Norton,  40,  10  and  5 

per  cent. Victor,  60  %nd  5  per  cent. Oneida    Ju«p    (Star),    50,  10, 
and  5  per  cent. 

Wheelbarrows — Navvy,  steel  wheel,  dozen  21  20 Garden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian, 

50  per  cent. 
Wire   Cloth — Painted    Screen,  in 100-ft.  rolls,  $1.65  per  100  iq. 

ft.;    in   50-ft.   rolls,    $1.70  per 
100  sq.  ft. 

Wire  Door  Mats — 16  x  24,  doi., 

$9.00. HOUSEFUENISHINOS. 
Stoves  and  Ranges — Gas  ranges,  50  per  cent. 

Stoves    and    ranges,    50    and  5 

per  cent. Furnaces,  45  per  cent. 
Kegisters,  70  and  10  per  cent 

Range  Boilers — 30-gallon,  Stan- dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15:  18x36,  $1.95. 
Flat  rim  enameled  sinks  16x24 
$2.65;  18x30,  $3.10:  18x36,  $  .  5 

Enameled  Ware — White  ware,  75 

per  cent. London  and  Princess,  50  per 
cent. 
Canada,  Diamond,  Premier,  50 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  steel.  60  and  10  per  cent 

I  Premier  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. 
Hollow  ware,  tinned  cast,  50 
per  cent.  off. Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- tles, 50  p.c. 
Copper  tea  and  coffee  pots,  45 

per  cent. Copper  pitts,   40  per  cent. 
Galvanized    Ware — Dufferin  pat- tern pails,  50  per  cent. 

Flaring  pattern,   50  per  cent. Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  35  per  cent.— 
Copper   bottom   tea   kettles  and boilers,   35  p.c. 
Coal   hods,   40  per  cent. 
Boiler  and  tea  kettle  pitts, 

per  cent. Stamped    Ware — Plain,     75  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13 
No.  5,  $16;  f.o.b.  Toronto Hamilton,  London  and  St 
Marys,  40  per  cent.;  f.o.b.  Ot 
tawa,  Kingston  and  Montreal 37%  and  10  per  cent. 

Washing  Machmes — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re-act.    per   doz.  77  50 Dowswell    52  50 
New   Century,    Style   A..  101  25 Ideal  Power   180  00 
Daisy    73  25 
Stephenson    74  00 Puritan  Motor   165  00 
Connor,  improved    52  50 Ottawa    55  00 
Connor  Ball  Bearing ....  112  50 Connor    Gearless  Motor 
Washer   180  00 

Wringers — • 
Royal    Canadian,    11  in., doz   47  75 
Eze,   10  in.,  per  doz.    .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 
20  per  cent. 
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THE  PAINT  OUTLOOK— GOOD 

Spring  business  opened  unusually  well  and  promises  to  be  an  excellent  season 
for  the  sale  of  paints  and  varnishes. 

Canada  Paint  Dealers  everywhere  report  good  business,  indicating  the  appre- 
ciation on  the  part  of  property  owners,  of  the  preservative  and  hygienic  value 

of  Paint. 

With  a  full  line  of  good  quality  Paints  and  Varnishes,  sales  will  be  easy  to 
the  progressive  dealer  who  tells  the  public  the  advantages  of  buying  his  line. 

The  products  of  The  Canada  Paint  Co.,  have  been  before  the  Canadian 
public  for  close  upon  half  a  century,  during  which  time  they  have  become 
firmly  established. 

The  Margin  of  Profit  is  satisfactory  to  the  dealer  selling  The  Canada  Paint 
Co  s  Paints  and  Varnishes. 

Write  us  to-day  to  explain  our  proposition 

THE  CANADA  PAINT  COMPANY 

MONTREAL  TORONTO  WINNIPEG 

vi: 

A  Fine  Selling  Argument  (]^^ 

is  in  every  drop  of  paint  in  every  can  of  Ramsay's  Paints which  leaves  the  factory  where  we  make  the  right  paint 
to  paint  rig;ht.  This  argumenc  is  the  everlasting  satis- 

faction giving  quality  found  always  in 

Ramsay's  Paints and  which  has  necessitated  an  increase  to  our  plant  over 
and  over  again  during  the  last  seventy  years.  , 
Our  agents  are  making  moneyin  the  paint  trade  and  sharing 
our  increased  business — why  don't  you  come  in  with  us  too? 

A.  Ramsay  &  Son  Co.,  Montreal 

Paint  Makers  since  '42 
Western,  Distributors— A.  M.  McBride  &  Co.,  Limited,  Calgary;  Revillon 

Bros.  Limited,  Edmonton ;   Bogardus.  Wickens, 
BegSi  Limited,  Vancouver. 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  Journal 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention  the 
the  Canadian  Hardware  Stove  and  Paint  Journal 

ACCOUNT  REGISTERS. 
Dominion  Uesister  Co..  Toronto 

ALUMINUM  WARE. 
Northern  Aluminum  Co.,  Toronto. 
Wondershine,  Ltd.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal, 

ASH  SIFTEES. 
E.  T.  Wright  Co.,  Hamilton. 

AUGER  BITS. 
Tobin  Arms  Mfg.  Co.,  Woodstock, Ont. 
AUTOMOBILE  ACCESSORIES. 

Canadian    Fairbanks,    Ltd.,  Mont- 

Allan  Hills  Edge  Tool  Co.,  Gait. 
James  Smart  Mfg.  Co.,  Brockville. 

BARN  DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. Louden  Machinery  Co.,  Guelph. 
Taylor-Forbes  Co.,  Guelph. 

BATHROOM  FITTINGS. 
Gendron  Mfg.  Co.,  Toronto. 

BELTING  (Leather). 
Sadler  &  Hawortli,  'Montreal. 

BICYCLE  LAMPS. 
Pollock  Mfg.  Co.,  Berlin. 

BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

BOLTS  AND  NUTS. 
Steel  Co.  of  Canada,  Hamilton. 

BAR  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 
Gui-ney  Foundry  Co.,  Toronto. Hamilton    Stove     &     Heater  Co., 

Hamilton. 
Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. 

BRACES. 
E.  C.   Atkins   &  Co.,  Indianapolis, Ind. 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. > 
Penberthy  Injector  Co.,  Windsor. Dart  Union  Co.,  Toronto 

BROOMS  AND  BRUSHES. 
Boeckh  Bros.  Co.,  Toronto. 
Thomas  Bryan,  Ltd.,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. Belleville  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton  Stove  &  Heater  Co., 

Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O. 
Canadian  Yale  &  Towne  Co.,  St. 

Catharines. 
BURNERS. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

CANS  (Milk). 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 

CARBORUNDUM. 
Carborundum  Co.,  Niagara  Falls, N.  Y. 

CASH  REGISTERS. 
Dominion  Register  Co.,  Toronto. 

CEMENT. 
B.  &  3.  H.  Thompson,  Montreal. 

CHURNS. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 

CLIPPING  MACHINES. 
B.  &  S.  H.  Thompson  Co.,  .Mont- real. 
Chicago  Flexible  Shaft  Co.,  Chi- 

cago. CLOCKS. 
Western  Clock  Mfg.  Co.,  La  Salle, 111. 

CLOTHES  DRYERS. 
Cummer-Dowswell  Ltd.,  Hamilton 

CLOTHES  MANGLES  AND 
WRINGERS. 

Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COAL  SHUTES. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 

CONTRACTORS'  TOOLS Allan  Hills  Edge  Tool  Co.,  Gait 
CORRUGATED  IRON. 

Gait  Art  Metal  Co.,  Gait. 
A.  0.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. Metallic  Roofing  Co.,  Toronto. 
COW  TIES  AND  CHAINS. 

B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. Oneida  Community,  Ltd.,  Niagara 
Falls,  Ont. 

CUTLERY. 
H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. 

DE-HORNERS. 
R.  W.  MoKenna.  Toronto. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor  Forbes  Co.,  Guelph. 
Louden  Machinery  Co.,  Guelph 

DRILLS    (Hand  and  Power). 
Canadian  Buffalo  Forge  Co.,  Buf- falo. 

EAVETROU6HING. 
Thomas  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  So  Siding  Co.,  Pres- ton. 
Sheet  Metal  Products  Co.,  Toronto. 
Gait  Art  Metal  Co.,  Gait. 

EDGE  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

EGG  CRATES 
Cummer-Dowswell  Ltd.,  Hamilton 

ENAMELED  WARE. 
Thos.    Davidson    Mfg.    Co.,  Mont- real. 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. 

FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 
FEED  AND  LITTER  CARRIERS. 
Louden  Machinery  Co.,  Guelph. 

FILES. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Barnett  Co.,  Philadelphia, Pa. 

FIRE    PLACE    BASKETS,  AND- IRONS, ETC. 
Enterprise  Foundry  Co.,  Sack- ville,  N.  B. 
James  Stewart  Mfg.  Co.,  Wood- stock. 

FISHING  EQUIPMENT. 
Marble  Arms  Mfg.  Co.,  Gladstone, Mich. 

FOOD  CHOPPERS. 
D.  Maxwell  &  Sons,  St.  Marys. 

FORGES. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

FRUIT  JARS. 
Consolidated  Fruit  Jar  Co.,  New 

Brunswick,  N.  J. 
FURNACES  (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- ton. 
Can.    Heat.    &    Vent.    Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place 
Gurney  Foundry  Co.,  Toronto. Hamilton    Stove     &    Heater  Co., 

Hamilton. 

Hall  Zryd  Foundry  Co.,  Grimsby. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.    Norsworthy   Mfg.    Co.,  St. Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
FURNITURE  SHOES  (Sliding). 

Onward  Mfg.  Co.,  Berlin. 
GALVANIZED  IRON. 

A.  0.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. U.  S.  Steel  Products  Export  Co., 

Montreal. 
GAS  RANGES. 

Burrow,   Stewart  &  Milne,  Hamil- ton. 
Gurney  Foundry  Co.,  Toronto. Hamilton    Stove    &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 

GAS  STOVES. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

GATES. Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal. 

GLASS. 
Consolidated  Plate  Glass  Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcy  &  Co.,  Toronto. GO-CARTS. 
Gendron  Mfg.  Co.,  Toronto. 

GRINDSTONES. 
Cleveland  Stone  Co.,  Cleveland,  0. 

GUNS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

HAMMOCKS. 
Gait  Robe  Co.,  Gait. 

HANDLES. 
W.  C.  Crawford,  Tilbury,  Ont. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HORSE  SHOES. 
Steel  Co.  of  Canada,  Hamilton. 

ICE  CREAM  FREEZERS. 
McClary  Mfg.  Co.,  London. North  Bros.,  Philadelphia,  Pa. 
Sheet  Metal  Products  Co.,  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 

JOIST  HANGERS. 
Taylor  Forbes  Co.,  Guelph. 

KALSOMINE. 
A.  Ramsay  &  Son,  Montreal. 

KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait. 

LADDERS. 
Stratford  Mfg.  Co.,  Stratford. 

LAMPS  AND  BURNERS. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
LANTERNS. 

Thos.    Davidson   Mfg.    Co.,  Mont- real. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  &  Co.,  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  &  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co.,  Ltd.,  Stratford. 
LEVELS. 

Stanley    Rule    &    Level    Co.,  New 
Britain,  Conn. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Rice-Knight  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. Belleville  Hardware  &   Lock  Mfg. 
Co.,  Belleville. Hamilton    Stove    &    Heater  Co., 
Hamilton. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LUBRICATORS. 
Penberthy  Injector  Co.,  Windsor. 

LUMBERING  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait 

MANGLES. 
Taylor  Forbes  Co.,  Guelph. 

MATTRESS  WIRE. 
Imperial   Steel   &   Wire   Co.,  Col- 

lingwood. 
METALS. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 
XJ.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. 

MECHANICS'  TOOLS. North  Bros.,  Philadelphia,  Pa. 
METAL  POLISHES. 

Wondershine,  Limited,  Toronto. 
Nickle    Plate    Stove    Polish  Co., Windsor,  Ont. 
METAL  SHINGLES,  SIDING,  Etc Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. MOPS  (Self-wringing). 
American    Woodenware    Mfg.  Co 

Toledo.  ^  ' 
Tarbox  Bros.,  Toronto. 

MOTOR  ACCESSORIES. 
Canadian     Fairbanks     Co.,  Ltd., Montreal. 
Pollock  Mfg.  Co.,  Berlin. 

NAILS  (Wire). 
H.   S.  Howland,   Sons  &   Co.,  To- ronto. 

Imperial    Steel   &   Wire  Co.,  Col- 
lingwood,  Ont. 

U.  S.  Steel  Products  Co.,  Montreal. 
Parmenter  &  Bullock,  Gananoque. 
Steel  Co.  of  Canada,  Hamilton. 

OFFICE  EQUIPMENT. 
Dominion  Register  Co.,  Toronto 
Goldie  &  McCulloch,  Gait. 
Monarch  Typewriter  Co.,  Toronto. 
National    Cash    Register    Co.,  To- ronto. 

OILERS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

OIL  STONES. 
Carborundum    Co.,    Niagara  Falls. N.  Y. 

Pike  Mfg.  Co.,  Pike,  N.  H. 
OIL  STOVES. 

Thos.    Davidson   Mfg.    Co.,  Mont- real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

OIL  STORAGE  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 
National  Equipment  Co.,  Toronto. 

OVEN  DOOR  SPRINGS. 
U.  S.  Steel  Products  Co..  Montreal. 

PAINTS  AND  VARNISHES. 
Brandram  Henderson,  Ltd.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 
International  Varnish  Co.,  Toronto. 
Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Pratt  &  Lambert,  Buffalo. 
Pinchin  Johnston  Co.,  Toronto. 
A  Ramsay  &  Son,  Montreal. 
.Sanderson  Pearcy  &  Co.,  "Toronto. Sherwin  Williams  Co.,  Montreal. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &   Wire   Co.,  Col- lingwood. 
John  Lysaght,  Ltd.,  Bristol,  Eng., 

and  Montreal. 
POST  HOLE  DIGGERS. 

Erie  Iron  Works,  St.  Thomas. 
PLUMBING  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Dart  Union  Co.,  Toronto 

PROPELLER  FANS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

RAKES  (Lawn). 
Erie  Iron  Works,  St.  Thomas. 

RASPS. 
Nicholson  File  Co.,  Port  Hope. 

RAZORS. 
Gillette   Safety   Razor  Co.,  Mont real. 

International      Distributing  Co., 
Montreal. 

J.  Wiss  &  Sons,  Newark,  N.  J. 
RAZOR  HONES. 

Carborundum    Co.,   Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike.  N.  H. 
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Not  a  Single  Complaint  on  Pratt  & 

Lambert  Varnishes  in  Ten  Years 

THE  following  letter  shows  the  substantial  sales  increase  through 
handling  Pratt  &  Lambert  Varnishes  and  the  demand  which  there 
is  for  them,  due  to  a  large  extent  to  Pratt  &  Lambert  extensive 

magazine  advertising  and  assistance  to  the  dealer.  It  shows  the  effect- 
iveness of  Pratt  &  Lambert  Architectural  Advertising  through  the 

special  Architectural  Departments  and  the  repeat  order  quality  of  Pratt 
&  Lambert  Varnishes,  NOT  A  SINGLE  COMPLAINT  IN  YEN  YEARS. 

InteriorOof  Dozier  &  Gay  Paint  Co's.  Store 

DOZIER  &  GAY  PAINT  CO. 

PAINTS,  WHITE  LEAD,  COLORS 
IN  OIL.  ENAMELS,  STAINS,  ETC. 

Store :  22  EAST  BAY  STREET 

J.  H.  GAY  President 
E.  L.  JEFFREYS,  Vice-Pres.  and  Treas. H.  G.  AIRD,  Secretary 

Telephone  1023 
Factory:  MAIN  and  12th  STREETS 

Jacksonville,  Fla.,  Nov.  22,  igii MESSRS.  PRATT  &  LAMBERT, 
Gentlemen  : — 

U'e  have  been  handling  a  complete  line  of  your  Star  Brand  Specialties  for  the  past  ten  years  during  which  time  our sales  have  increased,  as  you  will  note  by  your  books,  enormously.  Your  goods  are  specified  by  every  architect  in  our  city,  and  we 
are  satisfied  that  more  of  them  are  used  here  than  auy  other  brand. 

We  cannot  now  recall  a  single  complaint  that  ive  have  ever  had  on  your  goods,  and  congratulate  you  on  keeping  the  quality 
up  to  the  standard.  Yours  very  truly, 

DOZIER  &  GAY  PA/NT  CO.,  Per  J.  H.  Gay,  President. 

Can  YOU  SAY  these  same  things  about  the  line  of  varnishes  you  are  now  handling? 

WRITE  FOR  OUR  DEALERS'  PROPOSITION  TO-DAY 

PRATT  &  LAMBERT,  Inc. 
VARNISH  MAKERS 

30  COURTWRIGHT  STREET,  BRIOGEBURG,  ONTARIO 
FACTORIES 

NEW  YORK 
LONDON 

BRIOGEBURG,  CANADA BUFFALO 
PARIS 

CHICAGO 
HAMBURG 

Buffalo  Foi'ge  No.  630  with  the  Famou-s 
"200  Silent  Blower,"  1911  model. 

Buffalo  Ball  Bearing  Post  Drills.    We  make  a  complete 
line  for  Blacksmiths,  Horse  Shoers,  Farmers,  etc. 

No.  625 

The  World's  Standard  Rivet 
Forge.  Has  full  size  12-inch 
blower,  operated  by  crank. 
Will  last  and  do  good  work 
years  after  other  forges  are 
worn  out. 

"MADE  IN  CANADA" 

Catalogue  No.  144 
on  request 

Forges,  Blowers,  Drills 
and  Exhaust  Heads 
The  eyes  of  every  user  of 
blacksiiiith  tools  are  upon  the 
"Butfalo"  line.  If  you  want 
to  travel  along  the  line  of 
least  resistance,  offer  your 
customer  the  "Buffalo" forges,  drills,  blowers, 

punches,  shears  and  other  blacksmith  tools.  Ask  us  for 
catalogue  and  information  which  will  bring  to  you  trade 
which  may  now  be  passing  by  your  door. 

Canadian  Bu(falo  Forge  Co.,  Limited 
MONTREAL 

Buffalo  Exhaust  Head. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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RAZOR  STROPS. 
Carborundum  Co.,  Niagara  Falls, Ont. 
J.  Wiss  &  Sons,  Newark.  N.  J. 

REGISTERS  {Warm  Air). 
Canadian  Heating  &  Ventilating 

Co.,  Owen  Sound. 
Clare  Bros..  Preston. 
Ferrosteel  Co..  of  Canada,  Bridge- burg. 
Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co..  Wood- stock. 
James  Smart  Mfg.  Co.,  Brockville. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- burg. 

ROOFING  (Metal). 
Gait  Art  Metal  Co.,  Gait. 
Metallic  Koofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

ROOFING  (Prepared). 
Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Roofing  Co.,  Toronto. 
H.    S.   Rowland,    Sons   &   Co.,  To ronto. 
Canadian  H.  W.  Johns-Manville 

Co.,  Toronto. 
REFRIGERATORS  AND  ICE 

CHESTS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mf?.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

RUBBER  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., 

Toronto. 
RULES  AND  TAPES. 

Lufkin  Rule  Co.  of  Canada,  Wind- sor. 
Stanley  Rule  &  Level  Co.,  New 

Britain,  Conn. 
SAD  IRONS. 

Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McClary  Mfg.  C*^  .  London. Taylor  Forbes  C^  .  Guelph. 

SAFES. 
Goldie-McCulloch  Co.,  Gait. 

SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,  Stewart  &  Milne,  Hamil- ton. 

SCREEN  CLOTH. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 

SCREWS. 
Steel  Co.  of  Canada,  Hamilton. 

SHEARS. 
Canadian  Bufifalo  Forge  Co.,  Mont- real. 

SHOVELS  AND  SPADES. 
Lundy   Shovel   &   Tool   Co.,  Peter- boro. 
Canadian     Shovel     &     Tool  Co., Hamilton. 
Erie  Iron  Works,  St.  Thomas. 

SILVERWARE. 
Oneida   Community,   Ltd.,  Niagara 

Falls,  Ont. 
Toronto  Silver  Plate  Co.,  Toronto. 

SHEET  METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson.  Montreal. 

SPORTIN(}  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  Cartridge  Co.,  Montreal. 
H.    S.    Rowland   Sons   &    Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  -Montreal. Marble  Arms  Mfg.  Co.,  Gladstone, 

Mich. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRINGS  AND  AXLES. 
Guelph  Spring  &  A.xle  Co.,  Guelph. 

STEEL  TROUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STORE  EQUIPMENT. 
S.  G.  Bowser  &  Co.,  Toronto. 
Walker  Bin  &   Store  Fixture  Co., 

Berlin. 
National  Equipment  Co.,  Toronto. 

STOVES  AND  RANGES. 
D.  J.  Barker  &  Co.,  Picton. 

Butterworth  Foundry  Co.,  Ottawa, 
Burrow,   Stewart  &  Milne,  Hamil- 

ton. Canadian    Heating    &  Ventilating 
Co.,  Owen  Sound. Thos.  Davidson  Mfg.  Co.,  Montreal. 

Doherty  Mfg.  Co.,  Sarnia. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 

Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
M:ii|./,ryd  Foundry  Co.,  Hespeler. 
Hamilton     Stove    &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. Moffat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Specialties  Mfg.  Co.,  Grimsby. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mf"'.  Co.,  Woodstock. Supreme  Heating  Co.,  Welland. 

STOVE  CEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 
U.  S.  S-teel  Products  Export  Co., 

Montreal. 
TENTS  AND  AWNINGS. 

J.  J.  Ti;..ier  &  Son,  Peterboro. 
TIN  PLATE. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.   Steel  Products  Export  Co., Montreal. 

TOOL  GRINDERS. 
Cleveland  Stone  Co..  ( 'levclaiul Pike  Mfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TOOLS    (Mechanics) . 
.Allan  Hills  Edge  Tool  e.>..  •.'•11. Xorth  Bros.,  Philadelphia,  Pa. 

TRAPS. 
Oneida   Community,    Ltd.,  Niagara 

Falls,  Ont. 
TURPENTINE. 

Turpentine  Producers  Agency,  To- ronto. 
VACUUM  CLEANERS. 

Onward  Mfg.  Co.,  Berlin. 
Pollock  Mfg.  Co.,  Berlin. 

VALVES  AND  UNIONS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Pfiibprthy  Injector  Co.,  Windsor. 
Dart  Union  Co.,  Toronto 

VENTILATORS. 
Canadian  Bufl'alo  Forge  Co.,  Mont- real. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
WATER  SERVICE  SYSTEMS. 

National  Equipment  Co.,  Toronto. 
WATER  GAGES. 

Penberthy   Iiijfctor  Co.,  Windsor. 
METAL  WASHBOARDS. 

Meakins  &  Sons,  Hamilton. 
WHIFFLETREES  (Steel). 

Canada  Steel  Goods  Co.,  Hamilton. 
WHOLESALE  HARDWARE. 

Bond  Hdwe.  Co.,  Guelph. 
H.   S.  Howland,  Sons  &  Co.,  To- ronto. 

Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 

WHITE  LEAD. 
Brandram-Henderson     Co.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  O. 

WIRE  FENCING. 
U.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &   Wire   Co.,  Col- 

lingwood. 
WIRE  ROPE. 

B.  Greening  Wire  Co.,  Hamilton. 
WOODENWARE. 

Meakins  &  Sons,  Hamilton. 

m 

HOW  is  your  paint  stock?    Does  it  hang  fire,  and  stick  on 

your  shelves? 

The  full  margin  of  profit  in  your  paint  (department  can  only  be 

realized  by  handling  a  good  clean-cut,  quality  stock,  of  known  re- 

putation and  backed  by  common  sense  help  in  direct  support  of  your 
busmess. 

Feature  MINERVA  PAINTS    the  famous  British  Brand,  and 

watch  your  paint  sales  grow. 

Ask  any  Minerva  Agent  for  his  opinion. 

We  will  be  pleased  to  supply  their  names  on  request.  There  are 

hundreds  with  daily  increasing  sales. 

Established  in  England  in  1834 377  Carlaw  Ave.,  Toronto 

m 

L  25 

When  writing  to  advertisers,  kindly  mention  tlie  Canadian  Hardware,  Stove  &  Paint  Journal 
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CLASSIFIED  ADVERTISEMENTS 

Advertisements  under  this  head  ten  cents 

per  agate  line  each  insertion.  About  ten 
words  to  one  line.    Remit  when  ordering. 

THE  IMPROVED    KEYSTONE  DEHORNER 
A  4-sided.  sliding,  shear  cutting.  Dehorning  Knife  that  does  its 
work  in  an  instant  with  but  an  instant's  pain.  Agricultural Colleges  and  Veterinary  Surgeons  commend  the  KEY 
STONE— The  quickest,  cleanest  and  easiest  dehomer  made. 
If  your  Jobber  cannot  supply  you,  write  me,  and  I  will  send  full 
particulars  of  my  special  proposition  to  retailers. 

R.  H.  McKENNA,  219  Robert  Street,  Toronto. 

SITUATIONS  WANTED 

HARDWARE  SALESMAN  desirous  of  making  a  change— good  stock- 
keeper,  salesman  and  window  dresser  ;  over  seven  years'  experience  ; good  references ;  age  2o  years.    Apply  CHAS.  BYFOlil),  Newmarket,  Ont. 

BUSINESS  CHANCES 

FOR  SALE— We  have  surplus  stock  beveled  edged  grindstones  running  40 
to  50  lbs  each.    We  ofTer  them  to  the  trade  at  pci-  ton  licre.  Guar- anteed first  quality  grit.  Orders  filled  in  rotation  until  stock  is  exhausted. 

ShipG.T.R.  or  C.P.R.   HOWELL  HARDWARE  CO.   Goderich,  Ont. 

-TINSMITH  S  TOOLS  FOR  SALE— Good  opening, 
from,  and  no  opposition.     Reasonable  shop  rent. 

Sunderland. 
Large  district  to  draw T.  E.  JACKSON, 

SITUATIONS  VACANT 

WANTED— One  or  two  first-class  hardware  clerks.  Will  pay  good  wages to  experienced  and  reliable  men.  Apply,  mentioning  Canadian 
Hardware  and  giving  references,  etc.,  to  SASKATOON  HARDWARE 
CO.,  Saskatoon,  Sask. 

COMMISSION  LINES  WANTED 

tJARDWARE  LINES  WANTED  on  a  commission  basis,  covering  western 
provinces.    CANADIAN  SPECIALITY  CO.,  Suite  100,  Travis  Blk., 

Calgary,  Alta. 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
15j^  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

ROSS  &  WRIGHT 
Insurance  Counsellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET.  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 

us  when  your  loss  occurs 

The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 
Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Elscutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

SPECIAL  THREE  MONTHS  TRIAL  OFFER 
A  three  months  trial  will  convince  you  that  this  is  the  most 
thorough  and  practical  course  in  Sheet  Metal  Pattern  DraftinK  to 
be  had.  I  will  send  you  the  first  three  months  work,  cimsistins- of  the  first  15  plates,  15J  in.  X  18i  in.,  witli  instruction  sliccts  for 
$5.00.  If  you  are  in  doubt  as  to  whether  this  c(im-sc  is  what  you want,  you  may  give  it  a  three  months  trial  without  binding 
yourself  in  any  way  to  complete  the  full  25  months  course  unless 
you  wish  to  do  so.  The  Foundation  of  Pattern  Drafting  is  taught 
in  the  first  three  months  work.  Cut  out  this  a(l\  crtiscnicnt  an<l 
enclose  with  a  post  office  order  for  .%'>.i»i  pa.x  alilc  to  (J.  L.  Gray and  the  above  mentioned  three  months  drawings  and  instruction 
sheets  will  be  sent  you  at  once  prepaid.  This  offer  stands  good 
for  30  days  only  from  date  of  this  issue. 

3537  THIRD  AVENUE 
NEW  YORK  CITY GRAY'S  SCHOOL 

CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  HARD- 
WARE, STOVE  AND  PAINT  JOURNAL 

contains  much  valuable  information. 
Sometimes  an  advertiser  makes  several  lines  and  only  ONE  line 
will  be  represented  in  his  advertisement  but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 

J.  J.  TURNER  &  SONS 

The  Largest  Manufacturers  in  Canada  of 

Tents,  Flags,  Awnings,  Sails,  Horse  Blan- 
kets, Waterproof  Goods,  Coal  Bags  and 

every  description  of  Camping  Goods. 

Send  us  your  orders  for  Tents  and  l^eep  them  in 
!tocl(.   The))  are  put  up  in  bags  to  l^eep  them  clean. 

J.  J.  TURNER  &  SONS 
Peterborough,  Ont. Regina,  Sask. 

IWAN'S  PATENT  POST  HOLE  AUGER 
The  fastest  and  easiest  earth  cutting-  auger  on  the 
market.    A  splendid  line  for  hardwarenien  to  push. 

Made  in  seven  sizes,  4  to  12  inches.    Shipped  half 
dozen  in  bundle.  •  Augers    weigh   ten    pounds  each. 

Write  us  for  Circular  and  Price  List. 

ERIE  IRON  WORKS,  St.  Thomas,  Ont. 

MONARCH 
The  King  of  all 

Writing 

TYPEWRITERS 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 

The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 

When  writing  to  «dT«rti»ers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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It  Pleases  Your  Trade 

When  you  please  your  trade,  you  are  building  success  commercially. 

The  easiest  way  is  to  let  your  customers  know  just  what  they  pay  for  goods, 
what  they  owe  after  each  purchase  and  to  have  your  accounts  in  such  shape  that 
you  can,  without  making  another  figure,  tell  them  the  total  of  their  indebtedness. 

With  ,The  McCaskey  Gravity  Account  Register  System  every  account  it  posted  and 
totaled  with  each  purchase  and  each  customer  has  the  same  record  of  the  account  as  the 
merchant  and  in  the  same  handv^riting.  Giving  the  customer  a  statement  in  full  with  each 
purchase  inspires  him  with  confidence  in  his  dealer.  He  wants  to  trade  where  he  knows  how 
his  account  stands  at  all  times,  where  his  account  is  ready  for  settlement  at  the  same  figures 
he  has  whenever  he  is  ready  to  settle. 

Only 

One  Writing- 

Is  in  use  in  70,000  retail  stores  in  Canada  and  the  United  States.  Seventy 
thousand  merchants  find  that  The  McCaskey  System  cuts  out  useless  book- 

keeping, (posting  and  copying  from  one  book  to  another),  prevents  errors  m 
keeping  accounts,  prevents  loss  of  customers  through  disputes  over  accounts, 
prevents  forgetting  to  charge,  acts  as  an  automatic  collector,  as  an  automatic 
credit  limit  and  puts  them  in  position  to  prove  their  loss  in  case  of  fire. 

First  and  Still 

the  Best ''^    SYSTEM  • 

Do  you  want  to  know  who  in  your  locality  is  using  The  McCaskey 
System  ?  We  have  thousands  of  testimonials,  some  from  merchants  you 
know  in  your  state,  county  and  town. 

A  postal  card  or  a  letter  will  bring  you  information  without  obligation 
on  your  part  to  purchase. 

Better  write  to-day,  or  tear  out  this  advertisement,  sign  your  name  and 
address.    We'll  know  what  you  want. 

DOMINION  REGISTER  CO.,  Limited 

90-98  Ontario  St.,  Toronto,  Canada 
Branches : — New  York,  Boston,  Pittsburg,  Chicago, 

Minneapolis,  Kansas  City,  San  Francisco, 
Atlanta,  Memphis,  Washington. 

519-521  Corn  &  Produce  Exchange,  Mancliester,  England. 
The  McCaskey  Register  Co.,  AUiance,  Ohio,  U.S.A. 

Index  to  Advertisements 

A  ' E.  C.  Atkins  &  Co   10 
B 

Barber  &  Ellis   22 
G.  &  H.  Barnett   79 
Belleville  Hardware  &  Lock  Co. .  26 
S.  F.  Bowser  &  Co.    7 
Brandram-Henderson,  Ltd  67 
Bulfalo  Forge  Co.  (Canadian)   75 
Burrow,  Stewart  &  Milne  23 
Brantford  Roofing  Co   16 
Butterworth  Foundry   26 

C 
Canada  Steel  Goods  Co   i 
Canadian  Fairbanks-Morse  Co...  11 
Canada  Paint  Co   73 
Canadian  Heating  &  Vent.  Co  32 
Clare  Bros   19 
Collins  Mfg.  Co   22 
Consolidated  Fruit  Jar  Co  34 
Cowan  &  Britton   79 
Cleveland  Stone  Co   34 
J.  H.  Connor  &  Son   12 
Cummer-Do wswell  Co   12 

D 
Dart  Union  Co   32 
Thos.  Davidson  Mfg.  Co    24 
Dominion  Register  Co   78 
Dominion  Cartridge  Co  Cover 

E 
Erie  Iron  Works   77 

F 
Ferrosteel  Co   79 
Pindlay  Bros   20 

G 
Gendron  Manufacturing  Co  28 
Gillette  Safety  Razor  Co   2 
Gray's  School   77 
B.  Greening  Wire  Co   24 
Gutta  Percha  &  Rubber  Goods  Co.  26 
Glidden  Varnish  Co   65 
Gurney  Foundry  Co   15 

H 
Hall  Zryd  Foundry  Co   31 
Hamilton  Stove  &  Heater  Co   27 
H.  S.  Rowland,  Sons  &  Co   5 
Allan  Hills  Edge  Tool  Co   9 

I 
Imperial  Varnish  &  Color  Co   71 
International  Varnish  Co   71 

J 
Jenkins  &  Hardy   77 

L 
Lewis  Bros   35 
Legg  Bros   29 
A.  C.  Leslie  &  Co   69 
Lowe  Bros   61 
Lufkin  Rule  Co   79 
Lundy  Shovel  &  Tool  Co   8 

Marble  Arms  Mfg.  Co  22 
Martin-Senour  Co   69 
D.  Maxwell  &  Sons   13 
Meakins  &  Sons   10 
McClary  Mfg.  Co   17 
R.  H.  McKenna   77 
Metal  Shingle  &  Siding  Co   30 
Monarch  Typewriter  Co   77 
Jas.  Morrison  Brass  Mfg.  Co  33 

N 
National  Cash  Reg.  Co   62 
Nickel  Plate  Co   30 
North  Bros   21 
C.  Norsworthy  &  Co.  Ltd   18 
Nicholson  File  Co   8 

0 
Onward  Mfg.  Co  31 

P 
Parmenter  &  Bulloch   77 
Pike  Mfg.  Co   21 
Pease  Foundry  Co   16 
Pllkington  Bros   22 
Pinchin- Johnson  Co   76 
Pratt  &  Lambert   75 
Penberthy  Iniector  Co   Cover 
Pollock  Mfg.  Co   21 

R 
A.  Ramsay  &  Son   37 

Rice-Knight  Co   34 
Ross  &  Wright    77 

S 
Sadler  &  Ha  worth   6 
.Sanderson  Pearcy  &  Co   71 
Sheet  Metal  Products  Co   14 
Sherwin-Williams  Co  67 
J.  H.  Still  Mfg.  Co   28 

Jas.  Stewart  Mfg.  Co   25 
Stratford  Mfg.  Co   28 
Steel  Co.  of  Canada   4 
Jas.  Smart  Mfg.  Co   33 
C.  F.  G.  Stender  &  Co   21 

T 
Taylor  &  Boggis   6 

Taylor-Forbes  &  Co   3 
Tobin  Arms  Mfg.  Co   28 

B.  &  S.  H.  Thompson   14 
J.  J.  Turner  &  Son  77 

U 
U.  S.  Steel  Products  Co   3C 

W 
Western  Clock  Co   36 

E.  T.  Wright  &  Co   34 
Wondershine  Ltd   18 
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f=  MEASURING  TAPES  with  ̂ /nAtu7itd/nje<>i^  READINGS 

An  improvement  originated  and  brought  out  a  few  years  ago  by 

/UFK/N 

The 

PATENTED  IN  CANADA  AND  ENGLAND 

#  U.  S.  Patent  pending. 
Line  has  always  given  satisfaction.     It  maintains  its  reputation. 

THE /i/FKiN Rule t?a.  ofQanada^Itd. 

===^==  W/NDSO/tONT,  ===== 

BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863 

Twelve  Medals  of  Award  at 

INTERNATIONAL 

Expositions 

INCORPORATED  1895 

Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

Copy  of  Catalogue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 

COWAN  &  BRITTON 

HINGES— BUTTS— HARDWARE 

UNIFORM  DEPENDABLE  QUALITY 

The  cost  of  Cowan  &  Britton  goods  is  about  the  same  as  that  paid  for  inferior 
lines.    Specify  Cowan  &  Britton  make  when  ordering  from  your  jobber. 

FACTORY  AND  HEAD  OFFICE GANANOQUE,  CANADA 

Western  Representatives  |      ̂ISIV'^.V^V  O  ̂R^'^fS^Q^v'  Winnipeg I  K.  OtjlLVlE,  P.O.  Box  1259,  Vancouver,  B.C. 
Look  for  the  above  brand 

THE  IMPERIAL 

CANADIAN 

FERROSTEEL  COMPANY 

Bridgebur?,  Ontario 

SIDE  WALL 

REGISTER 

SPECIALISTS 

ALL  DESIGNS  ALL  SIZES 
ALL  FINISHES THE  MOORISH 



DOMINION 

AMMUNITION 

Brings  Customers 

Gives  Satisfaction 

Carries  Profits 

DOMINION  CARTRIDGE  COMPANY 

Limited 

MONTREAL 

CANADA 
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1 

IS>  iiiiBllMirrTT-     '  J 

The  Peerless  Sight  Feed  Lubricator 

Is  specially  designed  and  recommended  for  high  grade  engines  where  the  service  demands 

RELIABILITY— ACCURACY-  SATISFACTION 

Tested  and  inspected  by  mechanical  experts  before  leaving  our  factory  and  absolutely  guaranteed 
Manufactured  by 

PENBERTHY  INJECTOR  CO.,  Limited       WINDSOR,  ONT. 

i I 



CANADIAN  HARDWARE.  STOVE  &  PAINT  JOURNAL. 
July,  191: 

Don't  Let  Your 

Gillette  Depot  Sign 

Get  Weatherworn 

You  know  how  well  that  big  blue  and 

yellow  "GILLETTE  DEPOT" 
sign  has  served  you  for  nearly  two 

years.  You  know  how  much  it  has 

meant  to  have  your  store  conspic- 

uously marked  out  as  the  local  head- 

quarters for  the  GILLETTE  Safety 

Razor  and  Blades. 

Don't  let  that  advantage  slip  away. 

If  your  "GILLETTE  DEPOT"  Sign  is  not  as  fresh  and  attractive  as  it  once 
was,  write  us  right  away.  We  have  a  new  sign  waiting  here  to  replace  it,  and 

will  ship  immediately.  Just  state  whether  you  want  the  flanged  sign,  to  project 

from  the  store  front,  or  the  square  one  which  nails  on  flat. 

If  you  show  one  or  two  bright,  fresh  "GILLETTE  DEPOT"  Signs,  and  a  good 
line  of  GILLETTE  Sets  and  blades,  you  hold  all  the  trumps  in  the  razor  game. 

The  GILLETTE  is  the  keenest,  smoothest-shaving,  quickest  and  most  satisfactory 

razor  made.  This  means  much  to  you  and  everything  to  your  customers.  The 

selling  price  is  protected — there's  no  price-cutting — and  you  are  always  sure  of  a 
quick  turnover  and  a  substantial  profit  on  every  razor  you  take  into  stock. 

Why  waste  your  time,  your  window-space  and  your  energy  on  "next-bests"  or 
cheap  foreign  make-shifts ?  Concentrate  on  the  GILLETTE.  Give  it  a  fair 

showing  in  your  windows  and  on  your  counters.  Write  for  (and  use)  the  hand- 

some store  cards  and  other  displays  which  we  are  continually  devising. 

Push  the  GILLETTE — identify  your  store  with  it— rand  you  will  find  it  the 
livest,  most  profitable  specialty  in  your  store. 

Don't  forget  to  write  for  that  new  "GILLETTE  DEPOT"  Sign. 

The  Gillette  Safety  Razor  Co.,  of  Canada 
Limited 

Office  and  Factory :  The  New  Gillette  Bldg.,  Montreal 

KMOWN  THt WORLD  oven 
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Tools  Needed 

In  Every  Home 

Fast  Sellers  and 

Profit  Makers 

The  Western  Tool  Grinder 

Is  the  lightest  running  and  longest-lived  grinding  machine  on  the 
market.    It  is  noiseless,  dirtless  and  chainless,  having  encased 
cut  gears,  and  the  friction  is  reduced  to  the  minimum.  Every  part  is  made  of  the  finest  iron 

and  the  vv^heel  is  the  best  corundum,  7x1.    Packed  in  a  box  it  w^eighs  only  20  pounds. 

EVERY  FARMHOUSE,  HOME  WORKSHOP  AND  SUMMER  RESORT 

should  be  equipped  with  a  WESTERN  TOOL  GRINDER  and  a  COMBINATION 
ANVIL  and  VISE.  There  is  always  something  wanting  to  be  fixed  and  the  hardwareman 

who  recommends  these  satisfaction-giving  Taylor-Forbes  Tools  will  win  favor  and  make 
good  profit  on  the  sales. 

COMBINATION  ANVIL  AND  VISE 

No.  20 

Five  Tools 

in  One 

No.  1 — Combination  Anvil  and  Vise 

No.  2 — Anvil  with  Chilled  Face 
No.  3 — Saw  Clamp 

No.  5 — Pipe  Vise 

No  Workshop  is  Complete  Without  a  "T.  F."  No.  20  Vise 
It  combines  all  the  advantages  of  five  tools  for  the  price  of  one,  and  is  also  a  great  time  and 

labor  saver — it  is  a  workshop  in  itself.  All  parts  are  made  from  the  best  carefully  selected 
materials,  specially  tempered.  The  various  parts  are  quickly  put  on  or  taken  off  and  there 
are  no  bolts  or  screws  to  get  lost  or  become  rusty. 

Ask  your  jobber  for  "Taylor- Forbes"  Goods If  he  cannot  supply  you,    write  us  direct 

TAYLOR-FORBES  CO.,  LIMITED 
Taylor-Forbes  Co.,  246  Craig  St.,  Montreal  Head  Office  and  Works:  H.  F.  Moulden  &  Son,  Travellers' Bldg.,  Winnipeg 
H.  G.  Rogers,  531-2  Dock  St.,  St.  John,  N.B.  /^ITCf  DO     rWTT  ^'  Vancouver,  B.C. 
Canadian  United  Mfrs.  Agency.  London,  Eng.  ilULLril,  UlN  1  .  J.  B.  H  Rickaby,  Victoria,  B.C. 

When  writmg  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  U  Faint  Jou^a\ 
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Who  Gets 

the  Orders  for 

Leather  Belting 

in  your  town? 

Or  do  these  orders  go  direct  to  the 

manufacturers  or  to  a  neighboring  city 

where  there  is  a  warehouse. 

Why  not  You? 

Why  don't  you  corral  this  belting 
business  by  putting  in  a  stock  of  the 

smaller  sizes  most  generally  used? 

The  profit  is  good,  the  demand  steady, 

and  we'll  advertise  your  stock  in 
your  locality. 

IJ  you'll  drop  us  a  line  we 
can  put  an  interesting  prop- 

osition before  you. 

Tanners  and  Manufacturers 

MONTREAL 
511  William  St. 

ST.  JOHN,  N.  B. 
89  Prince  William  St. 

TORONTO 
27  Melinda  St. 

VANCOUVER 
27  Columbia  Ave. 

WINNIPEG 
244  Princess  St. 

For  over  35  years  the  makers 
of  the    best    leather  bells. 

BUILDERS
' HARDWAR
E 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  Furwace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 

Bungs,  etc.,  etc. 

Send  for  complete  descriptive 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

When  writine  to  advartiiers,  kindly  mention  the   Canadiim  Hudw&re,  Stove  &  Faint  Journal 
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Often  in  the  rush  and 

hurry  of  modern  bus- 

iness,  stocks   will  be 

found  running  low.  There  is  one  thing  to  do —  Rush 

your  order  to  us  and  we  will  forward  the  goods  as 

quickly  as  the  railways  can  carry  it. 

While  filling  out  your  order  sheet  remember  that 

lines  carrying 

Howland's  Samson  Quality "  Trade  Mark  Registered  " 

are » the  goods  that  win  trade  on  account 

of  the  extra  quality  and  value  that 

is  given.     Let  us  have  your  order. 

Samson  Farm  and  Garden  Tools  with 

their  extra  high  quality  are  the  very 

best  lines  which  the  retail  merchant 

can  purchase  just  now. 

H.  S.  Howland  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY TORONTO 

GRAHAM  NAILS  ARE  THE  BEST 

OUR  PRICES  ARE  RIGHT 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Nicholson-Made  Files  are  Business  Builders 

They  bring  into  your  store  the  highest  grade  workmen,  for 

dealers  who  handle  NICHOLSON-MADE  FILES  AND 

RASPS  are  invariably  leaders  and  also  carry  standard  articles 
in  other  lines. 

Confidence  is  not  created — it  grows 

For  nearly  fifty  years  the  NICHOLSON  FILE  COMPANY 

has  been  building  its  reputation  for  highest  quality  Files.  All 
classes  of  file  users  know  that  our  trade  mark  on  a  file  assures 

them  of  the  finest  steel,  sharp  cutting  teeth,  even  temper  and 

long  wearing  qualities. 

For  sale  by  all  hardware  jobbers 

—  THE  BEST  BRANDS ' 

Great  Western. 
Arcade. 

American. 

Globe. 

Eagle. 

Kearney  &  Foot. 
McClellan. 

J.  B.  Smith. 

—  MADE  IN  CANADA 

Nicholson  File  Company,  Port  Hope,  Ontario 

WARRANTED 
ST  ST  EEL 

TO  THE  HARDWARE  TRADE 

Do  NOT  let  your  Competitor  make  ALL  the  Sales 
when  YOU  can  draw  the  greatest  part  of  it  your 

way  by  handling  our  guaranteed  line  of 

Welded  Shovels 

Perfectly  Balanced Unsurpassed  in  Finish 

We  make  Welded  Shovels  because  Experience 
Proves  and  the  Trade  Demands  shovels  that  are 

Stronger  and  more  Durable  than  other  makes. 

PROMPT  SHIPMENTS  GUARANTEED 

Write  for  catalogue  or  prices  to  any  of  these  addresses 

The  Lundy  Shovel  &  Tool  Co.,  Limited 
PETERBOROUGH,  ONTARIO 

ONTARIO 
]^^,  B.  Misener,  105  Cowan  Avenue»  Toronto 

QUEBEC Delorme  Bros.,  15  Debresoles  Street,  Montreal 
MARITIME  PROVINCES 

S.  N.  Sancton,  St.  John,  N.  B. 

MANITOBA  AND  SASKATCHEWAN 
Tees  &  Persse,  Limited,  Winnipeg 

ALBERTA 
Tees  &  Persse  of  Alberta,  Limited 

BRITISH  COLUMBIA 
E.  E.  Crandall,  1073  Hamilton  Street,  Vancouver 

When  writins  to  advertisert,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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We  Guarantee  Them 

Largest  Manufacturers  of 

DRAW  KNIVES 

in  Canada 

Allan  Hills  Edge  Tool  Co. 

Gait,  Ontario 

E.  SCHOFIELD 

Canadian  Express  Bldg. 
Montreal 

Eastern  Representative 

N.  J.  DINNEN 

141  Bannantyne  Ave. 
Winnipeg 

Western  Representative 

Wb«n  writlnc  to  adT«rtii«rf,  kindly  mention  tli»  Canadian  Hardware,  StoTa  &  Paint  Journal 
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Enameled  Preserving  Kettles  and  Berlin  Pots 

Now  is  the  time  to  place  your  order  for  these  lines — Don't 
leave  it  till  you  're  asked  for  them. 

We  have  all  sizes  on  hand  from  2  quart  to  30  quart 

capacity  and  can  make  prompt  shipments  in  our  well 
known  brands  of 

"Colonial"  "Premier" 
or 

There  is  Profit  to  the  Dealer  and 
Satisfaction  to  the  Customer  in 
every  Sale  Made. 

"  Britannic"  Wares 

The  Thos,  Davidson  Mfg.  Company,  Limited 

Montreal       Winnipeg  Toronto 

BURMAN'S CLIPPERS 

Bring  Repeat  Orders 

and  are  rapid  sellers  on  account 
of  construction,  finish  and  price. 
A  sale  of  one  of  these  clippers 

represents  another  satisfied 
customer  —  who  will  come  back 

again  for  this   and    other  lines. 

It  Pays  to  Handle  Barman's 

Hand  Clippers,  Power  Clippers,  Clippers  of  all  Kinds 

Large  Stock        Prompt  Shipments        Spare  Parts 

Order  through  ̂ our  jobber  or  direct. 

Sole  Agents  for  Canada 

B.  &  S.  H.  THOMPSON  &  CO.,  Limited,  Montreal 

When  writing  to  advertisan,  kindly  mention  the   Canadiam  Hardware,  Stove  &  Faint  Journal 
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MOTOR  BOAT 

AND 

AUTOMOBILE  SUPPLIES 

|!7  VERY  Hardware  dealer  should  realize  the  growing  popularity  of 
Motor  Boating,  and  the  large  trade  in  Accessories  and  Marine 

Engines  arising  from  same. 

The  wide  awake  dealer  should  have  all  the  necessary  supplies,  such 

as  Magnetos,  Spark-Plugs,  Carburators,  Lights,  and  a  full  line  of  Marine 
Hardware  and  Automobile  specialties. 

Our  stock  is  the  largest  in  Canada,  and  our  nearest  house  can  fill 

your  requirements  promptly. 

Our  Catalog,  No.  24,  shows  one  line  of  Motor  Boat  accessories. 

A  card  to  our  nearest  branch  will  bring  it  to  you. 

If  you  are  interested  in  Marine  Engines,  let  us  send  you  a  Catalog 

No.  23,  illustrating  "Fairbanks-Morse"  Marine  Engine. 

The  Canadian  Fairbanks-Morse  Co. 
LIMITED 

Fairbanks  Standard  Scales,  Fairhanks-Morse  Gas  and  Gasoline  Engines 
Safes  and  Vaults. 

MONTREAL      ST.  JOHN      OTTAWA        TORONTO        WINNIPEG  CALGARY 
SASKATOON         VANCOUVER  VICTORIA 

Wben  writing  to  adTertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Clinch  the  Roofing  Contract 

You  positively  cannot  say  too  much  for  BRANTFORD  ROOFING.  The  cut  shows  the  George  White  & 

Sons  Co.'s  plant  situated  right  beside  the  G.T.  main  line  in  London,  Ontario.  Even  the  Boiler  House  and Foundries  are  covered  with 

BRANTFORD  ROOFING 

and  a  roofing  that  successfully  withstands  the  combined  action  of  fierce  heat  within  and  flying  sparks 
and  hot  cinders,  flung  from  passing  trains,  without — besides  defying  wear  and  weather — cannot  be  too 
highly  recommended. 

N.B. — When  you  see  excavation  work  going  on  go  after  the  Roofing  Contract  and  clinch  it. 
BRANTFORD  ROOFING  will  enhance  your  reputation,  and  there  is  a  reasonable 
margin  of  profit  in  it  for  you.    Write  for  our  new  catalogue. 

BRANTFORD  ROOFING  CO.,  Ltd.,  Brantford,  Canada 

Branch  Warehouses -MONTREAL,  9  Place  D'  Youville ;  WINNIPEG,  117  Market  Street 

THIS  WASHER 

Appeals  to  Women 

because  of  the  recent  improved  features 

that  make  it  the  most  efficient  and  con- 

venient washer  sold  at  the  price. 

CONNOR 

Ball  Bearing  Washer 

will  make  your  washing  machine  dept.  a 

success  and  a  big  dividend  earner.  Many 

progressive  dealers  have  doubled  their 

washing  machine  sales  since  taking  hold 

of  the  Connor  Ball  Bearing  Washer.  You 

can  do  equally  as  well.  Drop  a  card  for 
our  new  catalog. 

J.  H.  Connor  &  Son,  Ltd.,  Ottawa,  Ont. 

Wh«ii  writinc  to  adT«rtii«ra,  kindly  mtntiOA  the  Canadian  Haidwaie,  Stove  b  Paint  Journal 
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HAMILTON  SECTION 

About  Forty  Manufacturers  of  Hardware  and  Stoves  have  their  Factories 
and  Foundries  located  at  Hamilton,  every  operation  from  the  smelting  of 
the  iron  to  the  making  of  nails,  screws,  shovels,  saws,  etc.,  being  done  in  the 

"Hardware  City." 

The  Eighth  Annual  Convention  and  Exhibition  of  the  Ontario  Retail  Hard- 

ware and  Stove  Dealers'  Association  is  to  be  held  at  Hamilton  in  February, 
1913.      Make  your  plans  to  attend  it. 

Build  Up  Your  Profits 

By  handling-  our  BALE-TIES  for  baling'  purposes.    Our  baling- 
wire  is  all  extra  strong-  and  pliable. 
LAIDLAW  WIRE  NAILS  AND  STAPLES  (all  sizes)  are  the 
Standard  for  Canada.  If  you  want  to  sell  WIRE  NAILS  of 
superior  quality,  consult  us. 
We  also  make  a  specialty  of  manufacturing  WIRE  for  CON- 

CRETE BONDING,  or,  in  fact,  for  any  purpose. 
Send  Us  a  Trial  Order 

The  Laidlaw  Bale -Tie  Co.,  Limited 
Hamilton,  Ontario 

Henry  F.  Moulden,  Winnipeg 
George  W.  Laidlaw,  Vancouver 

Here*s  a  Couple  of  Good  Sellers 
Made  Right  and  backed 

by  C-D  Efficiency 

Real 

Quality 

at  the 

Right 

Price 

Agents W.  L.  Haldimand  &  Sons,  Mantreal 
H.  F.  Moulden  &  Son,  Winnipeg 

Made  by 

Cummer-DowswelL  Li  mited 

Hamilton,  Ontario 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  Journal 
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BUILDERS 

HARDWARE 

WITH  A 

REPUTATION 

CRESCENT 

Hinges,  Butts,  Staples,  Latches,  Gate  Hooks, 

Parlor  Door  Hangers,  Barn  Door  Hangers, 

Corrugated  Strap  and  Tee  Hinges,  and  Light, 

Med  lum  and  Heavy  Strap  and  Tee  Hinges 

CANADA  STEEL  GOODS  CO.,  Limited 

HAMILTON,  -  -  ONTARIO 

The  Steel  Company  of  Canada 
Limited 

WIRE 

Oiled  and  Annealed  Wire,  Barbed  Wire 

Galvanized  Coiled  Spring  Wire 

Wire  Nails,  Fence  Staples,  Tacks 

Wood  Screws,  Machine  Screws 

Rivets  and  Burrs 

DISTRICT  SALES  OFFICES : 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLennan,  Vancouver,  B.C.  H.  G.  Rogers,  St.  John,  N. B. 
J.  B.  H.  Rickaby,  Victoria,  B.C.  Geo.  D.  Hatfield,  Halifax,  N.S. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Jewel  Stoves  and  Ranges 

Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Every  modern  improvement  is  embodied  in  the  Royal  Jewel 
Rang'e. 
They  are  made  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
and  922,  with  or  without  Reservoir,  and  with  any  equipment of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied. 

The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 

The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once  sold 

it  never  comes  back,  but  is  always  a  work- 
ing advertisement.  One  sale  makes  another 

and  the  demand  is  constantly  increasing-. 

Make  the  Royal  Jewel  Steel  Range 

your  leader  and  you  are  sure  of  the 

best  stove  trade  in  your  locality 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 

Jewel. 

STYLE  R.  F. 

We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ind  the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 
country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels, 
Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 

The  Burrow,  Stewart  and  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 
Offices  also  at  MONTREAL,  TORONTO  and  WINNIPEG 

Western  customers  please  write  for  information  and  send  orders  to  our 

Winnipeg  Branch,  No.  130  James  Avenue 

When  writing  to  adTertiiari,  kindly  mention  tke  Canadian  Hardware,  Stoye  &  Faint  Journal 
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ATKINS 

STERUNG 

MADE  IN 
CANADA 

SAWS 

The  profitable  line.  HIGHEST  QUALITY-^- 

They  stand  a  fair  profit  and  give  satisfaction. 

Send  for  full  information  on  Saws  and  Selling  Helps 

Factory 

HAMILTON,  ONT. 

E.  C.  ATKINS  &  CO. 

Makers  of  Sterling  Saws Branch 

VANCOUVER,  B.C. 

GREENIN
G'S 

COW  TIES 

Are  the  Lightest,  Strongest  and  Best  Chains  on  the  Market 

Made  in  Six  Sizes  and  Six  Styles 

Also  Halter,  Dog,  Kennel,  Tie-out  and  Trace  Chains 
Manufactured  by 

The  B.  Greening  Wire  Co.,  Limited 

Hamilton,  Ont.  Montreal,  Que. 

Halter,  Dog  and  Kennel  Chains Trace  Chains Closed  Ring  Cow  Tie 
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NEW 

IDEA 

Souvenir 

Furnace 

The  Only 

Furnace 

Backed 

With  a 
Five  Year 

Guarantee 
Bond 

Furnace  men  have  a  strong 

selling  argument  in  the  War- 
ranty Bond  given  by  us  with 

every  Souvenir  Furnace,  New 
Idea  Series,  its  many  years 

of  successful  operation  enab- 
ling us  to  stand  behind  it  with 

a  five  year  guarantee. 

Cross  Section  View  of  the  New  Idea  Souvenir 

SPECIAL  FEATURES  OF  CONSTRUCTION 

HIGH  GRADE  MATERIAL— The  same  iron  used  in  our 
Locks  and  Builders'  Hardware  is  used  in  our  Stoves, 
Furnaces  and  Registers.  Cheap  pig  or  scrap  iron  would 
cost  less  but  would  not  give  us  as  strong  a  furnace. 
TRIPLE  RADIATING  SURFACES— The  construction 
of  our  large  steel  radiator  gives  a  long  fire  travel,  the  heat 
first  striking  the  top  of  dome,  then  being  thrown  to  front 
of  furnace,  from  where  it  passes  each  way  around  the 
outer  radiator  to  the  smoke  outlet. 
SOLID  BASE  and  ASH-PIT— A  solid  cast  iron  base  en- 

sures greater  duiability  than  if  sheet  iron  were  used.  A 
roomy  ash-pit  with  large  door  and  a  low  down  water  pan 
are  other  good  talking  points. 

DUPLEX  ASH  GRATES— Easily  operated  and  easily 
removed  through  the  ash  pit  door,  the  NEW  IDE.^  series 
grate  embodies  all  the  advantages  found  in  rocking,  dump- 
nig  or  shaking  grates  while  being  so  simple  in  construction 
that  it  does  not  require  an  expert  to  repair  them.  Special 
wood  grates  can  be  installed  or  removed  in  a  moment 
through  the  feed  door. 

LARGE  FEED  DOOR— Nothing  is  so  aggravating  in 
operating  a  furnace  as  to  have  a  small  feed  door  through 
which  blocks  of  wood  will  not  pass  or  which  causes  coal 
to  spill  over  the  floor.  The  NEW  IDEA  feed  door  is  extra 
large  and  is  fitted  with  a  smoke  flap  and  a  full  size  hot 
blast  guard. 

WE  HAVE  A  SPECIAL  PROPOSITION  TO  LIVE  DEALERS 

If  ))0U  are  interested  in  increasing  \)Our  heating  business  a  post  card  re- 
quest will  bring  you  our  catalogue  and  details  of  our  special  proposition 

HAMILTON  STOVE  &  HEATER  CO.,  Ltd. 
(SUCCESSORS  TO  GURNEY,  TILDEN  &  COMPANY,  LIMITED) 

Hamilton,  Ontario 

TILDEN,  GURNEY  &  CO.,  LTD.,  Winnipeg,  Calgary,  Vancouver 

When  writing  to  advertii«rg,  kindly  mention  tbe  Canadian  Hardware,  Stove  &  Faint  Journal 
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JUST  THE  GOODS  FOR  WEDDING  PRESENTS 

"SANITARY" 
Bread  and  Cake  Boxes 

Something  New 

Note  the  Round  Copners  Ribbed  Unbendable  Covers —Artistic 

Decorating-. No  sharp  corners  to  cut  the  hand — no  angles  to  hold  stale  particles  oF 
bread  or  cake. 

We  are  introducing  this  line  for  the  flpst  time  to  the  Canadian  trade. 
Be  the  fipst  to  introduce  "SANITARY"  Bread  and  Cake  boxes  in  your 

territor)'. 
As  a  protection  against  damage,  and  a  convenience  in  shipping,  we  are 

putting  up  the  Bread  Boxes  three  sizes  nested  in  a  carton,  with  no  extra 
charge  for  packing 

The  Cake  Boxes,  however,  cannot  be  nested  on  account  of  the  trays. 
Size,  ins. Bread 

Nos.  200 

"  300 "  400 

80  15^4:xl0^xllX  p  • 
40         18  xl2!4xl3>^J 

Ask  us  to  send  you  price  list  of  complete  line  of  I.  X.  White  Japanned 
Tinware.    The  goods  are  unparalleled  and  the  prices  reasonable. 

E.  T.  Wright  &  Co.,  Hamilton,  Can. 
(H.  G.  Wright) 

Agencies  at  Vancouver,  Winnipeg  and  Toronto 

Ultimately  you  will  handle  and  your  customers  will 
demand  only 

Meaki
ns' 

Sanit
ary  

Wash
boar

ds 

then  why  not  now  ?  Modernize  your  stock  with  goods 

that  are  practical  as  well  as  cleanly.  Meakins'  Wash- 
boards are  made  of  all  metal,  non-rustable,  light  and 

durable. 

Every  housewife  wants  one.     Write  for  information. 

No  Dirt 
Can  Lodge 

in  the 
All-Metal 

Meakins  &  Sons,  Hamilton,  Ont. 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Faint  Journal 
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Special  Announcement 

To  All  Hardware  Merchants  and  Jobbers 

We  beg  to  announce  that  our  factory  in  Oakville  is  now  in  operation, 

and  that  instead  of  our  goods  being  handled  by  Wondershine,  Limited, 

we  have  decided  to  have  our  own  Selling  Organization,  and  handle  the 

entire  trade  ourselves. 

Our  Cooking  Utensils  are  now  ready  for  the  market,  and  will  be  sold 

to  the  trade  only,  and  will  be  known  and  largely  advertised  as 

Mark 

Our  trade  mark  will  be  as  shown  here  and  means  an  absolute  guarantee 

of  every  article  manufactured  by  us  and  should  by  any  oversight  a 

defective  article  reach  the  consumer,  we  must  ask  the  dealer  to  take 

it  back  without  any  hesitation  and  exchange  it  or  refund  the  money 

and  we  will  protect  him. 

We  have  a  stock  of  goods  on  hand  and  can  give  immediate  shipment 

in  many  lines. 

Please  Write  To-day  for  Our  Price  List 

The  Ware  Mfg.  Company 
Limited 

220  King  Street  West  Toronto,  Ontario 

When  writinc  to  »dv«rtii«rs,  kindly  mention  the   Canadian  Hardware,  Stove  &  Faint  Journal 
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^™  S.M.P. 

Enameled  Preserving  Kettles 

===  and  Fruit  Jar  Fillers 

WILL  SOON  BE  IN  DEMAND 

Are  You  Prepared  for  the  Rush? 

Prices 

on 

Application 

To  fit  '/2  and  1  Quart  Jars 

Our  brands  "DIAMOND"  and  "PEARL"  Wares  will  satisfy  the  most  critical 
patrons.    Our  stock  is  complete,  and  we  can  ship  promptly.    Send  us  your  orders. 

The  SHEET  METAL  PRODUCTS  COMPANY 

Montreal 

OF  CANADA  SUCCESSORS  TO 

KEMP  MANUFACTURING  COMPANY 
TORONTO 

LIMITED Winnipeg 

HOW  ABOUT 

YOUR  PAINT  OIL  DEPARTMENT? 

If  you  could  find  a  way  to  increase  the  profits  in  your  paint  oil  department 

you  would  at  least  investigate  it,  wouldn't  you  ?  Then  why  not  take  the 
time  NOW,  to  investigate  the 

BOWSER  PAINT  OIL  SYSTEM 

We  have  installed  systems  for  many  of  your  fellow  merchants — it  pays 
them — it  will  pay  you. 

You  can  get  one  outfit  or  a  dozen,  just  as  your  requirements  demand.  You 

don't  have  to  invest  much  money,  but  you  get  enormous  returns. 
The  Bowser  not  only  prevents  all  waste  and  over-measure,  but  it  gives  your 
store  tone  and  attractiveness.  It  draws  trade  because  you  can  give  better 
service  and  cleaner  oil.  The  pumps  measure  the  oil  directly  into  the 

customer's  can — no  measures  nor  funnels.  It  computes  the  charge  and 
counts  the  gallons. 

Send  a  card  to-day  for  free  book  No.  5N 

S.  F.  BOWSER  &  COMPANY,  INC.,  TORONTO 
66-68  FRASER  AVENUE 

Manufacturers  of  Self -measuring  Pumps,  Gasoline  and  Oil 
Storage  Systems,  Dry  Cleaning  Systems,  etc.    Established  1885 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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MAXWELL'S  
"JEWEL" 

FOOD  CUTTER 

The  "Jewel"  Food  Cutter  illustrated  above  is  a  smooth-working, 
quick-cutting,  thoroughly  reliable,  Canadian-made  machine  at  a 
price  within  the  reach  of  all  your  customers. 

With  each  size  of  machine  go  five  cutting  plates,  providing  for  every 
class  of  work,  while  the  range  of  sizes  enables  you  to  meet  the 
needs  of  the  smallest  household  or  the  big  hotel. 

We  are  the  only  manufacturers  of  Food  Cutters  in  Canada,  and  we 

guarantee  the  Maxwell  Cutters  to  be  superior  in  quality  and  finish 

to  any  of  foreign  manufacture. 

Write  for  Catalogue  of  the  Maxwell 
Line  of  Household  Labor  Savers  to 

DAVID  MAXWELL  &  SONS,  St.  Mary's,  Ont. 

Wbtn  writins  to  adTcrtUers,  kindly  mention  th*  Canadian  Hardware,  Stov*  &  Faint  Journal 
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PEASE 

EASY  TO  SELL 
"Economy 

Warm  Air FURNACES 

A  well-known  widely-advertised  furnace  manufactured  by  a  large  and  reputable  company. 

Many  strong  selling  points  such  as  Less  Coal  Consumption,  actual  proof  of  which  we  will  gladly  furnish  you. 

"Anti-Clinker"  grate  and  perfect  combustion  chamber.  Large  dust  flues  ensure  absence  of  dust  when  shaking. 

Sold  and  recommended  by  dealers  for  twenty-five  years 

A  GOOD  LINE  FOR  YOU  TO  HANDLE 

Write  for  particulars 

Pease  Foundry  company LIMITED. 
TORONTO  WINNIPEG 

PEASE-WALDON,  COMPANY.  LIMITED,  WINNIPEG PEASE  PACIFIC  FOUNDRY,  LTD..  VANCOUVER 

46 

THE 

MAPLE  LEAF 

WARM  AIR 

FURNACE 

Built  upon  lines  that 

appeal  to  the  practical 
furnace  man  and  give 

the  user  genuine  satis- 
faction. 

Low  down  radiator  with  wide  flue  space  provided  with  baffle  plate,  giving  double  length  of  fire  travel ;  heavy  sectional  ribbed  firepots ;  square 
ash  pit  allowing  ample  air  to  back  of  fire  pot  ;  triangular  bar  grates  of  new  pattern  ;  large  feed  door ;  straight  casing ;  and  many  more  features 
not  seen  in  everyday  furnaces;    This  exceptionally  good  furnace  sold  at  a  price  which  allows  the  dealer  to  get  a  good  profit  on  his  material  and 

time  for  installation  and  beat  out  competitors  with  quality. 

BUTTERWORTH  FOUNDRY  LIMITED 

Established  1874  OTTAWA,  ONTARIO  incorporated  l  909 

Wban  writinc  to  »dT«rtU«ri,  klndlj  mantion  tA«  OaaaAian  Har4war«.  atOT*  k  Paint  Joaraal 
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How  Much  Does 

Advertising  Help? 

Suppose  the  town  you  lived  in  were  smaller,  and  you  knew  every- 

one in  and  around  it,  it  wouldn't  be  a  hard  matter  to  sell  stoves,  would 

it }  You'd  have  the  whole  population  constantly  under  your  eye,  and 

when  a  prospect  came  along  you  could  "jump  right  in.  " 

But  then  you  don't  live  in  such  a  small  locality,  and  you  can't  be 
expected  to  know  when  anyone  wants  a  stove  or  range,  so  conse- 

quently, although  you  do  not  know  it,  you  probably  miss  a  whole  lot 

of  sales — if  you  aren't  a  "Gurney-Oxford"  man. 
For  this  fortunate  dealer  we  have  solved  the  problem  of  having 

everyone  know  just  where  he  is  and  what  he  sells.  Nobody  in  his 

locality  can  help  knowing  that  he  sells  Gurney-Oxford  stoves  and  ranges, 
because  he  has  the  use  of  our  extensive  advertising  campaign,  and 

co-operation  plan  to  help  make  sales. 

Long  before  the  housewife  needs  a  range  she  has  read  about  the 

Gurney-Oxfords  either  in  the  big  national  magazines  or  m  the  local 
newspapers.  And  the  advertisements  in  the  newspapers  are  put  m 

over  our  dealer's  name. 
So  when  it  comes  .to  stove  buying,  the  advertisement  does  the 

"jumping  in,"  and  you  are  pretty  sure  to  get  an  enquiry. 
And  this  investment  of  thousands  of  dollars  in  advertising  is  only  one 

of  many  forces  brought  together  to  make  "Gurney-Oxford"  the  one 
and  only  thought  of  the  stove  buyer. 

Consider  the  value  of  handsome  catalogs,  free  for  you  to  distribute, 

and  strong  attractive  window  dress.  Then,  added  to  this,  your  own 

personal  effort  to  push  the  line  more  actively  and  aggressively ;  going 

after  your  public — pounding  the  iron  while  it's  hot — while  we  have 
the  people  half  sold  through  our  advertising. 

Weigh  all  this  carefully,  then  let  us  talk  it  all  over  at  closer  range 

without  delay,  so  we^can  ^^-^^.^  get  our  plans  laid  early 

and  each  reap  the  full  (^^^TfM^  benefit  of  a  big  business. 

Just  a  line  from  you  will  ̂ ^^^^^^  bring  our  whole  plan 
before  you. 

"Better  be  the  Gurney-Oxford  man  than  the  man  against  him" 

The  Gurney  Foundry  Co.,  Limited 

Toronto 

And  at  Montreal        Hamilton         Winnipeg         Calgary  Vancouver 
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CROWN  PERFECTION 

Most  Improved  Range  on  the  Marl^et 

Note  These  Points  of  Excellence 

The  Crown   Perfection  is  built  to  include  the  main 
body  of  the  oven  entirely  within  the  body  of  the  range. 
The  back  flue  extends  over  the  entire  back  of  the  oven, 
while  the  entire  surface  of  the  oven  except  the  door  is  ex- 

posed to  the  heated  g'ases  in  the,  flues.  The  oven 
bottom  is  of  steel.     We  are  according-ly  able  to 
maintain  a  hig-her  and  more  even  temperature 
with  less  fuel  than  in  the  old  style  construction. 

A  feature  entirely  new,  is  the  flue  con- 
struction around  and  under  oven,  forcing;  the 

heated  g-ases  ag-ainst  every  part  of  oven  plate. 
The  fire  box  is  oval  at  the  ends,  dispen- 
sings with  sharp  corner  angles.     It  is  very  long 

and  when  desired  a  wood  jog'  is  furnished, 
increasing^  length  to  inch. 

Water  Front  has  ample  capacity  to  heat  a  60  gal.  boiler. 
Thermometer  is  supplied  when  ordered. 

Reccrr mended  and  Guaranteed.     Our  'Prices  will  Interest  You. 

The  JAMES  SMART  Mfg.  Co.,  Limited 
Brockville,  Ont. 

A  Five  Dollar  Sad  Iron  Free 

Riee-Knight,  Limited,  Toronto,  are  offering  to  the 
Canadian  hardware  trade  their  new  "R-K"  self-heat- 

ing sad  iron.  This  iron,  iUustration  of  which  is  here 
shown,  is  operated  by  gasoline.  Very  little  ftiel  is 
needed  as  it  is  not  the  gasoline  that  is  burned,  but  the 
gas  arising  therefrom.  A  cupful  of  gasoline  is  poured 
into  the  tank  and  the  gas  from  this  runs  into  the 
burner  and  gives  an  amount  of  heat  equal  to  any 
given  out  by  any  electric  iron.  With  this  supply,  the 
iron  will  operate  for  four  hours.  There  is  absolutely 
no  odor  and  the  big  advantage  is  that  the  iron  can  be 
heated  without  throwing  oft  any  warmth,  thus  proving 
a  great  boon  to  the  housewife  whether  at  home  or  m 
a  summer  cottage.  No  woman  likes  to  iron  in  a  hot 
kitchen  for  three  or  four  hours,  but  this  difficulty  is 
overcome  by  this  new  device.  Not  only  can  this  iron 
be  used  for  ironing,  but  the  heat  generated  can  be  used 
for  boiling  water  to  make  a  cup  of  tea,  and  its  ad- 

vantage in  a  sick  room,  where  warm  water  is  required, 
is  easily  seen.  Boiling  water  can  be  secured  in  from 
five  to  ten  minutes.  The  iron  is  nickel  plated,  giving 
it  a  beautiful  and  lasting  finish,  and  the  makers  guar- 

antee it  for  three  years.  Rice-Knight,  Limited,  state 
that  there  is  a  profit  of  40  per  cent,  on  each  one  of 
these  irons  s'old  at  the  regular  price  of  $5.  They  make 
a  very  liberal  offer  to  hardware  dealers  in  that  they  wall 

send  a  sample  iron  to  any  retailer  making  the  request 
and  if.  after  a  thorough  trial  by  the  dealer's  wife  or 
mother,  the  article  does  not  prove  satisfactory,  it  can 
be  sent  back,  free  of  all  charge  to  him.  If  the  retailer 
is  satisfied  that  it  is  a  good  seller,  however,  and  he 
sends  a  trial  order  of  one  dozen  irons,  the  sample  iron 
will  be  given  as  a  present  to  him.  Full  descriptive 
matter  will  be  sent  on  request. 

Rice-Knight,  Limited,  Toronto 
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SUNSHINE-FURNACES 

Ensures  Heat  of  the  right  kind  and  plenty  of  it 

Baffle 

Plplt^^  in  radiator,  increases  heat- ing  capacity 

,   1 

Improved 

Water 

Pan increases  humidity 

Semi-steel 

Fire  Pot    lasts  a  lifetime 

Semi-steel 

Grates 
with  three  surface  bars, 
saves  fuel 

For  further  information  get 

a  supply  of 

SUNSHINE  BOOKLETS 

'McClary  " 
on  Goods 

is  a 

Quality 
Name 

SEND  US  YOUR  ORDERS  EARLY 

C 

London  Toronto 

ClaryS 

Montreal         Winnipeg         Vancouver         St.  John         Hamilton         Calgary  Saskatoon 

Write  our  nearest  branch  for  Catalogue  and  special  cook  book 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  b  Faint  Journal 
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The'Gun  of  Quality 

and  Profit 

For  many  years  Tobin  guns 
have  been  sold  by  the  best 
retailers  with  satisfaction  to 

all  buyers. 

Simplex:  Guns 

sell  themselves  once  they  are 
introduced  to  a  locality. 

Their  reputation  is  increased 

by  every  user. 

Tobin  Arms  Manufacturing  Co. 
Limited 

Woodstock  Ontario 

THE 

"STRAT 

FORD" 

LAWN 

SWING 

This  is  the  rush  season  for  Lawn  Swings. 
The  dealer  who  handles  "Stratford"  lines 
will  get  the  cream  of  the  trade. 

The  "Stratford"  is  the  best  and  ilrongest  lawn  swing on  the  market.  It  is  made  from  selected,  well 
seasoned  hardware  stock.  The  seats  and  back  are 
adjustable  and  the  footboard  can  be  placed  between 
and  level  with  the  seats,  thus  forming  a  hammock  or 
bed.  The  footboeird  can  also  be  placed  at  a  con- 

venient height  for  children. 

The  "Ontario"  is  built  along  the  same  line  as  the 
"Stratford,"  only  lighter  and  the  back  is  stationary. 

Write  for  Catalogue  and  Prices 

Stratford  Mfg.  Co.,  Limited 

Stratford,  Ont. 

TheGendron  Mfg.  Co.,  Ltd. 

Manufacturers  of  Baby  Sleighs, 

Boys'  Sleds  and  Girls'  Sleighs 

Full  line  in  grade  "F  "  catalogue.   Write  for  prices  and  discounts. 

The  Gendron  Mfg.  Co.,  Limited 
TORONTO 

Sell  Handles  You 

Can  Back  Up 

Your  reputation  depends  on  the  quality 

of  the  goods  you  handle.  "J.  H.  Still" Axe  Handles  stand  for  quality.  We 
guarantee  every  handle  bearing  our name. 

Satisfied  customers  mean  future  sales. 

Purchasers  of  "J.  H.  Still"  Axe  Handles 
always  come  back. 

We  select  only  the  highest  grade  hickory 
for  our  goods.  They  are  well  seasoned 
and  the  finish  is  all  that  can  be  desired. 

If  you  are  not  already  handling  our  line, 
send  your  jobber  a  trial  order,  or  write 
us  direct. 

J.  H.  Still  Mfg.  Co.,  Limited 

St.  Thomas,  Ont. 

Wb.n  writi&(  to  sdrtrtisers,  kindly  mention  th*  Ouadian  H»rdwsr«,  Stor.  k  Faint  Jouinal 
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YOU  MISSED  SALES  LAST  YEAR 

If  you  did  not  stock  the 

GOOD  CHEER 

HARD  SERVICE  HEATER 

It  is  the  Daddy  of  'em  all 

Immense  Radiating  Surface 

Sectional  Firepot 

Roller  Grates 

High  Ashpit 

Large  Ashpan 

Air  Blast  Ring 

No  bolts — pyramids  m  cup  jomted  sections 

Easily  handled,  set  up  or  stored. 

Supplied  with  single  or  double  radiator 

sections. 

Hard  Service  (Heater 

Sectional^View 

TWO  SIZES 

No.  517-17  in.  Pot       No.;520— 20  in.  Pot 

The  James  Stewart  Mfg.  Company 

Woodstock,  Ontario 

Limited 
Western  Warehouse  : 

156  Lombard  Street,  Winnipeg,  Man 

Whan  writing  to  adTcrtUari,  kindly  msntion  the  Cuiadian  Hardware,  Stove  &  Faint  Journal 
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The  New  Preston 

O.G.  Square  Bead  Eavestroughing 

We  have  always  claimed  that  our  eavestrough  was  the  best  on  the  market,  but  we 
have  gone  ahead  and  gotten  out  something  that  is  far  superior  to  our  old  make. 

Now  we  can  claim  that  we  can't  be  beat  when  it  comes  to  our  eavestrough. 
Some  time  ago  we  advised  all  the  trade  that  we  were  manufacturing  O.  G.  Square 
Bead  Eavestroughing  b)'  machinery,  which  assured  absolute  uniformity  in  shape, 
but  it  developed  that  our  machinery  was  not  heavy  enough  to  produce  as  sharp 
a  bead  as  we  desired.  We  have  now  perfected  and  patented  automatic  steel  dies 
to  fit  our  large  power  press  and  we  now  guarantee  a  trough  superior  in  shape, 
appearance  and  fit  to  any  other  on  the  market. 

You  can  save  time  and  solder  in  the  erection  of  this  eavestrough  FOR  EVERY 
PIECE  IS  EXACTLY  THE  SAME  and  fits  snug  and  tight.  There  are  more 
profits  for  you  and  more  satisfaction  if  you  use  our  make.  See  our  special  offer 
below  and  take  advantage  of  it  at  once. 

FREE  IF  YOU  ARE  NOT  SA  TISFIED 
Cut  out  this  ad.  and  mail  it  to  us  to-day  with  your  order  for  250  feet  of  our  new  O.  G.S.B. 
Eavestrough  and  if  it  is  not  exactly  as  we  represent  it  we  will  make  you  a  present  of  it. 
This  offer  is  good  for  thirty  days. 

THE  METAL  SHINGLE  &  SIDING  CO.,  Limited 

PRESTON,  Ontario  MONTREAL,  Quebec 

The  "EMPIRE  KING"  Furnace 

is  deservedly  popular  everywhere 
it  is  known.  Its  important  features 
being  its  large  Double  Feed  Door, 
Large  Steel  Radiator,  Sectional 
Firepot,  Large  Waterpan  and  Tri- 

angular Grate  Bars. 
Empire  Special  New  Design 

The  "EMPIRE"  Line  of  Floor  and 

Sidewall  Registers  and  Faces 
Moorish  Design  Cast  Register 

The  "EMPIRE  SPECIAL" 
Is  a  very  neat  and  up-to-date  design 
with  the  largest  area  foi'  the  size  of  any register  on  the  market  and  a  popvilar 
seller.  Made  in  the  following  sizes  :— 

7  X  10  shallow         8x13  deep 
8x10  shallow        10  x  12  deep 
9  X  12  medium       10  x  13  deep 
7  X  10  deep  12  x  14  deep 7x12  deep 

We  have  added  to  our  line  faces  the 
same  design  as  Empire  Sidewall  Kegis- ters  in  sizes  7x15,  7x24,  7x30. 

Write  for  Catalogues 
and  Prices 

Canadian  Heating  &  Ventilating  Co.,  Limited 
Owen  Sound,  Ontario 

CHRISTIE  BROS.,  Limited 
1824  Dundas  St.,  Toronto. 

M.  C.  DREW  &  SON 
Vancouver 

CHRISTIE  BROS.  CO.,  Limited 
Park  &  Henry  Sts.,  Winnipeg. 

Whan  writinf  to  adT«rtis«ri,  kindly  mtntioa  lb*  Canadiaji  H&rdwar*,  Store  *  Paint  Journal 
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Your  Furnace 

Trade  will 

Rapidly  Increase 

If  You  Recommend 

and  Push  the  Sale  of 

Hecla  Warm  Air  Furnaces 

(For  Coal  and  Wood) 

These  Features: 

Steel  Ribbed  Firepots 

Cast  Iron  Combustion  Chamber 

Patent  Fuse  Joints 

Circular  Water  Pan 

Independent  Grate  Bars 

BETTER  PROFITS 

will  result  from  sell- 

ing this  well-ad- 
vertised and  favor- 

ably known  furnace 

Make  HECLA  FURNACES  easy  to  sell  and  give  results  to  the  user  in  the 

way  of  great  economy,  durability,  ease  of  management  and  large  heating  capacity. 

Every  Sale  Means  a  Satisfied  Customer 

Clare  Brothers  &  Co.,  Limited 

Preston     -  Ontario 
BRANCHES: 

CLARE  &  BROCKEST,  Limited,  Winnipeg,  Man.  REYNOLDS  &  JACKSON,  Calgary 

RACE,  HUNT  &  GIDDY,  Edmonton,  Alta.  J.  M.  KAINS  &  CO.,  Vancouver 

The  MECHANICS'  SUPPLY  CO.,  Quebec,  Que. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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SELF-HEATING  SAD  IRONS 

MR.  DEALER  :  Here  is  one  of  the  best  selling  summer  lines  in  the  hardware  trade.  This 
iron  heats  itself,  and  remains  hot,  burning  for  over  four  hours  for  one  cent.  Makes  no 
smoke  or  smell — so  simple  a  child  can  operate  it.  No  waiting  or  fussing  with  half  cold 
irons — no  tiresome  walking  from  hot  stove  to  ironing  board.  You  can  iron  out  doors  under 
the  shade  of  a  tree  if  desired.  Just  as  good  a  seller  in  the  small  towns  as  an  electric  or 
gas  iron  in  the  cities. 

Pays  for  itself  in  no  time.  Absolutely  safe — odorless  and  clean.  Retails  at  $5 — fully 
guaranteed  for  3  years. 

Write  to-day  for  Mample,  circulars,  and  wholesale  prices 

RICE-KNIGHT  LIMITED  Toronto  Ont. 

Black  Jack 

3/4  lb.  tint 
3  doz.  in  case 

•^^^^^'•^  ̂ ^^^^ 

^'-^EL  PLATE  STOVE  POLISH  '•"'V? 

Quick    Clean  Handy 

Flat  Rolled  Steel 

it 

BEST  BRIGHT  FINISH" 

Just  the  stock  for  nickel  plating, 

stove  rings,  facings,  corner  pieces. 

All   widths,    thickness  and 

tempers. 

Send  for  Illustrated  Booklet 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

THE  IMPERIAL 

CANADIAN 

FERROSTEEL  COMPANY 

Bridgeburg,  Ontario 

SIDE  WALL 

REGISTER 

SPECIALISTS 

ALL  DESIGNS  ALL  SIZES 
ALL  FINISHES THE  MOORISH 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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The  Demand  that  Never  Dies 

Sharpening  stones  sell  with  month-in-and-month- 

out  regularity.  There's never  a  dead  season, 

but  always  a  live  de- 
mand for 

PIKE  SHARPENING 

STONES 

"The  only  line  that  includes  every  sharp- 
ening substance — natural  or  artificial — 

each  the  best  for  some  sharpening  need ' 

Sharpening  stones  are  needed  in  the  home  as  well  as  in  the 
shop.  The  Pike  India  Kantbreak  Knife  Sharpener — ■ 
the  Pike  Strop-Hone — the  Pike  India  Combination  Oil- 

stone— these  and  many  others  Pike  makes  especially  for the  home  trade. 

In  stores  now  using  Pike's  Free  Dealer  Helps,  the  home 
sales  for  Pike  Stones  are  increasing  every  month.  In- 

crease sales  too.  Get  Pike's  novel  and  impressive window  display,  store  cards,  car  cards,  selling  scheme 
and  other  Dealer  Aids.  Writing  us  secures  them — also 
ask  for  the  new  Pike  Catalog.    Write  to-day. 

PIKE  MANUFACTURING  CO. 
23  Main  Street  -  -  PIKE,  N.H.,  U.SA. 

The  LIGHTNING  Freezer 

stands  ready  to  serve  you  in  the  same  satisfactory 
manner  in  wrhich  it  has  served  both  trade  and 
consumer  for  over  a  quarter  of  a  century.  The 
construction  is  of  the  same  high  class.  It  runs 
easy,  freezes  quickly  and  takes  the  smallest  amount 
of  ice  and  salt  of  any  freezer  made.  The  exten- 

sive advertising  from  season  to  season  has  created 
a  permanent  demand.  It  brings  trade  and  helps 

you  keep  it. 
Better  Write  Your  Jobber  at  Once 

NORTH  BROS.  MFG.  CO. 

PHILADELPIA,  PA. 

THE  "COLLINS" 
Improved  Three-Gallon 
Compressed  Air 

1912  SPRAYER 

Made  in  Galvanized  Iron  or  Brass 

Scientific  authorities  estimate  that  the 
loss  in  crops  of  various  kinds,  from 
insects  and  fungi,  is  from  $300,000,000 
to  $500,000,000,  on  this  continent  each 
year,  and  that  75  per  cent,  of  that  can 
be  saved  by  judicious  spraying. 

The  Handle,  Fitted  with  Our  Special  Coupling,  Does 
Four  Operations. 

1.  Puts  cap  on  by  turning  to  right. 
2.  Takes  off  by  turning  to  left. 
3.  Enables  Sprayer  being  carried  from  place  to  place. 
4.  Does  the  pumping. 

ASK  YOUR  JOBBER 

If  he  has  none  in  stock,  write  direct  to  us,  we  carry 
a  large  stock  and  can  ship  the  same  day  as  order  is 
received.    We  also  make  three  kinds  of  hand  pumps. 

Send  for  free  Catalogue 

The  COLLINS  MFG.  CO. 

415  Symington  Avenue,  Toronto 

"OLD  SOL" 

MOTORCYCLE  AND 

BICYCLE  LAMPS 

TRACTION  ENGINE 

AND  MOTOR  BOAT 

SEARCH  LIGHTS 

AND  GENERATORS 

"Old  Sol"  lamps  are  built  for  service  and  absolute 
satisfaction.  Space  forbids  the  showing  of  even  a 

small  part  of  the  "Old  Sol"  line.  Our  catalogue 
(yours  for  the  asking)  will  give  the  full  illustrated 
information. 

Manufactured  by 

POLLOCK  MFG.  CO.,  Ltd. 

BERLIN 
Columbia  Place 

ONTARIO 
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'Satisfaction  is  the  Profit  the  Customer 
Makes  on  Every  Successful  Purchase" 

The  sure  way  of  profiting 

your  customer  who  is  buying 

Union  Pipe  couplings  is  to 
sell  him 

DART 

UNIONS 

dart  unions  are  sure  to  give 

satisfaction  for  they  make 

joints  quickly  and  easily, 

whether  pipes  are  in  or  out 

of  line,  that  stay  tight.  It 

matters  not  how  many  times 

they  are  connected. 

What's  of  vital  interest  to 

your  customer  is  this  guar- 

antee —  Any  Dart  Union 

not  giving  absolute  satisfac- 
tion will  be  replaced  2  for  1 . 

Your  Jobber 

Sells 

Dart  Unions 

The  union  with  the  bronze  to 

bronze  ground  ball  joint  and  the 

trade  mark  [DARTj  *^*st  on  it 

Dart  Union  Co.,  Limited 

Toronto 

/  / 

LAWN  AND 

FIRE  HOSE 

We  make  a  full  line  of 

SPRINKLERS 

NOZZLES  AND 

COUPLINGS 

and  solicit  your  next  order  for  these 
seasonable  goods. 

We  also  manufacture  and  supply  every- 

thing- in 
PLUMBING  SUPPLIES,  BRASS 

GOODS  and  STEAMFITTERS'  TOOLS 

Let  us  know  your  requirements 

James  Morrison  Brass 

Mfg.  Company,  Limited 

93-97  Adelaide  Street  West  Toronto 

Wh»a  writinj  to  «*T«rtig«rf,  kindly  mantion  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Best  Furnace  Proposition 

in  the  market  is  the 

Enterprise  Blazer 

with  the  Patented  Fire  Pot  and  many  other  improve- 

ments such  as : — 
Extra  Deep  Ash  Pit 
Indirect  Draft  Damper  with  gas  vent 
Large  Radiating  Surface 
Roomy  Clean-out  Doors 

For  heating  power,  durabihty  and  ease  of  operation 
the  Blazer  is  unsurpassed. 

Everyone  selhng  Furnaces  should  see  the  Blazer, 
hs  commonsense  features  commend  themselves  at  once 

to  those  having  had  experience  m  this  line. 

Ask  /<"■  Illustrated  Circular  with  fullest 
information.      Also    Reference  Book 

The  Enterprise  Foundry  Company,  Limited 

Distributing  Jlgencies: — 
F.  J.  C.  Cox  &  Co. 

Winnipeg  and  Calgary 

SACKVILLE,  N.B. 

W.  T.  McArthur  &  Co. 
Vancouver 

Enterprise  Hardware  Co. 
Saskatoon 

The  "Handy  Andy 

Improved  Force  Cup 

For  household  use, 

enables  anyone  to 

keep  the  drain  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  safe 

and  sanitary  condition. 

There's  a  Good 
Sale  For  Them 

Manufactured  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO         MONTREAL        HALIFAX  WINNIPEG 
CALGARY  VANCOUVER 

The 

Quality  sells  our  Glass 

When  buying  Window  Glass,  see 

that  you  get  the  world-wide  brand 

Manufacturers  of  all  kinds  of  British 

Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 

Cajt,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 
MONTREAL 
WINNIPEG 

TORONTO 
VANCOUVER 

Works: — St.  Helens,  England 
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UNIVERSAL  FAVORITE 
18  and  20-Inch  Ovens 

CROWN  FAVORITE 
16  and  18-Inch  Ovens 

COLONIST 
16  and  18-Inch  Ovens 

CAPITAL  FAVORITE 
16,  18  and  20-Inch  Ovens 

CAPITAL  FAVORITE 
16,  18  and  20-Inch  Ovens 

A  Range  to  Suit  Every  Class 

Both  as  to  Quality  and  Price 

THE  UNIVERSAL  FAVORITE  is  our  Leader.    It  has  Size,  Weight,  Style  and  more  genuine 
selling  points  than  any  other  range  on  the  market, 
attractiveness  demands  the  attention  of  the  buying 

pubhc. 
THE  CAPITAL  FAVORITE  in  a  medium  priced 
Range,  substantially  built,  a  great  business  getter, 
and  very  popular  with  the  trade. 

THE  CROWN  FAVORITE  is  a  Six-Hole  Range. 
It  looks  well,  it  works  well  and  is  the  kind  to  have 
on  your  floor  to  meet  competition. 

THE  COLONIST  IS  a  Six-Hole  Range  and  shows 
up  big  for  the  money.  This  range  will  enable 
you  to  meet  the  competition  of  Catalogue  Houses 
and  at  the  same  time  net  you  a  fair  profit. 

THE  GLEANER  is  a  Four-Hole  Steel  Cook  fitted 
with  Flat  or  Duplex  Grates,  and  the  price  for 
which  it  is  sold  is  practically  giving  it  away. 

It  is  distinctly  in  a  class  by  itself  and  its 

COLONIST 
16  and  18-Inch  Ovens 

GLEANER 
14  and  16-Inch  Ovens 

The  road  to  success  has  a  myriad  of  forks,  and  the  man  who  once  turns  in 
the  wrong  direction  must  either  go  back  or  fail.  Now,  MR.  DEALER, 
one  of  the  main  arteries  to  success  in  your  business  is  a  good  line  of 
STOVES  and  RANGES.  If  you  are  not  satisfied  with  your  Stove 
Trade,  write  us. 

FINDLAY  BROS.  CO.,  Limited 

Head  Office  and  Works :  CARLETON  PLACE,  ONT. 
Branch  House :  260  PRINCESS  STREET,  WINNIPEG 

DISTRIBUTING  AGENCIES 

H.  H.  Dryden  Stewart  &  Co.  D.  V.  Cope  &  Co.  Revillon  Bros.,  Ltd.  Geo.  D.  Horsman 
Sussex,  N.B.  Toronto,  Ont.  Calgary,  Alta.  Edmonton,  Alta.  Vancouver,  B.C. 
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Big  Ben  Store  Helps 

In  order  to  enable  Canadian  dealers  to 

get  the  maximum  benefit  from  the  Big  Ben 

campaign  now  running  in  Canadian  mag- 
azines, we  are  packing  Big  Ben  specially 

for  Canadian  trade,  six  in  a  carton  with  a 

full  set  of  store  selling  helps  (two  posters, 
two  show  cards,  two  metal  signs. ) 

On  an  order  for  12  we  add  a  solid  ma- 

hogany display  stand.    On  an  order  for  24 

or  more,  we  print  your  name  on  dials,  give 

the  posters,  display  stand,  and  a  beautiful 
metal  sign  lithographed  in  live  colors. 

Big  Ben  and  his  selling  helps  are  being 
carried  in  stock  by  54  wholesale  Canadian 
distributors.  We  will  be  glad  to  let  you 
have  their  names  upon  request.  Any  will 

tell  you  Big  Ben  is  the  best  made  and  the 

best  selling  alarm  that's  ever  been  put  out. 
In  broken  and  dozen  lots,  $2.15  less  2%.      hi  lots  of  24,  $2.05  less  2%. 

The  Western  Clock  Co.,  La  Salle,  111. 
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A  Man  to  The  business  man  who  thinks 
be  Pitied.  he  has  no  time  to  read  his 

trade  paper  is  to  be  pitied.  It 
is  not  pressure  of  business  that  stands  in  the  way.  It 
is  his  own  mental  condition.  He  merely  imagines  he 
has  not  the  time.  Ten  chances  to  one  he  is  either  too 

lazy  to  read  or  wastes  his  time  with  endless  and  use- 
less detail. 

He  who  is  too  busy  to  study  his  trade  paper  and 
ascertain  from  its  columns  what  his  fellow  merchants 
are  doing  and  thinking  is  like  a  sea  captain  who  has 
not  the  time  to  study  his  chart,  compass,  or  take  daily 
observations.  His  business  may  not  sink,  but  he  would 
certainly  make  much  better  headway  if  he  were  to 
follow  the  example  of  the  more  progressive  of  his  com- 

petitors. ' 
To  live  to  himself  is  as  unwise  in  business  as  it  is 

in  religion. 

PlaTi  (o  catch  the  people  who  catch  fish. 

Healthy  Conditions 
in  the  West. 

While  in  Manitoba  there  has 
been  an  over  supply  of  rain, 
taking  it  generally,  crop  condi- 

tions in  the  Prairie  Provinces  are  on  the  whole  good. 

And  in  spite  of  the  fact  that  the  early  advent  of  winter 

prevented  much  of  the  usual  Fall  ploughing  to  be  done 

it  is  most  significant  that  the  area  under  grain  cultiva- 
tion is  over  1.500,000  acres  larger  than  in  1911.  Allow-) 

ing  only  15  bushels  to  the  acre,  here  is  an  increase  of 
over  22,000,000  bushels  as  compared  with  last  year. 

Another  interesting  factor  in  the  situation  is  the 

grain  threshed  this  Spring  instead  of  last  Fall.  _  This 

grain,  much  of  which  was  left  in  the  fields  all  winter, 

turned  out  to  be  of  much  better  quality  than  expected. 

A  great  deal  of  it,  and  particularly  that  which  had  been 

stacked  has  come  through  in  excellent  condition.  We 

have  the  assurance,  through  correspondence,  of  grow- 

ers who  are  on  the  spot,  of  the  truthfulness  of  this. 

Real  estate  speculation  in  the  West  is  not  as  active 
as  it  was.  But  the  fact  that  the  banks  and  the  loan 
companies  are  putting  a  check  upon  it  no  doubt  largely 
accounts  for  this.  This  will  give  assurance  rather  than 
otherwise  in  the  general  trade  situation,  the  opin- 

ion being  that  the  reins  had  hitherto  been  allowed  to 
hang  too  loose.  The  high  rates  of  interest  obtainable 
doubtless  induced  the  financial  institution  to  take 
chances  which,  under  ordinary  conditions,  they  would 
not  have  taken. 

It  is  much  better  that  the  funds  of  the  country 
should  be  devoted  to  ordinary  commercial  and  indus- 

trial enterprises  than  to  real  estate  speculation,  espe- 
cially when  not  a  little  of  the  latter  is  of  a  question- 

able character. 
But  whatever  may  be  the  situation  regarding  real 

estate  it  is  quite  evident  from  the  bank  clearings  that 
there  has  been  no  let  up  to  the  general  business  activ- 

ity of  the  West,  for  the  figures  for  the  first  five  months 
of  the  year  show  an  increase  of  over  41  per  cent,  as 
compared  with  those  for  the  corresponding  five  months 
of  last  year. 

Later  in  the  year  retailers  will  probably  dis- 
cover that  it  is  better  to  have  one  stove  in 

stock  than  two  in  the  warehouse  of  the  manu- 

facturer. 
Haying  Tool  If  there  is  one  crop  that  pro- 
Stocks,  mises  to  be  heavy  in  Canada 

this  year  it  is  that  of  hay.  To 
the  hardwareman  this,  is  not  without  interest.  It  means 
a  big  demand  for  haying  tools. 

If  there  was  any  year  in  which  stocks  in  this  line 
should  be  kept  weli  assorted  it  is  the  present  one. 
There  is  not  only  the  demand  that  will  necessarily  be 
made  upon  the  manufacturers,  but  there  are  the  rail- 

ways to  be  taken  into  account.  The  railways  these 
days  are  as  uncertain  as  they  well  can  be.  They  may 
deliver  the  goods  on  time.  But  ten  chances  to  one  they 
will  not.  The  hardwareman  who  delays  placing  his 
orders  until  the  eleventh  hour  is  running  a  decided 
risk. 

The  retailer  who  does  not  treat  the  drummer 
'■'white"  is  likely  to  get  a  black  eye  occasionally. 

Profits  in  Barn  With  the  big  hay  crop  that  is 

Equipment.  jiromised  there  will  also  come 
a  big  demand  for  barn  equip- 

ment su])plies  as  well  as  for  haying  tools.  Modern 

l>arn  eiiuipment'  is  a  line  which  has  not  hitherto  been 
carried  extensively  by  hardware  dealers.  But  it  is 

coming  their  way.'  They  are  waking  up  to  the  fact, 
through  the  instrumentality  of  the  trade  press  and  the 
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oiforts  of  the  manufacturers  of  feed  and  litter  carriers, 
that  they  are  the  legitimate  mediums  through  which 
barn  equipment  should  reach  the  farmer. 

There  is  a  good  profit  in  handling  this  line,  and  deal- 
ers Avho  have  not  yet  looked  into  the  i)roposition  should 

certainly  do  so.  The  strange  part  of  it  is  that  more 
have  not  already  done  so. 

Even  in  the  ''dog  days"  a  live  hardwareman 
can  make  business  ''htim."- 

Buy  Stoves  He  will  be  a  Avise  dealer  who 
Early.  places  his  orders  for  stoves  at 

as  early  a  date  as  possible. 
There  will  undoubtedly  be  a  large  trade  in  stoves  and 
ranges  next  Fall  and  Winter. 

Not  only  is  there  the  prosperous  condition  of  the 
country  to  take  into  account  as  a  stimulus  to  the  stove 
trade,  but  it  must  not  be  forgotten  that  our.  popula- 

tion is  being  augmented  at  the  rate  of  a  thousand  peo- 
ple every  day  by  immigration  alone.  To  supply  stoves 

and  ranges  to  this  new  population  will  be  in  itself  no 
small  task. 

When  people  want  stoves  and  ranges  their  want  is 

usually  urgent.  They  cannot  afford  to  wait.  And  the 
dealer  who  has  not  his  full  complement  in  stock  may 

lose  many  a  sale — not  of  stoves  only,  but  other  lines 
x)f  furnishings  and  hardware  as  well. 

With  the  demand  promising  to  be  heavy  the  manu- 
facturers will  have  no  easy  task  before  them.  But  as 

the  manufacturers  are  preparing  for  a  heavy  season 

the  chief  difficulty  in  getting  delivery  Avill  not  be  on 

their  account.  One  of  the  greatest  difficulties  the  re- 

tailers may  have  to  face  will  be  that  of  getting  delivery 

from  the  transportation  companies.  The  fact  of  the 
matter  is  that  the  railways  of  the  country  are  not  even 

now  equal  to  the  task  of  coping  with  the  demands  that 

are  being  made  upon  them.  Every  business  man  knows 
this*  too  well  to  be  told. 

Obviously  it  is  in  the  interest  of  the  retail  dealer  to 

eet  his  stoves  and  ranges  into  stock  as  early  as  pos- sible. 

He  undertakes  a  difficult  task  -who  essays  to 
build  up  his  own  business  by  pulling  down 
that  of  his  competitor. 

Good  Will  A  retailer  in  an  Ontario  town 

as  an  Asset.  sold  out  a  few  months  ago. 
After  running  the  business  for 

a  few  months  the  purchaser  wanted  him  to  take  it 

back.  Refusing  to  do  so  the  matter  was  brought  into 
the  courts.  There  it  was  claimed  that  the  business 
was  not  as  valuable  as  alleged.  In  the  witness  box 

the  complainant  claimed  that  the  good  will  had  not 
been  considered  in  the  purchase  price,  although  the 
business  had  been  in  existence  for  fifteen  years.  He 

lost  his  case,  but  the  interesting  point  is  that  he  should 
have  for  one  moment  thought  that  an  established  and 

successful  business  should  possess  no  good  will  value. 
As  to  what  good  will  is  worth,  or  as  to  how  it  is  to 

be  computed,  opinions  naturally  difi'er,  but  to  claim that  a  business  of  several  years  standing,  and  one  that 
was  in  a  fairly  good  financial  position,  possessed  no 
good  will  value  is  a  somewhat  new  idea.  Good  will 
may  be  rather  intangible  at  times  and  not  always  easy 
to  compute  in  actual  figures.  For  this  reason  it  is  not 
always  easy  to  turn  it  into  cash.  But  that  does  not 
alter  the  fact  that  it  exists. 

One  authority  says  that  the  first  step  in  computing 

good  will  is  to  determine  the  net  earnings  of  a  busi- 
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ness,  from  which  sum  is  deducted  the  interest  on  capi- 

tal actually  employed  and  the  value  of  the  owner's 
services.  The  result,  multiplied  ordinarily  by  two, 
but  sometimes  by  many  times  that  amount,  has  been 
accepted  as  the  value  of  the  good  will. 

Nearly  every  business,  says  this  same  authority,  has 
an  asset,  intangible  it  is  true,  but  an  asset  neverthe- 

less, represented  by  its  good  will.  The  value  placed 
upon  this  asset  may  vary  from  two  dollars,  claimed  by 
one  concern,  to  twelve  millions  by  another,  yet,  in  buy- 

ing and  selling  a  business,  it  should  always  be  reck- 
oned in  the  sales  value. 

Merchants  should  not  be  so  biisy  with  their 
0W71  affairs  that  they  have  not  time  to  give 
thought  to  the  affairs  of  the  town  in  which 
they  do  business . 

Partnerships  A  clerk  that  is  worth  keep- 
for  Clerks  ing  is  worth  giving  an  interest 

1  in  the  business.  Retailers  who 
have  done  this  have  not  regretted  it. 

Every  clerk  who  has  ambition  naturally  looks  for- 
ward to  being  in  business  for  himself  some  day.  If  he 

goes  into  business  in  the  same  town  in  which  he  has 
been  employed  he  naturally  draws  a  certain  amount  of 
trade  away  from  his  old  employer. 

By  giving  a  bright,  capable  and  honest  clerk  a  small 
interest  in  the  business,  and  giving  him  an  opportunity 
of  acquiring  a  larger  interest,  the  merchant  not  only 
diminishes  the  risk  of  raising  up  a  dangerous  competi- 

tor, but  increases  the  value  of  an  efficient  co-operator. 
And  that  is  not  all :  He  also  has  by  his  side  one  who 
can  be  relied  upon  to  look  well  after  business  should 
necessity  compel  him  at  any  time  to  leave  the  store  for 

a  period. 

A  well  spent  vacation  is  good  for  the  business 
as  well  as  for  the  merchant. 

A  "Boot  Strap"  It  is  just  as  easy  for  a  clerk 
Feat.  to  raise  himself  by  his  boot 

straps  as  to  expect  that  by  in- 
dolence or  incapacity  he  can  attain  success. 

The  road  to  success  is  difficult  and  tortuous.  He 
Avho  Avould  travel  it  must  be  ever  on  the  alert,  not 
only  to  advance  his  own  interests,  but  those  of  his 
employer  as  well. 

There  are  a  number  of  young  men  Avho  imagine  that 
success  lies  in  looking  wholly  after  Number  One.  No 
greater  mistake  Avas  ever  made.  Ea'cu  should  Num- 

ber Two — the  employer — not  always  be  as  ready  as 
he  should  be  to  recognize  ability  and  faithful  services 
it  is  shortsightedness  indeed  to  retort  in  kind. 

He  is  a  wise  clerk  AA^ho  ahvays  renders  the  very 
best  service  he  can.  It  will  pay  him  to  do  so,  for  if 
one  employer  does  not  recognize  his  merits  another 
AAdll.  But  in  any  event  to  render  poor  service  because 

good  is  not  adequately  recognized  Avill  impair  one's OAvn  effectiveness. 

Clerks  of  ability  Avho  can  do  things  are  scarce,  Avhile 

the  "Avoods  are  fvdl"  of  incompetents.  Don't  permit 
a  "grouch"  to  put  you  into  the  lower  classification. 

The  smaller  you  can  keep  your  stock  and  still  have 
AAdiat  people  want  when  they  want  it,  the  more  money 

you  will  make. 

CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. 
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How  to  Keep  Trade  in  Your  Town 

The  writer  has  asked  many  general  merchants  what 
they  think  should  be  done  to  fight  department  store 
competition.  In  most  cases  the  pessimistic  reply  has 
been  given  that  very  little  can  be  done  by  a  merchant 
in  a  small  country  town,  but  that  a  tax  should  be 
placed  on  all  mail  order  houses  doing  business  in  the 
country.  The  latter  would  not  affect  the  large  city 
houses  to  any  great  extent,  if  at  all.  On  the  other 
hand,  it  would  cause  them  to  go  after  the  country 
business  harder  than  ever  and,  as  two  or  three  mer- 

chants have  said,  would  lead  them  to  establish  small 
branch  stores  in  many  sections  of  the  country. 

While  merchants  in  country  places  are  decrying  the 
practice  of  their  fellow  citizens  going  to  the  city  to 
purchase  many  articles,  they  themselves  permit  their 
wives  and  daughters  to  take  periodical  excursions  to 
cities,  often  over  a  hundred  miles  away,  to  lay  in  a 
big  stock  of  dress  goods  and  other  necessary  wearing 
apparel  and  household  articles.  This  is  not  the  square 
thing.  How  much  better  it  would  be  if  the  various 
merchants  in  a  town  were  to  get  together  and  adopt 
the  plan  worked  by  the  storekeepers  in  Mart,  Texas, 
a  little  town  of  3,000  people.  The  merchants  of  that 

town  worked  in  conjunction  with  the  local  "Ad  Club," 
and  their  methods,  as  told  by  Mr.  Surratt,  of  the 
Oklahoma  Retail  Association,  were  as  follows :  Mr. 
Surratt  says : — 

"The  plan  we  hit  on  was  as  follows:  We  had  a 
couple  of  'home  trade  banquets,'  at  which  were  pre- sent the  merchants  and  the  clerks.  Here  we  discussed 

nothing  but  'home  trade'  and  had  our  strongest  speak- ers to  show  that  the  merchants  and  their  wives  must 
of  all  people  practice  home  trade. 

"We  also  ran  a  series  of  'home  trade  talks'  in  the 
Mart  Herald.  These  created  a  great  deal  of  discus- 

sion on  the  part  of  the  merchants  and  their  wives  and 
they  began  to  realize  that  every  dollar  they  sent  out 
of  town  not  only  hurt  the  town  but  hurt  their  busi- 

ness as  well.  Let  a  woman  see  that  she  is  hurting  her 

husband's  business  and  she  will  get  right  in  short 
order.  Women  who  at  the  beginning  of  the  campaign 
openly  declared  that  they  always  had,  and  always 
would,  trade  where  they  pleased  and  that  they  usually 
pleased  to  trade  away  from  home,  are  now  our  best 
home  trade  preachers.  And,  of  course,  when  you  get 
the  women  you  have  their  husbands.  So  far  the  home 
trade  campaign  had  extended  only  to  the  merchants 
and  their  wives. 

"After  converting  a  majority  of  the  business  men 
and  their  wives  we  undertook,  with  their  aid,  to  reach 
out  and  win  over  the  women  of  the  town  and  the  farm- 

ers of  the  country.  It  is  hardly  necessary  to  call  your 
attention  to  the  vastness  of  the  task  or  of  what  it 
meant  in  the  way  of  adding  trade  to  the  town.  Have 
any  of  you  ever  made  any  investigations  to  learn  the 
amount  of  money  that  is  sent  out  of  your  town  an- 

nually to  the  mail-order  houses?  Or  have  any  of 
you  small  town  merchants  or  secretaries  ever  figured 
how  many  thousands  of  dollars  your  farmers  and  your 
town  women  spend  in  the  near-by  cities?  You  will 
find  that  many  of  your  customers  who  owe  you  are 
sending  much  of  their  cash  away  to  the  mail-order 
houses  and  spending  it  in  the  cities.  The  same  people 

are  cussing  you  for  being  a  high-priced  old  'skinflint.' 
You  will  also  find  that  many  of  the  mail-order  hoxises 
are  now  doing  a  credit  business  and  are  selling  many 
of  your  thirty-day  customers. 

"We  undertook  to  bring  the  farmers  and  the  wo- 
men of  the  town  over  to  us,  by  appealing  to  their 

loyalty  and  pride  in  the  town.  We  attempted  to  make 
them  see  that  Mart  could  never  be  a  better  town  than 
the  people  of  Mart  made  it.  We  showed  them  that  a 
town  to  be  a  good  town  must  be  a  good  trading  point. 
In  short  the  town  would  be  just  what  they — the  peo- 

ple of  Mart — made  it.  We  were  careful  to  point  out 
to  them  that  our  merchants  did  not  ask  them  for  their 

trade  at  higher  prices  than  they  could  buy  for  else- 
where. We  gave  them  distinctly  to  understand  that 

we  could  meet  prices — quality  and  terms  considered — 
with  any  city  merchants  or  any  mail  order  houses. 
We  told  them  it  was  their  duty  to  buy  to  the  best  ad- 

vantage and  all  we  asked  was  for  them  to  give  our 
merchants  a  chance  at  the  order  before  they  went  to 
the  city  or  ordered. 

"The  method  chosen  for  telling  the  Mart  women 
and  the  Mart  farmers  these  things  was  important. 
First,  we  had  to  tell  them  in  a  way  that  was  sufficient- 

ly striking  to  make  them  sit  up  and  take  notice.  And 
second  we  could  not  be  too  harsh,  for  this  would  have 
antagonized  them  and  driven  all  the  more  trade  away 
from  town. 

"So  we  began  first  to  run  the  'home  trade  talks,' 
mentioned  above,  in  the  Mart  Herald.  One  of  these 
appeared  every  week  for  about  three  months.  These 
'home  trade  talks'  while  written  to  be  read  by  the 
Mart  women  and  Mart  farmers,  were  at  first  addressed 
to  the  merchants.  The  blame  for  people  trading  away 
from  home  was  laid  on  the  merchant  rather  than  on 
the  people.  The  merchants  were  told  that  if  they 
would  advertise  more  and  advertise  better  they  could 
hold  for  Mart  all  of  her  trade.  In  this  we  told  the 
truth,  but  our  main  purpose  was  not  so  much  to 
preach  advertising  as  to  win  the  people  over  to  us. 

"Later  on,  at  our  first  home  trade  banquet,  we 
raised  funds  for  mailing  a  home  trade  letter  to  every 
woman  in  Mart  and  every  farmer  in  Mart  vicinity.  In 
this  letter  we  asked  them  to  tell  us  why,  if  ever,  they 
found  it  necessary  to  trade  away  from  Mart.  In  each 
letter  was  enclosed  an  addressed  card  for  reply.  In 
this  letter  we  did  not  censure  them  for  not  trading  at 
home,  but  asked,  them  to  help  us  solve  the  problem 
by  giving  us  three  reasons  why,  so  we  could  make  the 
proper  recommendations  to  our  merchants. 

' '  At  the  second  home  trade  banquet  these  cards  were 
read  and  funds  were  raised  for  mailing  out  a  second 
home  trade  letter  in  answer  to  these  cards. 

"At  our  second  meeting  we  had  a  number  of  clerks 
present  and  one  of  them  made  a  talk  on  'courtesy.' 

"Talks  were  also  made  on  such  subjects  as  'What 
shall  we  do  if  we  do  not  have  the  article  called  for  by 

the  customer?' "Thus  you  see  we  have  tried  to  make  these  meet- 
ings improve  our  store  service  as  well  as  pull  and 

hold  trade  for  Mart. 

Even  if  the  weather  is  not  up-to-date  the  dealer 
who  does  not  keep  reminding  the  people  in  his 
locality  of  the  advantages  of  oil  or  gas  ranges 
is  sadly  behind  the  times. 
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Why  Hardware  Men  Should 

Do  Plumbing 

By  J.  Crabtree 

It's  like  waving  a  red  flag  before  some  four-legged 
creatures  (herein  not  to  be  mentioned)  to  suggest  in 

a  plumber's  hearing  that  a  hardwareman  should  have 
anything  to  do  with  the  steam  or  hot  water  heating 

or 'plumbing,  but  all  the  same  I  am  going  to  give  the- direct  results  of  some  observations  that  have  come 

under  my  observation  in  different  parts  of  the  coun- 
try. 

We  are  all  after  what  has  been  called  "the  .root 
of  all  evil."  Money  isn't,  it's  the  love  of  money.  At 
the  same  time  money  is  to-day  a  certain  measure  of  a 
man's  or  a  firm's  standing  in  most  any  community. 
The  lack  of  money  generally  subtracts  to  a  certain 
degree  from  the  place  a  man  can  occupy  in  a  city  or 
town.  Not  always.  Take  nearly  any  fair  sized  city 
or  town  that  you  choose;  make  a  list  of  the  plumbing 
firms,  then  make  another  list  of  the  men  who  are  in 
the  hardware  business.  Now  place  these  lists  side  by 
each  and  compare  them  as  to  their  financial  standing. 
Which  list  would  pass  the  better  muster? 

If,  for  no  other  reason  than  their  financial  condition 
the  hardware  men  deserve  to  have  this  line  of  business 
under  their  wing.  But  there  are  other  reasons.  Listen 
while  I  preach  a  bit.  The  average  plumber  or  fitter 
can  not  do  business  and  exist  on  a  profit  of  ten  per 
cent.  I  do  not  say  that  the  hardwareman  should  get 
only  that  per  cent,  in  the  business  (mind  that),  but  I 
do  say  that  as  long  as  there  are  what  might  be  des- 

cribed as  journeyman  masters  in  existence  who  cut 
the  prices  to  such  an  extent  that  they  do  not  make 

even  journeyman's  wages,  that  the  customer  would 
stand  a  much  better  chance  of  getting  a  square  deal 
from  a  responsible  firm  who  knew  enough  to  figure  a 
profit  of  ten  per  cent,  and  make  it;  than  that  same  cus- 

tomer would  have  fo  get  the  job  done  by  some  plumber 
who  had  no  financial  standing  at  all  and  got  the  job 
merely  because  he  put  in  the  lowest  figure. 

Are  they  cutting?  Gee  whiz!  Get  out  around  the 
country  and  see  how  the  work  is  going  and  at  what 
price.  There  will  be  a  fine  bunch  of  sorry  looking 

"rubes"  at  the  end  of  the  year  when  they  come  to 
figure  up  just  where  they  are  at.  They  won't  do  it 
much  before  as  they  are  too  busy  looking  after  the 
work  they  have  taken  on.  The  more  they  do  the  more 
they  will  loose. 

The  average  man  or  woman  naturally  gravitates 
toward  the  hardware  store  ten  times  to  every  once 

that  he  or  she  ever  enters  a  plumber's  den.  The  hard- 
ware store  has  for  sale  so  many  more  necessities  of 

life  than  the  plumber's  place  of  business  has.  Why 
then  should  not  the  customer  find  on  display  a  line 
of  plumbing  and  heating  articles? 

The  hardwareman  furnishes  nails,  glass,  locks,  man- 
tles, stoves,  and  many  other  necessary  articles  and 

appliances  that  go  towards  building  and  furnishing 
the  house  to  make  it  habitable  and  comfortable.  Why 
should  not  the  heating  and  plumbing  come  from  the 
same  soiirce?  To  say  that  the  hardwareman  cannot 
(or  will  not)  give  as  good  results  as  the  plumber  (bred 
in  the  bone)  is  to  make  a  statement  which  the  facts  do 
not  bear  out  on  the  general  average. 

There  are  "bum"  hardware  plumbers  I  well  realise. 
There  are  also  "bum"  plumbers  who  do  not  hesitate 
to  put  in  rotten  work  for  one  single  moment,  but  I 

must  say  that  my  observation  has  led  me  to  believe 
that  when  a  hardwareman  gets  in  a  poor  job  he  fails 
from  ignorance  rather  than  intention,  and  afterwards 
he  will  hire  the  right  kind  of  a  mechanic  until  he 
knows  or  has  got  next.  For  years  I  have  heard  the 
song  that  a  plumber  who  would  work  for  a  hardware 
store  outfit  was  a  poor  mechanic.  He  has  no  class, 

and  was  a  dispirited  sort  of  a  cuss  who  didn't  give  a 
whoop  generally.  Do  you  know  one  answer  for  that? 

It's  this:  The  hardwareman  insists  on  getting  a  day's 
work  for  his  money.  Too  many  plumbers  are  easy 
marks.  The  hardwareman  is  business  all  through,  and 

making  the  job  hold  out  don't  look  good  to  him.  He 
soon  finds  out  just  what  a  day's  work  is,  too,  believe 
me.  Do  you  blame  him?  Results  are  what  we  all 
want.  Why  should  he  not  get  them?  If  the  plumbing 
shop  falls  down  in  this  respect  it  is  the  masters  own fault. 

Due  to  the  grand  cutting  competition  that  has  been 
going  one  for  the  past  several  years  (in  spite  of  all 
the  pertinent  advise  that  could  be  given  by  the  trade 
papers  who  have  the  welfare  of  the  business  at  heart) 
mariy  master  plumbers  are  to-day  doing  business  and 
making  less  than  the  journeymen  they  employ  make. 
The  journeyman  has  no  financial  risks ;  the  master  has many. 

Many  masters  are  fully  in  the  power  of  the  jobber 
who  bolsters  them  up,  financially,  in  a  vain  hope  that 
the  time  will  come  when  they  will  land  a  job,  or  string 
of  jobs,  that  will  enable  him  to  break  even  on  the 

deal  and  then  close  up  that  plumber's  account. 
This  is  one  of  the  conditions  that  faces  the  plumbing 

business  to-day  as  the  direct  result  of  unwise  and  ig- 
norant competition.  The  days  when  the  blue  sky 

could  be  sold  for  a  hiige  sum  are  over.  A  job  must 
be  figured  as  a  business  proposition.  People  want  to 
see  something  for  their  money  and  are  coming  to  know 
pretty  near  about  how  much  they  should  get  for  what 
they  spend  in  a  plumbing  or  heating  deal. 

Lumping  jobs  ofi',  or  looking  at  a  house  and  figuring 
it  by  mental  arithmetic  does  not  land  the  work  now, 
unless  the  figures  be  absurdly  low,  in  which  case  some 
one  is  apt  to  get  stung. 

In  a  small  town  or  medium  sized  city  a  display  is 
necessary  to  sell  the  goods.  Many  plumbers  are  not 
fixed,  financially,  so  that  they  can  carry  a  display. 
The  hardware  stores  are  so  situated  that  they  can  give 
attention  to  this  matter  and  generally  do  when  they 
engage  in  the  business.  Most  hardwaremen  are  sales- 

men. We  knoAv  from  observation  and  experience  that 
the  average  plumber  has  not  yet  showed  much  ability 
along  the  line  of  salesmanship.  I  know  that  much  of 
this  has  been  said  before,  but  if  a  man  will  get  out 
around  the  country  and  just  see  the  way  the  business 
is  being  conducted  he  will  want  to  dip  his  pen  in 
vitrol  and  then  put  on  the  speed  limit  to  begin  to  do 
justice  to  matters.  All  signs  point  to  the  elimination  to 
the  price-cutting,  ignorant,  cheap  skate  plumber  who 
has  not  the  business  ability  to  figure  work  at  the  price 
that  it  should  bring.  He  is  a  detriment  to  those  who 
really  do  wish  to  get  the  Avork  in  right  and  he  is  gen- 

erally a  placer  of  inferior  goods  and  most  always  head 
over  heels  in  debt  to  some  jobber  or  manufacturer. 

If  there  is  a  lax  method  of  handling  the  money  after 
all  that  you  have  spent  to  get  the  customer  to  come  in 
and  leave  it,  you  are  falling  down  at  the  most  impor- 

tant part  of  the  transaction. 
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EXPLOITING  THE  SALE  OF  TOOLS. 

Outside  of  mechanics,  no  one  needs  tools  as  much 
as  a  farmer. does.  Beside  the  ordinary  repairs  of  a 
simple  character  needed  outside  and  inside  of  his  house, 
barn  and  outbuildings,  there  are  wagons  and  farm  im- 

plements which  need  to  be  repaired  quite  often.  He 
is  usually  situated  at  a  long  distance  from  the  village 
repair  shop,  and  for  that  reason  will  put  off  attending 
to  the  matter  until  he  has  occasion  to  make  a  trip  in 
that  neighborhood.  In  the  meantime  this  neglect  is 
rendering  a  bad  matter  worse  in  case  he  continues  to 
use  the  implement  or  machine. 

It  might  seem  to  be  a  waste  of  time  in  seeking  to 
interest  farmers  to  provide  themselves  even  with  the 
common  and  simple  tools  which  do  not  require  much 
skill  to  use,  when  it  is  known  that  in  some  sections  of 
the  country  they  leave  their  implements  and  machines 
out  of  doors  and  exposed  to  the  weather.  In  some 

cases  no  protection  by  housing  is  given  these  appli- 
ances the  year  around. 

Now  the  hardware  dealer  may  promote  his  own 

success  by  showing  a  friendly"  concern  for  the  welfare of  his  customers.  He  might  even  go  so  far,  suggests 
"Observer"  in  Iron  Age  Hardware,  as  to  issue  a  cir- 

cular in  which  he  called  attention,  first,  to  the  con- 
venience of  tools,  the  time  and  money  saved  by  hav- 

ing them  at  hand  when  required,  together  with  the 

salutary  influence  which  a  farmer's  example  would have  on  his  hired  men;  and,  second,  by  pointing  to  the 
fact  that,  with  all  due  deference  to  their  experience  as 
farmers,  it  would  appear  to  a  hardware  dealer  that 
it  would  be  a  good  investment  to  purchase  some  boards, 

a  few  tools,  together  with  nails  and  screws,  with  which 

to  build  a  rough  shed  and  house  in  it  the  valuable  im- 

plements and  machines  which  suffer  more  deterior- 
ation from  this  neglect  than  would  be  occasioned  by 

long  use. 

It  might  be  claimed  that  the  sooner  , these  appli- 
ances were  used  up  the  better  for  the  hardware  dealer, 

but  it  does  not  work  that  way.  On  the  contrary,  econ- 

omy often  has  to  be  practiced  in  some  other  direction 
when  the  new  appliances  are  bought,  and  likely  the 

hardwareman  fails  to  sell  goods  which  it  would  have 

been  quite  as  much  to  his  advantage  to  dispose  of. 

It  is,  in  a  general  way,  for  the  interest  of  country 
merchants  that  farmers  should  be  prosperous  and 

thrifty.  Not  only  does  the  credit  system  prevail  in 
rural  districts  to  a  greater  extent  than  in  cities,  but 

the  consuming  capacity  of  a  community  is,  or  should 

be  measured  by  its  earning  power.  An  intelligent, 

iudieious  and  discreet  interest  in  the  welfare  of  his 

customers  will  surely  pay  a  retail  merchant,  if  he  goes 

about  it  in  the  right  way. 

GOING  TO  MARKET. 

'The  Merchants'  Association  of  New  York  have  been 
sending  out  a  booklet  filled  with  arguments  why  the 

merchant  should  visit  the  manufacturing  and  whole- 

sale centres  from  time  to  time.  Here  are  some  quota- 

tions from  their  booklet: — 

"The  most  expensive  thing  in  the  world  is  running 
in  a  rut.  In  business,  running  in  a  rut  is  trying  to  sell 
old  things  to  people  who  want  new  things — offering 

last  year's  goods  to  people  who  want  this  year's." 
"If  you  go  to  market  and  your  competitors  do  not, 

your  townspeople  know  it.  You  show  the  best  stock 
— and  they  know  it.  They  know  that  you  have  been  to 
the  source,  and  you  set  the  fashion  and  get  the  trade 

— because  you  are  not  in  a  rut." 
"If  yoii  show  city  goods,  your  customers  are  pleased 

and  stay  with  you;  if  not,  they  wander  away  to  big 
cities,  or  buy  through  catalogues  or  mail  orders.  You 
do  not  find  the  profit  winners  if  you  stay  in  a  rut.  The 

goods  things  do  not  get  into  the  ruts." 
"Running  in  a  rut  comes  from  staying  at  home.  The 

cure  is  going  to  market.  If  you  stay  at  home  you  dry 
up ;  if  you  go  to  market  you  freshen  up.    To  dry  up  is 

How  the  fi-ont  of  the  counter  can  be  used  for  displaying window  screens. 

to  lose  your  customers  to  other  merchants  who  do  not 
run  in  ruts.  To  freshen  up  is  to  gain  new  customers 

by  new  attractions." ' '  By  going  to  market  you  get  tips  on  the  latest  novel- 
ties, learn  what  is  most  popular  and  saleable,  gather 

hints  on  attractive  displays  and  useful  store  methods, 
buy  better,  select  more  attractive  goods  and  choicer 
variety,  make  a  better  show  in  your  store  when  you 

return,  and  freshen  up  in  every  way. ' ' 
"It  is  not  underselling  your  competitors  on  the  same 

goods  that  makes  money.  Competition  on  prices  only 
hurts ;  competition  on  novelty  and  variety  pays.  Go- 

ing to  market  equips  you  for  paying  competition ;  stay- 

ing at  home  binds  you  to  losing  competition." 

A  RESOURCEFUL  RETAILER. 

A  small  dealer  whose  customers  are  imrticularly  res- 

ponsive to  "bargains,"  puts  a  three-foot  show  case 
near  the  door.  Each  day  he  changes  the  contents.  Each 
customer  who  buys  the  item  there  featured  is  given 
a  rebate  of  twenty-five  per  cent,  on  that  purchase.  Thus 
the  dealer  features  about  three  hundred  different  items 

a  year.  He  chooses  his  daily  "show  case"  specials 
from  widely  varied  lines.  This  impresses  on  the  minds 
of  his  customers  the  great  range  of  merchandise  car- 

ried in  his  store. 
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THE  OTHER  FELLOW'S  WAY. 
One  hardware  merchant  in  a  small  town,  according 

to  Selling  Power,  supplies  the  shops  in  the  vicinity 
with  pay  envelopes.  On  the  back  of  these  envelopes 
is  an  offer  of  five  per  cent,  discount  to  the  bearer. 
This  enables  him  to  secure  much  of  the  trade  of  the 

working-men,  because  they  consider  it  a  special  pro- 
position to  them,  and  at  the  same  time,  the  offer  gets 

to  them  when  they  have  the  money. 
One  merchant  offers  car-fare  coupons  to  all  those 

making  a  purchase  of  $1  or  over. 
A  merchant  in  a  small  town  has  a  free  day  in  every 

month,  on  which  he  refunds  the  money  on  all  pur- 

Interior  of  Albany  W.  Moore's  hardware  store,  St.  Catharines. 

chases  of  $2  or  under.  This  fact  he  advertises  very 
well  but  he  does  not  mention  the  day.  The  dullest  day 
of  the  month  is  selected  as  the  free  day  and  all  pur- 

chases of  this  amount  and  under  are  refunded  on  an- 
other fixed  day  which  has  been  announced.  There  is 

the  excitement  of  change  in  this  that  draws  much 
trade  to  the  store. 

Another  merchant  offers  a  prize  of  $5  to  the  farmer 

who  drives  the  gre'atest  distance  to  town.  Many  times 
farmers  have  come  as  far  as  forty-five  miles.  This 
helps  this  man  to  get  the  farmers'  trade. 

Another  merchant  ran  an  ad-writing  contest  among 
the  high  school  pupils  offering  a  prize  of  $5  for  the 
best  ad.,  $3  for  the  next  best  and  $2  for  the  next  best. 
This  worked  up  considerable  interest  in  his  store 
among  the  high  school  pupils  and  their  parents. 

One  wide-awake  merchant  fitted  out  a  boys'  base- 
ball team  with  uniforms  and  took  an  interest  in  their 

doings.  The  boys  named  the  team  after  him  in  view  of 
his  generosity,  and  their  uniforms  bore  his  name.  This 
proved  of  great  advertising  value  for  the  merchant, 
inasmuch  a,s  the  baseball  team  was  a  good  one  and 
cleaned  up  everything  in  the  town.  Often  the  mer^ 
chant  sent  the  team  to  adjoining  towns.  This  proved 
good  advertising  there  and  the  farmers  driving  to  the 
larger  town  remembered  and  patronized  him. 

Another  merchant  puts  a  "thaidv-you  slij)"  reading 
as  follows,  in  each  package  that  goes  out  of  his  store  : 
- — With  thin  rule  border — 

"Thank  You." 

"We  thank  you  for  your  patronage  and  believe  the 
goods  will  give  satisfaction,  and  that  you  will  come 
again.  If  the  goods  are  not  satisfactory  in  every  res- 

pect, report  at  once  and  we  will  be  glad  to  adjust  the 
matter.  Make  this  store  your  store.  When  we  recom- 

mend an  article,  you  can  rely  upon  it.  That  makes 

customers  who  bring  other  customers." 
One  small  town  dealer  keeps  well  posted  on  the 

stock  carried  by  the  large  city  wholesalers  and  takes 

orders  for  lines  he  does  not  keep  in  stock.  When  art- 
icles are  ordered,  he  obtaias  them  promptly  from  the 

wholesalers  in  the  city.  In  this  way  he  secures  much 
business.  His  slogan,  in  his  advertising,  and  which  is 

also  printed  on  a  huge  card  in  his  store  is:  "What 
we  have  not  got,  we  can  get  for  you  promptly.  Ask 

us." 

RECREATION  GOODS. 

July  is  particularly  a  month  for  pushing-  the  goods 
of  interest  to  picnickers,  campers  and  the  like. 

It  is  then  that  croquet  sets,  tennis  sets,  baseball 
goods,  hammocks,  everything  pertaining  to  outdoor 
life,  come  into  demand. 

Both  the  variety  and  general  store  can  make  a  very 
attractive  window  of  recreation  goods. 

Fishing  supplies  in  a  locality  where  fishing  is  the 
favored  sport  should  be  prominently  shown.  In  such 
a  display  we  would  also  show  Japanese  lanterns,  can- 

dles, ice  cream  dishers  and  other  lawn  party  access- ories. 

Needless  to  say  our  price  ticket  would  be  on  ever\ 
article. 

IN  BUSINESS  FOR  PROFIT. 

"The  time  is  about  here,"  said  a  hardware  retailer, 
"when  a  man  handles  the  staples  because  he  has  to, 
and  the  profitable  special  lines  because  he  can  make 
money  on  them. 

"There  are  a  lot  of  things  that  I  must  keep  because 
other  people  keep  them.  And  there  are  a  lot  of  other 
things  that  I  can  keep  that  are  not  of  a  make,  a  grade, 
and  a  price  known  to  everybody;  and  it  is  on  these 
things  I  make  my  profits. 

"I  am  not  in  business  to  see  how  many  dollars' 
worth  of  goods  I  can  turn  out;  I'm  in  business  to  see 
how  much  I  can  make  on  the  goods  I  do  turn  out." 

WHY  HE  FAILED. 

A  retail  hardware  man  has  recently  failed  because 
of  the  lack  of  a  proper  method  of  keeping  stock.  Be- 

cause of  the  lack  of  proper  stock-taking  methods  he 

Interior  of  Coy  Bros,  hardware  store,  St.  Catharines. 

purchased  injudiciously.  The  consequence  was  he  had 
an  accumulation  of  nearly  everything  which  he  kept 
in  stock,  much  of  which  was  stored  away  in  some  out 
of  the  way  place.  The  up-shot  of  it  all  was  that  he  had 
to  go  into  bankruptcy  with  liabilities  of  $25,000. 

The  retailer  who  has  a  proper  system  of  keeping 
stock  is  not  likely  to  be  frequently  induced  to  over 
buy,  and  when  he  does  find  himself  with  a  little  sur- 

plus stock  on  hand  of  any  particular  line  he  devises 
some  way  of  getting  rid  of  it. 
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The  Art  of  Card  Writing 
By  L.  Smeby 

Appliances  necessary  and methods  that  should  he 
employed. 

Any  ambitious  person  who  will  follow  these  articles 
and  practice  as  instructed,  can  become  a  proficient 
card  writer.  It  must  be  taken  into  consideration,  how- 

ever, that  no"  one  can  learn  show-card  writing  in  a 
few  days  or  even  in  a  few  weeks.  Real  proficiency 
comes  only  after  diligent  practice  and  serious  atten- 

tion to  the  fundamental  principles  of  show-card  writ- 
ing, especially  brush  manipulation.  Do  not  attempt 

too  great  things  to  begin  with. 

Work  Table. 

Show-card  writers  usually  do  their  work  on  a  slight- 
ly inclined  table.  To  begin  with  a  table  of  the  com- 

mon kitchen  variety  will  answer  the  purpose.  The 

S  This  is  the  first  of  a  seHes  of  articles  on  show  § 
S  eard  writing  by  Mr.  L.  Smeby,  a  well  known  S 
a  show  card  instruetor.     These  articles,  if  foL  8 
a  lowed  closely,  will  assist  anyone  in  becoming  a  § 
fl  proficient  show  card  writer.    Mr.  Smeby  will  5 
a  answer  any  inquiry  directed  to  this  office  and  d 
S  pertaining  to  this  work.  B 

back  legs  can  be  raised  about  three  inches  to  give  the 
proper  angle  or  incline.  Anyone  handy  with  a  ham- 

mer or  a  saw  can  also  make  a  creditable  table  out  of 
an  ordinary  large-sized  dry  goods  box ;  cover  the  top 
with  oil  cloth  or  canvas  which  gives  it  a  smooth  sur- 

face and  as  good  as  any  other  expensive  table  top 
for  the  purpose. 

Paint  to  Use. 

Water  and  Japan  colors  are  used  by  card  writers, 
some  prefer  water,  others  the  Japan  colors.  I  con- 

sider good  prepared  water  colors  the  best  for  the  be- 
ginner. They  are  to  be  had  already  prepared,  put  up 

in  glass  jars,  ready  for  use.  The  water  colors  put 
up  by  J.  G.  Bissell  &  Co.,  New  York,  are  most  satis- 

factory. If  your  local  dealer  does  not  handle  these 
paints  they  are  almost  certain  to  carry  the  Fresco  or 
distemper  colors  used  by  inside  decorators  for  mural 
work ;  these  are  already  ground  and  mixed  in  water 
but  require  a  sizing  to  bind  the  paint  or  keep  it  from 
rubbing  off  the  cardboard.  Pour  out  only  what  you 
require  in  a  small  cup  or  saucer,  add  a  few  drops  of 
mucilage  or  dissolved  gum  Arabic,  stir  until  well 
mixed.  The  paint  must  be  of  a  consistency  that  will 
make  the  brush  pull  slightly.  If  too  thin  the  strokes 
will  look  streaked  and  transparent.  Any  solid  color 
desired  can  be  had.  The  mixing  of  paints  for  shades 
and  tints  will  be  treated  in  a  later  issue. 

Brushes. 

Red  sable  brushes  called  "Riggers"  is  the  best 
brush  made  for  card  writers,  especially  when  using 
water  colors.  They  come  in  sizes  from  No.  1  to  12, 
making  strokes  from  a  hair  line  to  II/2  inches  in  width. 
Six  brushes,  alternating  sizes,  2  to  12,  will  answer  aU 

■purposes.  After  dipping  the  brush  in  the  paint,  work 
it  back  and  forth  on  a  piece  of  paper  or  cardboard 
until  paint  is  thoroughly  diffused  throughout  the  brush, 
at  the  same  time  work  it  to  a  flat  chisel-like  square 
point.  Pulling  the  brush  back  closes  the  point  of  the 
brush,  stroking  forward  opens  the  hair.  Best  results 
are  had  only  when  brush  is  kept  open  and  flat.  By 
using  the  sliarp  point  of  the  brusii  a  fine  line  or  stroke 
can  be  made.  Be  sure  and  wash  out  thoroughly  in 
clean  Avater  when  through  using,  squeeze  dry  and  to 
a  flat  point;  lay  it  away  where  hair  is  not  touched  or 
bent.  If  dried  in  a  bent  position  the  brush  will  lose 
its  shape  and  it  will  be  useless  for  good  work.  Never 
cut  the  point  of  the  brush,  it  will  kill  the  life  which 
is  at  the  point.  A  slightly  ragged  point  is  especially 
good  for  making  spur  corners,  cutting  will  make  it 
blunt  and  stiff  and  sharp  corners  or  fine  strokes  can- 

not be  made.  There  is  practically  no  limit  to  the 
strokes  that  can  be  made  with  a  good  brush.  Any 
good  card  writer  can  take  a  No.  8  brush  and  make 
practically  any  stroke,  size  or  style  of  letter,  but  it 
takes  practice.  Practice  and  patience  is  all  that  is  re- 

quired to  succeed. 
■  The  brush  should  be  held  practically  the  same  as  a 
pen  or  pencil  only  in  a  more  vertical  position  so  as 
to  give  an  easy  free  movement  to  the  fingers.  The 
forearm  should  be  rested  on  the  table  and  hand  slight- 

ly raised  so  as  to  give  a  free  easy  movement  to  the 
wrist.  It  is  well  to  use  common  wrapping  paper  to 
practice  on.  Begin  by  making  the  strokes  shown  on 
practice  plate  and  keep  it  up  until  you  are  able  to 

Iraclise  sti'okea  for  one  sLrok.e  Uoek,  alpl^abeLs. 

make  each  stroke  clean  and  sharp.  The  arrows  show 
the  direction  of  each  stroke.  Do  not  work  with  the 
point  of  the  brush,  use  the  flat  side  and.  bear  down 
until  half  of  the  brush  is  laid  on  ;  lift  the  brush  quick- 

ly at  the  end  of  the  stroke.  On  a  curved  stroke  use 
only  about  one-fourth  of  the  brush.  When  these 
strokes  have  been  mastered,  there  will  be  no  dififieulty 
in  being  able  to  make  letters.  The  principal  thing 
is  mastering  the  brush. 

In  the  next  issue  instructions  will  be  given  on  the 
complete  alphabet,  numerals  and  lower  case. 
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Window  and  Newspaper  Advertising 

SCIENTIFIC  WINDOW  DISPLAYS. 

By  a  Traveller. 

It's  surprising  how  much  science  there  is  to  business 
nowadays  and  how  far  merchants  get  into  harmony  with 
the  immutable  laws  of  trade.  Strange  how  psychology 
has  worked  itself  as  a  most  important  factor  in  business- 
building. 

In  my  wanderings  over  the  country  I  can  tell  at  once 

the  "type"  of  man  who  directs  a  business  by  just  look- 
ing into  the  windows  of  the  establishment.  There  is 

stamped  a  man's  personality,  indicating  his  knowledge 
of  human  nature,  reflecting  his  process  of  thinking, 

whether  logical  or  disorderly.  The  "window  display" 
has  crystallized  his  ideas — the  contents  of  his  mind. 
Do  you  know  that  some  department  stores,  with 

good  reason,  spend  up  to  $40,000  a  year  for  scientific 
window  display!  They  employ  experts  who  penetrate 

deep  into  the  "kingdom  of  mind"  to  learn  how  to  give 
it,  for  it  is  recognized  that  every  sale  transaction  first 
takes  place  in  the  mind.  The  exact  processes  by  which 
people  are  influenced  to  make  purchases  are  known  to 

a  certainty.  The  "sea  of  thought"  can  be  harnessed and  controlled. 
There  are  absolutely  as  inviolable  laws  in  business 

as  in  nature.  "What  you  sow  you  reap."  If  ignorance 
misdirects,  chaos  and  failure  are  the  results.  To-day 
"chance"  is  eliminated  from  business — it's  the  survival 
of  the  "knowers  and  doers,"  the  scientific  merchants. 
You  are  doing  business  with  humanity ;  therefore,  it 
is  essential  that  you  understand  human  nature. 

The  mind  of  man  is  man.  What  do  you  know  about 
it?  It  has  been  only  in  recent  years  that  analysis 
and  classification  of  the  mind  have  been  made  and  that 
knowledge  employed  to  advantage  in  business.  Man 
possesses  certain  qualities,  collectively  belonging  to  the 
intellect,  emotion  and  body,  that  govern  their  func- 

tioning and  all  are  controlled  by  the  mind.  You  can 
make  them  all  vibrate,  respond  to  you,  if  you  know 
them  as  well  as  a  musician  knows  where  the  tones  lie  in 
his  instrument.  By  knowing  you  can  produce  harmony, 
not  discord-,  in  the  people  you  aim  to  reach. 

Scientific  window  displays  embody  three  fundamental 
principle  of  getting  attention,  arousng  terest,  creat- 

ing desire,   and  all  supported  by  underlying  laws. 
The  laws  of  a  window  display  are  as  follows: 

Principles.  Laws. 
Getting  attention. 

(Holding  mind.) 

Arousing  interest. 
(Agitating  mind.) 

Creating  desire. 
(Impelling  mind.) 

1.  Light. 
2.  Motion. 
3.  Color-scheme. 
4.  Mass. 
.5.  Ability. 0. 

7. 
S?as^  rableness. 
Taking  adantage  of  public  opinion 

created   by  advertising. 
S.  Location. 
9.  Arrangement. 
10.  Position. 
11.  Sound  or  silence. 
Revealing  values. 
Personal  suggestions. 

'Let  me  explain  the  chart  to  you.  In  using  light  you 
are  playing  on  a  primary  human  instinct.  Observe 
where  the  crowd  congregates — on  one  street  will  prome- 

nade over  one  hundred  thousand,  while  on  the  dark 
streets  a  block  away  they  can  be  cotinted  on  your  fin- 
figers.  Even  the  arc  lights  verify  the  attraction  of 
light,  if  you  will  glance  up  at  the  myriad  insects  hover- 

ing about  it  on  summer  nights. 
I  need  but  motion  in  any  direction  to  get  attention. 

The  law  of  color  harmony  is  a  science  in  itself.  There 
is  much  art  in  the  use  of  color.  The  color  or  colors  to 
use  can  only  be  determined  when  associated  with  the 
things  to  be  displayed  and  the  temperaments  of  the  peo- 

ple would  be  most  likely  to  purchase  them.  If  for  cul- 
tured people,  use  simple  display,  artistically  arranged 

colors  of  a  soft  and  quiet  contrast.  The  nearer  you  get 
to  the  people  of  the  soil,  choose  colors  that  are  heavier 
and  stronger,  always  scaling  the  graduation  with  the 
article  displayed.  Small  articles  should  have  light  col- 

or support.  Big  articles  should  have  heavy  color  sup- 
port. Remember  the  article  is  to  get  the  attention,  not the  display. 

The  importance  of  the  laws  of  light,  motion  and 
color-scheme  as  a  medium  to  attract  attention  is  re- 

vealed by  the  enormous  expenditure,  approximating 

$100,000  a  night,  by  the  large  advertisers  who  use  elec- 
trical display  in  the  various  cities.  I  need  but  motion 

in  any  direction  to  get  attention. 
Mass  I  want  to  place  particular  stress  upon,  for 

in  its  analysis  I  must  tell  you  an  axiom  of  physics,  which 
is  that  every  inorganic  substance  in  this  universe  is  held 
together  by  the  reciprocal  attraction  of  its  units  (mole- 

cules) upon  one  another.  The  greater  the  mass  the  great- 
er the  attraction.  Sizes  and  distances,  ratios  and  propor- 

tions are  subjects  to  give  consideration  to  in  window 
display  . 

What  Should  be  Displayed? 

Utility.  What  should  be  displayed?  Display  that 
which  is  of  greatest  use  to  the  greatest  number.  Neces- 

sities become  luxuries,  that  which  comes  within  the  means 
of  the  masses  instead  of  the  higher  classes.    The  object 

Note  the  receding  window  and  the  opportunity  it  affords  for  outside 
displays.    The  proprietor,  W.  H.  Dustan.  has  been  in business  in  Bowman ville  for  20  years. 
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should  be  to  "catch"  everybody  and  get  them  into  your store,  where  you  can  personally  take  control  of  their 
minds.  Everybody  passes  your  store;  compel  them  to 
come  in,  to  get  acquainted  with  you  and  your  merchan- 

dise, service  and  saving.  They  form  only  half  a  judg- 
ment from  your  window,  just  enough  to  influence  them 

to  "step  in"  or  "stay  out." 
Sound  hardly  need  be  commented  upon.  To  me  the 

most  impressive  sounds  are  the  musical  cadences  of  the 
human  voice.  It  is  difficult  to  put  this  law  into  opera- 

tion— sometimes  silence  is  a  greater  force. 
\L(Ocatiou.  Get  as  near  the  center  of  gravity,  the  hub 

of  commerce,  as  possible,  for  you  have  there  hundreds 
of  agencies  co-operating  in  enterprising  ways  for  mutual 
success. 

Seasonableness.  There  are  seasons  in  your  business 
that  make  special  offerings  of  particular  classes  of 
merchandise  the  most  salable.  Easter,  graduation  time, 
vacations,  national  holidays,  religious  holidays  and  many 
other  special  events  call  for  special  display.  I  hardly 
need  comment  on  the  advantage  of  harnessing  to  your 
business  the  public  opinion  created  by  the  national  ad- 
vertisers. 

Position.  Make  your  display  accommodate  itself  to 
the  passers-by;  get  it  within  their  sphere  of  vision,  not 
making  it  necessary  for  them  to  stoop  down  to  make  in- 

spection. Displays  should  be  built  up,  so  that  from  across 
the  street  people  could  discern  what  is  shown  in  the 
window.  The  window  should  be  apportioned  off  or  map- 

ped out,  for  different  parts  of  the  window  have  varying 
degrees  in  value.  The  center  always  is  the  choicest 
position,  and  there  your  leaders  should  be  shown  or  the 
strongest  appeal  in  the  shape  of  a  sign  set. 
Arrangement  must  have  the  true  artistic  touch.  At 

that  pastime  you  must  awaken  your  sensibilities ;  you 
must  feel  that  that  active  force  that  holds,  influence 
and  impels  people  is  at  work  in  your  windows;  that 
although  in  the  silence  it  says  nothing,  yet  it  persuades 
most  eloquently. 

Creating  desire  is  gained  by  associating  with  the  above 
laws  the  vital  force  of  making  statements  of  personal 
interest  to  the  public  by  the  use  of  suggestion. 

miisliu  over  framework,  or  this  same  framework  cov- 
ered flat  with  marble  or  wood  grain  paper.  In  order 

to  make  the  lattice  effect  stand  out,  the  support  at 
the  top  line  of  the  window  background  should  extend 

BACKGROUND  FOR  WINDOW  DISPLAY. 

In  the  accompanying  illustration  is  given  an  idea 
of  what  can  be  done  with  crepe-paper  in  the  setting 
of  a  window  background  for  an  opening  event,  and 
here  an  elaborate  effect  is  brought  out  at  small  ex- 

pense. All  of  these  accessories  are  to  be  had  in  print- 
ed crepe-paper.  This  design  should  have  as  a  foil 

some  flat  surface  which  can  be  mirrors,  ealcimined 

One  of  the|\Vliitten  Co.'s  (Braeebridge,  Out.)  well  <ln.■^.s^.•(l  windows. 

ahead  of  it  at  least  six  inches.  The  lattice  strips  are 
made  of  crepe-paper  stretched  just  enough  to  hold  flat 
at  the  top  and  bottoni  lines,  and  the  outside  edges  at 
the  sidf>s  and  ends  have  wood  strips  in  back  of  the 
crepe  to  serve  as  a  support.  The  flower-box  at  the 
base  is  of  similar  construction  with  the  exception  that 
it  has  a  strip  of  crepe  the  full  width  of  the  paper  set 
in  behind  the  lattice  strips.  Shell  pink  is  suggested  as 
a  good  spring  color  for  this,  having  the  lattice  strips 
white.  The  ferns  posed  on  top  are  crepe-paper  cut- 

outs appliqued  on  white  tarletan.  This  makes  up  very 
realistically,  akin  to  similar  effects  brought  out  on 
canvas  in  theater  flies.  This  same  plan  is  applied  to 
making  the  foliage  for  the  tree  on  the  right — a  strip 
of  black  traletan  stretched  tight  extends  from  the  top 
of  the  -window  down  to  the  top  line  of  the  window 
background,  and  white  tarletan  below  that  is  attached 
to  the  framework  for  the  tree  trunk  and  the  branches. 
This  framework  is  cut  out  of  wall  board  and  padded 
in  onc-<|uarter  relief  effect,  having  the  raised  surface 
covered  flat  with  green-crepe  paper.  The  cut-out 
leaves  and  foliage  are  set  on  the  tarletan  as  near  to 
nature  as  possible.  Similar  leaf  cut-outs  are  entwined 
\  etween  the  lattice  strips.  In  the  upper  framework 
the  ends  of  the  strips  curl  below  the  lattice  line.  The 
tree  trunk  and  branches  should  have  a  dash  of  paint 
here  and  there  to  bring  out  these  parts  most  realis- 
tieallv. 

Suggested  background  tor  Summer  window  in  whick  crepe  is  freely  used. 

TO  HELP  PAINT  SALES.  . 

A  retail  implement  man  has  found  it  possible  to 
work  up  a  good  trade  in  paint,  says  System.  Farm- 

ers are  prone  to  leave  their  machinery  unprotected  or 
improperly  housed  during  winter  months.  In  the  fall 
this  dealer  gets  out  a  circular  letter  that  tactfully  ad- 

vises his  customers  to  paint  their  machinery  so  that  it 
will  better  stand  the  weather  to  which  it  will  be  sub- 

jected during  the  inactive  period. 
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It Salesmanship  Essential  to 

WHAT  IS  SALESMANSHIP? 

By  Harry  W.  Ford. 

Salesmansllip  is  the  "sellig  of  goods  at  a  profit,"  we 
are  told.  Very  good,  and  very  true.  And  yet  this  is 
only  a  definition,  such  as  a  dictionary  might  give.  It 
defines,  but  does  not  explain.  It  conies  as  far  short 
of  fully  describing  all  that  is  meant  by  the  term  sales- 

manship as  the  statement  that  an  apple  is  a  fruit  which 
grows  on  a  tree  would  fall  short  of  telling  what  an  apple 
really  is.  Salesmanship  is  almost  wholly  intangible.  It 
is  not  merely  the  exchange  of  certain  goods  for  certain 
moneys.  Exchange  of  goods  for  money  is  simply  an  out- 

ward expression,  a  symbol.  The  act  of  exchange  is  not 
the  sale  itself,  but  the  result  of  the  sale. 

Sales  take  place  in  the  mind.  A  sale  is  accomplished 
when  there  is  a  decision  in  the  mind  to  buy. 

The  signing  of  the  order,  the  exchange  of  goods  and 
money  which  follow  the  decision,  are  merely  details.  The 
essential  part  of  marriage  is  the  decision  that  it  shall 
be — the  betrothal.  The  ceremony  is  only  the  necessary 
consummating  form.  We  are  so  familiar  with  the  tan- 

gible aspects  of  the  sale,  such  as  the  signing  of  orders, 
the  paying  of  money  and  the  delivery  of  the  goods,  that 
we  confound  these  material  forms  with  the  real  sale, 
M'hich  is  entirely  immaterial  and  intangible. 

If  a  man  walks  into  a  store,  lays  down  $35  and  tells 
a  salesperson  to  send  him  a  certain  suit  of  clothes,  that 
is  not  really  a  sale.  That  is  the  act  of  purchase  residt- 
ing  from  the  sale.  Perhaps  the  customer  had  been  in 
the  store  previously,  had  been  waited  upon  by  a  different 
salesperson,  been  convinced  that  he  should  buy,  or  per- 

haps he  sold  himself,  and  in  that  case  the  salesperson 
merely  accepted  an  order.  Since  a  sale  is  a  decision,  it 
is  well  to  understand  just  what  a  decision  is.  A  decision 
is  a  wilful  act  of  the  mind  and  it  cannot  be  made  outside 
the  mind.  It  cannot  be  made  in  the  pocket,  or  with  the 
hands  that  transfer  the  money.  Therefore,  a  sale  is  a 
mental  state,  the  result  of  a  process  of  thought  and 
feeling  in  the  mind. 

Now  let's  see  if  we  can  find  out  just  what  happens 
in  a  sale.  Let  us  suppose  that  a  salesman  is  trying 
to  sell  an  adding  machine.  He  has  the  machine  all 
ready  for  demonstration  and  the  customer  is  at  hand. 
Here  are  the  three  material  factors  that  enter  into  any 
and  every  sale :  The  Salesman,  the  Thing  Sold,  and  the 
Customer.  There  is  one  other  factor  which  enters  into 
any  and  every  sale,  and  only  one  other,  viz.,  the  Sale 
itself.  This  is  an  immaterial  factor,  of  which  more  may 
be  said  later. 

Now,  the  Salesman,  of  course,  thinks  the  Customer 
ought  to  have  the  adding  machine ;  he  is  entirely  con- 

vinced on  this  point.  The  Customer,  on  the  other  hand, 
does  not  want  the  machine.  He  believes  he  does  not 

need  it.  His  state  of  mind,  in  other  words,  is  diamet- 
rically opposed  to  the  state  of  mind  of  the  Salesman, 

rnder  these  conditions  the  Salesman  starts  to  work.  He 

gets  the  Customer's  attention  by  his  introduction  ;  carries 
him  from  Attention  to  Interest  by  entering  upon  a  dem- 

onstration of  what  the  machine  will  do ;  ripens  that  In- 
terest into  a  Desire  to  have  the  machine,  a  Desire  to 

Buy,  and  finally,  at  the  psychological  moment,  by  the 

use  of  his  strongest  closing  arguments,  he  crystallizes 
that  Desire  to  have  into  a  Decision  to  Buy. 

The  Sale  itself  has  been  completed.  Now  what  has 

happened?  Simply  this:  A  man's  state  of  mind  has 
been  completely  changed.  The  Customer  entered  upon 
that  demonstration  with  the  firm  belief  that  he  did  not 
want  an  adding  machine;  that  it  was  not  needed  in  his 
business;  would  not  save  him  time,  trouble  or  money. 
The  Salesman  convinced  him  that  he  was  wrong  on  every 
one  of  these  points,  and  in  addition  created  in  him  a 
desire  to  have  the  machine  and  a  decision  to  get  it  at 
the  Salesman's  price. 

Salesmen  accomplish  results  by  appl.ying  the  Scien- 
tific Laws  of  Sale,  which  are  Attention,  Interest,  Desire 

and  Resolve  to  Buy. 

By  what  means  did  the  Salesman  change  the  Cus- 

tomer 's  state  of  mind  ?  There  is  only  one  way  by  which 
the  mind  can  be  influenced  or  changed,  and  that  is  by 
the  Power  of  Persuasion,  in  some  of  its  many  forms. 

The  word  persuasion  is  one  of  the  greatest  in  the 
English  language.  A  man  can  get  nearly  everything 
he  wants  in  this  world.  We  all  try  to  persuade  others, 
and  so  far  as  we  are  able  to  do  so  we  are  successful. 
The  politician  persuades  the  voters  that  they  ought  to 
vote  for  his;  the  lawyer  persuades  the  jury  that  his 
cause  is  right;  the  preacher  persuades  his  congregation 
that  his  beliefs  are  correct ;  the  man  in  search  of  emplo.v- 
ment  persuades  the  employer  to  take  him.  A  Sale  is  a 
mental  process,  since  a  decision  can  only  be  reached 
in  the  mind,  since  the  mind  can  only  be  influenced 

by  persuasion. 
The  answer  to  our  question,  "What  is  Salesman- 

ship?" would  seem  to  be  this,  "Salesmanship  is  per- 
suasion— in  its  broadest  sense. ' ' 

The  Salesman  who  sold  the  adding  machine  to  the 
man  who  first  thought  he  did  not  want  it,  did  not  per- 

suade simply  because  he  said  certain  words.  Many 
another  salesman  could  have  said  the  same  words  this 
man  said,  and  yet  not  have  effected  the  sale.  It  was  the 
way  he  said  the  words  almost  as  much  as  the  words  them- 

selves. It  was  his  bearing,  his  appearance,  his  enthusiasm, 
sincerity,  his  health,  his  mental  acuteness,  his  determina- 

tion, his  apparent  reliability.  All  these  things  and 

many  more  contributed  to  the  Salesman's  Power  of  Per- 
suasion, and  enabled  him  to  make  the  sale  because  they 

each  and  all  influenced  the  mind  of  the  prospective  buyer. 

Personality  is  the  sum  total  of  what  a  man  really  is. 
It  is  the  result  of  the  development  of  the  positive,  strong 
faculties  and  qualities  of  body,  intellect,  will. 

It  may  be  acquired  and  strengthened  by  a  systematic 
effort  to  educate  and  develop  those  positive  faculties 
and  qualities.  In  fact,  a  strong  personality  is  the  in- 

evitable result  of  true  education.  True  education  con- 
sists of  two  processes:  1.  Filling  in  useful  knowledge. 

2.  Drawing  out,  training  and  developing  the  latent 
positive  faculties  and  qualities,  such  as  Reason,  Memory, 
Judgment,  Imagination,  Tact,  Observation,  Courage, 
Lo.yalty,  Endurance,  Initiative,  Energy,  Self-Control, 
Economy,  Industry,  Determination,  Perseverance,  Self- 
Confidence,  Bodily  Power,  Honesty,  Personal  Attraction. 
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Retail  Hardware  Advertising 

Some  Suggestions  and 

Examples  for  Pro- 
gressive Merchants 

ADVERTISING  SUGGESTIONS  FOR  HARDWARE- MEN. 

Advertising  for  the  hardware  man  does  not  consist 
entirely  of  running  announcements  in  local  papers,.  To 
be  sure,  it  is  very  important  to  use  this  medium;  but 
you  can  not  tell  all  the  story  in  a  small  advertisement. 
It  is  not  best  to  atempt  it. 

Be  brief  and  to  the  point.  Aim  to  get  the  farmers 
into  your  store,  and  then  tell  them  your  story. 

But  remember  this:  Catalogues  and  folders  are  of 
no  use  whatever  unless  they  are  placed  in  the  hands 
of  prospective  purchasers. 

*Jet  the  catalogues  and  other  advertising  matter  fur- 
nished by  manufacturers  into  the  hands  of  the  farmers, 

and  be  sure  it  has  your  name  and  address  on  it. 
There  are  several  ways  of  doing  this:  The  most  sat- 

isfactory way  is  to  mail  it,  so  that  it  will  be  sure  of 
reaching  the  home. 

The  next  best  way  is  to  put  it  in  the  vehicles  of  the 
farmers  when  they  come  to  town.  Saturday  is  usually 
the  best  day  of  the  week,  because  there  are  more  fanners 
in  town  on  that  day  when  any  other. 

Now,  don't  say  you  are  too  busy  on  Saturday  or  any 
other  day.  That  is  a  mighty  poor  excuse,  and  whenever 
you  begin  to  make  excuses  to  yourself  it  is  a  bad  sign 
and  shows  that  your  conscience  is  putting  the  prod  into 
your  vital^. 
iHow  many  times  do  you  go  back  and  forth  on  the 

streets  empty  handed? 
Are  you  and  your  clerks  too  proud  to  carry  a  few 

folders  or  catalogues  in  your  pockets  and  put  them  in 
farmers'  rigs  as  you  pass  by  them  on  the  street? 

You  can  not  afford  to  be  proud  in  business. 
Get  down  off  your  imaginary  Eiffel  Tower.  Get  down 

to  earth  and  dig. 
Some  dealers  do  not  deserve  the  liberal  supplies  of 

advertising  matter  sent  them — express  prepaid— by  the 
manufacturers.    What  do  they  do  with  it? 

Some  of  them  build  fires  with  it.  Others  carry  it  to 

the  outhouse.  More  thro  wit  under  the  counter — in 
the  corner — any  old  place,  and  then  swear  they  never 
had  any  advertising  matter. 

Do  not  lie  to  yourself.  Do  not  cheat  yourself.  That 
is  exactly  what  you  are  doing,  if  you  do  not  take  care 
of  and  judiciously  distribute  the  advertising  that  sells 
the  goods  that  .makes  your  living  possible. 

Do  you  expect  for  one  minute  that  the  farmers  are 

going  "to  make  a  practice  of  coming  to  your  store  and asking  for  a  catalogue  of  this,  that  or  the  other  thing? 
Would  you  do  it  if  you  were  in  their  place? 

A  writer  in  an  exchange  says  he  has  often  seen  farm- 

ers come  into  a  dealer's  store  and  ask  for  a  catalogue. 
Mr.  Dealer  would  stoop  down  behind  the  counter, 

rummage  through  a  pile  of  filth  and  perhaps  hand  out 

a  catalogue  that  had  the  appearance  of  having  laid  in 
a  sewer  or  outdoors. 

This  creates  a  mighty  good  impression,  does  it  not? 

Make  racks  for  your  printed  matter.  Have  them  par- 
titioned off  and  labeled.  Then  se  that  each  different 

catalogue  and  folder  is  kept  where  it  belongs,  so  that 

you  can  lay  hands  on  anything  you  want. 

This  method  saves  times  and  time  is  money. 
This  method  creates  a  favorable  impression — not  only 

of  you,  but  the  goods  you  are  trying  to  sell. 
The  wise  dealer  always  has  a  supply  of  printed  matter 

with  him  when  making  trips  into  the  country,  and  he 
puts  a  few  pieces  into  every  rural  delivery  mail  box 
that  he  comes  to. 

The  dealer  who  neglects  these  things  is  overlooking 
one  of  the  best  opportunities  for  advancing  his  business 
interests  and  increasing  his  bank  account. 

NEED  OF  A  FIXED  POLICY. 

Many  retail  stores  have  no  fixed  policy  when  it  comes 
to  advertising  and  displaying  goods,  says  the  -Paint,  Oil 
and  Drug  Review.  With  a  stock  of  hundreds  or  of 
thousands  of  different  articles  the  retailer  is  often  at  a 
loss  to  know  what  he  should  advertise. 

This  becomes  apparent  to  anyone  who  will  take  the 
trouble  to  examine  the  advertising  and  the  show  win- 

dows of,  say,  a  drug  store  for  instance.  There  will  be 
found  advertised  or  displayed  articles  that  are  neither 
profitable  nor  in  demand.  This  is  surely  a  loss  of 
time  and  a  waste  of  advertising  space. 

The  merchant  who  advertises  less  this  year 
than  last  thus  deliberately  starts  to  travel  back- 

ward on  the  store  highway— starts  to  unravel 
the  business  fabric  which  he  has  been  weaving. 

This  condition  often  arises  from  a  lack  of  fixed  policy 
on  the  part  of  the  retailer.  He  has  no  definite  end  in 
view.  He  is  after  no  particular  trade,  is  catering  to 
no  particular  class,  is  thankful  for  what  trade  happens 
his  way,  passes  acros  his  counter,  only  what  is  called 
for,  and  just  drifts  along. 

By  a  brief  examination  of  the  ads  of  leading  retail 

stores  one  may  classify  them  as  "quality"  ads  or 
"price"  ads.  In  the  former  "quality'  'is  featured;  in 
the  latter  "price"  is  the  main  argument.  This  division 
appears  not  only  in  the  advertisements,  but  in  the  show 
windows  as  well. 

Having  determined  whether  it  shall  be  "price"  or 
"quality '5'  the  advertiser  has  other  things  to  consider 
He  may  well  ask  himself : 

Shall  I  advertise  something  profitable  in  itself,  or 
shall  I  advertise  a  leader  merely  to  attract  attention 
and  on  which  the  profit  is  very  small? 

Shall  I  advertise  an  exclusive  line  or  shall  I  adver- 
tise a  line  open  to  general  competition  in  which  I  can 

offer  as  good  or  beter  values  than  any  competitor? 

Shall  I  try  to  build  up  my  whole  trade  or  concentrate 
on  a  certain  line  or  department  ? 

And  once  having  fixed  upon  a  certain  definite  policy 
stick  to  that  policy  until  yon  have  proven  it  good  or  bad. 
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USE  COMMON  TERMS. 

If  a  dealer  does  not  adequately  describe  his  goods 
he  can  uot  expect  people  to  understand  what  they  are. 
If  he  advertises  a  suit  of  clothes  at  ten  dollars  he 
should  tell  all  about  it;  what  it  is  made  of.  how  it  is 
trimmed  and  how  well  it  is  made. 

One  of  the  greatest  mistakes  that  is  ever  made  in 
advertising  is  that  of  giving  scant  descriptions  of 
goods.  Too  many  descriptions  do  not  describe.  The 
nearer  an  advertisement  is  made  to  represent  the  goods, 
the  better  is  the  advertisement.  The  plainer  the  otfer 
can  be  made,  the  more  takers  it  will  get.  The  easier 
you  make  it  for  people  to  get  your  goods,  the  more  of 
them  you  will  attract.  If  they  have  to  make  a  lot  of 
inquiries  before  they  know  exactly  what  you  mean. 

CHILD'S  HARDWARE THE  STORE  THAT  WILL  SERVE  YOU  BEST 

MgliteiiUp 

^'Brighten  Up"  time  is  here — the  time  to clean  up  about  the  house,  renovate,  and  make 
the  old  things  look  neat  and  clean  again.  We 
can  help  you  in  the  work  with  our  line  of 
Shchivin-Wiluaus  Piihts  ahd  Vauhishes. 

Call  and  See  Our 

stock  of 

Paints  and 

Varnishes 

Prices  the  Lowest. 

Goods  the  Best. 

BUILDERS'  HARDWARE Our  Specialty 

Gtet  Our  Prices  on  Nails,  Oils,  Glass, 

Turpentine,  Etc. 

NEVERLEEK  AND  PAROID  ROOFING 
We  have  sold 

Five  Thousand  Square  of  these  Roofings 

^  since  the  big  fire.   Send  for  prices  and  samples. 

Just  received 

a  large  stock 
of  Fishing 

Lines,  Trolls, 

Trout  Flies, 

Hooks,  Lines, 

Etc.,  Etc., 

BASE  BALL  GOODS 

they  are  likely  to  find  it  too  much  trouble.  If  vou 
make  a  perfectly  direct  and  distinct  offer,  and  3'our 
competitor  makes  one  which  is  weakened  by  ambig- 

uity, you  are  going  to  get  the  trade.  No  question 
about  that.  People  like  to  be  able  to  get  just  what 
they  want  and  to  talk  about  it  in  an  inteUigent  man- 

ner. If  they  thoroughly  understand  about  an  item 
or  proposition  it  will  not  take  so  much  time  to  sell 
them. 

O'ne  of  the  many  things  which  keeps  a  great  many advertisements  from  being  plain  is  the  use  of  trade 
or  technical  terms  in  describing  the  goods  advertised. 
A  merchant  knows  so  well  what  the  terms  are  and 
what  they  mean  that  he  thinks  everybody  else  knows. 
When  the  writer  was  advertising  manager'  in  a  de- 

partment store  "one  of  the greatest  difficulties  was  in 
getting  descriptions  of  the 
goods.  Sometimes  the  buy- 

ers would  use  terms  that 
sounded  like  Greek.  Upon 
inquiring  as  to  the  meaning 
the  reply  would  often  be, 
"Oh,  everybody  knows  what that  means.  There  is  no 
need  of  saying  anvthing 
else."  But  everybody  did 
not  know,  and  of  this  fact 
"yours  truly"  was  a  very convincing  example. 

In  writing  the  advertising 
for  that  store,  the  Avriter 
took  it  for  granted  if  he  did 
not  know  the  meaning  of  a 
trade  term  surely  there  were 
nine  out  of  ten  who  would 
read  the  advertisement  who 
would  not  know  the  mean^ 
ing,  either.  How  many  peo- 

])le  do  you  suppose  "really know  the  difference  between 
a  hand-turned  shoe  and  a 
Goodyear  welt?  How  many 
people  know  the  width  in  in- 

ches of  a  No.  12  ribbon  ?  And 
yet  there  are  a  great  many 
merchants  who  advertise 
their  goods  in  such  terms — 
terms  which  would  be  intel- 

ligible only  to  some  one  in 
their  own  line  of  business. 

'T'HE  cost  of  shingles  has 
^  gone  way  up- 

quality  way  down. 

NEPonseT Roofings 
For  Different  Tn>e«  of  Boildmp 

We  have 

a  fine  lot 

of  Trolls 

at  25  cents. 

Hammocks,  Screen  Doors  and  Windows.    Prices  the  lowest. 

Large  stock  of  Pipe  and  Fit- 
tings, always  on  hand. 

Graniteware  and 
Tinware 

HARDWARE  AND  IRON  MERCHANT 
W^HOX-ESALE  RETAIL 

A  well-balanced  and  effective  ad.    The  original  was  12  x  20. 

ADVEETISING  SMALL 
TOWNS. 

At  a  recent  convention  of 
retailers  the  question  was 
asked :  Which  advertising 
do  you  consider  the  best  in 
a  town  of  600  population,  lo- 

cal newspaper  or  folder  like 
the  Syndicate  circular?  It 
was  the  general  sense  of  the 

meeting  that  the  best  pos- 
sible way  of  reaching  the 

people  was  done  through 

personal  advertising"  but  that at  the  same  time  newspaper 

publicity  should  not  be  neglect- 
ed and  that  a  good  mailing  list 

is  one  of  the  greatest  assets 
any  retail  merchant  can  have. 
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Stoves  and  Housefurnishin^s 

THE  STOVE  STILL  HOLDS  ITS  OWN. 

You  try  to  tell  some  stove  dealer  that  these  days  of 
turuaces  and  steam  and  hot  water  heating  have  driven 
out  the  stove  as -a  cold  weather  comfort  bringer  and 

you'll  learn  something. 
"We  are  selling  more  stoves  than  we  ever  did  before 

in  the  twenty-seven  years  we  have  been  in  business," 
said  the  head  of  one  concern,  a  man  of  long  experience 
in  the  handling  of  new  and  second-hand  stoves  and 
stove  repairing.  "As  long  as  there  are  people  and  as 
long  as  the  manufacturers  continue  to  make  stoves, 
there  will  be  a  big  market  for  them. 

"The  cheerful  glow  of  the  coal  burner  is  not  so  eas- 
ily displaced  by  modern  methods,  according  to  those 

who  have  analyzed  the  psychology  of  stoves  and  their 
eifect  as  homemakers.  Thousands  of  people  use  them 
from  choice,  besides  the  tens  and  hundreds  of  thousands 
who  use  them  from  the  necessity  for  economy. 

"Of  course,  the  development  of  the  use  of  hot  water 
and  steam  heating  systems  has  been  marvelous,  but 
vou  must  remember  that  the  growth  of  population  has 
included  an  increase  of  the  niimber  of  those  who  can 
not  afford  to  have  them. 

"In  the  rural  districts,  too,  the  stove  trade  has  held 
its  own,  to  a  great  extent  because  of  convenience  to 
the  farmer. 

"It  is  easier  for  the  women  folks  to  keep  a  coal  burn- 
er supplied  with  fuel  than  to  tend  a  furnace.  That  is 

a  man's  job,  and  the  men  in  the  country  are  often  away 
from  the  house  for  a  considerable  time. 

"Another  thing  that  has  increased  the  desirability 
of  the  coal  burner  as  a  heater  is  the  elimination  of  the 

danger  from  gas  formation.  Modern  improvements 
have  made  the  stove  safe  as  regards  gas  fumes.  The 

scientific  construction  of  the  stove  on  the  market  to- 

day has  done  away  yvith  most  of  the  features  that  have 

made  a  change  to'the  furnace  desirable." 

PROFITING  BY  OTHERS'  EXPERIENCES. 

In  the  July,  1911,  issue  of  the  Journal  a  stove  sale 

experience  was  related  as  follows:  An  Eastern  On- 
tario stove  dealer  had  sold  a  range  to  the  local  baker 

and  the  latter  had  been  so  pleased  with  his  purchase 

that  a  short  time  later  he  presented  his  newly  married 
son  Avith  a  range  of  the  same  make. 
Now  this  retailer  had  a  very  strong  selling  argu- 

ment but  he  failed  to  take  advantage  of  it  by  making 
a  canvass  of  the  toAvn,  pointing  out  that  if  a  range 

would  be  so  satisfactory  to  a  baker  it  should  be  satis- 
factory to  the  ordinary  householder. 

An  amusing  sequel  to  this  story  is  that  while  L.  P. 
Beulne,  Ilawkesbury,  Ont.,  was  reading  the  article,  in 
walked  the  salesman  who  had  sold  the  particular  line 
of  range  to  the  man  in  the  town  referred  to  above.  To 
cap  the  climax,  while  the  stove  salesman  was  trying 
to  secure  an  order  from  Mr.  Beulne,  in  walked  a  baker 
who  was  in  business  in  Hawkesbury.  The  stove  trav- 

eller had  previously  related  to  Mr.  Beidne  the  exper- 
ience of  the  baker  in  the  other  town,  and  when  this 

other  baker  walked  in,  they  told  him  of  the  case  and, 
with  other  arguments,  sold  him  a  range. 

The  two  incidents  referred  to  show  how  retailers  in 
other  towns  can  increase  their  stove  sales.  If  their 

local  baker  can  be  satisfied  with  a  range,  the  argu- 
ment can  be  tised  to  prospective  customers  that  the 

same  range  should  give  good  results  in  ordinary  house- holds. 

AS  IT  WAS  AND  HOW  IT  MIGHT  HAVE  BEEN. 

Quite  recently  a  representative  was  in  the  store  of  a 
man  who  handles  house  furnishings,  stoves,  etc.,  when 
a  customer  came  in  and  asked  to  see  some  brass  stove 
fenders.  The  shopkeeper  showed  him  several,  the  larg- 

est of  which  was  five  feet. 

"The  one  I  want  must  be  five  and  a  half  feet  high," said  the  customer. 

"I'm  sorry,"  said  Mr.  Dealer,  "but  five  feet  is  the 

largest  I  have." The  cus'tomer  walked  out  and  no  sale  was  made, 
but  it  is  an  almost  certain  fact  that  some  other  dealer 

in  the  town  got  the  order.  If  dealer  number  one,  in- 
stead of  bringing  the  matter  to  such  a  sudden  close, 

had  said.  "I'm  sorry  I  haven't  got  it  in  stock,  but  can 
procure  it  for  you  in  a  very  short  time,  without  any 

extra  cost  to  you,"  he  would  have  secured  the  profit 
dealer  number  two  got  and  still  retained  the  man's custom.  If  a  customer  is  led  to  believe  you  do  not 
carry  a  fairly  complete  stock  or  cannot  procure  a 
seldom-asked-for  article,  he  begins  to  go  somewhere 
where  he  can  purchase  with  less  trouble  and  his  trade 
is  lost  to  you  altogether. 

GRATE  SURFACE  AND  ITS  VALUE. 

The  fuel-burning  capacity  of  a  square  foot  of  grate, 
where  the  chimney  flue  is  of  ample  size,  is  controlled 
by  the  free  area  for  air  passage  through  the  grate,  by 
the  area  and  length  of  the  internal  gas  passages  or 
flues  in  the  boiler,  and  by  the  quantity  and  disposition 
of  the  heating  or  absorbing  surface.  The  exact  pro- 

portions can  be  arrived  at  only  by  an  exhaustive  series 
of  experiments  and  tests. 

A  large  grate  area  and  an  indifferent  draft,  says 
the  Ideal  Heating  Journal,  are  a  bad  combination, 
because  it  is  impossible  to  maintain  good  combustion 
over  the  entire  area  of  the  grate.  If  the  combustion 
rate  is  much  below  six  poimds,  there  may  be  a  falling 
off  of  evaporative  poAver  due  to  an  insiifficient  draft; 
and  if  the  combustion  rate  much  exceeds  eight  pounds, 
there  may  be  a  falling  off  in  evaporative  power  due 
to  the  cooling  influence  of  too  much  air. 

Where  the  grate  surface  is  too  large,  air  is  likely  to 
mingle  with  the  fuel  in  excess  of  requirements  and 
cool  the  gases  liberated  by  combustion.  If  there  is  an 
excess  of  flue  surface  (giving  a  long  gas  travel  with 
the  attendant  frictional  resistance)  or  too  small  a 
grate,  insufficient  air  enters  the  fuel  chamber,  and  the 
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latent  heat  or  stored  energy  of  the  fuel  is  not  fully 
liberated. 
Beyond  a  reasonable  number  of  sections,  a  shorter 

boiler  of  a  Avider  type  is  to  be  preferred,  because  it 
occupies  less  length  in  the  pit,  is  more  readily  han- 

dled, its  cost  of  erection  is  lower,  and  the  fire  being 
shorter  is  more  readily  controlled. 

REMEDYING  TROUBLE  ON  A  COOK  STOVE. 

There  are  salesmen  in  furniture  stores  who  can  i  sell  a 
stove  on  account  of  their  smooth  tongues  and  winning 
personality,  but  when  it  comes  to  explaining  some 
technical  part  in  connection  with  a  range,  they  are  at 
a  loss  to  do  so.  The  flue  is  a  part  that  gives  consider- 

able trouble  and  the  following  article  by  a  manufac- 
turer, in  an  exchange,  will  be  instructive  and  inter- 

esting. 
The  experience  through  which  I  have  recently 

passed  will  demonstrate  that  scientific  management 
may  be  applied  widely  and  not  merely  to  the  conduct 
of  a  business  but  to  every  detail  that  enters  into  it. 
Of  course  no  better  ranges  are  manufactured  in  the 

Elevation  showing  varying  areas  of  chimney  flue. 

world  than  we  make,  yet  we  received  a  letter  the  pur- 
port of  which  was  as  follows: 

"I  installed  one  of  your  ranges  recently  in  my  new 
home  and  have  been  having  no  end  of  trouble  trying 
to  get  a  hot  fire.  We  first  tried  hard  pea  coal  with 
poor  results.  Then  we  tried  soft  pea  coal  with  much 
better  success,  but  are  unable  to  get  a  quick  hot  fire 
except  by  using  wood. 

"I  do  not  believe  the  range  is  in  any  way  defective 
and  that  under  proper  draft  it  will  give  good  results 
for  cooking,  baking  and  heating  the  room.  Herewith 
is  a  rough  sketch  of  the  conditions.  Kindly  have  your 
designer  figure  over  the  same  and  if  possible  suggest 

a  good  way  in  which  to  apply  a  remedy  and  overcome 
any  defects  he  may  find. 

"I  have  figured  into  it  myself  and  find  the  area  ap- 
parently sufficient  all  the  way  around ;  also  I  think  I 

have  enough  pipe  to  the  chimney  to  counteract  the 
horizontal  pipe  and  the  elbow.  I  want  to  burn  pea 
coal  on  account  of  the  great  difference  in  cost  between 
that  and  nut  coal  and  must  have  a  stove  to  do  it. 

"The  difference  in  the  price  of  coal  would  soon  buy 
a  new  range.  However,  I  wish  to  give  the  present 
range  a  fair  trial  and  want  your  earliest  reply,  since 
T  cannot  now  produce  heat  enough  to  keep  the  small 
8  X  10-foot  kitchen  warm,  and  await  your  reply  and 

assistance." Almost  any  one  who  would  read  this  letter  and  look 
over  the  drawing  would  naturally  want  to  suggest 
changes  in  the  flues  to  help  the  fan  out  of  his  trouble, 
as  will  be  found  if  this  letter  and  drawing  are  pub- 

lished and  the  readers  are  asked  for  a  remedy.  The 
facts,  however,  I  found  on  a  personal  investigation  to 
be  as  follows :  The  flue  had  ample  draft  to  operate 
the  range  satisfactorily,  but  the  users  were  never  in- 

structed how  to  use  the  dampers.  The  fire  was  brought 
from  a  banked  condition  with  pea  coal  in  25  minutes 
to  a  baking  condition,  and  a  cherry  pie  was  baked  in 
17  minutes,  top  and  bottom,  and  broAvned  practically 
alike.  This  demonstration  left  the  OAvner  of  the  range 
perfectly  satisfied. 

As  AA'ill  be  seen,  the  chimney  has  a  height  above  the 
ground  of  24  feet  to  the  top.  The  base  of  the  chim- 

ney rests  on  a  bracket  and  is  8  x  8  inches  in  size  for  a 
distance  of  about  2  feet,  A\'hen  it  is  draAvn  in  and  runs 
for  some  12  feet  4x8  inches  in  size.  At  this  point  it 
again  enlarges  and  for  the  remainder  of  its  height  the 
internal  size  is  8  x  8  inches.  The  range  is  connected 
Avith  the  chimney  by  a  7-inch  pipe. 

No  instructions  having  been  giA^en  to  the  queen  of 
the  kitchen,  it  Avas  operated  on  the  direct  draft  all 
the  time  and  in  consequence  only  the  top  surface  of 
the  range  AA^as  available  for  heating.  It  supplied  plenty 
of  hot  AA^ater,  but  it  AA^as  impossible  to  do  any  baking. 
When  instructions  were  given  as  to  the  proper  use  of 
the  dampers,  the  result  was  as  described  in  the  foren 

going.  This  makes  it  A'ery  clear  that  even  though 
stoves  have  been  used  in  kitchens  for  generations,  it  is 
still  necessary  for  those  who  purchase  to  have  instruc- 

tions on  the  proper  AA^ay  to  use  the  dampers  in  order 
to  get  the  right  kind  of  service. 

STOVE  REPAIRING  PROFITABLE. 

To  the  man  mechanically  inclined,  or  handy  Avith 
tools,  nothing  pays  so  Avell  at  this  time  of  the  year  as 
stove  repairing.  The  Avork  is  not  as  hard  as  the  aver- 

age tradesman's  (mechanic's)  Avork.  Unlike  so  many 
professions  and  trades,  this  business  does  not  require 
years  of  preparation  or  apprenticeship  to  serve  to 
make  a  success  of  it. 

One  can  AA^ork  as  fcAA^  or  long  hours  at  it  as  suits 
his  personal  AA^hims.  As  this  is  the  busy  season  in  this 
line,  right  now  is  the  time  to  get  busy  and  canvass 
your  customers,  and  you  will  have  your  hands  full 
attending  to  your  wants. 

The  equipment  and  tools  required  for  the  tyro's 
every  need  in  the  early  stage  of  his  stove  repairing 
AA^ork  are  fcAV.  A  hammer,  a  monkey  wrench,  cold 

chisel,  screw  driver,  and  a  pair  of  pliers  AA'ill  be  suffi- 
cient for  the  beginner's  working  kit. 

The  various  parts  for  all  kinds  of  stoves  can  be  ob- 
tained from  the  stove  repair  establishments. 

There  are  men  in  this  business  AA-ho  are  clearing 
$10.00  daily  (which  is  the  rule,  and  not  the  excep- 
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tion),  through  the  rush  season,  which  starts  usually 
with  the  commencement  of  cold  weather  about  Novem- 

ber 1  and  runs  to  May  15.  And  any  man  of  ordinary 
ability  can  make  $5.00  a  day,  clear  money,  in  the  same 
hnsy  season. — John  R.  Lewis. 

STOVE  ON  A  GAS  JET. 

An  ingenious  gas  jet  attachment  has  been  des'igned 
by  an  Englishman.  It  is  said  it  can  be  used  both  as 
a  heater  and  as  a  cook  stove,  and  it  is  further  claimed 
that  it  will  do  anything  that  an  ordinary  kitchen  gas 
range  will  do.  The  apparatus  is  made  in  four  parts 
that  are  easily  separated  for  cleaning  and  it  screws 

'on  any  gas  jet- without  changing  the  tip.  According 
to  the  claims  of  the  inventor,  the  heat  of  the  flame  is 
increased  500  times,  yet  the  flame  is  entirely  confined 
witliin  the  heater  and  there  is  no  danger  of  fire  nor  of 
the  flame  being  blown  out  by  the  wind,  no  matter  how 
strong  the  latter  may  be.  There  is  also  no  danger  of 
asphyxiation. 

The  Furnace  Trade 

NATURAL  GAS  IN  WARM  AIR  FURNACES. 

A  hardware  dealer  in  IMoncton,  N.B.,  has  written 

the  Journal,  as  follows  "We  have  recently  struck 
large  flows  of  natural  gas.  Can  you  give  me  any  in- 

formation regarding  installing  this  in  connection  with 
warm  air  furnaces?" 

A  large  furnace  man  who  has  had  considerable  ex- 
perience along  this  line  in  Western  Ontario  says  there 

is  nothing  more  in  the  installation  of  a  gas  burner  in 
a  furnace  than  there  would  l)e  in  piitting  a  gas  burner 
under  a  hot  plate.  The  burner  goes  in  over  the  top 
of  the  shaker  grates  and  is  in  three  sections.  These 
sections  work  independently  of  one  anoiner  and  a  per- 

son can  light  one  at  a  time,  if  desired,  thus  being  able 
to  graduate  the  heat.  The  amount  of  air  that  comes  in 
from  the  base  will  have  to  be  regulated  according  to 
the  gas  that  is  being  used.  The  draft  openings  at  the 
base  of  the  furnace  should  really  be  closed  as  the  air 
mixer  on  a  gas  bxirner  supplies  all  the  air  necessary 
for  proper  combustion. 

A  great  deal  of  condensation  is  caused  owing  to  the 
watery  nature  of  natural  gas  found  in  some  places.  To 
get  over  this  diificulty,  an  opening  should  be  made 
away  back  some  place  in  the  pipes  so  that  it  can  be 
opened  and  allowed  to  drip  every  once  in  a  while. 

It  is  essential  that  one  makes  sure  that  the  gas  main 

that  is  supplying  gas  to  a  furnace  is  large.  If  only  a 
small  pipe  is  in  use,  the  result  is  bound  to  be  poor,  and 
the  user  will  not  get  satisfaction  desired. 

The  fume  pipe  always  must  be  connected.  If  this  is 
not  done,  it  will  cause  the  gas  to  throw  off  a  bad  odor 
all  through  the  house.  It  Avill  likely  be  found  that  the 
condensation  will  drop  back  in  this  pipe  and,  therefore, 
it  will  be  necessary  to  drip  the  smoke  pipe  one  way  or 

another,  either  to  "the  chimney  or  to  the  furnace. 

PUSHING  THE  FURNACE  TRADE. 

At  the  recent  convention  of  the  Sheet  Metal  Con- 
tractors' Association  in  St.  Louis  the  president  made 

some  reference  to  the  furnace  trade,  part  of  which  is 

herewith  reproduced  for  the  benefit  of  those  engaged 
in  the  business  in  Canada. 

"I  am  convinced,"  he  said,  "that  the  day  is  at  hand 
when  furnace  manufacturers  must  begin  a  vigorous 
campaign  of  advertising.  Under  whatever  name  it  is 
conducted  it  must  come  or  the  furnace  business  will 
never  reach  the  important  position  it  deserves  in  trade. 

A  demand  for  good  furnaces  and  good  work  must  be 

created.  It  won't  do,  gentlemen,  to  cry  poor  installa- 
tion on  the  part  of  the  dealers.  Give  us  a  buying  pub- 

lic, willing  to  pay  for  good  furnace  work,  and  we  will 
furnish  you  a  few  men  capable  of  installing  the  furn^ 
aces.  Nevertheless,  we  must  not  allow  ourselves  to  be- 

lieve that  we  are  altogether  perfect.  There  is  a  great 
room  for  improvement  in  ourselves.  It  is  my  opinion 
that  our  locals  do  not  give  nearly  enough  time  to  the 
discussions  of  such  subjects  as  the  proper  installation 
of  furnaces  and  the  proper  use  of  sheet  metal  in  other 
lines  of  work.  We  have  it  within  our  power  to  educate 
ourselves  to  the  highest  degree  by  simply  using  the 
experience  of  ourselves  and  others  and  endeavoring  to 
improve  on  each  job. 

"Let  us  pluck  the  'beam'  out  of  our  own  eye  before 
Ave  say  too  much  about  the  'mote'  in  the  eye  of  the 

manufacturer." 

NATURAL  GAS  IN  MONCTON. 

A  subscriber  to  the  Joiirnal,  in  Moncton,  N.B.,  writes 
us  stating  that  natural  gas  has  been  found  there  and 
that  it  is  being  used  almost  exclusively  in  that  city. 

"You  might  advise  your  patrons  that  have  gas  ap- 
iiliances,"  he  says,  "that  there  is  quite  an  opening  in 
this  section,  as  nearly  all  our  supplies  are  now  coming 

from  the  States.    Canada  should  be  able  to  compete." 
This  man  also  wants  information  on  installing  na- 

tural gas  in  connection  with  Avarm  air  furnaces,  and  we 
would  be  glad  to  hear  from  any  of  our  readers  who 
have  had  experience  along  this  line. 

LUNCHES  TO  ADVERTISE  A  NEW  TYPE  OF 
STOVE. 

A  hardware  dealer  in  a  small  town  recently  made  a 
successful  selling  campaign  on  gas  stoves  in  a  unique 
and  dignified  manner,  according  to  System.  He  rented 
a  vacant  building  adjoining  his  store,  fitted  it  up  in  an 
inexpensive  but  artistic  manner  and  advertised  that 
every  afternoon  during  the  week  a  repast  would  be 
served  there,  everything  being  prepared  with  the  aid 
of  his  new  type  of  gas  stove.  He  engaged  a  skilled 
man  to  superintend  the  Avork  and  the  light  luncheon 
was  prepared  in  a  manner  Avhich  attracted  crowds  of 
the  better  class  of  people.  They  were  made  to  feel 
that  the  pink  tea  was  more  of  a  society  function  than 
a  selling  scheme,  but  after  partaking  of  refreshments, 
the  best  features  of  this  particular  stove  were  incident- 

ally made  knoAvn  to  them. 

KEEP  ON  THE  JUMP. 

When  one  task  is  finished,  jump  into  another.  Don't 
hesitate.  Don't  falter.  Don't  waver.  Don't  wait. 
Keep  going. 

For  activity  breeds  ambition,  energy,  progress, 

power.  And  hesitation  means  idleness,  laziness,  shift- 
lessness,  sloth. 

Don't  dawdle  in  the  hope  that  inspiration  Avill  strike 
you.  Inspiration  is  more  likely  to  strike  a  busy  man 
than  an  idle  man. — System. 
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What  Trade  Associations  are  Doin^ 

JOBBERS  AND  CATALOGUE  HOUSES. 

One  of  the  big  questions  being  discussed  by  mem- 
bers of  the  Retail  Hardware  Associations  in  the  United 

States  is  that  of  mail  order  competition,  and  at  the 
convention  held  at  Detroit  last  month  it  was  decided 

that  a  joint  committee  of  retailers,  jobbers  and  manu- 
facturers of  hardware  should  be  organized  to  inA^esti- 

gate  and  try  and  evolve  a  plan  which  will  enable  re- 
tailers to  meet  the  big  mail  order  houses  more  equally 

in  the  matter  of  prices. 
It  is  becoming  recognized  by  retailers  that  the  par- 

cels post  system  is  coming  sooner  or  later  in  spite  of 
the  distinct  advantages  it  gives  to  the  big  city  million- 

aires at  the  expense  of  business  men  and  property  own- 
ers in  the  smaller  towns  and  villages.  The  idea,  there- 

fore, is  for  the  retailers  to  insist  that  the  wholesalers 
join  with  the  retailers  to  prevent  manufacturers  from 
sejling  to  mail  order  houses  on  terms  which  would 
enable  the  catalogue  houses  to  undersell  the  country 
retailer. 

Discussing  this  problem,  the  National  Hardware  Bul- 
letin, published  by  the  National  Retail  Hardware  As- 

sociation, puts  it  up  to  the  jobbers  to  s-ee  that  the  job- 
ber-retailer system  of  merchandizing  is  continued.  If 

the  jobber  fails  to  co-operate  the  inevitable  result  will 
be  the  extension  of  the  influence  of  co-operative  buy- 

ing syndicates  which  have  found  a  foothold  in  the 
United  States  during  the  past  couple  of  years.  The 
Bulletin  says : — 

"First  the  retailer  must  provide  good  ser- 
vice and  handle'  an  up-to-date  stock,  and,  ex- 

cepting to  allow  a  fair  compensation  for  bet- 
ter service,  prices  must  be  no  higher  than 

those  asked  by  mail  order  houses  for  mer- 
chandise of  like  grade.  We  can  see  that  on 

these  two  things  hinges  the  future  of  the  re- 
tailer when  he  will  either  be  more  useful  or 

will  have  become  fewer  in  numbers  and  de- 
generated into  a  shop  keeper  of  the  European 

type.  We  cannot  conceive  of  the  mail  order 
hoiise  absorbing  all  the  retail  business  of  the 
country,  but  we  can  conceive  of  its  absorbing 
the  better  part  of  it,  leaving  for  the  small 
town  retailer  a  picayune  business  in  staples 
and  some  cheap  lines  of  goods. 

"Retailers  who  are  overcharging  customers 
are  inviting  spoliation  and  'jobbers  who 
charge  their  retail  merchant  customers  more 
for  the  same  goods  than  the  catalogue  house 
price  to  consumers  is  committing  a  crime 
against  the  jobber-retailer  system  of  mer- 

chandise distribution. '  We  have  always  firm- 
ly believed  in  the  retailer  doing  all  that  he 

can  for  himself.  His  store  should  be  attrac- 
tive ;  his  stock  should  be  up-to-date ;  his  var- 
iety as  wide  as  local  conditions  will  warrant ; 

his  store  management  efficient;  and  he  should 
be  an  artist  in  the  matter  of  salesmanship, 
but  in  addition  to  this  prices  must  compare 
within  reason  with  those  quoted  by  the  mail 
order  house. 

"The  intelligent  consumer  will  concede 
something  for  quick  service,  something  for  the 
privilege  of  choice  and  conparison.  He  will 
give  the  dealer  the  benefit  of  the  doubt  as  to 
quality  and  merit,  but  against  all  this  stands 
the  mail  order  house  with  its  bewildering  as- 

sortment of  goods,  profuse  illustrations,  the 
best  selling  argument  that  high-priced  ex- 

perts can  devise,  all  leading  up  to  the  climax 
■ — ^price.  The  issue  cannot  be  ignored.  No 
matter  how  careful  his  management,  how  good 
the  salesmanship,  nor  how  well  kept  the  store, 

the  blighting  effect  of  a  'high  price'  reputa- 
'tion  will  eventually  bring  great  injury.  Price 
— meeting  competition  within  due  reason — is 
demanded  of  the  retailer.  Will  the  jobber  ex- 

tend his  co-operation  Upon  the  answer  de- 
pends to  a  great  extent  the  future  life  and 

.success  of  the  jobber-retailer  system  of  mer- 

chandise distribution." 
In  this  connection  the  experience  of  a  Canadian 

manufacturer  might  be  outlined.  He  brought  a  new 
line  of  goods  upon  the  market,  establishing  the  first 
Canadian  factory  in  his  line.  When  ready  to  market 
his  product  the  jobbers  were  solicited,  but  they  re- 

fused to  stock  the  line  or  push  its  sale  until  a  demand 
had  been  created,  they  continuing  to  push  the  import- 

ed lines.  The  manufacturer,  at  big  expense,  went  to 
the  retailer  and  sold  his  goods  direct,  the  jobbers 

finally  taking  up  the  line.  In  the  meantime,  the  sport- 

ing goods  department  of  Toronto's  biggest  catalogue house  had  become  interested  and  the  manufacturer 

was  up  against  the  problem  of  protecting  his  retail 
customers.  And  he  did  so  by  giving  an  extra  price  dis- 

count on  condition  that  the  price  be  maintained. 

On  price  maintained  specialties  the  retailers  cannot 
object  to  price  concessions  of  this  kind,  but  on  staple 
lines  they  must  insist  that  the  jobbers  and  manufac- 

turers who  sell  to  catalogue  houses,  quote  their  small 
retail  customers  prices  which  Avill  enable  them  to  sell 
on  eqxial  terms  with  the  catalogue  houses. 

In  Ontario  the  Retail  and  Wholesale  Hardware  As- 
sociations have  already  organized  a  joint  committee 

to  deal  with  such  problems,  and  if  any  retailer  has  a 
specific  complaint^  to  make  they  will  be  doing  a  ser- 

vice to  the  trade  as  well  as  to  themselves  by  sending 
the  details  to  the  ScGretary  of  the  Ontario  Hardware 

and  Stove  Dealers'  Association,  -410  McKinnon  Build- 

ing, Toronto. 

NATIONAL  HARDWARE  CONVENTION  AT 
DETROIT. 

The  National  Retail  Harchvare  Association  held  its 
thirteenth  annual  convention  at  Detroit,  Mich.,  June 
18  to  21.  the  gathering  being  attended  by  D.  A.  Mac- 
nab,  Orillia,  and  C.  W.  Conn,  Tillsonburg,  represent- 

ing the  Ontario  Retail  Hardware  and  Stove  Dealers' Association,  and  Fred  C.  Lariviere,  President  of  the 

hardware  section  of  the  Retail  Merchants'  Association 
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of  Montreal,  to  whom  all  the  courtesies  of  fraternal 
delegates  were  extended. 

The  convention  dealt  with  reports  from  the  numer- 
ous State  Associations  in  affiliation  with  the  National 

Association  and  discussed  siich  important  problems  as 
parcels  post  and  mail  order  competition.  The  Ques- 

tion Box  discussions  were  not  featured  as  much  as  at 
the  State  Association  meetings. 
Many  social  features  were  included  on  the  program, 

boat  rides,  auto  rides  and  theatre  parties  at  Detroit, 
with  a  side  trip  to  Niagara  Falls  following  the  con- 

vention, the  party  being  the  guests  at  the  Falls  of  the 
Carborundum  Company  and  Oneida  Community. 
A  party  of  nearly  50  New  England  hardwaremen 

and  women  returned  to  Boston  via  Toronto  and  Mont- 

real, being  piloted  around  Toronto  by  Secretary  Wrig- 
ley,  of  the  Ontario  Association,  and  being  royally  en-, 
tertained  in  Montreal  by  Fred  C.  Lariviere,  who  tend- 

ered them  a  sacred  concert  in  St.  Louis  de  France 
Cathedral  on  Sunday  evening,  June  23,  after  Avhich  a 

reception  was  held  in  Mr.  Lariviere 's  store,  well  known 
to  the  United  States  visitors  because  of  the  many  des- 

criptive articles  published  regarding  it  in  hardware 
trade  papers  across  the  line.  Dancing  was  indulged  in 
and  eatables  w&re  served  by  Mr.  Lariviere,  following 
the  inspection  and  social  rooms  for  employees  in  the 

store  buildings'. 
The  next  convention  is  to  be  held  at  Jacksonville, 

Florida,  with  Boston  as  the  meeting  place  in  1914,  and 
San  Francisco  in  1915. 

Hard  ware  '^Question  Box" Readers  are  incited  to  send  questions  for  discussion 
and  to  express  their  opinions  on  any  subject  discussed. 

How  do  you  figure  profits? 

Mr.  Miller:  So  far  as  I  am  concerned,  I  don't  find 
it  very  difficult  to  figure  my  profits.  The  great  ques- 

tion with  me  is  to  work  them  out.  The  gentleman  has 
laid  down  the  basic  principle  on  which  to  figure  your 
cost  of  business.  You  have  got  to  figure  your  invoice 
cost,  your  freight  and  cartage  expense,  and  then  the 
rate  of  expense  for  running  yoiir  business. 

Mr.  Koers :  Different  men  figure  different  ways.  A 
man  in  one  eommimity  has  certain  conditions  that  he 
has  to  work  against,  and  another  fellow  somewhere 
else  has  different  troubles.  Each  man  has  to  figure  it 
out  his  own  way.  Nobody  can  say  what  it  costs  to  do 
business: 

Mr.  Maxey:  That  is  true.  Each  and  every  man  has 

to  solve  his  own  prolilems.  One  man's  experience  may 
be  much  greater  than  another  man's.  The  location 
and  surroundings  have  a  great  deal  to  do  with  it. 

Mr.  Roys :  I  would  like  to  tell  you  my  plan.  These 
questions  had  been  a  problem  to  me  a  good  many  years, 
until  about  two  years  ago  I  sat  down  and  figured  it 
out.  I  figured  up  what  my  total  expenses  were,  in- 

cluding a  good  salaiy  for  myself,  my  clerk  hire,  all  my 
total  expense  of  doing  business.  Then  I  figured  up  my 
stock,  including  the  freight  bills  the  same  as  merchan- 

dise bills. 

After  I  got  my  selling  expense  and  cost,  I  went  to 
work  and  classified  my  stock.  For  instance,  I  took 
my  implement  department  and  found  what  the  total 
purchases  were.  Did  the  same  way  in  my  stove  de- 

partment, and  in  the  shelf  hardware  department,  and 

in  the  sash  and  door  department.  I  figured  up  what 
the  total  purchases  in  these  different  departments  were 
during  the  year.  Then  I  figured  out  how  much  space 
each  department  occupied  in  my  premises,  and  figured 
out  how  much  that  space  cost  me  a  year.  Then  1  pro- 

portioned my  rent  expense  to  the  different  depart- 
ments in  that  way.  I  then  made  an  estimate  of  the 

amount  of  time  that  it  took  my  clerks  to  handle  the 
goods  in  each  department  in  making  sales.  Of  course, 

this  couldn't  be  accurate,  but  I  approximated  it  as 
nearly  as  I  could  from  watching  and  from  my  own  ex- 

perience. For  instance,  suppose  it  takes  a  clerk  from  one  to 
two  minutes  to  sell  a  box  of  shells.  I  mention  them 
because  we  know  there  is  very  little  profit  on  shells.  I 
figured  what  that  time  was  worth,  and  added  that 
overhead  expense  to  the  cost  of  the  shells.  Then  if  I 
found  that  I  was  not  selling  them  at  a  profit,  or  was 
losing  money  on  them,  I  knew  I  had  found  a  weak 
spot  in  the  business.  So  I  would  put  them  in  a  smaller 
space,  cut  down  my  stock  of  them,  and  only  carry 
enough  to  supply  the  actual  demand.  If  a  man  came 
in  and  called  for  them  I  would  sell  them  to  him,  but 

wouldn't  talk  them  up  at  all.  In  fact,  I  would  get 
through  with  the  sale  as  quickly  as  possible.  But  I 
would  take  some  other  line  that  I  was  making  a  good 
profit  on  and  push  that  line  and  try  to  sell  that  be- 

fore I  let  him  get  out  of  the  store.  If  I  had  a  line  on 
which  competitors  were  cutting  the  price,  I  would  cut 
mine  down  to  a  point  where  there  was  no  profit  in  it 
left  for  him,  and  use  it  as  a  drawing  card  for  more 
profitable  business  along  other  lines.  Of  course,  if  the 
line  on  which  my  competitor  was  cutting  prices  was 

one  that  I  didn't  care  anything  about,  I  would  drop  it 
entirely  and  let  him  have  it. 

*    *    *  * 

How  do  you  find  leaks  in  the  business? 

Mr.  Lynch :  We  have  had  some  trouble  on  that  line. 
I  have  had  clerks  who,  if  a  customer  came  in  and 
wanted  five  kegs  of  nails,  say  he  would  charge  three 
or  four  and  send  out  five.  These  clerks  would  usually 
also  do  part  of  my  collecting.  They  would  take  out 
some  blank  bill  heads,  and  when  they  went  to  collect 
for  the  nails  they  would  write  out  a  bill  for  the  five 
kegs  and  collect  for  them,  and  report  to  me  on  three 
or  four.   Now,  what  is  to  be  done  in  that  case? 

Mr.  Koers:    Don't  employ  cheap  men. 
Mr.  Lynch :  I  found  that  my  highest  priced  men 

would  do  it.  I  have  had  $125  men  who  would  steal 
some  big  bills  from  me. 

Mr.  Jackson :  The  greatest  trouble  in  my  business 
is  to  get  the  goods  charged  where  we  sell  on  credit. 
The  clerks,  in  their  hurry  to  wait  on  the  trade,  will  put 
off  making  a  bill  of  the  goods  until  the  nish  is  over, 
and  then  forget  it.  What  I  want  is  a  system  that  will 
get  the  goods  charged  without  being  too  expensive  to 
operate.  I  have  tried  varioiis  methods.  I  have  never 
had  the  trouble  which  Mr.  Lynch  mentions;  but  I  do 
have  lots  of  trouble  getting  the  clerks  to  remember  to 
charge  the  goods. 

Mr.  Maxey:  If  you  will  use  a  duplicating  system  of 
charging  and  give  your  customer  a  charge  slip,  and 
insist  that  he  call  for  one  when  he  makes  a  purchase 
you  will  find  it  helpful. 

Mr.  Lynch:  Right  there  we  use  a  cash,  register  sys- 
tem and  give  a  receipt.  And  then  we  have  established 

a  sort  of  pass-word,  "Did  you  charge  it?"  that  we 
pass  around  the  store  all  the  time,  from  one  clerk  to 
another;  and  I  find  it  works  out  pretty  well. 

Mr.  Miller:  Those  leaks  are  in  every  business.  I 
found  it  in  the  manufacturing  business,  in  which  I  was 
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formerly  engaged,  and  I  find  it  in  my  retail  business 
now.  I  try  to  watch  all  my  clerks  as  closely  as  pos- 

sible. An  honest  man  doesn't  mind  being  watched; 
and  if  a  man  is  inclined  to  be  otherwise,  it  may  serve 
to  prevent  him.  And  as  to  the  charging  proposition,  I 
try  to  get  all  my  clerks  interested  in  watching  each 
other — and  I  am  one  of  the  boys,  too ;  and  if  we  catch 
up  with  anyone  failing  to  make  a  charge,  we  "crawl 
on"  him  about  it. 

Mr.  McRae:  We  have  a  system  of  fining,  where  a 
fellow  fails  to  make  a  charge  and  anyone  catches  up 
with  it;  and  the  one  that  catches  it  gets  the  amount 
of  the  fine.  This  makes  all  my  clerks  take  an  interest 
in  watching  each  one  of  the  others. 

Mr.  Lea:  We  use  a  duplicate  sales  book,  and  we 

don't  find  that  they  fail  to  charge  often.  I  try  to 
keep  my  eye  on  the  things  going  out,  and  see  that 
everything  is  accounted  for.  All  the  charges  are  en- 

tered on  the  journal,  and  I  go  over  the  entire  day's 

business  every  morning  the  first  thing.  This  helps' to keep  my  clerks  from  ciitting  prices,  too. 

THE  LATE  THOMAS  G.  DEXTER. 

To  those  who  knew  Tom  Dexter  intimately  his  sud- 
den calling  away  on  July  3  was  not  altogether  unex- 

pected.   It  nevertheless  came  as  a  shock.    It  is  always 

The  Late  Thomas  G.  Dexter 
of  H.  S.  Howland,  Sons  &  Co.,  Limited,  whose  sudden  death took  place  on  July  3. 

a  shock  to  lose  a  friend  no  matter  how  much  his  going 
may  be  anticipated.  Owing  to  an  acute  heart  trouble 
his  condition  had  been  serious  for  some  months,  but 
day  after  day  found  him  on  duty  as  buyer  for  the 
wholesale  hardware  firm  of  H.  S.  Howland,  Sons  &  Co., 

Limited,  wearing  the  same  old  smile  and  greeting 
friends,  customers,  and  the  representatives  of  the  man- 

ufacturing firms  who  came  to  sell  him  goods  in  the same  old  cordial  way. 
He  was  a  keen  buyer,  but  there  was  none  of  the  auto- 

crat about  him.  He  knew  what  the  customers  of  his 
firm  wanted,  he  knew  the  price  they  would  pay,  and 
if  he  and  the  representative  of  the  manufacturer  could 
not  agree  upon  the  figures  asked  he  did  not  attempt 
to  brow  beat.  The  transaction  was  off  by  mutual  con- 
,sent  and  the  handshaking  was  as  cordial  as  if  the 
deal  had  been  consummated.  With  his  passing  goes 
about  the  last  of  the  old  school  of  hardware  buyers. 
Among  his  fellow  wholesalers  Mr.  Dexter  was  very 

popular  and  a  few  years  ago  they  exhibited  their  res- 
pect by  honoring  him  with  the  presidency  of  the  Can- 
adian Wholesale  Hardware  Association. 

As  a  man  Mr.  Dexter  was  the  soul  of  honor.  If  a 
thing  was  wrong  he  did  not  hesitate  to  say  so  in  terms 
that  everyone  understood,  whether  the  matter  under 
discussion  was  either  business  or  public  affairs. 

His  pastimes  were  billiards  and  lawn  boAvling,  both 
of  which  he  played  well  and  keenly — and  generously. 

Mr.  Dexter  was  with  the  Howland  Company  for  near- 
ly a  generation.  For  many  years  prior  to  his  becoming 

buyer  he  represented  the  firm  in  the  Prairie  Pro- 
vinces and  the  ties  of  friendship  and  business  which 

he  formed  were  never  severed.  It  is  about  twenty 

years  since  he  was  called  off  the  road  to  fill  the  posi- 
tion of  buyer.  He  practically  died  in  harness,  for 

he  had  only  left  his  office  to  spend  Dominion  Day  with 

his  family  at  Jackson's  Point.  It  was  Avhile  at  his 
summer  residence  that  the  sudden  call  came. 

FORSAKING  HARDWARE  FOR  REAL  ESTATE. 

Mr.  Hugh  A.  Gunn,  Avho  has  been  Avith  H.  S.  How- 
land &  Sons,  Limited,  Toronto,  for  a  number  of  years, 

is  shortly  severing  his  connection  with  that  firm  to 
enter  the  real  estate  field.  He  is  joining  the  firm  of 
John  Stark  &  Co.,  stock  brokers  and  investment  agents, 
Toronto,  and  will  specialize  on  the  real  estate  end  of 
the  business. 

Mr.  C.  E.  Screaton  has  been  appointed  sales  man- 
ager of  H.  S.  Howland,  Sons  &  Co.,  Limited,  Toronto. 

He  was  formerly  with  the  Hobbs  Hardware  Co.,  Lon- don. 

MRS.  J.  R.  HAMBLY  DEAD. 

Hardwaremen  generally,  and  members  of  the  Ontario 

Retail  Hardware  &  Stove  Dealers'  Assn.  in  particular, 
will  sympathize  keenly  with  Mr.  J.  R.  Hambly,  Barrie, 
past  president  of  the  Assn.,  in  the  death  of  his  wife, 
whom  he  married  just  a  year  ago,  an  infant  son  dying  on 
July  1  and  Mrs.  Hambly  passing  away  on  July  4.  Mr. 
Hambly's  first  wife  died  about  five  years  ago,  then  his 
store  was  burned  early  last  year,  and  now  he  suffers  an- 

other great  misfortune  in  his  present  double  bereavement. 

SHE  SWEARS  BY  THIS  STORE. 

A  customer  recently  had  occasion  to  make  a  small 
purchase  from  a  certain  large  store.  Two  days  later 
she  received  a  letter  saying  that  they  regretted  to  say 
that  she  had  been  overcharged  to  the  extent  of  twenty 
cents.  The  amount  she  had  been  overcharged  was  en- 

closed in  a  manila  envelope. 
This  was  service.  It  was  naturally  appreciated  by 

the  customer,  who  now  swears  by  that  store. 
People  usually  swear  by  the  store  that  renders 

service. 
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Paint  and  Varnish  Trades 

ADVANTAGES  OF  PREPARED  PAINTS* 
The  contracting  painter  who  works  a  large  crew  of 

men  must,  during  the  season,  keep  one  man  in  the  shop 
breaking  up  white  lead  and  matching  shades,  and  as 
white  lead  paint  should  stand  at  least  twenty-four 
hours  after  breaking  and  before  using,  he  must  keep  a 
day  ahead  of  the  demands  of  the  crew. 

Painters  who  have  investigated  prepared  paints  and 
tested  them  fairly,  find  that  the  man  who  formerly  did 
the  mixing  can  be  used  to  better  advantage  at  his  trade 
of  painting.  It  is  often  the  contracting  painter  him- 

self who  does  the  mixing  of  paints'  and  colors  for  his 
men.  With  prepared  paints  the  necessary  thinning  for 
first  coats  and  the  mixing  is  done  by  an  apprentice  at 
much  less  expense,  giving  the  painter  time  to  visit  the 
jobs  under  way,  figure  new  work  and  look  after  his 
collections  for  work  already  done. 

Overcoming  Prejudice, 

The  prejudice  of  the  painter  can  be  better  overcome 
by  demonstration  than  by  general  argument,  and  there 
are  some  lines  of  prepared  paints  which  offer  excep- 

tional opportunities  for  comparison.  Floor  and  porch 
paints,  flat  wall  finishes,  and  the  dark  browns,  greens 
and  blues  of  house  paint  are  much  more  expensive 
when  mixed  in  the  shop.  Small  quantities  of  paint  for 
trim,  floors,  or  to  complete  jobs  represent  additional 
expense  to  the  painter  when  made  by  hand. 

If  any  of  your  painters  are  not  far  enough  advanced 
to  use  prepared  paints  for  their  work,  make  it  a  point 
to  get  them  started  on  the  above  mentioned  lines,  and 
when  after  trial  the  economy  is  evident,  it  will  be  less 
difficult  to  overcome  the  antagonism  to  the  use  of  pre- 

pared paints  for  all  work. 
The  retailer  who  is  giving  proper  attention  to  this 

matter  is  changing  unprofitable  white  lead  and  oil  sales 
into  sales  of  paints  which  show  him  a  reasonable  pro- 

fit, and  is  building  up  a  business  on  the  brand  of  paint 
carried.  Anything  which  increases  the  favor  of  his 

particular  brand  of  paint  adds  to  the  dealer's  prestige, 
and  what  is  more  important,  increases  his  profits. 

Convincing  the  Consumer. 
It  is  an  easier  task  to  convince  the  consumer  that 

lie  should  use  prepared  paints.  But  because  it  is  con- 
sidered less  difficult  the  importance  of  thoroughly  con- 
vincing him  is  frequently  minimized  or  overlooked.  A 

great  many  sales  of  prepared  paints  are  lost  for  this 
reason.  Lack  of  thoroughness  in  showing  the  economy, 
and  failure  to  arouse  the  buyer  to  a  consideration  of 
his  own  interest  leaves  him  without  an  opinion  of  his 
own  on  this  important  qiiestion. 

At  this  point  it  is  easy  for  the  buyer  to  accept  the 
suggestion  of  the  painter  that  white  lead  be  used.  No 
property  owner  to  whom  the  prepared  paint  proposition 
has  been  properly  explained  would  permit  the  itse  of 
any  other  paint  on  his  buildings. 

Retail  by  the  Job. 

Paint  should  be  retailed  by  the  job  and  not  by  the 
gallon.   Learn  the  requirements  of  your  customer,  con- 

*An  address  by  B.  J,  Cassaday,  before  the  Minneapolis  Retail  Hardware Association. 

dition  and  the  amount  of  surface  of  buildings  to  be 
covered,  and  figure  out  the  quantity  required.  This 
will  give  cost  of  material. 

The  paint  represents  about  one-third  of  the  total 
cost.  Por  a  house  requiring  ten  gallons  of  prepared 
paint  at  $2.25  per  gallon,  the  cost  of  the  paint  for  fin- 

ishing coat  is  .$22.50.  The  cost  of  applying  the  paint 
is  approximately  twice  this  amount  or  $45.00  or  at  the 
rate  of  about  $4.00  per  gallon.  The  total  cost  of  paint- 

ing this  house  is  therefore  $67.50. 
If  this  method  of  selling  paint  for  houses  is  used,  it 

is  easy  to  meet  the  argument  of  the  buyer  who  says 

that  he  can  buy  paints  at  10'  cents.  15  cents  or  even  25 
cents  per  gallon  less.  Ten  gallons  at  25  cents  is  $2.50 
on  a  $67.50  job,  a  supposed  saving  of  4  per  cent.  It 
takes  just  as  long  to  apply  poor  paint  and  as  more  of 
it  will  be  required,  the  4  per  cent,  saving  is  imaginary 
only.  The  saving  is  in  favor  of  the  $2.25  paint  when 
protection  and  length  of  service  are  considered. 

Meeting  the  Arguments. 

A  little  figuring  along  the  same  lines  will  meet  the 
argument  of  the  buyer  who  has  the  impression  that 
white  lead  paint  is  less  costly.  One  hundred  pounds 
of  pure  white  lead  and  one  and  one-half  pints  of  drier 
makes  three  gallons,  so  that  when  mixed  Avith  four 
gallons  of  oil,  we  have  seven  gallons  of  paint  for  fin- 

ishing coat.  Figure  the  items  out  at  your  selling  price, 
remembering  to  figure  the  small  packages  of  lead  at 
the  small  package  price.  For  the  work  on  which  you 
have  estimated  that  10  gallons  of  prepared  paint  will 
be  required,  figure  the  wdiite  lead  paint  in  this  man- ner. 

100  pound  keg  white  lead,  at  7%  cents...  $7.63 
50  pound  keg  white  lead,  at  7%  cents.  . .  3.94 
25  pound  keg  white  lead,  at  7%  cents.  . .  1.98 
%  gallon  drier  50 
7  gallons  oil,  at  86  cents    6.02 

1214  gallons  $20.07 
Color  50 

10  per  cent,  for  breaking  up  and  mixing, $20.57 
.  2.06 

$22.63 
Prepared  paint  will  cover  25  per  cent,  more  surface 

than  white  lead.  This  is  due  to  the  addition,  in  correct 
proportions,  of  approved  white  pigments  which  carry 
more  linseed  oil  than  white  lead,  and  the  thorough 
amalgamation  by  machine  grinding.  To  this  $22.63, 
we  must  add  more  for  ajiplying  the  121/4  gallons  than 
was  figured  for  the  ten  gallons  of  prepared  paint.  There 
is  m'ore  of  it  and  it  will  require  longer  to  apply. 

A  good  painter  will  properly  spread  a  gallon  of  paint 
in  an  eight-hour  day,  which  at  50  cents  per  hour  is 
$4.00  per  gallon.  12i/t  gallons  at  $4.00  is  $49.00,  add- 

ed to  the  cost  of  the  paint  this  gives  $71.63  as  total 
cost  of  white  lead  paint  and  painting,  as  compared 
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with  $67.50  cost  of  prepared  paint  and  painting  for 
the  same  job. 

More  Details. 

The  amount  of  color  figured  may  be  considered  mini- 
mum for  the  trim  on  a  house,  the  body  of  which  is 

white.  When  the  body  is  painted  a  tint,  the  cost  of 
color  is  greater,  but  this  is  offset  by  the  fact  that  when 
color  is  added  the  material  will  take  more  oil  making 
more  paint.  This  figuring  does  not  take  into  consider- 

ation the  question  of  durability  of  service. 
It  is  admitted  that  white  lead  paint  chalks  and 

leaves  the  surface,  the  chalking  beginning  anywhere 
from  six  months  to  two  years  after  the  painting.  After 
three  .years,  the  protection  of  the  surface  by  white  lead 
paint  is  inadequate,  so  that  the  material  and  painting 
which  cost  $71.63  for  three  years,  is  at  the  rate  of 
$27.21  per  year. 

Prepared  paint  properly  applied  to  an  average  sur- 
face will  remain  in  good  condition  and  give  adequate 

protection  for  five  years.  To  give  the  white  lead  ad- 
vocate the  benefit  of  the  doubt,  we  will  figure  the  build- 

ing should  be  repainted  after  four  years'  service. 
The  prepared  paint  and  its  application  cost  $67.50, 

or  $16.88  per  year.  Thus  the  premium  for  insurance 
against  decay  is  $27.21  per  year  with  white  lead  paint, 
as  against  $16.88  with  prepared  paint. 

White  Lead  Advertising  and  Painters'  Arguments. 
The  burden  of  the  white  lead  advertising  and  the 

base  of  the  painter's  argument  is  that  white  lead  should 
be  used  because  it  is  the  primitive  white  pigment,  and 
because  it  is  cheaper  (?).  The  opposite  of  both  of 
these  contentions  has  been  proven  beyond  question. 
Your  arguments  will  not  carry  conviction,  unless 

you  are  convinced.  You  cannot  talk  prepared  paints 
successfully  unless  you  have  confidence  in  the  efficacy 
of  prepared  paints  generally,  and  absolute  faith  in 
your  own  line. 

TTse  prepared  paint  on  your  own  house  or  stove,  or 
make  a  practical  test  of  it  in  a  small  Avay,  a  quart  will 
do.  Note  the  spreading  qualities,  covering  power,  and 
the  amount  of  surface  which  may  be  properly  covered. 
Use  a  like  quantity  of  white  lead  and  oil  paint  for  pur- 

pose of  comparison.  Watch  the  surface  for  first  evi- 
dence of  disintegration. 

Manufacturers  and  master  painters  are  continually 
making  tests  on  a  large  scale,  and  the  results  give  as- 

surance that  the  claims  made  for  prepared  paint  are 
being  fulfilled.  This  is  a  plea  that  the  retailer  get  all 
the  information  he  can  regarding  paints  generally,  and 
his  own  line  in  particular. 

That  the  manufacturer  be  credited  with  honest  ef- 
forts to  produce  the  most  satisfactory  paints,  and'  that 

the  success  of  these  efforts  has  been  proven  by  in- 
creased sales,  will  be  further  demonstrated  on  build- 

ings in  your  own  locality  for  which  you  are  going  to 
sell  the  paint. 

The  information,  backed  by  confidence  in  prepared 
paints  and  in  the  genuineness  of  arguments  in  their 
favor,  some  of  which  are  mentioned  here,  will  double 
the  profitable  paint  sales  of  any  retailer  who  will  use  it 
thoroughly  at  every  opportunity. 

Important  Points. 
I  Avill  refer  briefly  to  some  of  the  important  details. 

Familiarize  yourself  with  the  directions  for  use  of 

house  and  special  paints,  and  call  customers'  attention 
to  the  necessity  of  following  them.  I  have  purposely 

used  the  term  "Prepared  Paints"  in  preference  to 
"Ready  Mixed  Paints." 

Point  out  the  advantages  of  three  coats  on  new  work, 
and  two  on  old,  and  suggest  the  use  of  durable  shades 

in  preference  to  fugitive  colors  which  quickly  fade. 
Help  your  customers  in  the  selection  of  suitable  colors, 
and  if  you  have  any  complaints  investigate  them  until 
you  know  exactly  where  the  trouble  is. 

Give  your  paint  stock  a  prominent  space  in. the  store 
and  frequent  displays  in  show  windows.  Paint  is  an 
agent  of  cleanliness  and  sanitation.  An  assortment  of 
cans  with  soiled  labels,  on  a  dusty  shelf  in  an  out  of 
the  way  corner  of  the  store  or  on  the  floor,  is  a  handi- 

cap hard  to  overcome. 

PREPARED  PAINT  INFORMATION. 

Prepared  paint  has  everything  to  recommend  it  and 
nothing  against,  says  a  Avriter  in  The  Hardware  Trade. 
Wlien  well  made,  as  it  always  is  in  the  larger  factor- 

ies, it  is  the  most  economical  and  the  most  durable 
paint.  Paint  mixed  by  hand  cannot  be  as  well  mixed 
as  paint  ground  and  reground  by  machinery.  One  is 
sloppy  mess,  the  other  a  homogeneous  product ;  and  the 
cost,  if  we  take  only  the  materials  used,  is  in  favor  of 
the  latter.  There  can  be  no  question  where  the  ad- 

vantage lies  as  to  service. 

Lead  when  used  alone  makes  a  very  serviceable 
paint,  and  lead  and  zinc  ground  together  in  pure  lin- 

seed oil  make  the  most  durable  paint.  Just  how  dur- 
able under  the  severest  climatic  conditions  the  follow- 

ing incidents  will  show:  On  the  Mexican  Gulf  Coast, 
where  the  climate  is  hardest  on  paint,  a  house  painted 
with  lead  and  zinc  in  1899  was,  seven  years  later,  in 
perfect  condition. 

On  Block  Island,  off  the  New  England  coast,  where 
the  winters  are  exceptionally  severe,  a  government 
office  painted  eight  years  ago  with  lead  and  zinc  is  still 
in  no  need  of  repainting. 

Best  Results  With  Mixture. 

In  America  zinc  has  come  to  be  recognized  as  an 
indi.speusable  adjunct  in  paint.  Lead,  while  quite  as 
necessary,  is  too  likely  to  change  when  used  alone.  It 
discolors  easily,  and  when  exposed  to  the  air  chalks  off 
and  leaves  the  wood  exposed.  Zinc,  which  is'  harder, 
is  less  liable  to  chemical  action  and  retains  its  Avhite- 
ness  and  is  more  durable  in  quality. 

But  owing  it  its  brittleness  when  used  alone  it  is 
apt  to  peel.  A  mixture  of  both  lead  and  zinc  is  there- 

fore necessary  to  obtain  the  best  results.  In  just  Avhat 
proportion  they  should  be  used  has  not  yet  become 
agreed  upon  by  painters.  An  equal  proportion  of  both, 
as  adopted  by  one  of  the  oldest  paint  manufacturers 
in  the  United  States,  Avould  seem  to  be  the  best  of  a 
variety  of  formulas. 

It  has.  at  any  rate,  borne  the  hardest  conditions  of 
service  from  the  tropical  heat  of  the  West  Indies  to  the 
zero  blizzards  of  the  Newfoundland  coast.  To  supply 
the  great  demand  for  zinc  oxide  th^re  is  now  manu- 

factured annuallv  in  the  United  States  no  less  than 

140,000,000  pounds.  The  output  of  white  lead  is  150,- 
000,000  pounds. 

Much  Opposition  Overcome. 

In  seeking  to  introduce  ready-made  paint  the  manu- 
facturers at  first  met  wdth  considerable  opposition  on 

the  part  of  the  painters  who  Avere  long  accustomed  to 
the  old  s^'stem  of  mixing  their  OAvn  paints. 

Apparently  it  vs^as  difficult  for  the  painters  to  realize 
that  a  company  of  capitalists,  employing  for  their  pur- 

pose the  best  tools,  the  brains  of  the  chemist,  the  ex- 
perience of  the  tried  grinder  and  mixer  and  the  most 

modern  machinery,  had  a  decided  adA^antage  over  the 
painter  Avith  his  A^arious  ingredients  purchased  in  small 
quantities,  his  little  paint  mill  or  his  paddle  and  tub, 
and  his  ignorance  of  chemistry. 
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P      PLAY  S
AFE  ^ 

The  merchant  who  is  playing  for  profit  regardless  of  quality  is  playing  a  dangerous 
game,  which  will  sooner  or  later  defeat  its  own  ends. 

If  you  are  in  business  for  to-day  and  out  tomorrow,  hang  the  word  "PROFIT"  ovcr 
your  door  and  go  ahead.    You  can  fool  all  the  people  some  of  the  time. 

Dealers  who  are  in  business  to  stay  "Look  well  to  the  end."  They  want  the  paint 
that  they  sell  today  to  widen  the  way  for  more  sales  to  follow. 

To  play  safe  in  business,  the  dealer  must  see  that  the  margin  of  quality  satisfies  the 

customer — that  full  measure  of  service  is  given. 

The  time  is  past  when  paint  can  be  successfully  sold  on  the  appearance  of  the  label 

- — the  attractiveness  of  the  advertising,  etc. 

This  is  a  day  when  all  progressive  dealers  must  be  shown  what  the  paint  will  do  — 
results  obtainable  for  their  customers. 

Price  and  promise  may  sell  paint,  but  unless  the  price  represents  full  value  and  the 
promise  of  satisfactory  results  is  fulfilled,  the  sale  is  only  of  monetary  value. 

IT'S  THE  SALES  THAT  STICK  THAT  BEGET  "GOOD-WILL." 

SeLcting  a  line  of  paint  is  like  hiring  a  clerk.  The  all  important  feature  is  "  ability  to 

render  efficient  service."    That  paint  which  is  most  efficient  is  the  most  economical. 

Hitch  up  to  a  certainty.  "Before  choosing  one  consider  all."  Investigate  "High 
Standard  "  Liquid  Paint — compare  it  with  others  on  a  basis  of  ability,  and  you  will 
have  sold  yourself  this  line. 

This  game  of  business  is  a  strenuous  one — play  safe. 

Toronto 

^ 

^ 

Dayton  New  York  Boston  Chicago  Kansas  City 

Lyon-Monkhouse,  Limited,  171  James  Street,  Winnipeg,  Man. 
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6im  Miles  of  Receipts 

Issued  in  1911  by  Receipt- 

printing  National  Cash  Registers 

It  prints  on  both  sides  of  a  Receipt,  cuts  it  off  and  issues  it 

This  Receipt  is  wrapped  in  the  package  with  the  goods 

Date  of  sale- — 

K'  Indicates  a 
cash  Rale 

Initial  of  clerk 
who  made  it 

Amount  of  Sale" 
This  same  amount 
is  also  printed  on 
the  sales  strip  in- 

side the  register 
and  added  to  the 
other  sales  on  the 

adding  wheels 

014   MAY  18 

^★.K  1  2.45 

W.  S.  JOHNSON 
4 1 6  Fourth  Ave. 

KeepThis  Receipt 
It  is  your  Protection 

WATCH  FOR 
ANNOUNCEMENT 

(over) 

If  placed  end  to  end  they  would  reach  two 
and  one-fourth  times  around  the  world. 

These  receipts  are  protecting  and  increasing 
the  profits  of  merchants  in  every  part  of 
the  world.  They  are  used  in  the  store 
farthest  North,  the  store  farthest  South; 

even  on  ships  and  dining  cars. 

They  are  protecting  clerks  against  tempta- 
tion, children  and  servants  against  suspicion, 

and  customers  against  arguments,  disputes 
and  loss  of  time.  They  do  so  much  and 
cost  so  little. 

They  are  used  in  over  2 1 2  different  lines 
of  business. 

Write  to-day  for  our  booklet  "Get  a 

Receipt" 

Investigation  will  cost  you  nothing. Back  of  Receipt 

THE  NATIONAL  CASH  REGISTER  COMPANY 

Headquarters  for  Canada:  285  Yonge  St,  Toronto 

J.  C.  LAIRD,  Manager  in  Canada  Canadian  Factory:  Toronto 

Keep  your  eye 

on  this  space. 

We  will  adver- 
tise new  goods 

and  special  sales 

from  time  to 

time. 

Front  of  Receipt 
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HIGHER  PRICES  PROBABLE  ON  BELGIUM  IRON 
AND  GLASS. 

Private  advices  from  Belgium  disqueting  tidings  due 
to  the  possible  political  unheaval  brewing  there.  This 
is  expected  to  come  to  a  head  if  not  almost  immediate- 

ly, not  later  than  October  or  November  next.  Manu- 
facturers there  are  much  disturbed  at  the  outlook. 

They  are  refraining  from  soliciting  business  and  are 
only  concerning  themselves  with  business  of  the  mo- 

ment thrust  upon  them.  This  will  be  reflected  in  Can- 
ada by  higher  prices  on  such  commodities  as  we  rely 

chiefly  on  Belgium  for  certain  lines  of  iron  and  steel 
and  very  largelyfor  our  supply  of  glass  in  those  kinds 
known  as  sheet  and  plate  window  glass. 

Belgium  has,  this  last  half  century,  become  almost  an 
astonishment  in  the  commerce  of  the  world  as  a  manu- 

facturer of  heavy  goods  and  glass.  Of  the  latter  she 

makes  seventy-five  per  cent,  of  the  world's  consump- 
tion of  sheet  window  glass.  Of  this  quantity,  England 

alone  buys  from  her  over  one-fourth  of  her  output 
annually  while  Canada  takes  about  half  that  amount. 
The  proportions  of  buying  from  Belgium  in  plate  glass 
by  England  and  Canada  is  similar. 

All  Belgium  manufacturing  is  carried  on  in  the  Wal- 
loon districts  or  the  south  eastern  portion  of  that  king- 
dom bordering  on  to  the  north  of  France  which  has 

a  dense  population  of  almost  all  employees  of  her  fac- 
tories. While  the  Flemish  or  rural  jirovinces  are  more 

sparsely  populated  and  almost  devoted  to  rural  pur- 
suits, who  are  subject  to  clerical  domination  and  by 

the  present  system  in  Belgium  of  plural  voting,  this 
Catholic  element  dominates  Belgium  authority,  the 
Catholic  party  being  in  power  since  1884. 

The  Walloon  element  is  almost  non-Catholic  partak- 
ing largely  of  the  characteristics  of  the  northern 

French,  cosmopolitic,  liberal  and  socialistic  with  whom 
feudal  ideas  have  long  passed  into  history.  Hence,  the 
declention  between  the  Walloon  and  Catholic  is  very 
marked  and  has  become  of  late  exceedingly  bitter.  The 
former  had  hoped  by  strenuous  educative  propaganda 
and  hard  work  to  obtain  control  of  the  Government  at 
the  elections  of  June  4th  last,  when  the  Catholic  suc- 

ceeded again  to  hang  on  to  power  owing  to  the  vot- 
ing of  the  Flemish  rural  provinces,  who  under  the 

Catholic  influence  exerted  upon  it,  voted  en  masse,  and 
notwithstanding  that  they  are  only  a  minority  of  vot- 

ers, they  mustered  a  majority  of  votes  due  to  the  plur- 
al system  of  voting.  The  Walloons  are  enraged  at  this 

state  of  things  being  perpetuated,  the  Catholic  mem- 
bers being  against  universal  suffrage,  as  almost  any- 

thing even  approaching  a  revolution  may  happen  at 
any  moment.  The  industrial  region  of  Belgium  have 

now  reached  the  breaking  point  on  this  question,  "  that 
Tuajority  must  rule  free  from  clerical  domination." 
The  workers  are  well  organized  in  guilds  and  of  late 
have  copied  some  of  the  better  methods  of  labor  or- 

ganization, and  it  is  now  determined  to  strike  for  this 
sutferage  so  long  withheld.  It  is  purposed  to  call  out 
every  worker  in  the  Walloon  districts  and  so  paralize 
the  commerce  of  the  country.  This  would  mean  the 
putting  out  of  all  the  blast,  iron  and  glass  furnaces, 
and  in  the  latter  will  mean  a  close  down  of  glass  pro- 

duction for  six  months  even  if  the  strike  is  of  short 

duration,  and  from  advices  and  trend  of  news  the  up- 
heaval is  sure  to  be  prolonged  and  very  bitter.  Whether 

the  strike  matures  as  anticipated  or  not,  high  prices 
for  glass  for  England  and  Canada  will  develop  owing 
to  the  unrest  and  hesitancy  on  the  part  of  the  makers 

to  accept  business.  Already  English  buyers  are  offer- 
ing a  premium  on  current  agreed  prices  for  sheet  win- 
dow glass  for  autumn  delivery. 

There  has  not  been  any  glass  shipped  to  Canada  this 

last  six  weeks  owing  to  the  dockers'  strike,  and  only 
one  sailing  is  expected  this  month  of  July,  and  with 
the  political  upheaval  coming  on,  Canada  and  England 
will  be  very  short  of  glass  this  fall,  and  consequently 
it  cannot  be  expected  that  English  manufacturers  of 
sheet  and  plate  glass  will  have  any  surplus  to  send  to 
Canada,  where  high  prices  are  obtainable  in  Great 
Britain. 

ADULTERATED  LINSEED  OIL. 

A  recent  bulletin  issued  by  Alf.  N.  Cook,  food  and 
drug  commissioner  of  South  Dakota,  warns  all  dealers 
in  his  State,  and  also  in  other  States,  to  be  on  their 
guard  for  adulterated  linseed  oil.  It  appears  that  a 
firm  in  Cleveland,  Ohio,  has  been  shipping  oil  all  over 
the  country  labeled  as  superior  linseed  oil,  but,  on 
samples  being  taken,  it  w<,  Mnd  that  the  article  was 
highly  adulterated. 

The  bulletin  gives  the  names  of  firms  from  whom  to 
buy  linseed  oil  and  from  whom  not  to,  and  stated  that 
the  Food  and  Drug  Department  of  the  State  will  pay 
$10  to  any  one  giving  information  that  will  lead  to 
the  conviction  of  persons  selling  other  than  the  pure 
article  and  that  the  names  of  informants  will  not  be 
divulged. 

This  recalls  an  incident  that  was  recently  settled 
in  a  local  court.  A  Toronto  hardware  retailer  had 
purchased  a  quantity  of  linseed  oil  from  a  local  firm. 
He  sold  this  oil  to  several  painters  in  his  district,  and 
when  he  sent  them  accounts  for  same,  they  refused  to 
pay,  but,  on  the  other  hand,  entered  suit  against  the 
retailer  for  damages,  claiming  that  the  paint  made 
from  this  oil  was  of  an  inferior  quality  and  jobs  that 
had  been  done  with  it  were  very  unsatisfactory  and 
had  to  be  done  over  again.  One  painter  secured  dam- 

ages to  the  extent  of  $150. 
Naturally,  the  retailer  refused  to  pay  the  oil  com- 

pany's account  and  they  entered  suit  against  him. 
In  his  support  he  brought  the  painters  who  were  not 
satisfied  to  give  evidence,  and  the  case  was  so  clearly 
against  the  oil  company,  that  he  was  awarded  dam- 

ages to  the  extent  he  had  suffered,  the  account  was 
cancelled  and  the  jiidge  in  round  terms  denounced  the 

company's  product. 

PAINTING  GALVANIZED  IRON. 

When  the  paint  peels  from  galvanized  iron  it  is  be- 
cause it  was  applied  too  soon,  or  the  iron  had  not  been 

treated,  says  an  exchange.  If  the  metal  is  allowed  to 
stand  to  the  weather  for  about  a  year  it  will  take 
paint  all  right,  or  it  may  be  treated  with  the  following: 
Dissolve  in  an  earthen  or  glass  vessel  one  ounce  each 
of  copper  nitrate,  copper  chloride  and  sal-ammoniac 
in  a  gallon  of  soft  water. 
When  the  salts  are  dissolved  add  one  ounce  of  com- 

mercial hydrochloric  acid.  Apply  this  wash  with  a 
wide  flat  brush.  In  a  little  time  it  will  turn  black,  after 
which  it  will  assume  a  grayish-white  appearance.  Go 
over  it  when  dry  with  a  broom  or  a  brush  and  dust 
off  the  loose  salts.    Then  paint  as  desired. 

g  Good  fish  are  caught  with  good  tackle.  Oup  § 
S      tackle  is  good.  § 

Suggestion  for  Window  or  Interior  Card 
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Waste  in  the  Tinshop 

3l/  H.  Occomore,  Guelph,  Out. 

In  approaching  this  subject  from  a  distance,  one 
would  think  it  was  of  no  very  great  importance  to 
the  hardwareman  or  sheet-metal  worker,  but  to  me  the 

answer  to  the  question,  "Why  does  the  tinshop  not 
pay?"  which  has  been  asked  (and  not  satisfactorily 
answered)  so  many  times,  is  to  be  found  and  summed 

up  in  the  one  word,  "waste."  It  is  my  intention  to touch  on  some  of  the  leaks  from  this  source.  Lack 

of  space  prevents  me  going  into  details",  so  I  will  only 
just  touch  the  most  important  points.  After  perus- 

ing this  article  any  person  who  has  charge  of  a  tin- 
smith department  will  be  able  to  dig  deeper  and  per- 

haps see  some  places  that  cau  be  strengthened. 

Waste  in  Material. 

The  first  waste  is  in  material,  or,  in  other  words, 
raw  stock.  At  the  present  time,  when  there  are  so 
many  uses  to  which  sheet  metals  are  put,  it  pays  to 
keep  almost  every  scrap  of  galvanized  iron,  tin  or 
black  iron.  How  often  do  we  find  pieces  of  scrap 
which  could  be  well  used  for  repair  Avork,  such  as 
bottoms  for  pails,  lanterns,  or  for  covers.,  etc.,  thrown 
into  the  dump  box.  Some  workmen  think  that  any- 

thing like  this  has  to  be  cut  out  of  a  whole  sheet.  All 
this  scrap  could  be  put  away  until  slack  times  during 
the  winter  months  and  then  cut  up  by  the  apprentice 
into  step-flashing,  outlets,  end  pieces,  ferrels,  etc.  An- 

other good  use  for  scrap  galvanized  iron,  or,  in  fact, 
iron  that  has  been  used,  is  to  cut  it  up  into  roof 
patches  about  3  inches  by  7  inches  and  tie  them  in, 
say,  10-lb.  bundles.  Tour  carpenter  customers  will  be 
glad  to  buy  them  for  five  or  six  cents  per  pound,  to 
do  repair  work  on  shingle  roofs.  There  are  several 
other  things  in  material  to  which  it  would  pay  to  give 
consideration,  such  as  saving  all  pieces  of 
scrap  brass,  copp&r,  zinc,  lead,  etc.,  old  or  new,  and 
sell  it  to  the  metal  man.  It  pays.  With  solder  costing 
from  23  to  27  cents  per  pound  it  would  pay  any  boss  to 
watch  and  see  how  easy  it  is  to  waste  right  here.  In 
any  shop  where  a  number  of  men  and  boys  are  em- 

ployed it  is  well  worth  watching. 
In  shops  where  gas  or  gasoline  is  used  for  heating 

solder,  iron,  etc.,  it  is  quite  easy,  by  careful  oversight, 
to  save  at  least  25  per  cent,  of  this  expense.  This  ap- 

plies also  where  charcoal  is  used. 

Much  Time  Wasted. 

I  could  enumerate  several  other  ways  where  saving 
could  be  made  along  the  line  of  materials,  but  will 
now  touch  on  the  waste  in  time.  This,  to  me.  is  the 
sore  spot  on  the  whole  waste  body.  Tinners,  did  you 
ever  stop  to  think  that  one  non-produeing  hour  out  of 
every  ten  means  that  you  are  making  practically  noth- 

ing out  of  that  man's  time,  after  allowing  for  the  cost 
of  doing  business?  This  is  not  so  noticeable  Avhere  you 
have  only  one  or  two  employees,  as  when  you  have  a 
number.  If  one  expects  to  make  anything  out  of  the 
tinshop  the  matter  of  time  must  be  watched  very  close- 

ly. I  know  of  no  better  way  of  doing  this  than  by  a 
proper  system  of  keeping  track  of  every  five  minutes 
of  the  day  and  seeing  that  it  is  properly  accounted 
for.  This  can  be  done  by  the  time  card.  You  then 
have  the  whole  thing  in  your  own  hands.  I  give  here 
a  partial  lists  of  methods  by  which  time  is  wasted  and 
which  every  tinshop  could  avoid : 

Late  starting;  waiting  half-hour  for  shop  to  warm  up. 
Lost  time  through  having  dirty  shop. 
Lo.st  time  through  having  poor  tools. 

Lost  time  through  having  poor  light. 
Lost  time  going  to  and  from  jobs. 
Lost  time  through  employees  leaving  their  jobs  15 

to  30  minutes  before  the  proper  time  for  quitting, 
when  they  think  the  boss  will  not  know  it.  Did  you 

ever 'make  it  your  bussiness  to  drop  in  on  the  job  about 
a  quarter  to  six  and  find  the  men  gone? 

Lost  time  through  allowing  visitors  access  to  the 
work  shop  to  converse  with  the  employees. 

Lost  time  through  cutting  out  unnecessary  patterns, 
when  only  one  article  of  its  kind  is  needed.  For  in- 

stance, I  well  remember  sonie  years  ago,  a  supposedly 
Al  mechanic  had  a  furnace  repair  job  to  do  in  which 

case  a  taper  90°  elbow  IOI/2  inches  to  8  inches  was 
needed.  It  took  him  two  hours  to  lay  off  and  make 
this  elbow.  A  short  time  after,  another  job  somewhat 
similar  to  the  former  came  along  and  was  given  to  an- 

other employee  drawing  the  same  Avage  as  the  former, 
and  in  less  than  half  an  hour  the  elbow  was  finished — 
in  25  per  cent,  of  the  time,  and  this  without  a  pattern 
at  all.  This  waste  could  have  been  saved  by  giving 
the  right  job  to  the  right  man. 

Let  me  give  a  few  suggestions  right  here  as  to  how 
to  overcome  this  waste  of  time.  If  you  have  a  number 
of  employees  and  are  not  a  practical  mechanic  your- 

self, or  find  that  you  cannot  devote  your  time  to  the 
overseeing  of  the  department,  secure  a  good,  live,  com- 

petent man  as  foreman  and  put  it  up  to  him  to  make 
good,  giving  him  all  the  encouragement  you  can. 

Do  as  few  "thank  you"  jobs  as  possible.  Have 
work  planned  ahead  so  that  no  man  is  kept  waiting 
for  a  job,  when  he  is  through  with  the  one  he  has. 
Finish  up  every  contract  job  as  much  as  possible  be- 

fore beginning  another.  This  applies  especially  to 
furnace  work,  roofing  and  troughing,  where  material 
and  tools  have  to  be  carted  to  and  from. 

Contract  Work  Leaks. 

I  have  touched  on  a  few  of  the  large  gutters  that 
carry  away  the  profit  which  ought  to  remain  with  the 
proprietor.  I  now  Avish  to  mention  a  few  of  the  nnder- 
drains,  Avhicli  are  not  so  readily  seen  as  those  already 
mentioned.  I  rarely  find  that  any  of  our  ordinary  tin- 
shops  ever  take  the  trouble  to  figure  up  to  see  if  they 
have  made  anything  on  the  contracts  taken  and  com- 

pleted. In  fact  they  could  not  if  they  would,  as  no 
record  has  been  kept  of  the  material  used  on  the  job. 
What  is  the  result?  When  the  next  job  comes  along 

for  a  price,  he  says,  "Well,  I  guess  I  came  oiit  all 
right  last  time,  so  here  goes  on  this  one,"  and  all  the 
time  perhaps  he  has  been  losing  money  on  both  jobs. 
The  taking  of  contracts  too  cheap  is,  to  me,  a  very 
serious  leak  and  a  very  common  one  also.  Failure  to 
charge  work  done  is  another.  If  we  only  had  the 
value  of  all  Avork  done  and  not  charged  through  for- 
getfulness  each  year,  it  Avould  enable  us  to  take  a  feAv 
Aveeks  holiday  Avith  a  liberal  alloAvance  of  spending money. 

Failure  to  collect  and  bring  back  goods  left  over 
from  jobs  is  another  sore  trouble.  I,  personally,  have 

discovered  goods  left  in  other  peoples'  cellars  Avhen 
jobs  were  completed — forgotten  for  years  and  only 
found  by  accident.  The  loaning  of  tools  is  another 
leak  Avhich  coidd  be  remedied  by  ckarging  them  up 
against  the  parties  borroAving.  In  conclusion  I  would 

give  you  a  few  "don'ts. " Don't  forget  to  charge  everything  up  against  the  job done. 

Don't  set  a  -fS-a-day  man  at  a  .^!l.50  job. 
Don't  forget  to  add  the  cartage  against  the  job. 
Don't  forget,  that,  to  get  the  best  out  of  your  em- 

ployees, you  must  treat  them  as  men. 
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New  Goods  on  the  Market 

When  writiug  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

The  Pike  Manufacturing  Co.,  Pike,  N.H.,  are  manu- 
facturing a  new  line  of  razor  strops,  to  be  known  as 

the  ','Pike  India."  These  are  filled  on  one  side  with 
"water  floated"  alundum  powder  and  the  leather  used 
in  the  manufacture  ranges  in  quality  from  domestic 
hemlock  tanned  butts  to  the  best  English  oak  tanned 

shells.    The  finish  is  of  the  best.    The  line  consists  of 
12  kinds  and  prices  range  from  50  cents  to  $2  each. 
Catalogue  describing  these  will  be  sent  on  request. 

Cordley  &  Hayes,  7-9  Leonard  Street,  New  York, 

have  perfected  for  their  "XXth  Century"  cooler  a 
bubbler  which  is  illustrated  herewith.    Now  that  medi- 

cal health  officers  in  towns  and  cities  all  over  the  coun 

try  are  putting  up  sucli  a  strong  campaign  for  sani- 
tary drinking  taps,  this  device  should  prove  a  big 

seller,  not  only  in  factories  and  offices,  but  in  the 
household  as  well.  This  bubbler  is  the  "last  word"  in 
safeguarding  and  serving  drinking  water  under  sani- 

tary conditions.  It  insures  absolutely  clean  water  with- 
out polution.  The  device  is  simple  and  easily  oper- 

ated. It  works  the  same  as  the  automatic  push-nose 
faucet.  Just  press  the  nose  of  the  faucet  and  the 
water  bubbles  over  the  bubbler-head  so  that  a  drink 

can  be  taken  naturally  and  without  the  drinker's  lips 
coming  in  contast  Avith  anything  but  pure  water.  The 
flow  is  regulated  so  that  it  will  not  sop  over  the  drip 

cut.  It  economizes  water.  Rinseing  a  glass  before 
dringing  wastes  a  lot  of  water.  With  the  biibbler, 
however,  there  is  no  waste.  Being  heavily  nickel- 
plated,  it  is  neat  looking,  very  strong,  easy  to  attach 
and  will  not  get  out  of  order. 
Livenght  Bros.,  Philadelphia,  Penn.,  are  manufac- 

turing the  new  magneto  file  here  illustrated.  This  file 
is  intended  for  the  critical  automobilist  and  is  used  to 
file  the  platinum  points  of  the  magneto  plugs.  It  is 
made  of  a  very  thin  material  of  a  superior  grade  of 
steel.  One  of  the  edges  is  used  to  clean  the  slots  and 
screw  heads  and  one  end  of  the  handle,  where  the 
slot  appears,  is  to  be  used  as  a  gas  tank  key,  making 
it  a  valuable  acquisition  to  any  auto  repair  kit.  The 

goods  are  placed  one  dozen  on  a  card  for  sales  pur- 

poses. 
The  Marble  Arms  &  Manufacturing  Co.,  Gladstone, 

Mich.,  report  a  great  sale  for  their  boot  repair  outfit. 
Alost  all  sportsmen  have  had  the  nasty  experience  of 
having  their  leather  shoes  or  wading  boots  torn  by  the 
sharp  edge  of  a  stone.  It  seems  a  shame  to  throw  the 
shoes  away  for  the  sake  of  a  small  hole,  but  this  diffi- 

culty is  overcome  by  the  Marble  Ezy-quick  boot  re- 

pairers illustrated  herewith.  These  consist  of  two 
plates,  both  coneave.  The  lower  plate  has  a  thread- 

ed pivot  which  projects  through  hole  in  upper  plate. 
The  two  are  held  together  by  a  flush  nut.  No  cement 
or  glue  is  needed.  Instantl.y  applied.  Smooth  inside, 

can't  irritate  foot,  won't  come  off.  These  are  made  in 
sizes  %-inch,  iMineh,  1  x  1-%-ineh  (for  large  holes).  Put 
on  with  one  key  which  is  furnished  with  each  sale. 

Of  interest  to  the  hardware  trade,  and  those  en- 
gaged in  work  requiring  pipe  threading  tools,  is  The 

Handy  Die  Stock  which  is  being  placed  on  the  Can- 
adian market  by  Henderson  &  Richardson,  Board  of 

Trade  Building,  Montreal. 
One  of  the  features  of  this  stock  is  the  self-locking 
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device  ■\vhieli  eliminates  the  necessity  of  thumb  screws, 
levers  or  other  locking  parts.  It  is  also  "quick  re- 

leasing" so  that  there  is  no  time  lost  in  backing  off after  the  thread  has  been  cut. 

This  stock  also  lays  claim  to  simplicity  and  dur- 
ability in  that  there  are  no  thumb  screws  to  be  broken, 

no  threads  to  be  stripped  and  no  wrench  or  bushings 
to  lose. 

It  is  made  in  several  sizes  and  to  suit  every  require- 

ments of  a  hand  pipe  threading  tool  so  that  with  the' 
new  features,  of  which  the  above  are  a  sample,  this 
tool  should  be  a  popular  one  with  the  consumer  and 
with  the  trade. 

The  Hamilton  Stove  &  Heater  Co.,  Hamilton,  Ont., 

manufacturers  of  the  Avell-known  "Souvenir"  line,  are 
turning  out  a  new  line  of  gas  stoves,  made  in  2  and 
3-burner  styles.  The  accompanying  illustration  shows 
a  diagonal  front  view  of  No.  2  B.  The  big  feature 

about  this-  line  is  the  deep-set  bowl,  which  concentrates 

the  heat  and  prevents  side  currents  of  air  from  inter- 
fering with  the  flame.  Another  good  point  is  that  the 

bowls  are  detachable,  enabling  the  dealer  to  replace 
them  at  any  time.  Tlie  plates  are  made  in  two  forms — 
with  wide  and  narrow  shelf.  The  feet  of  this  stove 
are  placed  close  together,  which  permits  of  it  being 
placed  on  a  smaller  surface  than  other  lines. 

Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

Meakins  &  Sons,  Hamilton,  Ont.,  are  sending  to  the 
Canadian  trade  their  1912  catalogue  of  brushes.  The 
booklet  is  very  handsomely  gotten  up,  has  an  embossed 
co\  er  and  contains  illustrations  and  trade  prices  of  all  the 
lines  manufactured  by  this  firm. 

ijCanadian  Trade  j|[§||f 

The  Dominion  Screw  Co.,  Hamilton,  Ont.,  has  ob- 
tained charter. 

E.  Schmidt,  who  recently  came  to  this  country  from 
Sheffield,  England  is  contemplating  the  erection  of  a 
factory  at  New  Westminster  for  the  manufacture  of 
cutlery. 

C.  C.  Ballantyne,  vice-president  of  the  Sherwin-Wil- 
liams Co.  of  Canada,  is  in  the  Old  Country  on  a  vaea^ 

tion  trip.  A.  Newlander,  of  the  Capital  Hardware  Co., 
Ottawa,  Ont.,  also  is  in  England. 
Jack  Sinclair,  of  Moffat  Stove,  has  gone  into  the 

clothing  business  in  Orillia,  and  Ed.  Westwood  has 
taken  his  place  on  the  road,  having  sold  his  interest 
in  Westwood  Bros,  to  Jack  Westwood. 

BUSINESS  CHANGES. 

Eastern  Canada. 

Montreal.— McArthur,  Corneille  &  Co.,  wholesale 
paints  and  oils,  dissolved. 

Ontario. 

Toronto.— The  Hobbs  Manufacturing  Co.  suffered  fire 
loss. 

Manitoba. 

Teulon. — F.  C.  Green  succeeded  by  Jas.  Grahame. 
Wawanesa. — Couling  &  Co.  succeeded  by  W.  S.  Pet- 

ers. 
Norwood  Grove. — J.  R.  Smythe  opened  store. 
Waskada. — Geo:  R.  Maclean  opened  branch  store  at Goodlands. 

Dauphin. — S.  Cohen  sold  to  Dauphin  Hardware  Co. 
Miami. — Lawrence  &  Campbell  dissolved,  Campbell 

continuing  alone. 
Saskatchewan. 

Stoughton. — Daule  &  Banbury  are  negotiating  a  sale to    Holly. 

Totield. — Hall  &  Kennedy  succeeded  by  Geo.  B. Brace. 

Blaine  Lake. — M.  S.  Stephens  succeeded  by  R.  W. Pozer. 

Pennant. — Honney  Bros,  succeed  B.  M.  Hill. 
Saskatoon. — Central  Sanitary  &  Heating  Co.  started business. 

Moosejaw. — Moosejaw  Plumbing  &  Heating  Co.  in- 
corporated. 

Odessa. — Edwards  &  King  started  business. 
Swift  Current.^ — Swift  Current  Heating  Co.  succeed- 
ed by  Anderson  &  Vail.  The  Swift  Current  Hardware 

Co.  is  erecting  a  $50,000  building. 

Keeler. — Fumerton  &  Hetherington  dissolved  part- 
nership, A.  W.  Fumerton  continues. 

Vibank. — Edwards  &  King  succeeded  b}^  Huch  &  Le- 
boldus. 

Elbow. — J.  J.  Fallis  succeeded  by  Fallis  Hardware 
&  Implement  Co. 
Maple  Creek. — The  Burchill  Hardware  Co.  started business. 

Kelliher. — Rotchtein  Bros,  opened  store  at  Expense. 
Alberta. 

North  Edmonton. — How  Bros,  sold  out,  and  have 
succeeded  Wilson  &  Co. 

Totield. — Hall  &  Kennedy  and  Geo.  Brace  have  ex- 
changed businesses. 

Coutts. — H.  Tennant  discontinued  business. 
British  Columbia. 

Central  Park. — Gunning  Hardware  Co.  discontinued. 
New  Westminster. — A.  Hardman  succeeded  by  Davis 

&  Lonsdale. 
Vancouver. — Bailey  Hardware  Co.  reported  selling 

out. 

If  you  lack  faith  in  yourself,  \$  your  own  ability  to 
succeed,  you  will  certainly  show  it  and  other  people 
will  soon  lack  that  same  faith. 
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Talks  on  Paint  Selling 

No.  11 

Have  you  ever  had  to  stand  by  and  see  a  desirable  contract  for 
finishing  materials  go  to  a  competitor?  Have  you  ever  felt  that 
you  ought  to  have  had  this  contract  and  many  others  like  it  ? 

True,  you  cannot  get  all  the  business  in  your  locality,  but  are 
you  getting  your  proper  share  of  it  ?    If  not,  why  not? 

Ahnost  any  Sherwin-Williams  Agent  could  tell  you.  They  have 
learned  that  the  secret  of  successful  paint  selling  depends  upon  the 
thoroughness  with  which  the  manufacturer  aids  them  to  cover  the 
field. 

The  architect  and  the  master  painter  as  well  as  the  property 
owner  must  be  given  attention.  To  this  end  we  publish  two  help- 

ful magazines  each  month.  The  "Spectrum"  is  devoted  to  the architects  and  circulates  among  the  best  of  them  all  over  the 
country. 

Each  magazine  is  especially  designed  and  edited  for  the 
particular  interests  of  its  readers  and  contains  articles  and  illustra- 

tions on  decorative  effects  and  how  to  secure  them  which  compel 
attention. 

These  are  two  of  the  many  reasons  why  Sherwin-Williams 
Agents  are  able  to  get  so  much  profitable  Paint  and  Varnish 
Business. 

The  Sherwin-Williams  Co. 
{of  Canada,  Limited) 

PAINT,  VARNISH  AND  COLOR  MAKERS 
LINSEED  OIL  CRUSHERS 

factories:    Montreal,  Toronto.  Winnipeg,  london,  eng. 
OFFICES  AND    warehouses;    MONTREAL.  TORONTO.  WINNIPEG,  VANCOUVER 

LONDON,  ENG. 

X 

'mm 

Depends^  on  Pe^i 
 vii 

There  is  a 
wonderful  field  for 

suggestion  in  beautify- 
ing town  and  country.  The 

Paint  Man  should  take  a  bird's- 
eye-view  of  the  town  he  lives  in,  and 

tlie  country  round  about  to  see  how  he  can 
suggest  improvements  tliat  can  be  made  with  paint. 
Paint  not  only  improves,  but  it  preserves,  and  there  is 
always  room  for  suggestion — the  house  painter  is  a  true 
artist,  who  can  use  colors  to  harmonize  or  blend  with  the  trees, 
and  the  hills  and  tlius  produce  a  pleasing  picture  with  nature  as 
a  background. 

MARTIN-SENOUR  PAINT 
100%  PURE 

will  improve  any  background  —  will  liven  up  and  permanently  beautify  any  spot  of  natural 
beauty.    Get  busy  Air.  Faint  Man  —  don't  ̂ it  in  your  store  and  wait  for  customers  to  come—  _ 
seek  them  out,  you  will  be  surprised  to  see  how  kindly  they  will  take  to  your  suggestions  as  to  how 
they  may  do  their  share  towards  beautifying  their  surroundings.    Innoculate  everyone  with  the  fever  to 
CLEAN-UP  AND  PAINT-UP.    Let  us  tell  you  some  more  new  ways  to  sell  paint. 

THE  MARTIN-SENOUR  CO.,  Limited 

\4 

MONTREAL 
Pioneers  of  Pure  Paint 

CHICAGO  WINNIPEG 

ilARTIN-SENouP, 

LINCOLN 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Faint  Journal 
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The  Hardware  The  big  demand  for  all  season- 
Markets,  able  lines  of  hardware  contin- 

ues, and  jobbing  houses  are 
the  scenes  of  much  activity.  Business  has  opened  up 
in  earnest  and  it  looks  as  if  this  season  will  be  an  ex- 

ceptionally good  one.  Screen  doors  and  windows, 
lawn  and  garden  tools,  hose,  etc.,  are  having  a  big 
run  and  repeat  orders  are  coming  in  nicely. 

Sporting  goods  'of  all  kinds  are  in  active  demand. 
Since  the  middle  of  June,  the  call  for  fishing  tackle 
has  been  large. 

Builders'  and  heavy  hardware  continues  firm  and 
there  is  much  talk  of  advance  in  prices  all  along  the 
line.  All  hardware  articles  in  which  copper  and  brass 
are  used  already  have  advanced  in  view  of  the  in- 

creased cost  of  raw  material. 
Cement  has  taken  a  drop  of  10  cents. 
Paris  green  has  advanced  another  cent  per  pound 

and  is  now  selling  at  the  prices  noted  in  our  market 
quotations.  This  has  been  caused  by  the  difficulty 
manufacturers  are  having  in  procuring  competent  help, 
•t)wing  to  the  warm  weather. 

Petroleum  faucets  have  been  advanced  25  per  cent, 
by  American  manufacturers,  and  Canadian  makers  evi- 

dently have  followed  suit. 
Shot  has  advanced  71/2  P^r  cent. 
Mrs.  Potts'  sad  irons  have  advanced  5  cents  per  set. 
Canadian  makers  of  pick  handles  have  put  up  thtir 

prices'.  The  discount  is  now  30  per  cent.,  instead  of 
85,  as  formerly. "JP  w 

Paints  and  The   brisk   demand   for  pre- 
Oils.  pared  paints  and  lead  and  oil 

is  showing  no  let-up,  and  the 
talk  of  increased  prices  in  the  former  is  increasing. 
It  is  hard  to  see  how  manufacturers  can  afford  to  sell 
at  the  old  prices,  in  view  of  the  constantly-inereasiuig 
charges  for  raw  materials. 
-The  increasing  demand  for,  and  the  scarcity  of, 

white  lead  has  caused  another  advance  of  25  cents. 
Grinders  are  finding  difficulty  in  securing  pig  lead  and 
from  here  it  looks  as  if  prices  will  reach  a  much 
higher  figure  before  long.  One  manufacturer  of  white 
lead  states  that  he  has  his  men  Avorking  24  hours  per 
day  and  yet  cannot  turn  out  the  goods  to  supply  the 
demand.  While  the  output  is  enough  to  supply  the 
immediate  demand,  the  best  part  of  what  is  being 
turned  out  is  being  used  to  fill  back  orders.  The  price 
is  now  up  to  $7.55  and  indications  are  that  it  will  go 
much  higher. 

Linseed  oil  also  has  advanced  and  is  now  selling  at 
$1.08  for  raw  and  $1.11  for  boiled.  There  is  an  ex- 

cellent demand  and  stocks  are  low.  Indications  point 
to  higher  prices ;  in  fact  futures  are  now  being  quoted 
at  higher  prices  than  those  given  above. 

It  seems  as  if  turpentine  desires  to  be  in  a  class  by 
itself,  for  this  product  has  taken  a  drop  and  is  now 
fpioted  at  68  cents. 

Putty  and  glass  are  moving  well. 
^       ̂   ^ 

The  Metal  Trade  in  all  kinds  of  metals  is 
Markets.  brisk ;  as  one  man  put  it,  it  is 

'enormous ;  this  in  spite  of  the 
exceptionally  high  prices.  Some  buyers,  however,  are 
holding  off  in  the  hope  of  lower  prices,  but  from  here 

it  looks  as  if  this  is  an  impossibility.  On  the  other 
hand,  it  looks  as  if  figures  Avill  go  even  higher. 

Tin  is  still  selling  at  50  cents  in  London,  although 
the  market  is  showing  a  little  weakness.  The  Amer- 

ican Metal  Market  of  June  27,  says,  in  regard  to  tin: 
"After  all  the  talk  of  a  short  interest  in  June,  it  is  re- 

markable that  to-day  the  last  day  for  New  York  Metal 
Exchange  June  deliveries,  the  market  here  is  nearly  one 
cent  per  pound  lower  than  it  has  been  any  day  since 
June  H,  although  the  spot  price  to-day  in  London, 
£209,  is  the  highest  price  at  which  the  metal  has  sold 

in  London  this  month. ' ' 
Copper  is  still  in  very  heavy  demand  and  indications 

point  to  even  higher  prices.  .  The  Old  Country  market 
holds  firm  and  there  is  no  possibility  there  of  lower 

prices. Sheet  lead  has  made  an  advance  of  25  cents  per  CAvt. 
and  this  shows  the  condition  of  the  market.  Lead  is 
still  scarce  and  prospects  are  for  higher  prices. 

Spelter  still  continues  in  excellent  demand  and  here, 
too,  there  is  talk  of  further  advances. 

The  iron  and  steel  market  is  firmer  in  the  United 
States.  On  bars,  plates  and  shapes  there  has  been  an 
advance  of  $1  a  ton. 

HIGHER  PRICES  IN  IRON  PIPE. 

Starting  July  1st,  manufacturers  of  iron  pipe  advanced 
their  prices.  This  has  been  caused  owing  chiefly  to  the 
phenomenal  demand.  Then,  too,  three  weeks  ago  prices 
in  the  United  States  advanced  considerably.  It  is  alto- 

gether likely  that  the  month  of  August  will  see  a  rise  of 

another  couple  of  points.  "  This  had  to  come,"  said  one 
large  manufacturer.  "The  price  of  raw  material  got 
such  that  we  could  not  manufacture  and  sell  at  the  old 
prices  and  make  money.  Before  the  rise,  pipe  was  lower 
than  it  had  been  for  six  years. 

GOOD  ROPE  MEANS  GOOD  PROFITS. 

Good  rope  is  more  and  more  coming  to  occupy  its 
rightful  position  in  the  hardware  and  kindred  trades. 
Dealers  have  learned  that  cheap  rope  is  a  delusion  and 
a  snare ;  that  the  highest  priced  rope  is  really  the 
cheapest  in  the  end  for  the  user.  The  reliable  dealer 
is  in  business  to  stay,  and  he  knows  that  he  will  make 
more  money  in  the  long  run  by  giving  his  customers  sat- 

isfaction than  by  attempting  to  make  a  fe  wcents  extra 
profit  on  each  sale.  This  fact  has  caused  more  and  mnre 
dealers  to  give  up  the  cheap  rope  and  stock  a  better 
grade.  Dealers  everywhere  are  resenting  the  practice 
of  some  manufacturers  and  jobbers  of  designating  the 

very  cheapest  so-called  Manila  rope  as  "Hardware 

Grade." 

We  have  always  discouraged  the  sale  and  use  of  cheap 
Manila  rope,  and  have  rigidly  adhered  to  the  policy  of 
making  only  the  first  quality.  In  reducing  the  quality 
of  rope,  the  value  of  the  goods  is  .sure  to  diminish  more 
rapidly  than  the  price,  and  so  the  buyer  i.s  robl^ed  of 
part  of  his  just  returns  for  the  money  he  invests.  The 
honest  recognition  of  this  fact  has  kept  us  from  making 
anv  "No.  2  Manila."  or  worse. 

This  policy  acts  as  a  strong  .safeguard  for  the  buv- 
ers — both  the  dealer  and  the  user.  The  variety  of  grades 
on  the  market  causes  endless  confusion  in  the  trade;  the 
lack  of  an  assured  high  standard  of  value  in  their  rone 
purchases  breeds  dissatisfaction  among  customers.  The 
one  safe  and  trulv  profitable  eotirse  for  every  dealer 
is  to  buy  rope  made  by  the  one  manufacturer  who  makes 
only  the  best. — From  a  circular  issued  by  the  PlymoTith 
Cordage  Co. 
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Experience  Proves 

"QUEEN'S  HEAD" 

Galvanized  Iron 

to  be  without  an  equal. 

Have  your  jobber  supply  it. 

JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 
Makers  MONTREAL 

Bristol,  Newport  Managers  Canadian  Branch 

6 

1  — Statements 2 —  Invoices 
3 —  Circular  Letters 4 —  Regular  Correspondence 5—  The  Matter  of  Quality 

The  Element 

of  Price 

You  can  save  envelope  money  in  two  Vi^ays.  First, by  eliminating  the  labor  and  expense  involved 
in  addressing  ordinary  envelopes.  Second,  in 

in  the  price  of  the  envelopes  themselves.  The  B-E WINDOW  ENVELOPE  etfects  the  first  economy  by 
by  using  the  subscription  of  the  letter  itself— or  the 
heading  of  bill  or  statement— as  the  address  for  the 
envelope.  The  "  Window  "  does  it.  Q  Then,  this  im- proved envelope  costs  less  than  any  imitation  or  sub- stitute. It  is  made  right  here  in  Canada,  by  Canadian 
workmen  in  a  Canadian  factory,  It  is  sold  to  you 
at  a  price  below  any  competion.  Its  quality  and 
"  idea  "  are  way  above  any  comparsion. 

Send  for  Samples  and  Quantity 
Prices  —  and  See  for  Yourself 

BARBER-ELLIS,  Limited 
62  Wellington  St.  W.        -       -  Toronto 

Brandram's 

B.B. 

Genuine  White  Lead 

process 

for 
Made  by  the  Braudram's 
practically  two  centuries. 
It  is  the  standard  White  Lead  of  the 
world. 

By  it  others  are  judged. 

It  combines  all  the  good  points  of  the 

Old  Dutch  process  with  scientific  im- 
provements by  which  the  body  and  color 

are  perfected. 

Anchor 

Decorators' Pure  White  Lead 

The  base  of  which  is  made  by  the  Old 

Dutch  process.  It  is  the  best  White 

Lead  that  can  be  produced  by  that 

method. 

Next  to  the  Brandram's  process  of 
corroding  White  Lead,  there  is  none 

equal  to  the  Old  Dutch  process. 

Before  Placing  your  order  for  White  Lead,  write  for  prices  and  full  particulars  to 

THE  ONLY  WHITE  LEAD  CORRODERS  AND  GRINDERS  IN  CANADA 

RRANDRAM-HENDERSON Ji^l^H^^^^H^HHHHMI^H  A  A^^^^^^^^^H  UMITED 

MONTREAL HALIFAX ST.  JOHN TORONTO WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the   Canadian  Hardware,  Stove  &  Paint  Journal 
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PREVAILING  MARKET  PRICES. 

Toronto,  July  6th,  1912 

The  figures  given  below  are  approximately  correct, 

but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible,, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

METALS. 
Aluminum,    ingots    0  20 
Antimony,  per  lb   0 
Srasi  rods,        to  1  inch...  0  21 

Sheets,  up  to  20  gauge..  0  22 
Tubing,    1    inch,   base....  0  23 

Copper  ingots,  casting   0  ISj 
Sheets,  plain,  14  oz.  base  (1  2() 
Sheets,  tinned,  14  oz.  bitse  U  27 
Sheets,    plenished,    14  oz. 
base    "  ̂ 4 Sheets,  braziers    0  2() 
Ban,  round  V4  to  2  in...  0  24 

Black  Sheets,  28  gauge  base, 
Toronto    2  80 
Montreal    2  40 

Canada  Plates — 
Ordinary,    52    sheets,  To- ronto   2  au 
All  bright,  52  sheets   4  00 
Galvanized  Apollo  Ordinary 
18x24x52     ....   4  45  435 

60    4  70  4  GO 
20x28x80    8  90  8  70 

*  20x28x80    9  40  9  20 
Galvanized  Sheets  (Corrugated)  — 

22  gauge,  per  square  ....  6  10 
24  gauge,  per  square  ....  5  UO 
26  gauge,  per  square  ....  3  85 
28  gauge,  per  square  ....   3  65 

Galvanized  Sheets.  Flenr  Queen's de  Lis  Head 
16-20  gauge    3  45  3  70 
22-24  gauge    3  50  3  85 
26  gauge   3  90  4  10 
28  gauge   4  00  4  35 Case  lots  25  cents  less. 
Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet— Black,  base,  1  inch  ^          4  54 
Galvanized,  base,  1  inch   6  19 

Iron  Pipe  Pittings— Canadian  malleable,  40;  cast 
iron.  70:  standard  bushings,  70; 
headers  60  and  10;  flanged,  unions, 
70;  malleable  bushings,  65;  nipples, 
75  and  10;  malleable  lipped  unions, 65. 

Soil  Pipe  and  Fittings — ■ Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 
Bar  Iron,  per  1(«)  lb   2  00 

Gorged  iron    2  20 
Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 
Fire  steel    2  35 
High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1  18  25 
Middlesboro,  No.  3  ....  19  00 
Kadnor    (charcoal)     ....  32  50 

Lead,  Canadian  pig   1  25 
Imported  pig,  100  lb   4  oil 
Bar  pig    5  25 
Sheets,  base,  Ib.sq.  ft.  5  00 
Pipe  and  waste  30  p.c. 

.  Traps  and  bends   50  p.c. 
Solder,    half    and    half,  lb., 24%  26% 
Spelter,  foreign,  per  100  lb.  6  75 
Sheet  Zinc   8  50 
Tin,  ingots,  100  lb   47  00 
Tin  Plates,  charcoal — - 
MLS,  Famous  (equal  Bradley) 

Per  box 
I  C,  14x20  base    7  00 
I  X,  14x20  base    8  25 
I  X  X,  14x20  base    9  75 

"Dominion  Crown  Best" — Re- tinned. 
I    0,    14x20   base    5  50 
I   X,    14x20   base    6  50 
I  X  X,   14x20  base    ....   7  50 

"AUaway's     Best"    —  Standard 
Quality. 
I  C,  14x20  base    4  60 
I  X,  14x20  base    5  50 
I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 
I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet bxs    7  00 

Tinned  Iron. 
72x30    up     to    24  gauge, 
case    lots   7  25     7  35 
72x30    up   to     26  gauge, 
case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — Heavy  Copper  and  Wire  lb.  1 1 
Light  copper  bottoms   .  .  .  09''!4 Heavy    red    brass     ...    .  10% 
Heavy  yellow  brass    08  V4 
Light    brass    C6% 
Tea   lead    02% 
Heavy    lead    02% 
Scrap    zinc    0  04 
No.  1  wrought  iron  ....10  00 
Machinery       cast  scrap. 
No.  1   14  50 
Stove    plate   13  00 
Malleable    9  00 
Miscellaneous   steel    6  00 

PAINTS   AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins   1    00     1  10 
Chemicals,    in   casks,   per   lb. — Arsenate  of  lead   0  lOi 

Sulphate   of   copper  (blue 
Stone)   0  06 
Litharge,  ground    0  5i 
Litharge,  flaked   0  06 
Green       copperas  (green 
vitriol)    0  01 
Sugar   of   Lead    0  09 

Colors  in  Oil — 
Venetian    red,    1-lb.  tins, 
pure    0  12 
Chrome,   yellow,  pure    ...    0  211 
Golden  ochre,  pure    0  13 
French  ochre,  pure    0  12 
Chrome  green,  pure    0  10 
French    permanent  green, 
pure    0  15 
Marine  black.  25  lb.  irons  0  19 
Signwriters'  black,  puro.  .    0  17 

Glue,  in  sheets   0  10    0  15 
1  lb.  packages  (Brantford)  0  25 

Petroleum — Can.    Prime   white,    gal.  0  12 
U.S.  Water  white    0  13% 
U.S.  Pratt's  astral   0  15% Castor    oil,    per    lb.,  in 
bbls   0  08     0  09 
Motor  Gasoline,  single 
bbls   0  17% 
Benzine,  per  gal,  single 
bbls   0  15% 

Putty —  1st.  2nd. 
Bulk  in  casks  ....2  35  2  00 
l?ulk  100  lb.  drums  ...  .2  70  2  40 
Bladders  in  barrels  2  90      2  60 

Beady  Mixed  Paints — 
Per  gallon,  qt.  tins.  1  65     2  00 

Red  Lead  (Dry)  — 
Genuine,    560     lb.  casks, 
l)cr  cu  t   5  00 
Genuine,     100     lb.  kegs, 
per  c.vvt   5  50 

Shingle  Stains — In  5-gallon  buckets   0  95 
Turpentine  and  Linseed  Oil — 

Pure     Turpentine,  single 
Ijarrcls   o  68 
Linseed  Oil,  single  barrel, 
raw    1  08 
Linseed  Oil,  single  barrel, 
boiled    1  11 

Rosin,  "G"  grade,  bbl.  lots, 100  lbs   3  60 

Varnishes,  per  gal.  cans — 
Carriage,  No.   1    1  50 
Pale   durable   body    3  5U 
Finest   elastic   gearing    .  .  3  00 
Elastic   Oak    1  50 
Furniture,    polishing    ....  2  00 
Furniture,  extra    1  20 
Furniture,  extra  No.  1   .  .  0  95 
Light   oil  finish    1  35 
Gold  size  japan    2  00 
Turps    brown   japan    ....  1  60 
Baking  black   japan    ....  1  35 
Crystal  Damar    2  50 
Pure  asphaltum    1  40 
Oilcloth    1  50 
Lightning  dryer    0  85 Stovepipe       varnish,  % 
pints,,   per  gross    8  GO 
Pure    white    shellac  var- nish, in  barrels    1  75 
Pure    orange    shellac  var- nish, in  barrels    1  70 

White  Lead  ground  in  oil — 
Canadian  pure,  less  than  tons.  7  55 
Canadian  pure,  ton  lots   7  40 

White  Zinc — Extra    Red    Seal,  V.M. 
(dry)    0  07% 
Pure,     in     25-lb.  irons 
(in  oil)   0  10 

Window  Glass — 
United  Inches          Star  D.D. 
Under  26                  4  25  6  25 
26    to  40                    4  65  6  75 
41    to  50                   5  10  7  50 
51    to  60                   5  35  8  50 
61    to  70                    5  75  9  75 
71    to  80                    6  25  11  00 
81    to  85                   7  00  12  50 
86    to  90    15  00 
91    to  95    17  50 
96    to  100    20  50 Toronto,  25  p.c. 

Miscellaneous — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 
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0  09% 

Pine  tar,   %   lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,   gilders,   bolted.  .  1  00 
Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,   Taylor   Forbes    ..  0  05% 
Chain — Proof  coil,  per  100  lb.  144 

in.,  $6.00;  516  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35 ;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5 ;  tie 
outs,  75;  coil  chain,  50  and  5; hammock  chains,  galvanized,  35 and  5. 

Forges — Blacksmith's  portable,  135 lbs   9  85 

Horse  Nails — $2.80  per  box  base  No.  9  arj larger. 
Horseshoes — Iron,  light  &  me- dium, No.  1  and  smaller,  $3.75; 

No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; "N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight steel.  No.  0  to  4,  $5.25 ; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  $0.00. 
Toecalks  Standard,  J.P.  &  Co., "Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.2.5; "Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.      2.'i-Ib.  boxes. 

Wire  Nails,  base   2  20 
Cut  nails — Montreal,  $2.40;  To- ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'    nails,    33  1-3  p.c. Pressed  spikes,  %  diameter,  per 100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    13%,    $4.10;    No.  14, 
$4.25;     No.       15,       $4.50,  in 
lengths  6  ft.  to  11   ft.,  30  per 
cent.,  other  lengths  20c.  per  100 lbs.  extra. 

Clothes  Line  Wire— No.  19,  S2.00  per 

100  ft,  .  V  F 

Colled  Spring  Wire — High  Carbon,  No.  9,  $2.25;  No 
12,  $2.40,  Montreal. 

Fine  Steel  Wire — 25     per  cent. 
Galvanized  Wire  —  From  stock, 

f.o.b.  Montreal — 100  lbs..  No. 
9,  $2.25,  base.  In  car  lots straight  or  mixed. 

Poultry  Netting — 2-in.  mesh,  19 
w.g..  60  and  2%  p.c. 

Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots— Toronto. 
Galvanized,  barb    2  25 
Galvanized,  plain  twist  .  .  2  60 

Fence  Staples — Bright,  $2.60;  gal- vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 6  strands,  24  wires,  %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100    feet    f.o.b.  Toronto. 

Wrought  Staples — Galvanized   2  85 
Plain    2  60 

Vises,  per  lb   o  12 
Hinged  pipe  vise,  25  lbs.  3  65 
Saw  vise    4  50     5  00 
Blacksmiths',  60;  parallel,  45 
per  cent. GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per doz   12  50     14  00 Axes  —  Single  bit, 
per  doz   6  00       9  00 Double    bit,  per 
doz   10  00     12  00 
Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50      6  85 

Ammunition-- "Dominion"  Rim  Fire Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B,  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.c; Primers,  10  and  2%  p.c;  Brass Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same as  ball  cartridges. 
"Crown"  Black  Powder  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 

less Powder,  "Imperial"  Shells, both  Bulk  and  Dense  Smokeless Powder.  Empty  Shells  all  35 

p.c 

Ordinary    drop    shot,    AAA  to dust.S7..5(i  per  100  lbs.:  net  extras MS  follows:  chilled  JOc;  buck  and seal  Sdc:  Xo.  2S  ball  §1.20  per  100 lbs:  bags  less  than  2.i  lbs.  ic.  per  lb. 
f.o  b.  Montreal,  Halifa.x"  and  St. John  f.o.b.  Toronto,  Hamilton and  London,  add  25c.  per  100  lbs. Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  4o! Jennings'  Gen.  auger,  net  list 

Barn  Door  Hangers — Double   straphangers,  doz. 
sets   g  50 Standard  jointed  hangers, 

doz.   sets   .'  6  45 Steel,  track,  1  x  3-16  in 
(100  ft.)   ;  3  25 

Bolts  and  Nuts — Carriage  Bolts,  common  new  $1 

list. 

Carriage  Bolts,  %  and  smaller, 70  p.c. 
Carriage  Bolts,  716  and  up 

70  p.c  ^ 

Carriage  Bolts,  Norway  Iron  ($3 list),   60  p.c 
Machine  Bolts,  %  and  less,  60. 10  &  10  p.c. 
Machine  Bolts,  7-16  and  up 
60  p.c. 

Plough  Bolts,   55,   5   &   10   p  c Blank  Bolts,  60  p.c 
Bolt   Ends,   6  Op.c 
Sleigh  Shoe  Bolts,   %   and  less 60  and  10  p.c. 
Sleigh    Shoe    Bolts.    7-16  and larger,   55  and   05  p.c. Coach  Screws,  new  list,  7  p  c Nuts,  square,  all  sizes,  4%c  per lb.  off. 
Nuts,  hexagon,  all  sizes,  4%c 

per  lb.  off.  .  72<: 

Stove  rods,  per  lb.,  5  %c  to  6e Stove   Bolts,  80. 



July,  1912 CANADIAN  HARDWARE, STOVE  &  PAINT  JOURNAL. 

65 

The  Goodwill  of 

The  Women 

is  your  most  valuable  asset.  Why 
not  cultivate  it? 

Tell  your  customers  about 

The  wonderful,  transparent  lac- 

quer, that  gives  new  life  and 

renewed  good  looks  to  old  wood- 
work and  furniture. 

"Lacqueret"  is  easy  to  apply,  very 
durable,  dries  rapidly  and  is 

thoroughly  sanitary. 

A  trial  order  of  "Lacqueret"  is  a 
sure  guarantee  of  a  profitable  re- 

peat business. 

Our  forceful  consumer  advertising 

creates  a  vigorous  demand  for 

"Lacqueret." 

Write  for  particulars. 

All  International  Products  are  sold 

in  cans  containing  full  Imperial 
Measure. 

TORONTO  WINNIPEG 

Canadian  Factory  of  Standard  Varnish  Works 

New  York     Chicago     London  Berlin 
Brussels  Melbourne 

Largest  in  the  world  and  first  to  establish  definite 
standards  of  quality 

L72 

HREE  TIMES 

AS  MUCH 

PROFIT 

)    ■  ( 

■  HF 

I 
■  Our  M-L  FLAT  WALL 
■  COLORS  are  the  new- 

est  addition  to  the  M-L 
Line.   Carry  them  and 

^^^^^  you  can  sell  paint  for 

the  plaster  work  in  a 
house  as  well  as  the  woodwork.  In- 

stead of  selling  only  floor  and  wain- 
scoting paint,  include  FLAT  WALL 

COLORS.  You  immediately  have 
all  the  ordinary  market  needs  of  a 
house,  and  more,  at  your  command. 

Dainty  art  shades  drying  flat  and 
clean,  without  brush  marks.  May  be 

cleaned  with  soap  and  water — will  not 
spot — lie  evenly.  Write  to-day  for 
cards  and  our  book,  "The  Wall  beauti- 

ful and  Hygienic." 

Imperial  Varnish  and  Color  Co. 

6-24  Morse  Street,  Toronto  ^''"'t^'J 
Winnipeg 

108  Princess  Street 
Vancouver 

365  Water  Street 

Lingerwett  Extra 

Varnish  Remover 

Fast  cutting,  slow  drying  with  wonder- 
ful solvent  power  for  rapidly  removing 

VARNISH,  PAINT.  ENAMEL, 
ETC. 

"LINGERWETT"  is  the  "LIVE 

WIRE"  for  quick  and  easy  stripping 
of  Varnished  or  Painted  Surfaces. 

It  is  the  "Minute  Man"  in  Remover. 

The  strongest   and    most  satisfying 

product  ever  offered. 

Write  for  Case  Lot  Proposition 
Assorted  Sizes 

Gallons — Halves — Quarts — Pints 

SANDERSON  PEARCY  &  CO. 

61-63-65  Adelaide  St.  West 

TORONTO 

When  writing  to  »dTertii«rg,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,   65  p.c. 
Sleigh   bells,    shaft    and  hamei, 
pair,  22c.  up. 
Sleigh  bells,  body  straps,  each, $1.15  up. 
Farm  bells.  No.  1.  $1.65. 

Building  Paper,  Etc. — 
Tarred  slater's  paper,  per roll    0  70 
O.K.  paper,  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 
ft.  roll   0  45 
Tarred   Fibre,   No.    1,  per 
400  ft.  roll  .    0  55 
Tarred  Fibre  Cyclone,  25 
lb.,   per  roll    0  55 
Dry  Cyclone,  15  lbs  0  45 
Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos   building  paper, 
per  100  lbs   4  00 
Heavy  straw,  plain  &  tar- red, per  ton  37  00 
Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 
per  100  lb   1  80 
Pitch,  Boston  or  Sydney, 
per  100  lbs   0  70 
Pitch,  Scotch,  per  100  lbs.  0  65 
Heavy  Fibre,  32  &  60,  per 
100  lbs   3  00 
2  ply  Ready  Roofing,  per 
square    0  70 
3  ply  Ready  Roofing,  per 
square    0  95 
2  ply  complete,  per  roll.   1  15 
3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 
per  gal   0  15 
Liquid     Roofing  Cement, tins    0  20 

*Crude  Coal  Tar,  per  barrel  3  50 Refined  Coal  Tar,  tins,  per 
doz   1  25 
Refined  Coal  Tar,  per  bar- rel   4  50 
Shingle  varnish,  per  barrel  4  50 
Caps,  par  lb   0  06 
Nails,  per  lb  0  05 
Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barfE  & 
nickel,  45  p.c. 
Wrought  brass,  45  p.c.  off  re- vised list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought   steel    fast   joint  and 
loose  pin,   70  p.c. 

Cement — Portland,  bags  per bbl  1  55     1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,  doz...  2  50 

Conductor  Pipe — 2  inch,  in  10  ft.  lengths..  3  80 
3  "  "  .  .  4  00 
4  "  "  .  .  5  28 
5  ■'  "  .  .  7  26 
6  "  "  .  .  8  80 

Door  Knobs — Canadian,  4,')  per  cent. Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — 
Single  sets,  each    1  80 
Double  sets,  each    3  25 
Unbreakable  rail,  100  feet  5  CO 

Draw  Knives — 
Carpenters'  6  inch,  doz...   5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 8  in.  in  100  ft.  lengths.  .  2  90 
10  "  "  . .  3  15 
12  "  "  . .  3  68 
15  "  "  . .  5  25 

Factory  Milk  Cans — 
Milk  cans  and  pails,   40  p.c. 
Hand     delivery     and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery  trimmings,  75  and 
12%  p.c. 

Files  and  Rasps — 
Disston's,  Great  Western  Amer- ican, Kearney  &  Foot,  Globe,  all 
70  11  nd  10;  Black  Dianioiirt,  (iO  and 
10;  iN'ioliolKon,  (i6  2-3;  JowettV (Kngli.sh  list).  27!i 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,    doz   1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,    doz   7  00 Farriers  hammers,  10  oz., 
doz   5  60 
Tinners    setting,     ̂ 4  lb., 
doz  4  50 
Machinists,  V2  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. and  over    0  U6 
Sledge,  Masons,  5  lbs.  and over    0  08 
Sledge,   Napping,   up  to  2 
lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — Sainson,  best  quality,  50  per  cent. 
Sidewalk   and   stable  scrapers, 
net,  $2.25. Wood    hay    rakes,    45    and  10 
per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50  per  cent. 
Heavy  T  and   strap,   4-in.,  100 
lbs.   net,   $7.25;   Heavy   T  and 
strap,  lO  in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw   hook    and   hinge,  $3.50, 
$4.50. Crate  hinges  and  back  flaps,  65 and  5  p.c. 
Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  — Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 

p.c. 
Briglit  steel  gate  hooks  and 
staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove   pipe   eyes,    kitchen  and 
square   hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c,  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6,75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz,,  $5.00. 
Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1,20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 and  5, 
Locks  and  Keys— Canadian  50  and 

19  per  cenD. 
Mallets —  Tinsmith',    2%  x 
5%  in,,  per  doz   1  25 
Carpenters',    round  hick- ory,,  6   in   1  95 
Lignum    Vitae,     round,  5 
inch    2  40 
Caulking,  No.   8,   oak,...  16  00 

Mattocks — 6  lb,,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4,65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% cents  per  lb. 
Drilling  hammers,  6  cents  per 
lb. 

Crowbars,    3  %    cents   per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,   5   gallon,   per  doz., 
$10,00. Davidson   oilers,   40  p.c. 
Zinc  and  tin,   50  p.c. 
Coppered  oilers,   50  p.c. Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 

Planes — Wood    bench,  Canadian, 40,  American,  25  p.c. 
Wood,    fancy,     30   to     35  per cent. 

Rope  and  Twine — Sis;il  rope   0  09 
Pure  Manilla  rope    0  Hi 
"British"    Manilla    .  .  ,   0  C9i 
Cotton,   3-16    inch  and larger    0  24 
Russia   Deep    sea    ....  0  16 
Jute    0  09i 
Lath  Yarn,  single....  0  08 
Lath  Yarn,   double    ...  0  08;} 

Sisal   bed   cord,   48  feet, 
per   doz   0  65 

Sisal   bed    cord,    60  feet, 
per   doz   0  80 

Sisal   bed    cord,    72  feet, 
per  doz  0  95 

Cotton  clothes  line,    18  off. 
Bag,  Russian  twine,  per lb   0  27 
Wrapping,  cotton,  3 -ply twine    0  26 
Wrapping,    cotton  4-ply twine    0  30 
Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 
per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Eivet  Sets — Canadian,  35  to  37% 
per  cent. Sad  Irons — Mrs.    Potts,  No. 
55,  polished,  per  set  0  90 
Mrs.  Potts,  No.  50,  nickle- 
plated,  per  set   1  00 
Mrs.   Potts,    handles,  jap- 
aned,   per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  50 
Asbestos,   per  set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 Sectional,        lb.  each,  per 
100    lbs  2  40 
Solid,  3  to  30  lbs   1  65 

Sash  Cord — No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   80   15  and  10 
Wood,  U.K.,  bright  80  15  and  10 
Wood,  F.H.,  brass  ..75  15  and  111 
Wood.  R.H.,  brass  .  .70  15  and  10 
Wood,  F.H.,  bronze  70  15  and  10 
Wood,  R.H.,  bronze  65  15  and  10 
Drive  .screws   85   15  and  10 
Set,   case  hardened.. 60 
Square  cap   50  and  05 
Hexagon   cap   45 
Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — Flat  head,  iron  and  brass,  35 
per  cent. Fillister  head,  iron,  30;  brass, 
25  per  cent. 

Shovels  and  Spades — Canadian,  No.  1  and  2  grade,  60 and  21/2  p.c. 
Xo.  3  and  i  grade,  .50,  15  and  2J 
per  cent. 

Soldering  Irons — Base,  per  lb.,  28  cents. 

Sap  Spouts — 
Bronzed  Iron  with  hooks, 
per   1,000    7  50 Bureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs...  5  70 
Bed,  100  lbs,.  No,  14  ....   6  75 
Blind,  per  lb   0  12 
Coopers'  staples,  45  per  cent. Bright  spear  point,  75  per 
cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths,  7  62 
7  inch,  per  100  lengths..  8  18 Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz...  1  35 Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  fti  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- 

ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', bulk,  90;  brush,  blued  and  tinn- ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tucks,  35;  leather  car- pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50 ;  trunk  nails, 
black,  65  and  10;  trunk  nails,  tin- ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 
75;  saddle  nails,  in  papers,  10; 
saddle  nails,  in  bulk,  15;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  gluziers'  points,  5; double  pointed  tacks,  papers,  90 
and  10;  double  pointed  tacks,  bulk, 
55 ;   clinch  point  shoe   rivets,  45 

and  10;  cheese  box  tacks,  87%; 
trunk   tacks,    80   and   20;  straw- berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent Plain    and     retinned,     75  and 

Traps  (steel  game)  —  Newhouse, 
30  per  cent. Hawley  &  Norton,  40,  10  and  5 

per  cent. Victor,  60  and  5  per  cent. Oneida    Ju4ip    (Star),    50,  10, 
and  5  per  *ent. 

Wheelbarrows — Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  32  40 

Wrought  Iron  Washers — Canadian, 
50  per  cent. 

Wire   Cloth — Painted    Screen,  in 
100-ft.  rolls,  $1.65  per  100  iq. 
ft.;    in   50-ft.   rolls,    $1.70  per 100  sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 

$9.00. HOUSEFURNISHINOS. 
Stoves  and  Ranges — Gas  ranges,  50  per  cent. 

Stoves    and    ranges,    50    and  5 
per  cent. Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Range  Boilers — 30-gallon,  Stan- dard, $4.75;  extra  heavy,  $7,00, 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15;  18x36,  $1.95. 
Flat  rim  enameled  sinks  16x24 
$2.65;  18x30,  $3.10;  18x36,  $  .  5 

Enameled  Ware — White  ware,  75 

per  cent. London  and  Princess,  50  per cent. 

Canada,  Diamond,  Premier,  50 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  steel,  60  and  10  per  cent Premier  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. 
Hollow  ware,  tinned  cast,  50 
per  cent.  off. Enamelled  street  signs,  40  per cent. 

Copper  Ware — Copper  boilers,  ket- tles, 50  p.c. 
Copper  tea  and  coffee  pots,  45 
per  cent. Copper  pitts,   40  per  cent. 

Galvanized    Ware — Dufferin  pat 
tern  pails,  50  per  cent. 
Flaring  pattern,   50  per  cent. Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  35  per  cent.— Copper  bottom  tea  kettles  and boilers,   35  p.c. 
Coal  hods,   40  per  cent. 
Boiler  and  tea  kettle  pitts, 

per  cent. Stamped    Ware — Plain,     75  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  fiat 
ware,  40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13 
No.  5,  $16;  f,o,b.  Toronto Hamilton,  London  and  St 
Marys,  40  per  cent.;  f.o.b,  Ot 
tawa,  Kingston  and  Montreal 
37%  and  10  per  cent. 

Washing  Machines — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re-act.   per   doz.  77  50 Dowswell    52  50 
New   Century,    Style   A..  101  25 Ideal  Power   18O  00 
Daisy    73  25 
Stephenson    74  OO 
Puritan  Motor   165  00 
Connor,  improved    52  50 
Ottawa    55  00 
Connor  Ball  Bearing,  .,.  112  50 
Connor    Gearless  Motor 
Washer   18O  00 

Wringers — Royal   Canadian,    11  in., 
doz  47  75 
Eze,   10  in.,  per  doz.    .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch,  61  75 20  per  cent. 
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Relation  of  Service  to  Profit 

"  Service "  is  an  all  important  feature  of  business  both  with  the  Manufacturer and  the  Retail  Dealer. 

The  inability  of  either  to  make  delivery  on  time,  may  cause  much  inconvenience 
and  perhaps  loss  of  money,  v/ith  the  additional  chance  of  losing  the  customer. 

The  Hardware  Dealer  occasionally  gets  an  order  for  Paints  and  Varnishes  that 
he  cannot  fill  from  his  stock  on  hand,  and,  promismg  his  customer  quick  delivery, 
he  must  in  turn,  get  quick  service  horn  the  Manufacturer. 

It  was  to  give  quick  shipping  service,  to  all  parts  of  Canada  that  we  opened 
branches  at  Toronto  and  Winnipeg. 

The  Canada  Paint  Co.  can  supply  you  quickly. 

Try  us  with  your  order  today 

THE  CANADA  PAINT  COMPANY 

MONTREAL  TORONTO  WINNIPEG 

yi|iii'iVlini^><iiiyiiiH  I  I  ' 
III 

m  A  Sign  for  You 
not  to  neglect  the  part  of  your  paint  business  that  calls  for  a  cheap  outside  paint  for  barns,  fences,  sheds,  roofs,  etc. 

Every  year  the  demand  for 

Ramsay's  Outside  Paints increases  and  we  are  making  tons  and  tons  of  this  cheaper  line  because  the  consumer  hesitates  about 
putting  a  high-grade  paint  on  this  lesser  outside  work. 
There's  satisfaction  for  the  consumer  in  every  can  and  satisfaction  for  you  in  the  profit  there  is  in the  same  can. 

Wrile  for  color  cards,  posters  and  prices 

A.  Ramsay  &  Son  Co. 
Paint  Makers  since  '42 

Western  Distributors— A.  M.  McBride  &  Co.,  Limited.  Calgary;  Revillon  Bros.,  Limited,  Edmonton;  Bogardus, Wickens,  Begg,  Limited,  Vancouver 

ft 

When  writing  to  adT«rtii«ri,  kindly  mention  tke  Canadian  Hardwars,  Stove  &  Faint  Journal 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention  the 
the  Canadian  Hardware  Stove  and  Paint  Journal 

ACCOUNT  REGISTERS 
Dominion  Register  Co.,  Toronto 

ALUMINUM  WARE. 
Northern  Aluminum  Co.,  Toronto. 
Wondershine,  Ltd.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

ASH  SIFTERS. 
E.  T.  Wright  Co.,  Hamilton. 

AUGER  BITS. 
Tohin  Arms  Mfg.  Co.,  Woodstock, Ont. 
AUTOMOBILE  ACCESSORIES. 

Canadian    Fairbanks,    Ltd.,  Mont- real. 
AXES. 

Allan  Hills  Edge  Tool  Co.,  Gait. 
James  Smart  Mfg.  Co.,  BrockviUe. 

BARN  DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Louden  Machinery  Co.,  Guelph. 
Taylor-Forbes  Co.,  Guelph. 

BATHROOM  FITTINGS. 
Gendron  iMfg.  Co.,  Toronto. 

BELTING  (Leather). 
Sadler  &  Haworth,  Montreal. 

BICYCLE  LAMPS. 
Pollock  Mfg.  Co.,  Berlin, BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

BOLTS  AND  NUTS. 
Steel  Co.  of  Canada.  Hamilton. 

BAR  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 
Gufney  Foundry  Co.,  Toronto. 
Hamilton    Stove    &    Heater  Co., Hamilton. 
Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. BRACES. 
E.  C.   Atkins   &  Co.,  Indianapolis, Ind. 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. „  , 
Penberthy  Injector  Co.,  Windsor. Dart  Union  Co.,  Toronto 

BROOMS  AND  BRUSHES. 
Boeckh  Bros.  Co.,  Toronto. 
Thomas  Bryan,  Ltd.,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. 
Belleville   Hardware   &   Lock  Mfg. 

Co.,  Belleville. 
Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. Hamilton     Stove     &     Heater  Co., Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O. 
Canadian  Yale   &  Towne   Co.,  bt. 

Catharines. 
BURNERS. 

Ontario    Lantern    &    Lamp  Co., 
Hamilton. 

CANS  (Milk). 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.   Davidson   Mfg.    Co.,  Mont- real. 

CARBORUNDUM. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 

CASH  REGISTERS. 
Dominion  Register  Co.,  Toronto. 

CEMENT. 
B.  &  3.  H.  Thompson,  Montreal. 

CHURNS. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 

CLIPPING  MACHINES. 
B.  &  S.  H.  Thompson  Co.,  Mont- 

real. 
Chicago   Flexible   Shaft   Co.,  Chi- cago. 

CLOCKS. 
Western  Clock  Mfg.  Co.,  La  Salle, 111. 

CLOTHES  DRYERS. 
Cunimer-Dowswcll  Ltd.,  Hamilton 

CLOTHES  MANGLES  AND 
WRINGERS. 

Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COAL  SHUTES. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 

CONTRACTORS'  TOOLS Allan  Hill.s  Edge  Tool  Co.,  Gait 
CORRUGATED  IRON. 

Gait  Art  Metal  Co.,  Gait. 
A.  C.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. Metallic  Roofing  Co.,  Toronto. 
COW  TIES  AND  CHAINS. 

B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 
Oneida  Community,  Ltd.,  Niagara 

Falls,  Ont. 
CUTLERY. 

H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. 

DE-HORNERS. 
R.  W.  McKenna.  Toronto. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor  Forbes  Co.,  Guelph. 
Louden  Machinery  Co.,  Guelph 

DRILLS   (Hand  and  Power). 
Canadian  Buffalo  Forge  Co.,  Buf- falo. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- real. 
McClary  'Mfg.  Co.,  London. Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. Sheet  Metal  Products  Co.,  Toronto. 
Gait  Art  Metnl  Co..  Gait. 

EDGE  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

EGG  CRATES 
Cummer-Dowswell  Ltd..  Hamilton 

ENAMELED  WARE. 
Thos.    Davidson    Mfg.    Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 

ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. 

FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 
FEED  AND  LITTER  CARRIERS. 
Louden  Machinery  Co.,  Guelph. 

FILES. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Harnett  Co.,  Philadelphia, P». 

FIRE    PLACE    BASKETS,  AND- IRONS, ETC. 
Enterprise  Foundry  Co.,  Sack- ville,  N.  B. 
James  Stewart  Mfg.  Co.,  Wood- 

stock. 
FISHING  EQUIPMENT. 

Marble  Arms  Mfg.  Co.,  Gladstone, 
Mich. 

FOOD  CHOPPERS. 
D.  Maxwell  &  Sons,  St.  Marys. 

FORGES. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

FRUIT  JARS. 
Consolidated  Fruit  Jar  Co.,  New 

Brunswick,  N.  J. 
FURNACES  (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 

ton. Can.    Heat.    &    Vent.    Co.,  Owen 
Sound. Clare  Bros.,  Preston. Down  Draft  Furnace  Co.,  Gait. 

Enterprise  Foundry  Co.,  Sackville, 
N.  B. 

Findlay  Bros.,  Carleton  Place 
Gurney  Foundry  Co.,  Toronto. Hamilton    Stove     &    Heater  Co., 

Hamilton. 

Hall  Zryd  Foundry  Co.,  Grimsby. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.    Norsworthy    Mfg.    Co..  St. Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
FURNITURE  SHOES  (Sliding). 

Onward  Mfg.  Co.,  Berlin. 
GALVANIZED  IRON. 

A.  0.  Leslie  &  Co.,  Montreal. 
McClarv  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.   Steel  Products  Export  Co., 

Montreal. 
GAS  RANGES. 

Burrow,   Stewart  &  Milne,  Hamil 
ton. 

Gurney  Foundry  Co.,  Toronto. Hamilton    Stove    &    Heater  Co., 
Hamilton. 

McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 

GAS  STOVES. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

GATES. 
Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal. 

GLASS. 
Consolidated  Plate   Glass   Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcy  &  Co.,  Toronto. 

GO-CARTS. 
Gendron  Mfg.  Co.,  Toronto. 

GRINDSTONES. 
Cleveland  Stone  Co.,  Cleveland,  0. 

GUNS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

HAMMOCKS. 
Gait  Robe  Co.,  Gait. 

HANDLES. 
W.  C.   Crawford,  Tilbury,  Ont. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Gananoque. 
"Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HORSE  SHOES. 
Steel  Co.  of  Canada,  Hamilton. 

ICE  CREAM  FREEZERS. 
McClary  Mfg.  Co.,  London. North  Bros.,  Philadelphia,  Pa. 
Sheet  Metal  Products  Co.,  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 

JOIST  HANGERS. 
Taylor  Forbes  Co.,  Guelph. 

KALSOMINE. 
A.  Ramsay  &  Son,  Montreal. 

KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait. 

LADDERS. 
Stratford  Mfg.  Co.,  Stratford. 

LAMPS  AND  BURNERS. 
Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
LANTERNS. 

Thos.    Davidson    Mfg.    Co.,  Mont- real. 
Ontario     Lantern     &     Lamp  Co., Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  &  Co.,  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  &  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co.,  Ltd.,  Stratford. 
LEVELS. 

Stanley   Rule    &   Level    Co.,  New 
Britain,  Conn. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Rice-Knight  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. Belleville   Hardware  &   Lock  Mfg. 
Co.,  Belleville. Hamilton    Stove     &     Heater  Co., 
Hamilton. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LUBRICATORS. 
Penberthy  Injector  Co.,  Windsor. 

LUMBERING  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait 

MANGLES. 
Taylor  Forbes  Co.,  Guelph. 

MATTRESS  WIRE. 
Imperial    Steel    &    Wire    Co.,  Col- 

lingwood. METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thnmpsnn,  Montreal. 

MECHANICS'  TOOLS. North  Bros.,  Philadelphia,  P». 
METAL  POLISHES. 

Wondershine,  Limited,  Toronto. 
Nic'-le     Plate    Stove    Polish  Co., Windsor,  Ont. 

METAL  SHINGLES,  SIDING,  Etc. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

MOPS  (Self -wringing). 
American    Woodenware    Mfg.  Co., Toledo. 
Tarbox  Bros.,  Toronto. 

MOTOR  ACCESSORIES. 
Canadian     Fairbanks     Co.,  Ltd., 

Montreal. 
Pollock  Mfg.  Co.,  Berlin. 

NAILS  (Wire). 
H.  S.  Howland,   Sons  &   Co.,  To- ronto. 
Imperial    Steel   &   Wire   Co.,  Col- 

lingwood,  Ont. 
U.  S.  Steel  Products  Co.,  Montreal. 
Parmenter   &  Bullock,  Gananoque. 
Steel  Co.  of  Canada,  Hamilton. 

OFFICE  EQUIPMENT. 
Dominion  Register  Co.,  Toronto. 
Goldie  &  McCulloch,  Gait. 
Monarch  Typewriter  Co.,  Toronto. 
National    Cash    Register    Co.,  To- ronto. 

OILERS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 

OIL  STONES. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike,  N.  H. 

OIL  STOVES. 
Thos.    Davidson    Mfg.    Co.,  Mont- real. 

McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

OIL  STORAGE  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 
National  Equipment  Co.,  Toronto. 

OVEN  DOOR  SPRINGS. 
U.  S.  Steel  Products  Co..  Montreal. 

PAINTS  AND  VARNISHES. 
Brandram  Henderson,   Ltd.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 
International  Varnish  Co.,  Toronto. 
Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Pratt  &  Lambert,  Buffalo. 
Pinchin  Johnston  Co.,  Toronto. 
A  Ramsay  &  Son,  Montreal. Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin  Williams  Co..  Montreal. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel    &    Wire   Co.,  Col- 

lingwood. 
John  Lysaght,  Ltd.,  Bristol,  Eng., 

and  Montreal. 
POST  HOLE  DIGGERS. 

Erie  Iron  Works,  St.  Thomas. 
PLUMBING  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Dart  Union  Co.,  Toronto 

PROPELLER  FANS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

RAKES  (Lawn). 
Erie  Iron  Works,  St.  Thomas. 

RASPS. Nicholson  File  Co.,  Port  Hope. 
RAZORS. 

Gillette   Safety  Razor  Co.,  Mont real. 

International      Distributing  Co., Montreal. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

RAZOR  HONES. 
Carborundum    Co.,   Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike.  N.  H. 
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Ask  Any 

Minerva  Agent 

The  Fullest 

Measure  of  Profit 

from  your  Paint  Department  is  assured  by  stocking  a  clean  cut  quality  line  supported  by 
common  sense  effective  selling  methods. 
There  never  was  a  line  of  Paints  put  on  the  Canadian  market  that  has  become  so  widely  known  in 

so  short  a  time  and  which  is  handled  by  so  many  of  Canada's  most  discriminating  dealers  as  the MINERNA  Line. 

There  is  a  reason  for  this  phenomenal  success. 

1st. — The  quality  is  in  the  goods  and  the  Imperial  quantity  is  in  the  cans. 
2nd. — The  Minerva  Head  on  a  can  of  Paint  means  that  there  is  78  years  paint-making  experience 
and  reputation  behind  the  goods  in  the  cans. 

3rd. — The  quality  of  the  goods  is  supported  by  the  most  effective  sell- 
ing methods  ever  devised  to  promote  Paint  sales  in  direct  supoort  of 

the  stove  dealer's  business. 

377-387  Carlaw  Avenue,  Toronto,  Ont.  Established  in  England  in  1834 
.  (L-7:!l 

Disk  Fans  and 

Ventilators 

MADE  IN  CANADA SEND  US  YOUR  RUSH  ORDER 

A  Buffalo  Disk  Wheel  is  ten  times  more  efficient  in  cooling- 
and  ventilating  a  room  or  shop  than  the  ordinary  electric 

desk  or  ceiling  fan.  The  latter  only  stirs  up  and  "churns" 
the  air,  while  the  Disk  Wheel  removes  foul,  overheated  air, 
which  is  instantly  replaced  by  cooler,  fresher  air  from  the 
outside.  Thus  a  small  18  inch  Disk  Wheel  will  remove  2200 

cubic  feet  of  air  per  minute  using  only  1-10  H.  P.  All  sizes, 
electric  and  pulley  driven,  in  stock. 
The  Buffalo  Ventilator  is  built  on  common  sense  principles. 
It  is  wind  and  storm  proof,  yet  affords  escape  for  the  maxi- 

mum amount  of  overheated  air  and  smoke.   All  styles  and  sizes. 

Ask  for  booklet  No.  128 

Canadian  Buffalo  Forge  Company,  Limited 

Montreal 

St.  John  Toronto  Winnipeg  Vancouver 
"Butfalo"  Ventilators. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Jonrnal 
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BAZOB  STROPS. 
Carborundum  Co.,  Niagara  Falls, Ont. 
J.  Wiss  &  Sons,  Newark.  N.  J. 

EEGISTERS  (Warm  Air). 
Canadian  Heating  &  Ventilating 

Co..  Owen  Sound. 
Clare  Bros.,  Preston. 
I'errosteel  Co..  of  Canada,  Bridge- burg. 
Gurney  Foundry  Co.,  Toronto. 
McCIary  Mfg.  Co.,  London 
.lames    Stewart    Mfg.    Co..  Wood- 
James  Smart  Mfg.  Co.,  Broekville. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- burg. 

BOOTING  (Metal). 
Gait  Art  Metal  Co.,  Gait. 
-Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pi-es- ton. 

ROOFING  (Prepared). 
Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Roofing  Co.,  Toronto. 
H.   S.  Rowland,   Sons  &  Co.,  To ronto. 
Canadian  H.  W.  Johns-Manville 

Co.,  Toronto. 
EEFRIGEEATORS  AND  ICE 

CHESTS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Broekville. 

BUBBEE  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., 

Toronto. 
»  BULES  AND  TAPES. 

Lufkin  Rule  Co.  of  Canada,  Wind- sor. 
Stanley  Rule  &  Level  Co.,  New 

Britain,  Conn. 
SAD  IRONS. 

Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McClary  Mfg.  C'' .  London. 
Taylor  Forbes  C<  ,  Guelph. 

SAFES 
Goldie-McCulIoch  Co.,  Gait. 

SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 

SCBEEN  CLOTH. 
B.  Greening  Wire  Mfg.  C(>..  Hamil- 

ton. SCEEWS. 
Steel  Co.  of  Canada,  Hamilton. 

SHEABS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

SHOVELS  AND  SPADES. 
Lundy  Shovel   &   Tool   Co.,  Peter- boro. 
Canadian     Shovel     &     Tool  Co., 

Hamilton. 
Erie  Iron  Works,  St.  Thomas. 

SILVEEWABE. 
Oneida    Community,   Ltd.,  Niagara 

Falls,  Ont. 
Toronto  Silver  Plate  Co.,  Toronto. 

SHEET  METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 

SPOETING  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  Cartridge  Co.,  Montreal. 
II.    S.    Howland   Sons   &   Co.,  To- ronto. 
Kennedy  Hdwe.  Co..  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Marble  Arms  Mfg.  Co.,  Gladstone, Mieh. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRINGS  AND  AXLES. 
Guelph  Spring  &  Axle  Co.,  Guelph. 

STEEL  TEOUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STOEE  EQUIPMENT. 
S.  G.  Bowser  &  Co..  Toronto. 
Walker  Bin  &   Store   Fixture  Co., 

Berlin. 
National  Equipment  Co.,  Toronto. 

STOVES  AND  EANGES. 
D.  J.  Barker  &  Co.,  Picton. 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &  Milne,  Hamil- 

ton. Canadian    Heating    &  Ventilating 
Co.,  Owen  Sound. Thos.  Davidson  Mfg.  Co.,  Montreal. 

Doherty  Mfg.  Co.,  Sarnia. Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 

Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 

'      yd  Foundry  Co.,  liespeler. 
Hamilton     Stove     &     Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. Moffat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Specialties  Mfg.  Co.,  Grimsby. 
Jas.  Smart  Mfg.  Co.,  Broekville. 
Jas.  Stewart  Mf"-.  Co.,  Woodstock. 
Supreme  Heating  Co.,  Welland. 

STOVE  CEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 
U.  S.   Sieel  Products  Export  Co., 

Montreal. 
TENTS  AND  AWNINGS. 

J.  J.  Tvuiier  &  Son,  Peterboro. 
TIN  PLATE. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.   Steel  Products  Export  Co., Montreal. 

TOOL  GRINDERS. 
Cleveland  Stone  Co.,  Cleveland 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TOOLS  (Mechanics). 
.\llan  Hills  Ldae   l.uil  Lo.. 
North  Bros.,  Philadelphia,  Pa. 

TRAPS. 
Oneida  Community,   Ltd.,  Niagara 

Falls,  Ont. 
TUBPENTINE. 

Turpentine  Producers  Agency,  To- ronto. 
VACUUM  CLEANEBS. 

Onward  Mfg.  Co.,  Berlin. 
Pollock  Mfg.  Co.,  Berlin. 

VALVES  AND  UNIONS 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
^inii'itliy  Injector  Co.,  Windsor. 
Dart  Union  Co..  Toronto 

VENTILATOBS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
WATER  SERVICE  SYSTEMS. 

National  Equipment  Co.,  Toronto. 
WATER  GAGES. 

Penberthy  Injector  Co.,  Windsor. 
METAL  WASHBOARDS. 

Meakins  &  Sons,  Hamilton. 
"WHIFFLETEEES  (Steel). 

Canada  Steel  Goods  Co.,  Hamilton. 
WHOLESALE  HABDWABE. 

Bond  Hdwe.  Co.,  Guelph. 
H.   S.   Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 

WHITE  LEAD. 
Brandram- Henderson     Co.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  O. 

WIBE  FENCING. 
U.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &   Wire   Co.,  Col- 

lingwood. WIRE  ROPE. 
B.  Greening  Wire  Co.,  Hamilton. 

WOODENWARE. 
Meakins  &  Sons,  Hamilton. 

RED 

s 

GLASS 

BENDERS TO 

THE 

TRADE 

BRAND 
WINDOW 
GLASS 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

TORONTO 
DON  ROADWAY 

Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
and  Ornamental  Glass 

MONARCH  ^
''^  ̂' 

TYPEWRITERS 

JUST  THE  THING  FOR  THE 

UP-TO-DATE  HARDWARE  MAN 

The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screws 
and  Stove  Urns. 

Write  for  Prices 

The  Consolidated  Fruit  Jar  Co. 

New  Brunswick,  N.  J. 

When  writing  to  advertisers,  kindly  mentioo  tbe  Cimadian  Hardware,  Stove  &  Paint  Journal 
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WANTED  and  FOR  SALE 

Ads  under  this  head  ten  cents  per  line.    Five  lines 
once  for  SO  cents,  three  times  for  $1.00.    Cash  must 
accompany  order.    No  accounts  booked. 
SPECIAL  TO  SUBSCRIBERS    Every  subscriber  is 
allowed  one  five  line  ad  free  each  year. 

BUSINESS  CHANCES 

UORSALE— On  easy  terms  to  satisfactory  party,  old-established  hardwaie 
^  business,  in  good,  live  Saskatchewan  town,  on  mainline  C".  P.R.  This business  was  pnrchAsed  by  a  general  merchant  who  always  handled  hard- ware, but  will  discontinue.  Amount  of  both  stocks,  including  fixtures, 
etc.,  and  full  set  of  tinsmith's  tools.  |9.000.  Turnox  er  last  year,  $30,000. Apply  to  JAMES  FRANKS,  Wapella,  Sask. 

THE  IMPROVED   KEYSTONE  DEHORNER 
A  4-sicled,  sliding,  shear  cutting.  Dehorning  Knife  that  does  its 
work  in  an  instant  with  but  an  instant's  pain.  Agricultural Colleges  and  Veterinary  Surgeons  commend  the  KEY 
STONE— The  quickest,  cleanest  and  easiest  dehomer  made. If  your  Jobber  cannot  supply  you,  write  me,  and  I  will  send  full 
particulars  of  my  special  proposition  to  retailers. 

R.  H.  McKENNA,  219  Robert  Street,  Toronto. 

CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  HARD- 
WARE, STOVE  AND  PAINT  JOURNAL 

contains  much  valuable  information. 
Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement — but  if  you  will  refer  to  the Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 

SITUATIONS  VACANT 

YOUNG  MAN  WANTED  with  three  or  four  years'  experience  in  retail hardware.  Permanent  situation  for  good  man.  Must  be  well  recom- 
mended and  speak  French  and  English.  PURVIS  BROS.,  LIMITED,  Sud- 

bury, Ont. 

WANTED  AT  ONCE  — Two  Hardwaremen  with  wholesale  experience 
laying  up  orders.  Good  opportunity  advancement  right  men.  State 

experience  and  wages*  wanted.  Apply  PEART  BROS.  HDWK  CO., 
LIMITED,  Regina,  Sask. 

COMMISSION  LINES  WANTED 

HARDWARE  LINES  WANTED  on  a  commission  basis,  covering  western 
provinces.    CANADIAN  SPECIALITY  CO.,  Suite  100,  Travis  Blk., 

Calgary,  Alta. 

J.  J.  TURNER  &  SONS 

The  Largest  Manufacturers  in  Canada  of 

Tents,  Flags,  Awnings,  Sails,  Horse  Blan- 
kets, Waterproof  Goods,  Coal  Bags  and 

every  description  of  Camping  Goods. 

Send  us  your  orders  for  Tents  and  ̂ eep  them  in 
s/oc^.  TTiej;  are  put  up  in  bags  to  ̂ eep  them  clean. 

J.  J.  TURNER  &  SONS 
Peterborough,  Ont Regina,  Sask. 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
1S}4  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

ROSS  &  WRIGHT 
Inturaace  Couniellors  Adjutteri  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET,  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 

ut  when  your  loss  occurs 

The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 
Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Ctuioe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

SPECIAL  THREE  MONTHS  TRIAL  OFFER 
A  three  months  trial  will  convince  you  that  this  is  the  most 
thorough  and  practical  course  in  Sheet  Metal  Pattern  Drafting  to 
be  had.  I  will  send  you  the  first  three  months  work,  consisting 
of  the  first  15  plates,  loi  in.  x  18J  in.,  with  instruction  sheets  for 
$5.00.  If  you  are  in  doubt  as  to  whether  this  course  is  what  you 
want,  you  may  give  it  a  three  months  trial  without  binding 
yourself  in  any  way  to  complete  the  full  25  months  course  unless 
you  wish  to  do  so.  The  Foundation  of  Pattern  Drafting  is  taught in  the  first  three  months  work.  Cut  out  this  advertisement  and 
enclose  with  a  post  office  order  for  $5.00  payable  to  G.  L.  Gray 
and  the  above  mentioned  three  months  drawings  and  instruction 
sheets  will  be  sent  you  at  once  prepaid.  This  offer  stands  good 
for  30  days  only  from  date  of  this  issue. 
CD  K  V»C  Cr^ur\i^J  3537  third  avenue ViKA.  I  O    oV-^rlULIL.    NEW  YORK  CITY 

IWAN'S  PATENT  POST  HOLE  AUGER 
The  fastest  and  easiest  earth  cutting  auger  on  the 
market.    A  splendid  line  for  hardwaremen  to  push. 

Made  in  seven  sizes,  4  to  1 2  inches.    Shipped  half 
dozen  in  bundle.    Augers    weigh  ten    pounds  each. 

Write  us  for  Circular  and  Price  List. 

ERIE  IRON  WORKS,  St  Thomas,  Ont 

Cleveland  Grindstones 

Best  Treadle  Grindstone  Made 

Made  of  genuine  Berea  or  Lake  Huron  stone— the only  stones  that  have  the  combined  sharpening 
qualities  of  grit  and  toughness.  The  frame  of  this 
sterling  grindstone  is  extra  strong  and  very  stoutly 
braced.  All  rods  and  bolts  are  threaded.  Has  large 
comfortable  seat  and  clothes  protection,  and  runs 
on  improved  ball  bearings.  We  make  Cleveland 
Grindstones  in  all  sizes—for  all  purposes— power, 
hand  and  treadle.  And  therr'x  good  profit  in  them 
for  you. Write  for  catalogue  and  prices 

The  Cleveland  Stone  Co. 
Cleveland,  Ohio 

Foot Power 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Gutta  Percha  &  RubberGoods  Co.  .32 
Gurney  Foundry  Co   21 

H 
Hamilton  Stove  &  Heater  Co   15 
H.  S.  Howland,  Sons  &  Co   5 
Allan  Hills  Edge  Tool  Co   7 

I 
Imperial  Varnish  &  Color  Co   65 
International  Varnish  Co   65 

J 
Jenkins  &  Hardy     71 

L 
Laidlaw  Bale-Tie  Co   11 
Legg  Bros   31 
A.  C.  Leslie  &  Co   63 
Lowe  Bros   55 
Lufkin  Rule  Co,   73 
Lundy  Shovel  &  Tool  Co   6 

M 
Martin-Senour  Co.   61 
D.  Maxwell  &  Sons   19 
Meakins  &  Sons   16 
McClary  Mfg.  Co   23 
R.  H.  McKenna   71 
Metal  Shingle  &  Siding  Co   26 
Monarch  Typewriter  Co   70 
Jas.  Morrison  Brass  Mfg.  Co   30 

N 
National  Cash  Reg.  Co   56 
Nickel  Plate  Co   28 
North  Bros   29 
C.  Norsworthy  &  Co.  Ltd   22 
Nicholson  File  Co   6 

P 
Parmenter  &  Bulloch   71 
Pike  Mfg.  Co   29 
Pease  Foundry  Co   20 
Pilkington  Bros   32 
Pinchin-Johnson  Co   69 
Pcnberthy  Iniector  Co   Cover 
Pollock  Mfg.  Co   29 

R 
A.  Ramsay  &  Son   67 

Rice-Knight  Co   28 
Ross  &  Wright   71 

S 
Sadler  &  Haworth   4 

Sanderson  Pcarcy  &  Co   65 

Sheet  Metal  Products  Co   8 

Sherwin-Williams  Co   61 

J.  H.  Still  Mfg.  Co   24 

Jas.  Stewart  Mfg.  Co   25 

Stratford  Mfg.  Co   24 

Steel  Co.  of  Canada   12 

Jas.  Smart  Mfg.  Co   22 

T 
Taylor  &  Boggis   4 

Taylor-Forbes  &  Co   3 
Tobin  Arms  Mfg.  Co   24 
Toronto  Plate  Glass  Imi)orting  Co.  7C 
B.  &  S.  H.  Thompson   8 
J.  J.  Turner  &  Son   71 

U 
U.  S.  steel  Products  Co   28 

W 
Ware  Mfg.  Company  17 

Western  Clock  Co   34 

E.  T.  Wright  &  Co   IS 

The  McCaskey  System  has  been  approv- 
ed by  expert  auditors  and  accountants 

as  the  natural,  logical  and  most  scientific 
method  of  handling  accounts,  yet  is  so 
simple  that  with   it  anyone  can  keep 

Only 

one  Wriling 

Stop  that  Night  Work! 

The  daylight  hours  should  be  sufficient  in  which  to  do  your 

bookkeeping.  And  still,  many  nights  each  month  you  are  chained 

to  your  chair  and  your  desk,  posting,  totaling  accounts,  making  out 

statements,  doing  any  one  of  a  dozen  things  with  your  books. 

You  want  information  about  your  business,  yet  you  are  going  the  long 
way  around  to  get  it.  The  short  way  is  the  one  adopted  by  more  than 
70,000  merchants  in  all  parts  of  Canada  and  the  United  States.  These  have 
found  that  by  the  use  of  The  McCaskey  Gravity  Accounts  Register  System 
their  posting  and  totaling  are  done  at  the  time  the  sale  is  made.  They  have 
no  statement  to  make  or  mail  at  the  end  of  the  month  because  each  sale-slip  is 
an  itemized  account  of  the  goods  purchased  and  each  shows  the  total 
indebtedness  to  date. 

The  McCASKEY 

SYSTEM 
The  McCaskey  System  cuU  out  useless  bookkeeping,  prevents  forgetting  to  charge, 

prevents  errors  and  disputes  with  customers  over  their  accounts,  acts  as  an  aulomntic  col- 
lector, is  an  automatic  credit  limit  preventing  over-buying  and  over-selling,  and  protects 

^he  user  against  loss  of  insurance  in  case  of  fire. 

accurate  records  of  90069  bought  and 
First  and  gold,  merchandise  on  hand,  cash  on  hand 

still  the  best  in  bank,  accounts  payable  and  any other  that  may  be  desired. 
You  owe  it  to  yourself  to  investigate  the  merits  of  the  McCaskey  proposition. 
A  letter  or  postal  card  will  bring  you  information  without  any  obligation  on  your 

side  to  purchase. 
Or,  tear  out  this  advertisement,  sign  your  name  and  address,  when  it  reaches  us  we'll know  you  want  information. 

DOMINION  REGISTER  CO.,  Limited 
90-98  Ontario  St.,  Toronto,  Canada 

Branches  :   Islew  York,  Boston,  Pittsburg,  Chicago.  519-521  Corn  &  Produce  Exchange,  Manchester,  England. Minneapohs,  Kansas  Cify,  San  Francisco. 
Atlanta,  Memphis,  Washington. The  McCaskey  Register  Co.,  Alliance,  Ohio,  U.S.A. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  b  Paint  Journal 
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—  MEASURING  TAPES  with  SnA^wnXhTievfiyiy  READINGS  = 

All  improvement  originated  and  brought  out  a  few  years  ;igo  by 

/UFK/
N 

The 

PATENTED  IN  CANADA  AND  ENGLAND 

g  U.  S.  Patent  pending-. Line  has  always  given  satisfaction.     It  maintains  its  reputation. 

THE /i/FKiN Rule t?o.  ofQanada^Itd. 

BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863  _c.     ̂     ̂ i.  INCORPORATED  1895 

Twelve  Medals  of  Award  at         ̂ ^^^H^^^E^^^Bi^  Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

INTERNATIONAL 

Expositions 

Copy  of  Catalogue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 

Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 
THE 

Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 
BELLEVILLE,  CAN. 

HIGH  GRADE 

BUILDERS
' HARDWARE 

The  Kind 
That  Brings 

Repeat Orders 

We  manufaclure  a  complete  line  of 

guaranteed 

BUTTS  HINGES 

HASPS  STAPLES 

NAILS  ETC. 

and  our  long  established  reputation 
stands  behind  our  guarantee.  Send 
us  a  trial  order  and  test  the  selling 

qualities  of  our  goods. 

Write  for  a  Catalogue  to-day 

COWAN  &  BRITTON 

GANANOQUE,  ONTARIO 
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DOMINION 

Rifle  and  Revolver 

CARTRIDGES 

Cartridges  for  Every  Variety  of  Game 

Hits 

Hard 

and 

Kills 

A  RUFFLED 

SHE  BEAR 

will  look  better  over  the  sights  of  your 

gun  if  it  is  loaded  with  Dominion  Im- 
proved and  Proved  Ammunition.  The 

New  Dominion  system  of  loading  insures 

you  agadnst  emergencies. 

Write  for  "  The  Pilgrim,"  a  great  bear 
story,  sent  free. 

Dominion  Cartridge  Co. 
UMITED 

MONTREAL CANADA 

^2 

Game  Getting,  BulFs-eye  Kind 

You  will  make  no  mistake  in  buying  Canada  made  ammunition,  as  it  is 
absolutely  guaranteed  to  you  as  equal  in  every  respect  to  any  manufactured. 

High  velocity,  flat  trajectory  and  close  shooting  qualities  combined  with 

its  absolute  dependability  and  the  economical  less-duty  price  makes  a 

combination  you  can't  beat. 

Dominion  Cartridge  Co.,  Limited 

MONTREAL  CANADA 
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obin 

'HIGHSim>BnS 

Do  the  Work  in  Half  the  Time 

And  With  Half  the  Labor  : 

Every  hardwareman  knows  our  repularion  as  gunmakers.  We  now  offer  you  a  proposition 

in  "Bits"  that  is  just  as  worthy  of  your  consideration  as  our  guns.  For  this  new  Bit — the 

Tobin  High  Speed — is  "different." 
It's  self-feeding — needs  no  force  to  get  it  through  the  wood,  as  does  the  common  type  of  bit, 
with  its  single  screw  point.  ,  i-,.  , 

The  Tobin  High  Speed  Bit  has  a  double  screw 

point,  also  a  double  thread — and  a  clearance  so  great 
as  to  amply  provide  for  its  fast  cutting  ability. 

Fig.  1 
Cross  Section 

View  of Ordinary  Bit 

Fig.  2 Cross  Section 
View  of 
Tobin  Bit 

Relative  penetration  of  different 
types  of  Bit.  Taken  from  actual 
photograph  after  sixty  turns  of 
each. 

Double  Thread Double  Point, 
Elquals  Double 

Speed 

Clearance  for Chip 

Learn  More  About  this  Bit 
To  know  the  Tobin  High  Speed  Bit,  is  to  speed- 

ily realize  that  it's  worth  featurinfr. 
No  hardwawman  can  fail  to  recognize  its  super- iority. 

We  are  offering  it,  as  we  do  our  guns,  on  the 
' •money-back-if-not-satisfled"  pja n . 
The  public  is  invited  to  try  it  on  this  under- standing. You  are  invited  to  stock  and  sell  it 
with  our  absolute  backing. 

Not  only  More  Work  -But  also  Better  Work 
With  the  "Tobin  "  there's  never  any  jambing  or 
clogging.  It  doesn't  gouge— it  cuts. The  toughest  wood  never  stumps  it. 
Goes  through  the  hardest  grain  as  if  the  way 
was  greased. 
Cuts  clean  as  a  whistle  and  true  as  a  die. 
Works  faster  in  end  grain  than  cross-grain. 
A  new  and  improved  idea  in  auger-making. 
The  exclusive  features  that  cause  it  to  do  more 
work,  also  cause  it  to  do  better  worlc. 

The  Tobin  Arms  Mfg.  Company,  Limited 

Woodstock  Ontario 
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"Queen's  Head" 

GALVANIZED 

IRON 

John  Lysaghl,  Umited 
Makers 

Bristol,  Newport  and  Montreal 

A.  C.  Leslie  &  Co.,  Limited 

Montreal 

Managers  Canadian  Branch 
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Profitable  Stocks 

That  Will  Bring  and  Keep  Customers 

""THERE  is  always  satisfaction  in  selling  "the  best. "  The  lines  we  carry  are manufactured  by  the  best  makers  in  the  world  and  have  been  selected 
after  careful  and  thorough  investigation.  We  name  a  few  below  that  are 

representative  and  all  are  remunerative  for  retailing.  Don't  fail  to  send your  enquiries  for  particulars  if  our  travellers  do  not  cover    your  district. 

Machinists 

We  stock  fine  tools  made  by  such  well 
known  makers  as — Brown  &Sharpe 
and  L.  S.  Starrett. 

TOOLS  FOR  ALL  TRADES 

Carpenters 
Made  by  The  Stanley  Rule  & 
Level  Co.,  Henry  Disston  and 
North  Bros.    (Yankee  Tools.) 

THE  BEST  OF  BUILDERS'  HARDWARE 
We  stock  full  lines  of  the   famous   Corbin   Hardware   and   strongly   recommend  it. 

CERTAIN-TEED  "EXCELLO"  RUBBER  ROOFING 
"  The  roof  that  outlasts  all  other  roofs" 

Certain-teed  Roofing  is  easy  to  lay — costs  less  and  is  guranteed  for  fifteen  years. 
Write  for  samples  and  prices. 

INSPECT  OUR  SPORTING  GOODS 

Our  stocks  were  never  so  full  and  varied  and  we  ask  your  attention  to  the  latest  in  Guns, 
Rifles,  Ammunition  and  Hunting  Accessories. 

FOR  THE  SKATING  SEASON 

We  carry  the  famous  Boker  Skates  which  are  real  profit  earners  and  ask  you  to  write 
for  full  particulars  and  prices. 

ENGLISH  CUTLERY 

Long  and  favorably  known  for  Cutlery  we  have  at  present  a  showing  that  excels  anything  we 
have  ever  offered.  When  we  tell  you  we  carry  full  lines  by  such  well  known  makers  as : — 
Joseph  Rodgers  &  Sons  and  Harrison  Brothers  &  Howson  you  will  under- 

stand that  the  wants  of  the  better  class  customers  may  be  well  catered  for. 

Get  Particulars  and  Prices  of  the  CUMMER-DOW  SWELL 
WASHING  MACHINES  AND  WRINGERS 

RICE  LEWIS  &  SON 
LIMITED 

Established  1847 

TORONTO ONTARIO 

When  writing  to  kdvertisars,  kindly  mention  tbp  Canadian  Hardware,  Stove  &  Faint  Joumai 
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The  Gillette 

Sells  Best- 

»e  "UlLLtl  IE."  ::$liave 

Quick  -  clean    cool  comfortable 

Many  a  dealer,  in  his  desire  to  be 

strictly  up-to-date  and  to  please  his 

customers,  has  stocked  nearlv  pvrr\' 

safety  razor  tVinf  hns  romo  out 

The  steady  demand,  built  by  quality 

and  persistent  advertising,  soon  clears 

out  his  GILLETTES.  But  the  others 

stick,  and  become  less  saleable  week 

by  week. 

^acing  a  considci  able  loss  in  these  slow-moving  goods,  some  dealers  decide  to 

hold  back  the  GILLETTE  till  they  have  succeeded  in  getting  rid  of  the  other 

stuff  with  which  they  are  loaded. 

As  surely  as  night  follows  day,  this  course  leads  to  two  results. 

Their  razor  trade  falls  off,  because  customers  go  elsewhere  to  buy  the 

GILLE 11  E  and  those  who  do  purchase  other  razors  come  back  to  kirk,  or 

worse  still,  stay  away  and  knock. 

To  sacrifice  these  misfits  at  once  hurts,  but  it  pays  in  the  end  to  do  it,  and  to 

feature  the  GILLE  l  l  E. 

For  you  simply  cannot  afford  to  recommend  to  your  customers  as  the  best,  any 

razor  except  the  one  that  js  the  best — and  six  million  users  concur  in  the  opinion 

that  this  is  the  GILLE  11  E  Safety  Razor. 

The  Gillette  Safety  Razor  Co.,  of  Canada,  Limited 
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Safety  Razor 

-Stays  Sold 

We  do  not  aulhonze,  nordo  our 

dealers  find  it  necessary  to  make,  a 

30  days  free  trial  offer  of  the 

GILLETTE  Safety  Razor.  People 

want  the  GILLETTE  badly  enough 

to  buy  it  from  you  outright  and  to 

pay  the  full  price  for  it. 
Sign 

If  you  haven't  one,  write  us 
lor  do  we  feature  an  offer  to  ex- 

change GILLETTE^  or  to  refund 

the  purchase  price.  Every  razor  that  leaves  our  factory  has  been  so  skilfully 

made  and  so  carefully  inspected  that  you  are  seldom,  if  ever,  called  upon  to 

apologize  for  and  exchange  a  defective  GlLLE  l  l  E.  Every  GILLETTE  Razor 

you  sell  gives  such  complete  satisfaction  that  the  purchaser  does  not  want  his  money 

back.  After  he  has  enjoyed  a  few  GILLETTE  shaves,  so  quick,  so  cool,  so  com- 

fortable, he  wouldn't  be  without  the  razor  for  much  more  than  the  purchase  price. 

The  GILLETTE  has  long  since  passed  the  experimental  stage,  both  in  manu- 

facture and  in  selling,  it  has  become  a  staple  as  well  as  a  specialty.  Trial  offers 

and  "Money-back"  conditions  are  not  necessary  to  stimulate  demand,  or  to  pro- 

vide against  half-expected  dissatisfaction.  When  you  sell  a  GILLETTE  you 

sell  it,  at  the  full  price  and  with  a  substantial  profit   and  it  stays  sold. 

Which,  thmk  you,  will  create  the  most  good-will  among  your  customers  and  give 

you  the  greatest  satisfaction — razors  which  experience  has  proved  must  needs  be 

placed  on  trial,  or  sold  subject  to  a  frequently-used  return  privilege  or  the 

GILLETTE  Safety  Razor,  which  not  only  stays  sold  but  helps  to  sell  others  ? 

Office  and  Factory :  The  New  Gillette  BIdg.,  Montreal 
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Hanger  No.  3  on  Basement  Window Hanger  No.  3  on  Large  Storm  Window 
Fastener  No.  2  Attached  on  Side  of  Window 

Sensible  Storm  Sash  Hangers 

Carpenters  and  builders  will  be  easy  to  interest  in  the  "  Sensible  "  hangers  and  fasteners  for  storm  sash basement  windows  or  screen  windows.  They  combine  Strength,  Durability  and  Utility,  being  made 

of  the  best  malleable  iron,  except  the  levers,  which  are  of  steel.  Finished  in  Black  Japan  or 
Galvanized.  Very  popular  with  carpenters  on  account  of  its  easy  adjustments  and  time  saving 

qualities.  They  give  ideal  ventilation  and  allow  no  rattling  when  open,  besides  being  air  tight  when 
closed.    Packed  one  dozen  sets  in  a  box. 

The  T.  F.  "Chief" 

Door  Check  and 

This  is  the  only  Canadian  made  floor  hinge 
and  for  simplicity  and  high  quality  it  is 
unexcelled,  it  being  unnecessary  to  cut  up  any 

part  of  the  floor  to  adjust  the  "Chief  "  to  the door.  All  the  carpenter  has  to  do  is  to  cut 
out  a  small  piece  at  the  bottom  corner  of  the 
door  and  make  a  slight  mortice  for  the  strap 
end  of  the  hinge.  The  entire  weight  of  the 
door  rests  on  the  ball  bearings  and  allows  the 
door  to  swing  freely  and  easily  without  jarring. 

These  goods  ensure  a  good  profit,  and  every 
i 

Double  Acting 

Floor  Hinge 

hinge  has  our  guarantee  to  be 
the  most  perfect  on  the  market 
to-day. 

Send  for  cirulars  giving  a  full 
description  of  these  lines  and  if 
your  jobber  cannot  supply  them 
to  you  write  us  direct.  They 
are  quick  sellers  and  you  ought 
to  have  them  in  stock. 

T.  F.  "Chief"  Floor  Hinge Check  and  Hinge  in  Operation T.  F.  "Chief"  Door  Check 

The  building  season  is  at  its  height  and  there  is  no  better  season  than  now  to  push  these  goods 

TAYLOR-FORBES  CO.,  LIMITED 
Taylor-Forbes  Co.,  246  Craig  St.,  Montreal 
H.  G.  Rogers,  53  1-2  Dock  St..  St.  John,  N.B.- 
Canadian  United  Mfrs.  Agency,  London,  Eng. 

Head  Office  and  Works: 

GUELPH,  ONT. 

H.  F.  Moulden  &  Son,  Travellers'  Bldg.,  Winnipeg 
~W.  A.  MacLellan,  Vancouver,  B.C. 
J.  B.  H  Rickaby,  Victoria,  B.C. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Samson  Ready  Roofing 
(Trade  Mark  Registered) 

A  permanent  and  attractive  roofing  that  is  extremely  durable, 

storm  and  fire-resisting,  not  affected  by  heat  or  cold,  is  easily 

laid  and  best  for  all  buildings  where  economy  and  durability 

are  desired.  It  is  ready  for  immediate  use  to  meet  the  various 

demands  of  a  thoroughly  satisfactory  roofing  at  a  moderate  price, 

and  is  guaranteed  to  give  satisfaction. 

This  is  a  line  we  can  thoroughly  recommend  to  every  dealer, 

carrying  as  it  does  the  warranty  of  the  "  Samson"  trade  mark. 

1^' 

Send  Us  Your  Orders 

H.  S.  Howland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY TORONTO OUR  PRICES  ARE  RIGHT. 

GRAHAM  NAILS  ARE  THE  BEST 

When  writing  to  advertisers,  kindly  mention  tbe  Canadian  Hardware,  Stove  4t  Paint  Journal 
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THE  TRADE  MARK 

that  means  Accuracy, 

Uniformity  and 

Absolute  Reliability 

LESS 

PRICE 

MORE 

FORCE 

Dominion  Cartridge  Co. 

Limited 

Montreal  Canada 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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The  Phenomenal  Growth 

of  Our  Jobbing  Business 

(the  first  one  to  be  established  in  Saskatchewan)  is  due  to  many 

things, — the  natural  growth  of  the  district,  our  geographical  position 

and  the  desire  of  Saskatchewan  dealers  to  "buy  near  home,"  the  most 
prompt  and  careful  attention  to  orders, — these  are  some  of  the 
reasons,  BUT  to  no  other  cause  do  we  attribute  so  much  of  our 

success  as  to  this  : — 

"We  determined  at  the  outset  to  always  give  our  customers  a 

square  deal  and  to  absolutely  stand  behind  every  article  we  sell." 

The  fact  that  for  the  first  six  months  of  1912  our  sales  are  practic- 
ally the  same  as  for  the  entire  year  1911  would  seem  to  indicate 

that  our  customers  appreciate  that  policy  and  are  pleased  with 
our  service. 

When 
Then 

Y     Q      ..:^^^^^^^^^!^^^uS^^^^  *  You  Know 

^9c^*^^^^HBfflHBBBM^^  the  quality this  label  ^^^C^^^^^u^^!o^^!!i^ruoi^bzaru!^^^^.  ^  \^  ricrht, /L,^\         fn.i  Tade  Mark  whictl  a.^  llgllU. 

In  order  that  the  guarantee  on  our  goods  may  be  more  explicit  we 
are,  so  far  as  it  is  possible  marketing  our  lines  under  own  trade 
mark.    The  label  shown  above  means  this  : — 

First — "The  quality  must  be  Right  before  the  inark  goes  on" 

Second — Years  of  Western  experience  prove  to  us  that  the 

article  bearing  this  mark  is  in  its  kind  "The  Best  for 

the  West" 
Third — You  can  absolutely  "RELY  ON"  the  Guarantee  given. 

This  is  our  policy.    We  thank  our  old  customers  for  their  confidence 
and  solicit  new  ones. 

Peart  Bros.  Hardware  Co.,  Limited 

Regina  Sask. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardwre,  Stove  &  Faint  Journal 
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HENRY  BOKE
R^S 

HARDWARE,  TOOLS,  ETC. 

Give  Complete  Satisfaction 
Trade Trade 

Plyers  of  Every  Descrip- 

tion, Style  and  Finish 

Mark Mark 

Every  Pair  Tested  and  Warranted 

H.  Boker  &  Co/s 

Knives,  Razors,  Scissors  and  Shears 

Acknowledged  to  be  the  Best  on  the  Market 

For  Sale  by  all  Leading  Wholesale  Hardware  Firms 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Forest  King 

Guaranteed 

Inserted  Heel 

Our  Best  Axe 

Allan  Hills  Edge  Tool  Co. 

Galt^  Canada 
E.  SCHOFIELD  N.  J.  DINNEN 

Canadian  Express  Bldg.  141  Bannantyne  Ave. 
Montreal  Winnipeg 

Eastern  Representative  Western  Representative 

When  writing  to  adT«Ttis«rs,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 



IKING  GRATES 

The  New 

Every  furnace  in  our  NEW  IDEA 
SERIES  is  backed  by  our  Five  Year 
Indemnity  Guarantee  and  Warranty  Bond. 

Many  years  of  successful  operation  have 
proved  the  merit  of  this  Furnace  and  our 
customers  get  the  benefit  of  this  by  being 
able  to  give  our  written  guarantee  with 
each  "New  Idea"  Furnace  sold. 
"New  Idea"  Duplex  Grates  sHde  in  and 
out  on  a  track.  The  top  ring  swings  on 
ball  bearings  and  the  whole  frame  is  of 

solid  construction. 

CUT  NO.  1 
This  cut  gives  a  sectional  view  of  the  New  Idea  Series  Firepot  and  Duplex  Grate, 
and  shows  a  fire  that  needs  attention, — just  such  a  fire  as  is  found  in  the  morning. 
No  trouble  to  fix  it.    Cuts  Nos.  2  and  3  show  how  easily  it  is  done. 

CUT  NO.  3 
The  Duplex  Grate  has  now  been  turned  over  or  dumped,  (this  is  easily  done),  and  all  ashes  and  clinkers 
have  been  cut  out.  No  coal  can  possibly  be  wasted  through  the  grate,  because  whenever  it  is  necessary 
to  attend  to  the  fire  all  the  coal  in  the  duplex  portion  of  the  grate  has  been  thoroughly  burned. 

Are  you  looking  for 
an  increase  in  your 

Heating  Business? 

THE  HAMILTON  STOVE  AND 
Successors  to 

Gurney,  Tilden  &  Company,  Limited HAMILTON 

When  writinf  to  adT«rtU«T«,  kindly  mcmtion        Oan»<Uui  Hurdwar*,  atOT*  k  P»liit  Joarmal 
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SOUVENIR  FURNACES 

fdea  Series 

The  NEW  IDEA  is  the  easiest  working  grate  that  is 
made  and  its  simplicity  and  thorough  working  is  illustrated 
in  the  four  views  showing  how  the  NEW  IDEA  builds 
a  live,  snapping  fire  in  a  few  minutes  out  of  a  dull,  burnt- 
out  bed  of  coals.  It  operates  on  ball  bearings  and  a  small  boy 
can  work  it  easily.  With  the  NEW  IDEA  grate  there  is 

No  Dust 

No  Poking 
No  Hard  Shaking 
No  Ashes  to  Shift 

CUT  NO.  2. 
The  annular  ring  has  now  been  shaken,  (it  shakes  very 
easily).  This  brings  all  the  ashes  down  from  the  firepot  and 
packs  them  in  the  basket  formed  by  the  Duplex  Grate. 

Let  us  send,  for  your  consideration,  the  details  of  oar 
special  plans  to  boost  your  trade.  A  post  card  will  bring  it. 

CUT  NO.  4. 
Shows  ashes,  clinkers,  etc.,  all  removed,  and  a  live,  snapping  fire 
is  the  immediate  result.  All  this  can  be  done  in  less  than  halt 
a  minute  by  actual  count.    No  clinker  trouble  with  this  furnace. 

HEATER  COMPANY,  LIMITED 
ONTARIO 

Tilden,  Gurney  &  Company,  Limited 
Winnipeg,  Calgary  and  Vancouver 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  StoTe  U  Palat  Journal 
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Leather  Belting 

and  its  relation  to 

the  hardwareman 

You  probably  do  a  nice  business  in  staple  hardware  lines 

with  the  factories  in  your  town;  but, — Why  do  you  let 

them  send  mail  orders  to  outside  towns  for  their  belting? 

Why  not  get  this  business  also? 

The  point  we  wish  to  make  is  that  you  can  easily  get 

these  local  orders  if  you  put  in  a  small  stock  of  belting  in 

standard  sizes  and  then  let  your  local  factories  l^now  it 

These  belt  users  would  much  rather  get  their  belting  from 

you  on  the  spot  than  wait  for  a  mail  order  to  go  to  our 

nearest  branch  to  be  filled — maybe  take  a  week  or  ten  days. 

Think  over  this  proposition  and 

write  us.  We'll  tell  you  how  we 
would  help  you  carry  this  stock 

Tanners  and  Manufacturers 

For  Over  35  Years  the  Makers  of  the  Best  Leather  Belts 

MONTREAL  :  511  William  Street  TORONTO  :  27  Melinda  Street 
ST.  JOHN,  N.  B.:  89  Prince  William  Street  VANCOUVER,  B.C.:  217  Columbia  Ave. 

WINNIPEG  :  244  Princes*  Street 



August,  1912 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. 15 

PROFITABLE  LINES 

For  Every  Hardware  Dealer 

VERY  hardware  dealer  should  be  familiar 

with  the  lines  carried  by  The  Canadian 

Fairbanks-Morse  Co.,  Limited. 

We  would  like  to  draw  your  attention  to  the 

Fairbanks-Morse  "Eclipse"  Pumper.  This  is  an 
outfit  which  should  be  known  by  every  hardware- 
man.  Write  us  and  let  us  tell  you  more  about 

this  wonderful  outfit.  A  regular  gasoline  engine 

which  will  do  many  odd  jobs  around  the  farm, 

and  its  price  makes  it  within  reach  of  everyone. 

Fairbank,s-Morse  "Eclipse"  Pumper 

Remember,  when  ordering  your  supplies,  that 

we  carry  Valves,  Scales, 
Steam  Goods  and 

Plumbers'  Supplies, 
Roofing,  Transmission 

Appliances,  Small  Tools, 

Pumps  and  Farm  Ma- 
chinery. Before  ordering 

write  and  getourcitalogs. 
A  card  to  our  nearest 

branch  will  bring  them 

to  you. 

Fairbanks  Standard  Scales 

The  Canadian  Fairbanks-Morse  Co. 
UMITED 

Fairbanks  Standard  Scales — Safes  and  Vaults 
Fairbanks-Morse  Gas  Engines 

MONTREAL 
ST.  JOHN 
OTTAWA 

TORONTO 
WINNIPEG 
CALGARY 

SASKATOON 

VANCOUVER 
VICTORIA 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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STEEL  SHEETS 

To  Manufacturers  of  Stoves  and  Ranges 

We  offer  several  varieties  of  Sheet  Steel  particularly  adapted  to  Stove  and 

Range  work.    We  call  your  special  attention  to  the  following : 

WELLSVILLE  POLISHED. 

A  handsome  dark  blue  polished  sheet,  specially  adapted  for  high  class  stoves,  stove  pipes, 
elbows,  etc.     Shipped  with  an  oiled  surface. 

CANADIAN  BLUE. 

A  blue  polished  sheet  slightly  lighter  in  color  and  not  so  highly  finished  as  Wellsville.  This 
is  not  oiled. 

"  WOODS  "  PATENT  PLANISHED  IRON. 
Genuine  charcoal  hammered  bloom  iron,  with  beautiful  dark  blue  mottled  glossy  surface, 
practically  impervious  to  oxidation.  This  product  is  equal  in  every  way  to  the  genuine 
Russia  Iron. 

"WOODS"  HAMMERED  POLISHED  STEEL. 
A  hammered  steel  sheet,  with  a  surface  similar  to  Patent  Planished  Iron,  but  not  guaranteed 
against  corrosion  or  rust. 

"  WOODS  "  REFINED  UNIFORM  COLOR. 
A  high  class  sheet,  for  many  years  a  general  favorite  on  account  of  its  uniform  dark  color 
and  smooth  clean  surface.     It  is  a  superior  product  for  stovepipe,  elbows,  etc. 

"WOODS"  OAK  STOVE  BODY  STEEL. 
A  highly  finished  sheet  of  uniform  color  made  in  gauges  14  to  24,  specially  for  bodies  of 
Round  Oak  Stoves. 

RANGE  STEEL. 

A  smooth,  perfectly  flat  steel  sheet,  accurately  sheared  to  specified  sizes;  specially  adapted 
to  the  manufacture  of  stoves  and  ranges. 

BLUED  STOVE  PIPE  STOCK. 

A  good  quality  sheet  of  a  uniform  blue  color,  one  pass  cold  rolled  and  box  annealed. 

NICKEL  PLATING  STOCK. 

A  cold  rolled  full  pickled  sheet,  smooth,  clean  and  free  from  scale. 

AMERICAN  BESSEMER. 

Made  from  Bessemer  steel,  one  pass  cold  rolled  and  box  annealed.  A  very  good  sheet  for 
ordinary  work,  can  be  Patent  Bevelled  if  desired. 

BESSEMER  BLUE  ANNEALED. 

Hot  rolled,  open  annealed,  furnished  in  16  gauge  and  heavier. 

Also  special  sheets  for  Deep  Stamping  or  any  particular  purpose. 

B.  &  S.  H.  THOMPSON  &  CO.,  Limited 

MONTREAL 

Selling  Agents  for  the  American  Sheet  and  Tinplate  Co.,  Pittsburg. 

When  writing  to  adTtrtiiari,  kindly  mention  tke  Canadian  Hardware,  Stove  &  Paint  Journal 
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ECONOMY  AND  RELIABILITY 

are  two  essential  features  that  are  combined 
in  the 

"EMPIRE" 

STEEL  RANGE 

This  range  contains  an  unusual  high  quahty,  which 
is  the  result  of  our  careful  supervision  during  its 
manufacture.  It  is  an  ideal  range  for  perfect  and 
rapid  heating-  and  baking,  perfect  firebox,  large 
broiler  door  and  interchangeable  and  quick  heating 
water  reservoir. 
Its  attractiveness  and  convenience  alone  are  certain 
to  appeal  to  prospective  buyers. 

The  "EMPIRE  CHINOOK" 
is  another  very  serviceable  steel  range  for  Western 
trade,  it  being  moderate  in  price  and  guaranteed  to 
be  an  excellent  worker. 

"EMPIRE  OAK"  STOVES 

are  made  in  4  sizes,  Nos.  11,  13,  15  and  17.  They  are  artistic 
and  strictly  high  grade  Oaks,  yet  the  price  we  quote  is  very 
attractive.    Will  burn  coal,  coke  or  wood. 

The  "EMPIRE  KING"  Furnace 

is  deservedly  popular  everywhere 
it  is  known,  hs  important  features 
being  its  large  Double  Feed  Door, 
Large  Steel  Radiator,  Sectional 
Firepot,  Large  Waterpan  and  Tri- 

angular Grate  Bars. 
Empire  Special  New  Design' 

The  "EMPIRE"  Line  of  Floor  and 

Sidewall  Registers  and  Faces 

The  "  EMPIRE  SPECIAL" 
Is  a  very  neat  and  up-to-date  design with  the  largest  area  for  the  size  of  any 
register  on  the  market  and  a  popular 
seller.  Made  in  the  following  sizes  :— 

7x10  shallow  8x13  deep 
8  X  10  shallow        10  x  12  deep 
9  X  12  medium  10  x  13  deep 
7  X  10  deep  12  x  14  deep 7x12  deep 

We  have  added  to  our  line  faces  the 
same  design  as  Empire  Sidewall  Regis- 

ters in  sizes  7xl.'5,  7x24,  7x30. 
Write  for  Catalogues 

and  Prices 

Moorish*Design  Cast  Register 

Canadian  Heating  &  Ventilating  Co.,  Limited 

Owen  Sound,  Ontario 
CHRISTIE  BROS.,  Limited 
1824  Oundas  St.,  Toronto. 

M.  C.  DREW  &  SON 
Vancouver 

CHRISTIE  BROS.  CO.,  Limited 
Park  &  Henry  Sts.,  Winnipeg. 

Wli*H  wrltinc  to  adrertiitri,  kiadly  mtntion  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Nicholson-Made  Files  are  Business  Builders 

They  bring  into  your  store  the  highest  grade  workmen,  for 

dealers  who  handle  NICHOLSON-MADE  FILES  AND 

RASPS  are  invariably  leaders  and  also  carry  standard  articles 
in  other  lines. 

Confidence  is  not  created — it  grows 

For  nearly  fifty  years  the  NICHOLSON  FILE  COMPANY 

has  been  building  its  reputation  for  highest  quality  Files.  All 
classes  of  file  users  know  that  our  trade  mark  on  a  file  assures 

them  of  the  finest  steel,  sharp  cuttmg  teeth,  even  temper  and 

long  wearing  qualities. 

For  sale  by  all  hardware  jobbers 

—  THE  BEST  BRANDS 

Great  Western. 
Arcade. 

American. 

Globe. 

Eagle. 
Kearney  &  Foot. 

McClellan. 

J.  B.  Smith. 

—  MADE  IN  CANADA 

Nicholson  File  Company,  Port  Hope,  Ontario 

TO  THE  HARDWARE  TRADE 

Do  NOT  let  your  Competitor  make  ALL  the  Sales 
when  YOU  can  draw  the  greatest  part  of  it  your 

way  by  handling  our  guaranteed  line  of 

Welded  Shovels 

Perfectly  Balanced Unsurpassed  in  Finish 

We  make  Welded  Shovels  because  Experience 
Proves  and  the  Trade  Demands  shovels  that  are 

Stronger  and  more  Durable  than  other  makes, 

PROMPT  SHIPMENTS  GUARANTEED 

Write  for  catalogue  or  prices  to  any  of  these  addresses 

The  Lundy  Shovel  &  Tool  Co.,  Limited 
PETERBOROUGH,  ONTARIO 

ONTARIO 
N.  B.  Misener.  105  Cowan  Avenue,  Toronto 

QUEBEC Delorme  Bros.,  15  Debresoles  Street,  Montreal 
MARITIME  PROVINCES 

S.  N.  Sancton,   St.  John,  N.  B. 

MANITOBA  AND  SASKATCHEWAN 
Tees  &  Persse,  Limited,  Winnipeg 

ALBERTA 
Tees  &  Persse  of  Alberta,  Limited 

BRITISH  COLUMBIA 
E.  E.  Crandall,  1073  Hamilton  Street,  Vancouver 

When  writing  to  advertiseii,  kindly  mention  tbe    Canadian  Hardware,  StOT*  &  Paint  Journal 
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HAMILTON  SECTION 

About  Forty  Manufacturers  of  Hardware  and  Stoves  have  their  Factories 
and  Foundries  located  at  Hamilton,  every  operation  from  the  smelting  of 
the  iron  to  the  making  of  nails,  screws,  shovels,  saws,  etc.,  being  done  in  the 

"Hardware  City." 

The  Eighth  Annual  Convention  and  Exhibition  of  the  Ontario  Retail  Hard- 

ware and  Stove  Dealers'  Association  is  to  be  held  at  Hamilton  in  February, 
1913.      Make  your  plans  to  attend  it. 

We  have  the  finest  machinery  and  every  facility  for  producing  best  quality 

Wire  Nails  and  Staples 

These  nails  have  perfect  heads  and  points  and  we  have  taken  special 
care  in  the  drawing  to  obtain  a  regular  gauge.  Every  keg  is  guar- 

anteed to  be  full  weight. 
We  also  recommend  our  WIRE  BALE  TIES,  and  O  and  A  WIRE 
as  the  best  on  the  market. 

IVrite  at  once  for  prices  and  full  particulars 

The  Laidlaw  Bale -Tie  Co.,  Limited 
George  W.  Laidlaw,  Vancouver,  B.C. 
Harry  F.  Moulden,  Winnipeg,  Man. Hamilton,  Ontario 

ATKINS 

STERUNG 

MADE  IN 

CANADA 
SAWS 

The  profitable  line.  HIGHEST  QUALITY--^ 

They  stand  a  fair  profit  and  give  satisfaction. 

Send  for  full  information  on  Saws  and  Selling  Helps 

Factory 

HAMILTON,  ONT. 

E.  C.  ATKINS  &  CO. 

Makers  of  Sterling  Saws Branch 

VANCOUVER,  B.C. 

When  writins  to  advartitari,  kindly  mantion  tbe  Canadian  Hardware,  Stove  &  Faint  Journal 
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Crescent  Brand  Hardware 

Butt  Hinges 

Tee  Hinges 

Strap  Hinges 

Trolley  Hangers 

Barn  Door  Hangers 

Parlor  Door  Hangers 

Hinged  Hasps       Shelf  Brackets 

Wagon  Hardware  Gate  Hooks 

Wrought  Staples  Etc. 

Wire  Bands 

Bars  Rods 

Steel  Sheets 

CANADA  STEEL  GOODS  CO.,  Limited 

HAMILTON,  -  -  CANADA 

The  Steel  Company  of  Canada 
Limited 

WIRE 

Oiled  and  Annealed  Wire,  Barbed  Wire 

Galvanized  Coiled  Spring  Wire 

Wire  Nails,  Fence  Staples,  Tacks 

Wood  Screws,  Machine  Screws 

Rivets  and  Burrs 

DISTRICT  SALES  OFFICES: 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLennan,  Vancouver,  B.C. 
J.  B.  H.  Rickaby,  Victoria,  B.C. 

H.  G.  Rogers,  St.  John,  N.B. 
Geo.  D.  Hatfield,  Halifax,  N.S. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardwara,  StOT»  6  Paint  Jonrnal 
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Every  Housekeeper  Must 

Wash  Clothes 

And  is  a  Sure  Customer  for  a  Good  Labor 

Saving  Machine  that  is  Simple  and  will  do 

the  work. 

Cummer-Dowswell  Machines 

are  recognized  leaders.  They  have  passed  the 

experimental  stage  and  are  the  IDEAL  of 

what  Houshold  Laundry  Apparatus  should  be. 

The  Handiest  Thing  about  the  House 

There  is 

Nothing  that 

Quite  Compares 

with  Them 

Eastern  Agents  : 
W.  L.  HALDIMAND  &  SON 

MONTREAL 

Western  Agents: 
H.  F.  MOULDEN  &  SON 

WINNIPEG 

The  Hardware  dealer  is  the  Natural  Source 

of  Supply  and  the  sale  by  you  of  a 

Machine,  fixes  your  Reputation  as 

a  distributor  of 

Up-to-date  and  Dependable  Merchandise 

They  have 

always  been 

Big  Sellers 
and  are  now 

Bigger  Sellers 
than  ever 

Cummer-Dowswell 

Makers 
Limited 

Hamilton^  Canada 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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SPECIALTIES  WITH  MERIT 

Applepickers* Blouses  or  Aprons 
Made  of  Strongest  Duck 

All  Metal 

Sanitary  Washboards 

HICKORY 

APPLE 

BASKETS 

ALL  SIZES  IN  STOCK 

Send  for  Particulars  and 
Prices  to 

MEAKINS  &  SONS Hamilton,  Ont. 

NEW  PROCESS  STEEL 

WIRE  TRACE  CHAINS 

Tie  Out  Chains 
Halter  Chains 

Dog  Chains 
Cattle  Chains 

The  Most  Satisfactory  Chain  to  Handle 

Manufactured  by 

THE  B.  GREENING  WIRE  CO.  Limited 

HAMILTON,  ONT.  MONTREAL,  QUE. 

Greening's  Special  Cow  Tie Halter,  Dog  and  Kennel  Chain Tie  Out  Chains 
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Your  Business  Naturally  Increases 

If  You  Carry 

BANNER COLD  BLAST LANTERNS 

They  are  built  for 

the  hardest  usage, 

have  many  unique 

features  and  give 

perfect  satisfaction 

under  all  conditions. 

"CLIMAX  TILT" 
An  exception  illy  good  Lrintern  at  a 
low  price.  Shows  the  same  careful 
attention  to  detail  found  in  the  higher 
priced  Lantern. 

"BANNER"  C.B.  LANTERNS 

in  all  styles  and  finishes 

Banner 

Burners 

are 

Business 

Bringers 

Look  for  the  Covered  Base 

They  are  money- 

makers for  you,  set 

the  stamp  of  approval 

on  your  store  and 

create  a  demand  for 

other  good  goods. 

"BANNER  BUGGY" 
Built  to  meet  the  demand  for  an 
efficient,  driving  Lantern.  Fitted  with 
a  2-.in.  bulls-eye  in  front  of  flame. 
Ruby  warning  lense  in  reflector. 

Ontario  Lantern  &  Lamp  Co.,  Limited 

HAMILTON,  ONTARIO 

BRANCHES:     30  St.  Dizier  Street,  MONTREAL,  P.Q. 56  Albert  Street,  WINNIPEG,  Man. 

When  writinc       »dv*rti»«rs,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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SELF-HEATING  SAD  IRONS 

MR.  DEALER  :  Here  is  one  of  the  best  selling  summer  lines  in  the  hardware  trade.  This 
iron  heats  itself,  and  remains  hot,  burning  for  over  four  hours  for  one  cent.  Makes  no 
smoke  or  smell — so  simple  a  child  can  operate  it.  No  waiting  or  fussing  with  half  cold 
irons — no  tiresome  walking  from  hot  stove  to  ironing  board.  You  can  iron  out  doors  under 
the  shade  of  a  tree  if  desired.  Just  as  good  a  seller  in  the  small  towns  as  an  electric  or 

gas  iron  in  the  cities. 
Pays  for  itself  in  no  time.  Absolutely  safe — odorless  and  clean.  Retails  at  $5 — fully 

guaranteed  for  3  years. 
Write  to-day  for  sample,  circulars,  and  wholesale  prices 

RICE-KNIGHT  LIMITED  Toronto  Ont. 

THE  IMPERIAL 

CANADIAN 

FERROSTEEL  COMPANY 

Bridgeburg,  Ontario 

SIDE  WALL 

REGISTER 

SPECIALISTS 

ALL  DESIGNS  ALL  SIZES 
ALL  FINISHES THE  MOORISH 

LANTERNS 

Are  you  thinking  about  ordering  NOW? 

It's  nearly  time  to  get  ready  for  fall  business. 
And  when  you  DO  book  your  fall  order,  will  you  want  the  LATEST  and 
NEWEST  and  MOST  UP-TO-DATE  Oil  Lanterns  on  the  continent? 

If  you  do,  WE  will  get  your  order — and  that's  what  WE  want. 
Hand  it  to  our   traveller,  or  mail  it  addressed  to  "E.  T.  Wright  &  CO., 
LANTERN  MANUFACTURERS,  Hamilton,  Canada." 
Get  it  to  us  somehow — and  we  will  do  the  rest. 
Our  No.  4  Cold  Blast  Lantern  this  year  has  a  patented  improvement  in  the  wire 
handle.  There  are  NO  OPENINGS  in  the  tubes  to  interfere  with  the  draft, 
and  the  handle  CANNOT  DROP  OFF. 
No.  4  is  made  in  Plain  Tin,  All  Japanned,  Japanned  Body  and  Brass  Well, 
and  All  Brass. 
ORDER  NOW.    Packed  y,  Doz.  in  a  box. 

Our  "COMET"  is  unequalled  value  in  a  Hot  Blast  Lantern.    Send  along  your 
orders  for  Plain  Tin,  Japanned,  and  "Comet's  "  with  Dash  Attachments. 
Did  you  know  that  we  are  making  the  "COMET  "  in  Solid  Brass  this  year  ? 
Solid  Brass  "Comets  "  will  be       firasi  except  the  globe,  and  packed  singly) in  cardboard  boxes.    Order  some  for  an  introduction. 

Remember  that  we  are  the  pioneer  Lantern  Manufacturers  of  Canada — and  that 
to-day  our  products  are  not  merely  up-to-date — but  a  little  ahead  of  time.  You 
therefore  run  no  risk  in  ordering  NOW. 

E.T.  WRIGHT  &  CO.,  HAMILTON,  CAN. 
(H.  G.  WRIGHT) 

Agencies  at  Vancouver,  Winnipeg  and  Toronto 

Wbeu  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Beacon  Cold  Blast  Lanterns 

Improved  1912  Pattern 

Enlarged  Dome  Shape 

Oil  Well 

Providing  better  combustion.  Holds 

sufficient  oil  to  burn  for  twenty-four 
hours. 

Improved  Adjustable 

Bails 

Each  lantern  is  also  supplied  with 

our 

Beacon  Tempered  Flint 

Glass  Globes 

All  the  superior  points  of  excellence 

in  our  lanterns  of  the  past  have  been 
retained. 

Prices  on  Application 

The  Sheet  Metal  Products  Company 
OF  CANADA,  LIMITED 

Successors  to 

Kemp  Manufacturing  Company 

MONTREAL  TORONTO  WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware.  Stove  &  Paint  Journal 
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Jewel  Stoves  and  Ranges 

1912 

ROYAL  JEWEL 

The  Range  of  Quality  ' 

Superior  design  and  elegant  finish,  time-saving, 

labor-saving  and  money-saving  features  unite  to 

make  the  ROYAL  JEWEL  the 

most  beautiful,  the  most  up-to-date, 

and  most  perfect  steel  range  on  the 

market  to-day. 

The  ROYAL  JEWEL  comes  to 

you  a  finished  product,  the  result  of 

50  years  experience  m  the  manu- 
facture of  Stoves  and  Ranges. 

Full  information  and  circulars  con- 

cerning the  ROYAL  JEWEL  will 

be  sent  on  request. 

The  ROYAL  JEWEL  Steel  Range  is  the 

leader  of  the  famous  Jewel  line,  which  comprises 

a  great  variety  of  Steel  Ranges,  Cast  Iron 

Ranges  and  Cooking  Stoves.  We  also  make 

many  different  kinds  of  Heating  Stoves  to  suit 

all  sections  of  the  country. 

The  Burrow,  Stewart  &  Milne  Co.,  Limited 
Ettablithmd  1864 

Head  Office  and  Works Hamilton,  Ontario 

Offices  and  Warerooms  at  Toronto,  Montreal  and  Winnipeg 

Weatern  customers  please  address  all  communications  to  130  James  Ave.,  Winnipeg 

Wtian  writing  to  sdTtrtiaari,  kindly  mention  th«  Canadian  Hardware,  Stove  &  Faint  Journal 
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Are  You  Selling  Dart  Union 

and  Flange  Pipe  Couplings? 

Really  Dart  couplings  are  in 
a  class  by  themselves  although 
there  are  many  imitations. 

First,  there  is  20  years'  experience  back  of  the 
Dart,  and  while  they  are  the  highest  priced,  they 

are  more  economical  than  any  other  couplmg. 

The  first  cost  is  the  every  cost. 

When  you  sell  Dart  couplings  your  customer  gets 

a  couplmg  that  vs^ill  give  him  the  maximum  of 

service  and  satisfaction.  This  is  the  verdict  of 

hundreds  of  users  the  world  over  and  is  backed  by 

a  guarantee  that  every  Dart  will  give  absolute 

satisfaction  or  be  replaced  2  for  ] . 

They  are  sold  at  fixed  resale  prices  which  will 

allow  you  good  margin  of  profit.  They  are  widely 

advertised  and  are  quality  goods.  Every  Dart  has 

the  trade  mark  cast  on  it  and  also  its  size. 

Your  jobber  will  supply  you  Dart  unions.  The 

union  with  bronze  to  bronze  ground  ball  joint  and 

iron  thread  ends  made  in  our  factory  where 

nothing  else  is  made. 

Dart  Union  Co.,  Limited   -  Toronto 

Display  card  and  advertising  matter  with  your  name  printed  on 
for  the  asking 

Whan  writing  to  *dT«rtiiers,  kindly  mention  the  Cuiadi«n  Hardwar*.  StoT*  &  Paint  Journal 
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MAXWELL'S  PURITAN 

WATER  MOTOR  WASHER 

Wherever  there  are  waterworks  the  "PURITAN"  Motor  Washer  is  at  home 
and  helping.  It  works  on  very  low  pressure  and  does  all  the  hard  labor  of 
washing. 

The  working  parts  inside  the  tub  are  the  same  as  in  the  Maxwell  "  Puritan" hand  washer.    The  feature  is  the  Water  Motor. 

This  motor  is  of  the  reciprocating  type,  which  in  actual  operation  has  proved 
the  most  reliable,  durable  and  satisfactory  of  all  styles  of  water  motors.  The 
valves  are  simple  in  construction  and  built  with  a  view  to  resist  action  of  grit 
or  sand  in  water,  which  in  other  motors  has  caused  a  good  deal  of  trouble. 

We  are  the  only  Canadian  company  building  our  own  motors  in  our  own 
factory,  and  we  accept  full  responsibility  for  their  successful  operation. 

Write  for  Catalogue  to 

DAVID  MAXWELL  &  SONS 

ST.  MARY'S,  ONTARIO 

Wh«a  writing  to  ailT*rtii«ra,  kindly  msntion  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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They  Look  Worth  More 
Than  the  Price  Asked 

THE  VICTORIAN 

VITREOUS-CHINA 

LAVATORIES 

Cannot  be  excelled  in  elegance  for  design  and  appearance  for 

lasting  qualities. 

They're  absolutely  impervious  to  crazing  and  always  maintain  that 
rich  glossy  finish,  which  is  certain  to  appeal  to  the  particular 
customer. 

A  sample  or  two  of  these  Lavatories  would  be  a  drawing  card  in 

your  store  for  up-to-date  fixtures. 

No.  853  Pedestal  Lavatory 

Morrison  Low  Tank  Closet  Combinations 

Ensure  Satisfied  Customers 

Tanks  are  carefully  constructed  of  best  materials  and  contain  our  improved  ball 

cock.  They  are  fully  guaranteed  and,  if  desired,  can  be  furnished  with  vitreous 

china  tanks  which  resist  any  chemical  action  m  the  water. 

The  "Elgin"  Low  Down  Closet 

The  "ELGIN"  is  a  high  grade  outfit  at  a  low  price — the 
ideal  for  ordinary  jobs.  It  is  a  wash  down  bowl  with 

wood  strip  seat  attached  as  shown,  or  is  supplied  v\nth 

post-hinge  seat  if  preferred.  Tank  has  ball  cock  with  or 
without  stop  cock. 

The  "ASTORIA"  is  the  closet  to  be  installed  in  those  par- 
ticular ]obs  where  only  the  best  is  desired.  It  is  a  large 

square  back  Syphon-jet  bowl  carrying  an  extra  large  quantity 

of  water,  insuring  a  deeper  water  seal  from  sewer  gas  than 

other  types  of  bowls. 

James  Morrison  Brass 

Mfg.  Company,  Limited 

93-97  Adelaide  St.  West 

Toronto  Canada 



August,  1912 CANA:2)IAN  hardware,  stove  &  PAINT  JOURNAL. 31 

CANADA  GAS  RANGE  No.  16-58.   Our  U.  S. 
competitors  can't  hold  a  candle  to 

the  "Canada. " 

THE  NELSON  COAL  RANGE,  made  with  14,  16,  18  and  20 
inch  ovens.    The  best  seller  and  the  most  profitable 

medium  price  Range  in  Canada 

LET  US 

HAND  YOU 

SOME 

GOOD  ONES 

MADE  BY 

THE 

MOFFATS 

The  CANADA  B  is  a  little  higher  in  price, 
but  the  workmanship  and  finish 

make  it  easy  to  sell. 

The  Moffat  Stove  Company,  Limited 

WINNIPEG 
Weston,  Ontario 

CALGARY  VANCOUVER MONTREAL 
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"  Will  Sell  like  Hot  Cakes 

THE  SANITOR 

CHEMICAL  CLOSET 

Retails  at  $12.00 

Every 

nouse-no  Ider 

who 

hasn't 

water supply 

or 
sewerage 

to 

install 

a 

flush 

closet 

will 

want 

this 

The  price  puts  it  within  reach  of  every 
home  in  Canada. 

It  is  the  neatest  and  best  closet  on  the  market, 
so  constructed  as  to  allow  full  and  direct 

passage  fair  to  vent  pipe.  Takes  up  little  room, 
and  is  perfectly  sanitary  and  absolutely  odorless. 

We  guarantee  it  perfectly  satisfactory  and  for 

design  and  appearance  it  is  a  great  improve- 
ment on  old  styles. 

Dealers  make  good  profit  selling  The  Sanitor 

Write  for  Circular  and  Discounts 

N.  M.  WALKER 

GRIMSBY ONTARIO 

Hamilton  &  Stott 

Consulting,  Heating  and 
Plumbing  Engineers 

PLANS  AND  ESTIMATES  MADE 

FOR  CENTRAL  HEATING  PLANTS 

Selling  Agents  in  Canada  for  the 

VERMONT  LOW 

DOWN  CLOSETS 

Every  outfit  guaranteed  for  three  years.  Once  in- 
stalled there  will  be  no  lost  time  in  fixing-  ball  cocks 

We  are  also 
successors  to  the 

Jones  Register 
Company 

and  can  promptly 

fill  all  orders  for 

SIDE  WALL 

REGISTERS 

Howard  Hot  Air  Furnaces  and 

Howard    Hot   Water  Boilers 

Write  us  for  quotations 

ST.  THOMAS,  ONTARIO 

Wben  writing  to  advertiierg,  kindly  mention  tits  Canadian  Hariiware,  Stov*  jc  Paint  Journal 
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CANADIAN  HOWARD 91 
Double 

Radiator FURNACE 

Not  a  Cheap  Furnace 

But  a  Dependable  Heater 

The  main  idea  of  the  "  Canadian  Howard  "  Furnace  is  as  a  fuel 
saver,  the  perfection  of  the  down  draft  principle  as  applied  to  this 
furnace  retaining  the  combustion  and  gases  longer  than  the 
ordinary  furnace. 
As  illustrated,  the  long  fire  travel  from  the  top  of  the  dome,  through 
the  upper  and  lower  radiators,  in  order  to  reach  the  smoke  exit, 
provides 

AN  ENORMOUS  RADIATING  SURFACE 

The  "  Canadian  Howard  "  is  the  only  furnace  on  the  market  having 
an  outside  jacket  for  heating  a  kitchen  boiler.  The  jacket  is  entirely 
separate  in  itself,  and  trouble  caused  by  coils  in  the  fire  pot  burning 
out  through  becoming  clogged  with  lime  is  entirely  eliminated. 

Built  entirely  of  cast  iron  the  "  Canadian  Howard  "  is  guaranteed to  heat  any  house  inside  of  capacity,  if  properly  installed. 

Write  for  a  copy  of  our  furnace  catalogue 

THE  C.  NORSWORTHY  CO.,  LIMITED! 
ST.  THOMAS ONTARIO 

THE 

MAPLE  LEAF 

WARM  AIR 

FURNACE 

Built  upon  lines  that 

appeal  to  the  practical 
furnace  man  and  give 

the  user  genuine  satis- 
faction. 

Low  down  radiator  with  wide  flue  space  provided  with  baffle  plate,  giving  double  length  of  fire  travel ;  heavy  sectional  ribbed  firepots ;  square 
ash  pit  allowing  ample  air  to  back  of  fire  pot  ;  triangular  bar  grates  of  new  pattern  ;  large  feed  door ;  straight  casing ;  and  many  more  features 
not  seen  in  everyday  furnaces;    This  exceptionally  good  furnace  sold  at  a  price  which  allows  the  dealer  to  get  a  good  profit  on  his  material  and 

time  for  installation  and  beat  out  competitors  with  quality. 

BUTTERWORTH  FOUNDRY  LIMITED 

Eslablished  1874 OTTAWA,  ONTARIO Incorporated  1909 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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THE  ORIGINAL,  GENUINE 

Wonder-Shine 

SILVER  CLEANER 

An  entirely  novel  and  efficacious  preparation.  En- 
tirely new  principle — cleans  without  rubbing — saves 

labor — so  easy  to  use.  Cleans  more  silver  in  half 
an  hour  than  paste  and  powder  in  half  a  day. 
This  is  the  most  economical  and  only  modern  way 

For  Cleaning 

SILVER  AND  GOLD 

(Sterling  or  Plated  Ware) 

AND  CUT  GLASS 

No  Rubbing       No  Wear 

Removes  Tarnish  Instantly 

Each  package  contains  powder  and  a  special 
piece  of  metal  (electro).  A  quantity  of  the  pow- 

der is  added  to  very  hot  water,  the  piece  of  metal 
is  then  dropped  in,  and  the  articles  to  be  cleaned 
are  placed  in  the  solution,  so  that  they  come  in 
contact  with  this  piece  of  metal.  Presumably 
galvanic  action  is  set  up,  but  the  result  is  that  the 
tarnish  and  dirt  will  be  removed  almost  mstantly, 
and  the  articles  cleaned  may  be  taken  out,  rinsed 
and  wiped  dry  with  a  cloth  or  chamois.  Tarnish 
will  be  removed  from  all  the  crevices  and  surfaces 
alike,  and  the  original  lustre  and  polish  restored 
and  retained.  For  Cut  Glass  the  solution  does 
not  need  to  be  so  hot,  but  all  the  dirt,  stains  and 
finger  marks  are  removed,  and  that  wonderful, 

wholesome  sparkle  and  polish  is  brought  out — 
simply  delightful.  DOES  AWAY  WITH 
HARD  LABOR.  Each  package  contains 
enough  powder  to  clean  your  silver  several  times. 
Complete  directions  with  every  package. 

Wholesale  Prices  : 

80c.,  $2.00  and  $4.00  per  dozen 
Packed  in  Neat  Display  Boxes 

Let  US  send  you  our  Selling  Plan  and 
Adoertising  Matter 

ABSOLUTELY  HARMLESS 

WONDER-SHINE,  LIMITED 
220  King  St.  West 

TORONTO  CANADA 

We  Ship  Promptly 

Try  us  for 

Cordage,  Wrapping  Twines 

Cotton  Duck,  Oiled  Clothing 

We  are  sole  selling  agents  for  the 

Hopkins  Mfg.  Co.,  Limited 
Mfrs.  of  Bags,  Tents,  Tarpaulins,  Flags 

and  the 

Dominion  Waste  Mfg.  Co.,  Limited 
Mfrs.  of  Cotton  and  Woo!  Waste 

Scythes  &  Co.,  Limited 
Toronto Montreal 

K71 

The  "Handy  Andy' 

Improved  Force  Cup 

For  household  use, 

enables  anyone  to 
keep  the  drain  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  seife 

and  sanitary  condition. 

There* s  a  Good 

Sale  For  Them 

Manufactuied  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO        MONTREAL        HAUFAX  WINNIPEG 
CALGARY  VANCOUVER 

The 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  StOT*  &  Faint  Journal 
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NIAGARA  FALLS,  ONTARIO 

Whaa  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware.  Stove  &  Paint  Journ»l 
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Davidson's  Beaver  Heaters 

Slow  Combustion  Stoves 

.  Give  good  service  with  least  possible 
consumption  of  fuel 

Bodies  are  made  of  cold  rolled  steel  and  bases  and  tops  are 
cast  iron. 

Swing  tops  of  nice  design,  nickel  plated  (similar  to  illustration) 

can  be  fumished,  thus  relieving  the  plainness  of  the  ordinary 

heater  and  makmg  an  attractive  stove  for  use  either  in  halls  or 

sitting  rooms. 

Improved  "Beav
ers" Are  fitted  with  grate  and  ash  pans  which  entirely  does  away 

with  the  dust  nuisance  as  grate  is  shaken  wathout  opening  ash 

pan  door — ensuring  cleanliness  as  neither  dirt,  soot  or  ashes  can 
escape  to  cover  walls,  ceiling  and  furniture. 

5  Sizes  in  plain  Beavers,  Nos.  2,  3,  4,  5,  6 
4  Sizes  with  Swing  Tops,  Nos.  2,  3,  4,  5 

3  Sizes  Improved  Beavers,  Nos.  3,  4,  5 

Marathon  Oak 

A  low  priced  stove,  attractively  nickelled 
and  a  first  class  heater 

Has  blue  steel  body,  draw  centre  grate,  deep  fire  pot  and  steel  base 

strips.  Made  in  4  sizes,  Nos.  811 ,  81  3,  81  5,  81  7.  Coal  magazine 

can  be  supplied  with  No.  81  7. 

Book  your  orders  now  and  arrange  to 
have  the  stoves  on  hand  when  needed 

The  Thos.  Davidson  Mfg.  Co. 
Limited 

Montreal  Winnipeg  Toronto 

Wli.li  wrltinf  to  adT«rtU«ri,  kiadly  mtntion  tli*  0»n»di»n  H»r4w«r«,  ItOT*  *  Paunt  Jomrmal 
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DO  YOU  WANT  MORE  CUSTOMERS? 

MORE  SALES? 

MORE  PROFITS? 

All  of  these  you  will  secure  if  you  handle  the 

Enterprise  Blazer 

Hot  Air  Furnace 

Because : 

It  IS  up-to-date  and  complete. 
It  is  durable  and  economical. 

It  possesses  a  great  many  points  of 

superiority  over  all  others. 

SPECIAL  FEATURES 

Fisher's  Patent  Fire  Pot 

Large  Feed  Door 

Extra  Deep  Ash  Pit 

Direct  Draft  Damper 

Low  Down  Construction 

Large  Radiating  Surface 

Cup  Joints  and  Outside  Rods 
Clean  Out  Doors 

It's  Easy  to  Sell 

Don't  Hesitate Don't  Put  Off Write  To-day 

THE  ENTERPRISE  FOUNDRY  CO. 

SACKVILLE,  N.B. 

Distributing  Agencies 

W.  T.  McArthur  &  Co.    Reynolds  &  Jackson    Marlatt  &  McKenzie    Enterprise  Hardware  Co.    F.  J.  C.  Cox  &  Co. 
Vancouver,  B.C.  Calgary  Moose  Jaw  Saskatoon  Winnipeg 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 



38 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. August,  1912 

every  rifleman 

wants  these — 

=
1
 

n  I 

because  they  will 

help  him  shoot  better! 
You  have  bul  lo  show  either  or  both  these  Marble  utiiitie* to  interest  any  man  who  uses  a  rifle  !  When  he  hears  the 
little  price  he  will  promptly  buy 

MARBL
E'S 

RIFLE  CLEANER 

AND  RIFLE  ROD 

Cleaner,  of  softest  brass  gauze  washers  threaded  on  a  spiral 
spring  of  tempered  steel  wire,  attaches  to  any  standard  rod, 
and  will  thoroughly  clean  any  rifle  without  harm.  Rod  is 
made  in  3  brass  sections  with  steel  joint  connections  as  shown 
at  left.  Has  swivel  tip.  Each  is  priced  low  and  advertised widely. 

You  Ought  to  Push  All 
the  Marble  Ingenuities 

Our  60  rapid-selling  specialties  for  marksman  and  sportsmen, 
all  liberally  advertised  for  your  benefit. 

Ask  for  New  Catalog  and  details  before  big 
hunting  season  begins.  Sold  by  leading  Jobbers. 

Marble  Arms  &  Mfg.  Company 
515  Delta  Ave.,  Gladstone,  Mich. 

Pacific  Coast  Branch:  Bailey  Specially  Co.,  San  Francisco,  Cal. 

Pike  Grinders  are  not  in 

the  "price-cutting"  class 

They  are  selling-  with increasing'  strength  in the  face  of  all  kinds  of 
price-cutting  competi- 

tion— and  at  their  reg- 
ular market  prices 

which  guarantee  you 

big,  fair  profits. 

PIKE  GRINDERS 

In  no  other  hne  of  grinders  is  high  speed 
and  great  power  so  successfully  com- 

bined. In  no  other  line  are  there  so  many  red  hot 
talking  points.  Pike  Grinders  are  an  easy  as  well  as profitable  line  for  you  to  push. 

A  Grinder  Display  Stand  FREE 
Write  us  for  full  particulars  on  the  dandy  big  Grinder 
Display  Stand  we  are  furnishing  dealers.  It's  a  great aid  to  sales.  When  you  write,  say  you  also  want  the 
Pike  Store  Helps — car  cards,  store  cards,  big  colored 
window  trim  and  selling  scheme.      But  write  to-day. 

Pike  Manufacturing  Company 
23  Main  St.  Pike,  N.H.,  U.S.A. 

The  New  Preston 

O.G.  Square  Bead  Eavestroughing 

We  have  always  claimed  that  our  eavestrough  was  the  best  on  the  market,  but  we 
have  gone  ahead  and  gotten  out  something  that  is  far  superior  to  our  old  make. 

Now  we  can  claim  that  we  can't  be  beat  when  it  comes  to  our  eavestrough. 
Some  time  ago  we  advised  all  the  trade  that  we  were  manufacturing  O.  G.  Square 
Bead  Eavestroughing  by  machinery,  which  assured  absolute  uniformity  in  shape, 
but  it  developed  that  our  machinery  was  not  heavy  enough  to  produce  as  sharp 
a  bead  as  we  desired.  We  have  now  perfected  and  patented  automatic  steel  dies 
to  fit  our  large  power  press  and  we  now  guarantee  a  trough  superior  in  shape, 
appearance  and  fit  to  any  other  on  the  market. 

You  can  save  time  and  solder  in  the  erection  of  this  eavestrough  FOR  EVERY 
PIECE  IS  EXACTLY  THE  SAME  and  fits  snug  and  tight.  There  are  more 

profits  for  you  and  more  satisfaction  if  you  use  our  make.  See  our  special  off"er below  and  take  advantage  of  it  at  once. 

FREE  IF  YOU  ARE  NOT  SA  TISFIED 

Cut  out  this  ad.  and  mail  it  to  us  to-day  with  your  order  for  250  feet  of  our  new  O.G.S.B. 
Eavestrough  and  if  it  is  not  exactly  as  we  represent  it  we  will  make  you  a  present  of  it. 
This  offer  is  good  for  thirty  days. 

THE  METAL  SHINGLE  &  SIDING  CO.,  Umited 

PRESTON,  Ontario  MONTREAL,  Quebec 

Wben  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  b  Paint  Journal 
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A  Customer  Leaving  Your  Store  Must 

Have  Done  One  of  Five  Things 

1.  Bought  goods  for  cash 

A  National  Cash  Re  gister  insures 

the  merchant  that  all  cash  will  be 

accounted  for  and  handled  correctly. 

2.  Bought  goods  on  credit 

A  National  Cash  Register  benefits 

the  merchant  by  preventing  loss 

through  failure  to  charge  goods  sold 

on  credit  or  through  lost  charge  slips. 

3.  Paid  money  on  account 

A  National  Cash  Register  enforces 

a  correct  record  and  this  insures  the 

merchant  that  he  gets  all  money 

received  on  account. 

4.  Collected  money 

A  National  Cash  Register  benefits 

the  merchant  by  preventing  anyone 

paying  out  money  without  leaving 

a  record  of  the  amount.  This  en- 

ables him  to  balance  the  cash 

quickly  and  prevents  bills  being 

paid  twice. 

5.  Changed  a  coin  or  bill 

A  National  Cash  Register  protects 

the  merchant  against  loss  in  making 

change  and  furnishes  the  means  of 

advertising  to  those  who  ask  to  be 

accommodated. 

A  National  Cash  Register  benefits  mer- 

chant, customer  and  clerk  on  all  of 
these  transactions. 

THE  NATIONAL  CASH  REGISTER  COMPANY 

Headquarters  for  Canada :  285  Yonge  St.,  Toronto  Canadian  Factory:  Toronto 
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REGINA"  Sim.  RANGE 

New 

Neat 

Attractive 
In  Design, 

Finish 

And  Price 

Strong 

Durable 

An  exceptionally  good  range 

at  a  remarkably  low  price. 

Well  built  of  high  grade  steel 

with  plain  nickel  trimmings. 

Get  Your  Orders  in  Early 

c 

London  Toronto 

Clary^ 

Montreal         Winnipeg         Vancouver         St.  John         Hamilton  Calgary 
Write  our  nearest  branch  for  Catalogue  and  special  cook  book 

Saskatoon 

When  writing  to  advertisers,  kindly  mention  thp  Canadian  Hardw»re,  Stove  &  Faint  Journal 
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Kootenay  Ranges 

Quality  Sells  Them 

SEMI-STEEL  Linings  and  Duplex  Grates  save  money 
on  repairs. 

BURNISHED  TOP,  smooth  as  glass,  no  blacking  required. 

NICKELED    STEEL    OVEN.     Quick,  even  baker 
vv^ith  any  fuel. 

DIRECT  DRAFT  DAMPER  at  the 

side.    No  reachmg  over  hot  stove. 

BE  SURE  YOU  HAVE  1912  DESIGNS 
ON  YOUR  FLOOR 

YOUR  HEATING  CONTRACTS 

SHOULD  BE  CLOSED  EARLY 

This  IS  possible  when  you  specify 

Sunshine 

Furnaces 

Their  installation  will  bring  you 

More  Business  and  Bigger  Profits 

The  advice  of  our  Heating  Department  is  at 

your  disposal. 
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Favorite  Stoves  and  Ranges  are  a  Profitable 

Line  to  Handle 

Because  one  sold  means  the 
sure  sale  of  a  number  of  others 

in  the  same  neighborhood  and 

brings  many  new  customers  to 

your  store. 
When  you  sell  a  Favorite 

Stove  or  Range  you  have  the 
assurance  that  it  is  going  to 

give  satisfaction. 

Now  Mr.  Stove  Dealer  if  you 

have  had  any  trouble  in  your 

"  Stove  Department "  let  us  be 

your  Doctor. 
We  are  Stove  Specialists  and 

our  life's  work  and  study  has 
been  devoted  to  the  making  of 
Stoves  and  Kanges  only.  That 

is  why  Favorite  stoves  sell  at 
sight  and  stay  sold. 

There  are  stoves  offered  at 

attractive  prices  that  look  "  first 
rate,"  but  when  set  up  and  put 
to  the  test,  will  not  work  satis- 

factorily. There  is  no  trouble  of 
this  kind  with  Favorite  Stoves 

and  Ranges  because  they  are 
carefully  constructed,  well  fitted, 
nicely  finished  and  guaranteed 

to  give  satisfaction. 

When  a  dealer  takes  up  our 

line  he  never  changes  and  seldom 
is  there  a  second  hand  stove  of 
our  make  to  be  found  on  the 
market.  The  reason  for  this  is. 

"  Our  fair  dealings  and  quality 

of  our  goods."  If  you  are  not 
handling  our  line  order  a  sample 
range  or  heater  so  that  you  can 

examine  our  product  for  your- 
self. In  the  stove  line  our 

goods  will  prove  to  be  your 
silent  salesman. 

FINDLAY  BROS.  COMPANY,  LIMITED 
Head  Office  and  Works,  -  CARLETON  PLACE,  ONTARIO 
Branch  House,  -  260  Princess  Street,  WINNIPEG,  MAN. 

H.  H.  DRYDEN 
Sussex,  N.B. 

STEWART  &  CO. 
Toronto,  Ont. 

Distributing  Agencies  : 
D.  V.  COPE  &  CO. 

Calgary,  Alta. 
REVILLON  BROS.,  LIMITED Edmonton,  Alta. GEO.  D.  HORSMAN 

Vancouver,  B.C. 

Whaa  writinc  to  sdrsrtiaari.  kindlT  mantion  tae    Cuiadiui  Hardwar*.  StoT*  h  Paint  Joamal 



August.  1912  CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL.  43 

We  Create  the  Demand:    You  Can  Reap  the  Profits 

we  guarantee  it  to  be  better  than  99  %  pure  Copper. 
VANES — All  Styles.     All  Sizes.    Made  of  very  best  It  is       inch  in  diameter,  and  has  a  greater  electrical 
material  by  experienced  mechanics.  carrying-  capacity  than  any  other  Cable  on  the  market. 

Made  in  Canada 

We  have  been  on  the  market  as  manufacturers  and  wholesale  dis- 

tributors  of  LIGHTNING  ROD  MATERIAL  tor  many  years, 

and  we  stand  upon  the  MERITS  of  our  products. 

They  do  Protect.      They  are  Practically  Indestructible. 

Write  us  TO-DAY  NOT  TO-MORROW  BE  READY 

Do  you  want  Advertising  Help?  Write  us,  and  we  will  supply 

Electros,  Booklets,  etc..  Free.     See  our  Salesman  before  buying. 

Empire  Lightning  Rod  Co.,  Limited 

Winnipeg,  Canada 
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CONNOR  BALL  BEARING  WASHER 

is  a  profit  earner 

It  pays  big  dividends  to  dealers  who  take  an 
active  interest  in  it.  Many  wide-awake  merchants 
have  doubled  their  washing"  machine  sales  since 
taking  hold  of  the  Connor  Ball  Bearing  Washer. The  many 

Exclusive  Features  Make 

it  Easy  to  Sell 

as  they  attract  unusual  attention  and  create  a 
strong  desire  for  the  washer.  Just  what  these 
features  are  will  be  fully  explained  to  you  when 
we  receive  your  name  and  address. 

Drop  us  a  card.  Send  for  a  cop^ 
of  our  new  catalogue,  now  ready. 

J.  H.  Connor  &  Son 
Limited 

OTTAWA,  ONTARIO 

Keep  on  the  Right  Side  of  the  Builder 

by  supplying  him  with  our  guaranteed 

LEEKNOTT  ROOFING 

as  it  will  be  nearly  as  good  as  new  when  most  of  the  ready  roofings  are  forgotten.  It  will  cost  you  no  more  to  stock 
Leeknott  and  it  is  by  far  the  cheapest  and  most  profitable  in  the  long  run. 

Its  high  quality  is  due  to  the  work  of  experts — the  experts  use  the  very  best  of  long  fibre  woollen  felt,  which  is  thoroughly 
soaked  and  coated  with  the  genuine  Trinidad  Lake  Ashphalt,  specially  prepared  and  tempered  for  the  purpose.  Leeknott 
has  the  wonderful  weather  and  fire  resisting  qualities,  qualities  that  most  roofings  lack.  Every  roll  is  absolutely  guaranteed. 

Rust-proof,  galvanized  special  roofing  nails,  extra  quality  lap  cement,  and  illustrated  printed  directions  packed  in  every  roll. 

Anyone  can  successfully  lay  "  LEEKNOTT." 
We  make  sales  easy  by  supporting  the  dealer  and  supplying  him  with  circulars,  etc.  Our  rolls  are  more  attractive 

and  are  certain  to  invite  enquiries. 

Write  for  full  details  Agents  wanted 

Canadian 

220  King  Street  West 

Supply  Company 
'vTeATHERPROoT 

PRODUCTS 

Toronto,  Ontario 
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Safety  Candle 
Lantern 

Chimney 

Jack 
New  Century 

Drum Success  Toaster 

Air  Tight  Down  Draft  Heating  Stove 
d-Gallon  Compressed  Air 

Sprayer 

A  FEW  OF  THE 

HARDWARE 

SPECIALTIES 

WE  MANUFACTURE 

There  is  profit  for  hardwaremen  in  selling  our  line  of 

specialties.  They  are  the  cream  of  years  of  experi- 
menting. Every  article  we  make  must  be  a  rapid 

seller,  or  we  eliminate  it  from  our  listi 

Sort  up  for 
Fall  Trade  Now 

The  outlook  m  many  Imes  is  for  a  shortage  this 
Fall,  and  while  our  stock  is  large  enough  to  supply 

the  expected  demand,  orders  forrush  shipment  are 
already  being  received.  The  wise  retailer  will, 
therefore,  place  orders  for  full  requirements 

during  the  coming  month. 

Cartwheel  Ash  Sifter 

Cinder Sifter 
Shovel 

4  to  8  Inch  Partition  Thimble 

If  you  haven't  one  of  our  catalogues  and  dis- count sheets,  a  post  card  request  will  secure  it. 

COLLINS 

MFG.  CO. 

413-415  Symington  Avenue 

TORONTO,  CANADA 
Asbestos  Stove  Pipe  Floor  Thimble 

8  to  16  inches 
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RESULTS  OF  SEVENTY 

How  did  your  stove  business  show  up  last  year?     Did  it  pay  for  the  floor  space  it  occupied?     Have  you  really  investigated  every 
line  of  stoves  made  ?    Do  you  know  the  value  to  you  and  your  trade  that  is  put  in 

GURNEY-OXFORD  STOVES  AND  RANGES 

After  making  stoves  for  over  70  years,  and  after  working  out  all  the  difficult  problems  in  stove  construction,  we  are  producing  articles 

like  the  illustrations.  They  are  the  handsomest  stoves  in  Canada !  We  challenge  comparison !  And  alter  all,  isn't  it  that,  that  half 
sells  a  stove?  Do  you  suppose  you  could  induce  a  woman  to  spend  $40  to  $60  on  an  article  that  was  unsightly  and  cheap  in 
appearance  ?     Furthermore,  you  have  to  convince  madam  that  the  stove  will  work  and  work  properly.     This  is  an  easy  matter  with 

The  Gurney  Foundry  Co.,  Limited  Toronto  Hamilton 

When  writing  to  advertisers,  kindly  mention  tbe     Canadian  Hardware.  Stove  &  Faint  Journal 
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YEARS  STOVE  MAKING 

a  Gurney-Oxford.  For  one  thing  she  will  know  quite  a  lot  about  it,  for  every  woman  is  going  to  read  about  the  Gurney-Oxford  this 
fall,  either  in  your  local  newspaper  or  in  the  magazines.  All  you  have  to  do  is  to  demonstrate  how  the  Economizer  will  positively  save 
her  a  fifth  of  her  coal  bill,  make  better  cooking  possible,  and  minimize  the  attention  necessary  to  the  range.  Then  you  can  explain  how 
the  divided  flue  guarantees  perfect  baking ;  and  many,  many  other  points  that  are  all  printed  on  a  card  that  goes  with  the  range.  With 
such  convincing  selling  points  as  the  Gurney-Oxford  has,  it  changes  the  stove  selling  proposition  into  an  easy  matter.  And  remember 
these  people  wall  be  half  sold  by  our  extensive  advertising.  This,  together  with  our  many  selling  helps,  such  as  handsome  catalogs, 

window  dress,  etc.,  puts  the  Gurney-Oxford  "proposition"  into  a  class  by  itself.  Someone  in  your  locality  is  going  to  be  our  agent. 
Are  you  going  to  leave  it  for  the  other  fellow  ?    "  Better  be  the  Gurney-Oxford  man  than  the  man  against  him." 

Montreal  Winnipeg  Calgary  Vancouver 

Wh*B  WTitinf  to  a4T«rtia«ri,  kindly  mantion  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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"Rome"  Design 

BUILDER
S' 

HARDWAR
E 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  Fun»ace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 
Bungs,  etc.,  etc. 

Send  for  complete  descriptive 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

(ilW.  Ohio
 

The  LIGHTNING  Freezer 

stands  ready  to  serve  you  in  the  same  satisfactory 
manner  in  which  it  has  served  both  trade  and 
consumer  for  over  a  quarter  of  a  century.  The 
construction  is  of  the  same  high  class.  It  runs 
easy,  freezes  quickly  and  takes  the  smallest  amount 
of  ice  and  salt  of  any  freezer  made.  The  exten- 

sive advertising  from  season  to  season  has  created 
a  permanent  demand.  It  brings  trade  and  helps 

you  keep  it. 
Better  Write  Your  Jobi>er  at  Once 

NORTH  BROS.  MFG.  CO. 

PHILADELPIA,  PA. 

Black  Jack 

3/4  lb.  tins 3  doz.  in  case 

Quick     Clean  Handy 

Wh«n  writinf  to  •dv«rti>«rf,  kindly  mention  tli*  Canadian  Hardware,  Stove  &  Faint  Journal 
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AN  UP-TO-DATE  STORE  FRONT 

is  an  investment  which 

will  show  quick  returns 
in  increased  business. 

The  cut  shows  the  Wil- 

liams Building  one  of 

Regina's  largest  buildings 
in  which  THORN  E 

HOLD-FAST  METAL- 
BARS  are  installed. 

Thorn e  bars  have  greater 

strength  than  other  all 
metal  bars  and  have  no 

crevices  where  dirt  can 
collect. 

Canadian  agents  for  Thorne  Bars 

THE  HOBBS  MANUFACTURING  CO.,  limited 
Factories  and  Warehouses  at— LONDON     TORONTO     MONTREAL  WINNIPEG 

Metal  Ceilings 

in  a  variety  of  designs 

Will  be  sold  to  many  of  the  builders 

in  your  town.  We  can  help  you  to 

get  these  profitable  orders  with  plans 
and  estimates. 

Home  made  goods  shipped  promptly. 

Are  popular.  This  includes  metal  build- 

ing goods  of  all  kinds. 

Write  for  Catalogue  and 
Price  List 

WINNIPEG  CEILING  AND  ROOFING  COMPANY 

p.  O.  Box  21865 WINNIPEG,  MAN. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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J.  H.  STILL'S AXE,  PICK  and  SLEDGE 

HANDLES 

Are  the  standard  of  quality  in  the  Canadian 
hardware  trade.  All  jobbers  carry  them  in 
stock,  and  can  supply  goods  on  rush  orders. 

PROFITS  ARE  GUARANTEED 

by  selling  goods  of  qualit}',  as  customers  remem- 
ber where  they  are  supplied  with  articles  that 

give  satisfaction — and  in  no  line  is  this  more 
important  than  handles  for  axes,  picks,  sledges 
and  other  tools.  Each  article  we  produce 
represents  the  very  best  value  for  the  money. 

Write  for  catalogues  and  price  lists. 

J.  H.  Still  Mfg.  Co.,  Limited 

St.  Thomas,  Ont. 

Fruit  Picking 

Time  Will 

Soon  be  here 

and  the  call  will  be  for 
extension,  step  and  fruit 
picking  Ladders. 

IS  YOUR  STOCK  OF 

LADDERS  COMPLETE 

"  Stratford  "  Ladders  are 
strongly  constructed  and 
can  be  recommended  for 
the  very  hardest  use  in 
orchards  or  for  any  other 

purpose. 
Send  a  sample  order  and  ask  for  one  of 
our  catalogues  if  you  haven't  one  on  file 

STRATFORD 

MFG.  CO.,  LTD. 

STRATFORD  ONT. 

Notice  to  the  Trade 

This  is  to  inform  you  that  we  are 

now  prepared  to  supply  you  with 

an  exceptionally  fine  line  of  Brass, 

Nickel  Plated  Towel  Racks  in  all 

sizes  for  the  Bathroom  and  Kitchen 

Write  for  Prices 

The  Pollock  Mfg.  Co. 
Limited 

Columbia  Place,  BERLIN,  ONT. 

Manufacturers  of 

Bathroom  Fixtures,  Motor  -  Cycle  and  Bicyle 
Lamps,  Generators  and  Brackets 

and  Metal  Specialties 

"OVEN  DOOR" 

"SPRINGS" 

WAVING  trouble  ? 

Well,  try  us— 

THAT'S  all. 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

Wtara  vrttlug  (o  .dT.rtls.ri,  kindly  mtstioa  tta.    Cuudiu  Hudwu*.  StOT.  *  Fii«t  JovtnU 
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The  "GOOD  CHEER " The  Furnace  With 

THE  CIRCLE  WATERPAN 

The  one  furnace  which  has  at  last  made  possible  a 

really  delightful,  invigorating  and  healthful  warmth 

The  James  Stewart  Mfg.  Company 
Limited 

Western  Warehouse  : 
156  Lombard  Street,  Winnipeg,  Man. Woodstock,  Ontario 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  "GOOD  CHEER 

THE 

STEEL 

RANGE 

DE  LUXE 

Easily  the  Handsomest 

Range  in  Canada  and 

fairly  bristling  with  good 

talking  points. 

Design  Registered 

The  James  Stewart  Mfg.  Company 
Limited 

Western  Warehouse  : 
156  Lombard  Street,  Winnipeg,  Man. Woodstock,  Ontario 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The 

GOOD 

CHEER 

DOUBLE 

HEATER 

OAK 

The  Good  Cheer,  with  its 

double  heating  feature,  attrac- 
tive design,  duplex  grates  and 

solidity  of  construction,  has 

become  a  staple  heater  with 

every  dealer  who  has  once 
stocked  it. 

Made  in  Two  Sizes  : 

No.  154, 14  in.  Pot     No.  156, 16  in.  Pot 

The  James  Stewart  Mfg.  Company 
Limited 

Western  Warehouse : 
156  Lombard  Street,  Winnipeg,  Man. Woodstock,  Ontario 

Wben  writing  to  advertiiera,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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The  "GOOD  CHEER 
HARD  SERVICE  HEATER 

Can't  help  being  a  powerful  heater.  Just 
look  at  the  immense  radiating  surface, 
air  blast  ring,  roller  grates,  high  ashpit 

and  its  sectional  construction — no  bolts, 
simply  pyramids  in  sections. 

TWO  SIZES 

No.  517, 17  in.  Pot      No.  520,  20  in.  Pot Sectional  View 

The  James  Stewart  Mfg.  Company 

Western  Warehouse : 
156  Lombard  Street,  Winnipeg,  Man. 

Limited 

Woodstock,  Ontario 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Toronto  Silver  Plate  Co.,  Limited 

Are  manufacturers  of  Silverware  of  all  kinds,  both  Hollow  and  Flat  Ware,  and  of 
a  quality  of  Plate  absolutely  guaranteed. 

The  T.  S.  P.  Co.  have  been  manufacturing  Silverware  of  this  kind  since  the  year 
1882,  and  are  an  entirely  independent  company,  employing  Canadian  capital.  Not 
in  the  Trust  or  members  of  any  Silverware  Association  or  Combine. 

An 

Illustration 

Showing 

the 

Different 

Processes 

in  the 

Manufacture 

of  a 

Louis  XV 

Tea 

Spoon 

No.  1 
Showing    manner  of 
cutting   Blanks  from 

sheet  metal 

No.  2 
The  Blank  Cross 

Rolled 

No.  3 

The  Blank  Rolled 

Lengthwise 

No.  4 

Showing  how  Spoon 
is  cut  out 

No.  5 

Spoon  cut  from  the 
Blank 

No.  6 
Handle  struck  in  Die 

No.  7 
Finished  Spoon 

Factories  and  Salesrooms:       West  King  Street,  TORONTO 

E.  G.  GOODERHAM,  President 

Whaq  irri^tnc  to  adTcrtiftri,  kindly  mention  the  Canadian  Hardware,  Stove  ft  Faint  Journal 
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Quick  and 

Profitable  Sales 

Baxter  Banner  Gas  Ranges 

Sell  quickly  and  profitably,  while  others  take  up  valuable  space  on  your  floor  and 

depreciate  in  value  from  month  to  month. 

These  Special  Features  and  Conveniences  will 

appeal  instantly  to  your  Prospective  Customers 

Patent  Divided  Glass  Oven  Door 

All  the  baking  always  in  sight.  No  more  food  "  burnt  to 
a  crisp" — everything  baked  exactly  right.  Glass  guaran- 

teed against  breakage. 
When  open,  the  upper  half  containing  the  glass  swings 
up  entirely  out  of  the  way.  .  The  lower  half  goes  down 
automatically  and  forms  a  perfect  shelf,  wide  enough  to 

pull  the  baking  out  upon  —  narrow  enough  so  that  a 
heavy  roast  can  be  put  into  the  oven  easily  without  hold- 

ing it  at  arm's  length  over  a  hot  oven  door. 

Sanitary  Baked  Japan  Finish 

Range  body  and  castings  have  special,  non-rusting, 
baked  Japan  finish.   Beautiful  and  sanitary.  Easy  to  clean. 

Guaranteed  Explosion-Proof 
The  oven  burner  cannot  be  lighted  without  opening  the 
oven  door.  No  cumbersome  or  dangerous  pilot  lights  to 
get  out  of  order,  fail  to  ignite,  or  confuse  the  operator. 
"  Safe  and  sane." 

Aluminized  Oven  and  Broiler 

All  the  oven  and  broiler  linings  are  covered  with  beautiful, 
silvery,  aluminum  bronze,  making  them  bright  eind  attractive. 

One  Oven  Burner 

Our  single  oven  burner  uses  much  less  gas  and  does  better 
work  than  the  double  oven  burners  on  other  ranges.  This 
one  burner  serves  both  oven  and  broiler,  insuring  per- 

fect baking  and  broiling  at  lowest  cost. 

Get  our  Catalog  No.  39  and  decide  the  Gas  Range  question  right  this  Fall ! 

Notice  to  Jobbers 

We  are  now  looking  for  two  jobbers  to  repre- 
sent us — one  in  Eastern  and  one  in  Western 

Canada,  in  addition  to  Banner  Gas  Ranges,  we 
make  a  full  line  of  ranges  for  coal  and  wood, 
both  steel  and  cast,  and  a  complete  assortment 

of  heatmg  stoves  for  coal  and  wood — all  well 
suited  to  the  Canadian  trade.  Let  us  send  you 
full  details  of  our  special  jobbing  proposition. 

The  Banner  Line  will 

Boost  Your  Business" 

No.  518-528  Banner  Gas  Range 

The  Baxter  Stove  Co.,  Mansfield,  Ohio 

m 
Minneapolis St.  Louis Lincoln Des  Moines 

When  writing  to  •ilT«rtii«ri,  kindly  msntion  th*  Canadian  Hardware,  StOT*  k  Paint  Jonmal 
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CINCH  IT 

Now  is  the  time  not  only  to  "cinch"  your  own  orders  but  to  assure  your- 
self of  prompt  delivery,  by  ordering  from  us 

NOW 

You  must  have  many  customers  who  are  contemplating  putting  in  furnaces 

or  heating  systems  and  who  must  make  some  decision  soon. 

Don'  t  let  the  other  fellow  get  these  orders.    Go  after  them  right  now and  close  them. 

WE  ARE  READY  TO  HELP  YOU 

Our  travellers  go  all  over  the  country  drumming  up  business /or  you. 

If  you  have  a  problem  a  little  out  of  the  ordinary  or  some  prospect  you 

cannot  close,  drop  us  a  post  card  immediately  and  we  will  have  one  of 

our  experts  go  out  with  you  to  see  this  prospect  and  show  the  most 

economical  method  of  installing  a  heating  system. 

Remember  you  make  a  friend  of  your  customer  every  time  you  install  a 

Pease  Furnace  or  Heating  System. 

Our  reputation  of  over  36  years  in  the  manufacture  of  Warm  Air 

Furnaces  and  Heating  Systems  affords  an  excellent  example  of  a 
TRIBUTE  TO  HONEST  MANUFACTURE. 

Pease  Furnaces  are  constructed  from  only  the  best  materials. 

PEASE 

FURNACES 

Manufactured  by 

Pease  Foundry  Company. LIMITED. 

TORONTO 
PEASE-WALDON  CO.,  LIMITED  PEASE  PACIFIC  FOUNDRY  LIMITED 
WINNIPEG  VANCOUVER 

496 
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A  New 

Hecla  Furnace  Catalogue 

is  just  off  the  press  and  if  you  have  not  already  received  a  copy, 

send  a  card  and  we  shall  mail  you  one  immediately. 

The  catalogue  explains  in  detail  the  value  not  only  to  the  dealer 

but  to  the  consumer  of  those  distinctive  features  of  HECLA 

Furnace  construction  such  as  Fused  Joints,  Steel  Ribbed  Fire 

Pots,  Circular  Water  Pan,  Cast  Iron  Combustion  Chamber, 

Individual  Grate  Bars,  etc.,  and  show^s  how^  their  advantages  can 
be  clearly  and  convincingly  explained  to  a  prospective  buyer. 

The  present  popularity  of  the  HECLA  Furnace  is  founded  on 

its  success  in  operation, — a  success  that  is  general  from  the  Atlantic 
to  the  Pacific.  The  good  will  created  by  the  many  thousands  of 

HECLA  heated  homes  all  over  the  country  and  the  influence  of 

the  wide  spread  and  systematic  advertising  which  we  are  doing 

in  the  newspapers  and  magazines  throughout  Canada  is  of  inestim- 
able value  to  the  men  who  install  HECLA  Furnaces. 

Moreover  we  carry  large  stocks  of  HECLA  Furnaces  not  only 

at  Preston,  but  at  convenient  shipping  points  throughout  Canada 

from  which  prompt  delivery  can  be  made. 

There  are  still  some  points  where  we  have  no  agencies.  If  there 

is  no  HECLA  dealer  in  your  town,  write  for  a  catalogue  and 

get  our  proposition.  We  can  not  only  help  you  sell  furnaces,  but 

help  you  sell  them  at  a  profit. 

Clare  Brothers  &  Co.,  Limited 

Preston     -  Ontario 

BRANCHES: 

CLARE  &  BROCKEST,  Umited,  Winnipeg  REYNOLDS  &  JACKSON,  Calgary 
RACE,  HUNT  &  GIDDY,  Edmonton  J.  M.  KAINS  &  CO.,  Vancouver 

The  MECHANICS'  SUPPLY  CO.,  Quebec 

Whan  writing  to  ady«rtii«ri,  kindly  mention  the  Cansuium  Hardware,  Stove  tt  Faint  Journal 
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HECLA 

Warm  Air 

Furnaces 

Hecla  Features  That  Make  Sales  Easy 

HECLA  Patent  Fused  Joints  Steel  Ribbed  Fire  Pots  (Patented) 
(No  gas  or  dust)  (Save  one  ton  of  coal  in  seven) 

HECLA  Cast  Iron  Combination  Chamber  Individual  Grate  Bars 

(Makes  for  durability)  (Make  cleaning  easy) 
Circular  Water  Pan 

(Even  distribution  of  moisture) 

No. Diameter  of  Fire  Pot Size  of  Fire  Door 
Capacity 

1 16 1  6  inch 12x13  inch 
10,000 

1 19 19  inch 12  X  13>^  inch 15.000 
122 22  inch 12  X  14>^  inch 25,000 
125 25  inch 12  X  14>^  inch 35,000 
128 28  inch 

12  X  14>'2  inch 60,000 

Write  for  New  Catalogue 

Clare  Brothers  &  Co.,  Limited 

Preston     -  Ontario 

BRANCHES: 

CLARE  &  BROCKEST,  Limited,  Winnipeg  REYNOLDS  &  JACKSON,  Calgary 
RACE,  HUNT  &  GIDDY,  Edmonton  J.  M.  KAINS  &  CO.,  Vancouver 

The  MECHANICS'  SUPPLY  CO.,  Quebec 

Whra  writinf  to  adTertiiers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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A  NEW  LINE  OF  PENINSULAR  OAKS 

THE  HERO  OAK 

Plain  Finish Nickelled  Finish 

This  new  line  of  OAK  Stoves  follows  the  popular  fancy  for  castings  without  any  deep  carving-. 
The  illustrations  display  the  attractive  character  of  the  design.  The  doors  are  large  and 
the  durable  bar  grate  is  used.    The  price  is  equally  as  attractive  as  the  design. 

No. 

12 
14 16 

Diameter  of  Body 
12 
14 
16 

Weight  Plain 100 

120 140 

Weight  Xickelled 

110 130 
150 

Clare  Brothers  &  Co.,  Ltd,  Preston,  Ont. 
CLARE  &  BROSKEST,  Limited,  Winnipeg 
RACE,  HUNT  &  GIDDY,  Edmonton 

BRANCHES: 

The  MECHANICS'  SUPPLY  CO.,  Quebec 

REYNOLDS  &  JACKSON,  Calgary 
J.  M.  KAINS  &  CO.,  Vancouver 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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A  New  Peninsular  Range 

The  Alert  Peninsular 

This  is  a  new  moderate  priced  Cast  Iron  Range  with  four  or  six  hole  top,  oven  18  inch  square, 
duplex  grates  and  loose  nickel  trimmings.    It  is  a  very  attractive  range  and  will  be  a  good  seller. 

No. 

49-18 
68-18 

Covers 
4-9  inch 

6-8  " 

Size  of  Oven 
18x18x11 
18x18x11 

Clare  Brothers  &  Co.,  Limited 

Preston       -  Ontario 

BRANCHES: 

CLARE  &  BROCKEST  Limited,  Winnipeg  REYNOLDS  &  JACKSON,  Calgary 
RACE  HUNT  &  GIDDY,  Edmonton  J.  M.  KAINS  &  CO.,  Vancouver 

THE  MECHANICS'  SUPPLY  CO.,  Quebec 

When  writing  to  adTertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Big  Ben  Store  Helps 

In  order  to  enable  Canadian  dealers  to 

get  the  maximum  benefit  from  the  Big  Ben 

campaign  now  running  in  Canadian  mag- 
azines, we  are  packing  Big  Ben  specially 

for  Canadian  trade,  six  in  a  carton  with  a 

full  set  of  store  selling  helps  (two  posters, 
two  show  cards,  two  metal  signs. ) 

On  an  order  for  12  we  add  a  solid  ma- 

hogany display  stand.    On  an  order  for  24 

or  more,  we  print  your  name  on  dials,  give 

the  posters,  display  stand,  and  a  beautiful 
metal  sign  lithographed  in  five  colors. 

Big  Ben  and  his  selling  helps  are  being 
carried  in  stock  by  54  wholesale  Canadian 
distributors.  We  will  be  glad  to  let  you 
have  their  names  upon  request.  Any  will 

tell  you  Big  Ben  is  the  best  made  and  the 

best  selling  alarm  that's  ever  been  put  out. 
In  broken  and  dozen  lots,  $2.15  less  2%.      In  lots  of  24^  $2.05  less  2%. 

The  Western  Clock  Co.,  La  Salle,  111. 

Whra  writing  to  adTertiseri,  kindly  msntion  th«   Canadian  Hardware,  Stov*  tt  Faint  Journal 
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A  Demoralized 
Furnace  Trade 

When  prices  are  persistently 
cut  in  any  given  line  of  trade 
it  is  generally  with  a  view  to 

the  stimulation  of  business.  But  the  results  obtained 
are  often  the  opposite  from  those  desired.  Business 
ultimately  languishes,  and  everybody  suffers — the  man 
who  buys  as  well  as  the  merchant  or  manufacturer  who 
sells. 

The  hot  air  furnace  trade  in  Toronto  is  a  case  in  point. 

For  some  years  the  competition  in  the  ' '  Queen  City 
has  been  so  keen  among  the  hot-air  furnace  men  that 
business  and  not  profits  seemed  to  be  the  ultimate 
end  sought.   In  some  instances  furnaces  have  been  put 
in  at  as  low  a  figure  as  fifty  dollars. 

"When  conditions  reach  that  stage  the  natural  con- 
comitant is  the  scamping  of  work.  And  this  is  the 

situation  in  Toronto  to-day.  It  is  not  that  all  work 
is  scamped.  There  are  many  buyers  of  furnaces  who 
insist  on  good  work,  and  are  willing  to  pay  the 
necessary  price  in  order  to  secure  it.  But  scamp  work  is 
common  where  thereisi  competition  for  certain  kinds  of  work 

The  result  has  been  a  serious  injury  to  the  hot-air 
furnace  trade  of  Toronto,  for  scamp  work  must  ulti- 

mately breed  dissatisfaction  among  householders,  who 
are  the  sufferers  thereby. 

It  is  this  that  has  largely  contributed  to  making  To- 
ronto such  a  hot  water  heating  city  tliat  it  is  to-day,  in 

spite  of  the  advantages  which  in  many  instances  the 
hot-air  system  has  over  the  former. 

Fortunately  an  evil  often  works  its  own  cure.  And 

signs  are  not  wanting  that  we  are  on  the  eve  of  a  bet- 
ter state  of  affairs.  Both  manufacturers  and  the  lead- 

ing installers  are  realizing  that  the  cut-throat  and  the 

inferior  installation  practices  that  are  so  common  to- 
day must  cease.  There  has  already  been  some  organi- 

zation with  that  end  in  view,  and  there  is  a  probability 

of  its  expansion.  Jit  seems  to  be  generally  recognized  that 
co-operation  is  essential  to  the  preservation  of  the  trade. 

In  other  cities  where  competition  has  not  stampeded 
those  engaged  in  the  trade,  fair  prices  are  being  se- 

cured and  good  work  is  being  done.  There  is  no  reason 
why  this  should  not  be  the  case  in  Toronto. 

It  only  requires  a  little  backbone  in  a  few  leading 
manufacturers  and  installation  firms  to  ultimately 
swing  the  majority  into  line. 

Now  is  the  accepted  time  for  devising  ways 
and  means  of  cleaning  up  summer  goods  that 
are  likely  to  be  carried  over. 

Revival  of  the  That  the  bicycle  is  again  eom- 
Bicycle  Trade.  ing  to  its  own  is  very  evident. 

In  aU  the  cities  and  towns 
throughout  Canada  its  use  is  steadily  increasing. 

It  may  never  become  as  popular  as  it  once  was  for 
touring  purposes.  But  for  ordinary,  everyday  use — 
for  getting  to  and  from  business  and  as  a  means  of 
securing  healthy  recreation  the  bicycle  is  evidently  de- 

stined to  occupy  a  stronger  place  than  ever. 
This  revival  of  bicycling  is  not  without  interest  to 

liardware  dealers.  When  the  bicycle  was  so  much  in 
vogue  a  few  years  ago,  many  hardware  dealers  did  a 
large  and  profitable  business  in  bicycles  and  their  ac- 
cessories. 

There  is  no  reason  why  they  should  not  again  do  so. 
As  the  price  of  bicycles  is  much  lower,  and,  therefore, 
within  the  reach  of  more  people,  it  should  be  possible 
to  do  even  a  larger  business  than  before. 

A  number  of  hardwaremen  throughout  the  country 
are  already  featuring  bicycles.  It  would  be  perhaps 
well  for  others  to  look  into  the  matter.  There  is  a 

fair  profit  in  handling  them,  and  they  often  draw  busi- 
ness in  other  lines  covered  by  the  hardwareman. 

It  is  usually  wise  to  be  early  with  both  buying 
and  selling  seasonable  goods. 

Good  Stove  and  Heat 
ing  Trade  Outlook. 

A  large  stove  and  heating  trade 
may  be  expected  during  the  next 
Fail  and  Winter.  With  the 

country  growing  as  it  is,  little  else  could  be  expected. 
Over  1,000  immigrants  a  day  are  coming  into  Canada, 
and  every  family  will  require  heating  appliances  of 
some  kind. 

For  some  years  the  stove  and  heating  manufacturers 
of  Canada  have  had  an  extremely  busy  time.  In  not 
a  few  instances  they  have  been  unable  to  supply  the 
demand. 

Our  importations  of  stoves  have  increased  materially 
during  the  last  few  years,  they  being  about  59  per  cent, 
larger  than  two  years  ago.  The  actual  figures  for  the 
last  three  fiscal  years  being  $492,539,  ,$694,389  and 

$782,878  respectively.    The  greater  part  of  our  im- 
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ports,  of  course,  comes  from  the  TTnited  States,  from 

Avhich  country  we  bought  during  the  last  three  fiscal 

years  as  follows:  1910.  $480,927;  1911,  $683,493;  1912, 
$768,920.  One  rather  interesting  fact  revealed  by  the 

preliminary  report  for  the  last  fiscal  year  is  the  in- 
crease in  imports  from  Great  Britain,  their  value  hav- 

ing doubled  since  1911.  Of  course,  the  amount  is  not 
large,  being  only  valued  at  $8,915. 

Profiting  by  the  experience  of  the  past,  dealers  have 
this  season  been  taking  delivery  of  stoves  earlier  than 
usual.  Those  who  have  done  so  are  wise.  To  defer 

taking  stoves  into  stock  till  late  in  the  season  might  be 

dangerous,  for  there  is  not  only  the  possibility  of 

stocks  in  manufacturers'  hands  running  low,  but  there 
are  the  transportation  difficulties  to  contend  with. 

With  the  prospects  of  trade  so  excellent  it  doesn't 
pay  to  take  any  risks  in  regard  to  getting  adequate 
supplies. 

Are  voit  planning,  to  profit  by  the  revival  of 
the  bicycle. 

Ignore  the  If  your  competitor  is  a  price- 

Price  Cutter.  cutter  don't  follow  in  his  foot- 
steps. Blaze  out  a  pathway 

for  yourself.    Let  him  plow  his  furrow  alone. 
When  you  have  a  line  of  merchandise  that  has  been 

on  your  shelves  an  undue  length  of  time,  and  is  eating 
i^p  interest  as  well  as  occupying  space  that  might  with 
advantage  be  given  to  more  profitable  lines,  put  it  on 
the  bargain  counter  by  all  means,  but  that  is  not  cut- 

ting prices.  It  is  getting  rid  of  cumbersome  goods  at 
the  best  price  that  is  procurable  for  them,  although 
that  best  price  may  be  less  than  the  original  cost. 

It  is  better  to  lose  10,  25  or  even  50  per  cent,  than 
the  whole  of  the  sum  invested.  And  then  it  can  some- 

times be  made  a  leader  to  attract  transient  customers 
to  the  store. 

The  price  cutter,  on  the  other  hand,  cuts  from  pure 
cussedness.  He  is  looking  for  notoriety  just  as  the  man 
who  risks  his  lifcv  to  gain  applause  is  doing.  It  does 
not  matter  to  him  whether  the  article  is  a  quick  or  a 
slow  seller,  when  the  price-cutting  spirit  is  upon  him 
he  slashes  figures  as  he  would  sticks.  To  him  to  talk 
quality  is  to  talk  foolishness. 

But  he  who  talks  quality  and  advertises  qualit.v  will 
be  in  business  when  the  blinds  are  down  on  the  price- 
cutter's  window. 

Price-cutting  may  give  notoriety,  but  it  doesn't  give 
reputation  that  tends  to  permanency. 

With  the  waning  of  the  Summer  comes  the 
opportune  time  for  planning  a  vigorotis  cam- 
pais^n  for  the  stove  and  heating  trade  of  the 
Fall. 

The  Parcel  Post  The  United  States  Congress  is 
Movement.  still  laboring  with  much  indus- 

try on  the  parcel  post  bill,  and 
although  there  is  much  opposition  a  measure  of  some 
kind  will  in  all  likelihood  ultimately  be  passed. 

One  of  the  proposals  before  the  Senate  is  to  divide 
the  country  into  six  zones,  the  cost  to  vary  from  six 
cents  for  the  first  pound  and  Iavo  cents  for  each  ad- 

ditional pound  in  the  first  zone  to  twelve  cents  for  the 
first  pound  and  twelve  cents  for  each  additional  pound 
in  the  sixth  zone. 

While  this  plan  is  not  l)ased  on  the  general  principal 

which  at  present  obtains  in  the  l^^nited  States  it  is  more in  line  with  the  practice  of  the  express  companies.  For 
that  reason  we  may  expect  it  to  be  more  acceptable 

to  both  the  general  retail  trade  and  the  express  com- 
panies. At  any  rate  it  is  evident  thaJt  while  the  oppon- 

ents of  the  movement  to  prevent  the  passage  of  a  par- 
cel post  bill  may  not  be  successful,  it  is  possible  thej^ 

may  be  able  to  have  the  present  bill  so  amended  that 
it  will  be  less  harmful  to  the  retail  merchants  of  the country. 

A  zone  system  would  hardly  be  as  acceptable  to  the 
mail  order  houses  as  one  which  would  permit  them  to 
send  parcels  far  or  near  without  respect  to  rate.  But 

their  poison  would  be  the  ordinary  merchant's  meat. 
Indirectly  retailers  is  Canada  are  a  great  deal  in- 

terested in  the  parcel  post  movement  in  the  United 
States.  They  are  aware  that  it  is  only  a  matter  of 

time — and  that  pi-obably  only  a  short  time — before 
similar  legislation  will  be  introduced  in  the  Canadian 
Parliament.  It  has  not  only  the  backing  of  the  mail 
order  houses,  but  there  are  a  number  of  manufac- 

turers who  are  lending  their  interest  to  the  movement. 
In  the  meantime,  as  we  have  urged  before,  retailers 

throughout  the  country  should  make  every  effort  to 
enlist  the  influence  of  their  representatives  in  Parlia- 

ment against  a  loAver  parcel  post  rate  in  this  country. 

Push  your  left  over  screens  if  you  ivant  to  pro- 
tect your  profits. 

Meeting  Catalogue  ]\Iuch  of  the  business  which 
Competition  of  De-  goes  to  the  large  department 
partment  Stores.  stores  from  country  points  is 

due  to  the  influence  of  the 
catalogues  which  they  so  widely  distribute.  A  dealer 
here  and  there  attempts  to  counteract  this  influence 
by  getting  out  small  catalogues  of  his  own  for  local 
distribution,  but  it  is  naturally  only  the  larger  dealers 
who  can  afford  to  do  this. 

What,  however,  is  possible  only  for  a  few  dealers  to 
do  individually  can  be  done  by  many  collectively.  The 
merchants  in  one  or  two  towns  have,  in  fact,  already 
set  the  example. 

It  can  probably  be  carried  out  in  the  easiest  way 
where  half  a  dozen  or  more  merchants  engaged  in 
separate  and  distinct  lines  co-operate.  But  there  is  no 
reason  why  a  group  of  merchants  engaged  in  the  same 
line  of  business  could  not  do  the  same  thing. 

The  competition  of  the  department  stores  of  the  large 
cities  is  not  a  menace  to  one  local  merchant  alone.  It 
practically  affects  every  merchant.  This  being  so  it 
should  noif  be  a  difficult  thing  to  enlist  the  co-operation 
of  every  dealer  when  the  purpose  is  the  welfare  of  all. 
When  compiling  catalogues  of  this  kind  copies  of 

those  issued  b.v  the  large  department  stores  should  be 
kept  at  hand  in  order  that  when  giving  prices  the  fig- 

ures of  the  former  may  be  consulted. 
Besides  giving  prices  it  might  also  l)e  advisable  to 

have  a  well-written  article  in  the  catalogue  pointing 
out  that  in  dealing  with  local  merchants  consumers 
are  not  only  enabled  to  buy  just  as  cheaply,  if  not  more 
so,  at  home  as  abroad,  biit  that  in  doing  so  they  are 
maintaining  instead  of  destroying  the  home  town. 

S  The  strategy  that  wins  in  business— in  buying  8 
»  and  selling,  financing  and  man-handling— is  8 
S  based  on  mastery  of  conditions  and  analysis  of  S 

8  the  other  man's  moves;  how  it  plays  a  part  in  % 
8  the  success  of  any  transaction  instances  out  of  g 

8  the  day's  work'  of  business  strategists  show.  g 
O  — George  H.  Cushing.  W 
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A  Great  Field  for  Business 

Manufacturers  and  luercliants  who  liave  not  got  their 

eye  on  the  Great  West  must  be  suffering'  from  defec- 
tive business  vision. 

Things  are  moving  in  tlie  Canadian  West  faster  than 
in  any  other  part  of  the  world. 

Settlers  are  going  in  there,  not  by  the  score,  but  by 
the  thousand. 

Enough  people  are  making  their  abode  there  to  es- 
tablish every  week  a  town  of  respectable  proportions, 

and  with  new  towns  come  new  stores.  Nearly  136,000 
immigrants  from  outside  countries  entered  the  three 

prairie  provinces  "last  year,  without  taking  into  ac- count the  unenumerated  thousands  who  from  the  older 
provinces  of  Canada  settled  there. 
And  one  of  the  pleasing  features  about  it  is  that 

«  Manufacturers  and  wholesalers  who  desire  to  S 
8  reap  a  rich  harvest  of  business  in  the  Great  § 
Q  West  should  not  delay  in  beginning  the  eultiva-  S 
«  tion  of  the  soil.  q 

these  immigrants  have  on  an  average  five  hundred  to  a 
thousand  dollars  apiece  in  their  possession. 

This  is  unique  in  the  history  of  immigration.  No 
other  country  ever  had  such  an  experience.  It  has  be- 

come so  common  with  us  that  we  scarcely  realize  its 
import. 

In  the  early  days  of  Northern  Europe,  when  civiliza- 
tion was  dawning,  the  inhabitants,  when  population 

became  congested  or  there  wasn't  bread  enough  to  go 
round,  were  divided  into  three  groups,  with  a  noble  at 
the  head  of  each,  and  the  group  upon  which  the  lot 
fell  had  to  leave  the  country  and  make  a  home  where 
by  the  force  of  arms  it  might  be  able  to  do  so. 

The  immigrants  who  are  landing  at  our  seaports  and 
crossing  our  borders  come  armed  with  nothing  but  a 
laudable  ambition  to  participate  with  the  native-born 
and  kinsman  who  have  preceded  them,  in  the  wealth 
and  prosperity  which  this  country  promises  to  all 
those  who  are  willing  to  take  off  their  coats  and  work 
for  its  agricultural  and  industrial  development.  And 
the  capital  which  they  bring  makes  them  doubly  wel- 
come. 

The  money  expended  by  these  new  inhabitants  in 
food,  clothing,  hardware  and  furniture  is  obviously 
very  large. 

It  is  no  wonder  the  cry  for  the  speedy  forwarding 
of  merchandise  is  so  urgent  and  the  indignation  so  pro- 

nounced when  the  inadequacy  of  the  railway  facilities 
prevents  prompt  shipment. 
New  inhabitants  need  new  buildings.  During  the 

first  six  months  of  the  year  19  western  cities  and  towns 
issued  building  permits  to  the  value  of  .$57,721,000, 
an  increase  of  42  per  cent,  over  the  same  period  of  1911. 
And  yet  the  people  are  multiplying  faster  than  houses 
are  being  built  to  accommodate  them. 
New  towns  are  springing  uj)  on  every  hand.  Last 

year  about  two  hundred  were  born,  and  this  year  there 
will  probably  be  as  many,  if  not  more. 

Although  the  value  of  the  crops  last  year  was  im- 
paired by  unsatisfactory  weather  conditions,  the  fields 

of  the  three  Western  Provinces  produced  wealth  far  in 
excess  of  that  of  any  previous  season,  the  amount  be- 

ing placed  by  the  Dominion  Census  Bureau  at  oVer 
>|^228,()00,000.  Then  a  couple  of  million  dollars  more 
nuiy  be  added  for  the  dairy  industry. 
Two  hundred  and  thirty  millions  of  dollars  is  not 

a  bad  little  sum  for  a  territory  inhal)ited  by  less  than 
1,400,000  people  to  produce.  This  year  the  promises 
are  still  more  auspicious. 

Railway  construction  is  still  going  on  apace,  and  for 
(his  a  betterment  of  existing  equipment,  roadways  and 
stations,  something  like  .$100,000,000,  is  being  expend- 

ed in  the  West,  all  of  which  will  materially  help  to 
keej)  the  mill  going. 

The  rapidity  and  extent  with  which  the  West  is 
developing  bewilders  one.  No  statistician  or  army  of 
statisticians  can  keep  tab  upon  it.  And  to  those  who 
occasionally  take  train  from  the  East  to  the  West  and 
back  again  the  astonishment  is  even  greater  than  to 
those  who  sit  at  ease  in  the  East  and  gather  their  in- 

formation from  newspapers  and  magazines. 
That  there  is  much  business  in  the  West  for  business 

men  who  want  it  bad  enough  to  go  after  it,  is  a  self- 
evident  truism. 

An  enthusiastic  French-Canadian  statesman,  now 
dead,  once  remarked  that  no  man  should  be  eligible 
for  the  House  of  Commons  until  he  had  at  least  made 
one  journey  from  coast  to  coast.  He  said  that  several 
years  ago,  before  the  vision  of  the  people  of  Canada  in 
regard  to  things  Western  was  as  clear  as  it  is  to-day. 

But  if  such  a  journey  is  necessary  for  a  politician 
who  avspires  to  a  seat  in  the  House  of  Commons,  how 
much  more  so  is  it  for  a  business  man,  be  he  manu- 

facturer or  wholesaler,  who  has  an  eye  on  the  great 
trade  possibilities  of  the  Western  Provinces 

"You  not  only  need  to  go  West  in  order  to  see  the 
possibilities  which  the  field  affords,"  said  the  head  of 
an  eastern  manufacturing  concern  Avho  returned  a 

few  days  ago  from  a  lengthy  trip  to  the  Coast,  "but 
you  need  to  see  how  your  goods  are  opening  up  when 
they  reach  your  customers,  and  if  the.y  are  just  ex- 

actly' what  the  market  Avants." 
To  heads  of  firms  who  personally  spy  out  the  land 

and  back  up  their  knowledge  with  an  aggressive,  intel- 
ligent business-getting  policy,  the  Great  West  will  cer- 
tainly prove  a  market  of  almost  limitless  possibilities. 

a  A  couple  of  hundred  new  towns  in  the  Great  § 
2  West  this  year  will  mean  several  hundred  new  B 
8      stores  in  which  hardware  and  stoves  will  be  sold.  § 

A  PERVERSE  CUSTOMER. 

Some  people  are  very  hard  to  convince  that  they 
can  buy  just  as  well  as  at  home,  and  when  they  do 
go  to  the  city  and  get  bitten,  instead  of  quitting,  they 
go  back  for  more.  The  oftener  you  bite  them,  the 
better  they  like  it.  Mail-order  houses  will  offer  at- 

tractive bargains,  illustrated  with  cuts  that  look  fine 
on  ]iaper,  and  the  farmer  is  often  taken  in.  . 

The  Merchants'  Magazine  heard  of  a  case  where  a 
farmer  had  made  a  purchase  in  the  city  and  knew  he 
had  gotten  the  worst  of  the  bargain.  He  acknow- 

ledged this  to  a  merchant  he  had  been  doing  business 
with,  and  instead  of  resolving  to  buy  at  home  in  the 

future,  said:  "Never  mind,  I'll  get  even  with  them." 
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Business  and  Store  Management 

Where  Do  Your  Profits  Go? 

By  M.  E.  Sherry 

The  old  adage  that  it  is  "the  little  leak  that  sinks 
the  big  ship"  holds  good  to-day  in  reference  to  busi- 

ness enterprises  just  as  much  as  it  did  in  ancient  times. 

"Were  it  possible  to  summarize  the  causes  of  failure in  retailing  and  to  enumerate  the  real  causes  that 
have  led  to  the  failure  of  many  enterprises,  it  would 

A  rack  for  displaying  wire  cloth  or 
other  material.  It  is  made  of  gas  pipe. 

be  found  that  the  vast  majority  of  such  failures  are 
caused  by  the  little  leaks — ^those  apparently  insignifi- 

cant details  that  the  average  business  man  is  prone  to 
overlook. 

Leakages  that  take  away  profit  and  eventually  lead 
to  bankruptcy  may  result  from  a  score  of  causes.  It 
is  usually  not  hard  to  trace  the  big  leaks;  they  are 
soon  obvious  to  the  proprietor.  But  it  is  the  small 
drains,  those  apparently  insignificant  losses  that  sap 
away  the  finances  of  a  business  and  eventually  cause 
ruin. 

Poor  bookkeeping  is  one  of  the  foremost  causes  of 
business  failure,  and  yet  many  a  store  owner  wonld 
never  dream  that  his  bookkeeping  department  is  the 
one  in  which  losses  result.  Many  a  business  house 
which  pays  excellent  salaries  to  its  salesmen  is  eon- 
tent  to  leave  the  management  of  its  accounts  in  the 
hands  of  a  girl  clerk  who  works  with  one  eye  on  the 
ledger  and  the  other  on  the  clock.  A  good  aceoiint- 
ing  system  has  been  insitalled,  and  apparently  all  that 
the  girl  has  to  do  is  to  enter,  post  and  balance — me- 

chanical work  you  say,  but  is  it? 
Do  you  realize  for  a  moment  that  perhaps  on  one 

overcharge  you  lose  the  full  amount  of  that  clerk's 
salary,  and  are  you  aware  that  many  overcharges  are 
not  corrected  when  your  beekkeeping  is  in  the  hands 
of  cheap  help?  Bill  clerks  have  a  way  of  learning 

Avhen  no  objection  is  made  to  "any  old  price"  they 
choose  to  bill  you  for,  and  if  your  firm  does  not  com- 

plain why  should  they  change  their  tactics.    You  can 

lose  from  ten  to  a  hundred  dollars  a  week  alone  on 

excessive  charges  on  goods  and  be  none  the  wiser  un- 
less your  accountant  discovers  the  loss. 

Discounts  are  important.  Many  bills  can  be  paid 
just  as  well  within  ten  days  after  their  receipt  as 
within  three  months,  and  the  saving  you  accomplish 
on  such  bills  within  a  year  should  pay  your  telephone 
bills  or  the  salary  of  a  minor  clerk.  But  are  your  dis- 

counts properly  watched?  The  little  printed  line  that 
says  five  or  ten  per  cent,  off  in  ten  days  is  too  often 
forgotten  by  the  indifferent  accoiintant,  whose  duty, 
in  her  estimation,  consists  in  simply  entering,  posting 
and  balancing — and  letting  it  go  at  that. 
Many  leakages  result  from  poor  buying.  A  good- 

natured  travelling  man  can  wheedle  many  merchants 
into  taking  on  surplus  stock,  or  into  taking  flyers  into 
the  realms  of  goods  whose  saleable  qualities  he  knows 
nothing  about.  Then  after  a  few  months  these  goods 
are  consigned  to  the  handy  dump  beneath  the  counter, 
and  when  the  biU  is  paid  you  are  out  just  that  amount; 
a  decided  leakage  that  is  often  a  heavy  drain  on  a 
business. 

One  of  the  most  dangerous  classes  of  leakages  re- 
sults from  the  inability  of  storekeepers  to  figure  prpj- 

perly  the  ratio  of  expense  to  profit,  and  to  determine 
the  exact  percentage  of  profit  they  are  making  on 
goods — gross  and  net.  A  storekeeper  who  lets  his 
business  go  placidly  along  under  the  impression  that 
he  is  getting  ten,  twenty  and  thirty  per  cent,  of  profit 
on  various  lines,  whereas  after  deducting  expenses  he 
is  found  to  be  making  five,  ten  and  fifteen  per  cent., 
will  soon  find  himself  in  the  bankruptcy  court.  That 
but  few  merchants  do  understand  the  art  of  figuring 

Interior  of  the  store  of  the  Ross  Hardware  Co.,  Moose  Jaw.  Note 
the  department  in  the  centre  for  bicycles  and  bicycle  accessories. 

the  exact  cost  of  doing  business  and  the  exact  margin 
of  profit  resulting  after  all  expenses  are  deducted 
has  been  proven  time  and  again.  Good  mathematics 
is  the  first  essential  in  the  conduct  of  any  business. 

If  you  can't  figure  the  thing  out  to  your  own  satis- 
faction, get  some  one  else  to  do  it  for  you.  It  will 

save  you  money. 
Vast  sums  are  lost  to  merchants  and  business  men 
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generally  through  carelessness  and  lack  of  economy 
in  the  use  of  writing  materials  and  office  supplies. 
So  important  has  this  loss  become  that  many  of  the 
larger  corporations  now  have  a  system  whereby  tab 
is  kept  on  the  quantity  of  pencils  and  stationery  used 
by  each  worker. 

Depreciation — ^that  ominous  name  which  yearly 
grows  a  little  bigger  on  the  ledger — may  be  stox)ped  or 
accelerated  according  to  the  class  of  workers  you 
have  and  the  manner  in  which  they  are  governed. 
Expensive  office  furniture,  high-class  duplicating  ma- 

chines and  typewriters  may,  in  the  hands  of  unskilled 
office  workers,  suffer  twice  the  amount  of  damage 
they  would  in  the  hands  of  skilled  workers.  Take  this 
into  account  when  judging  your  help.  It  is  a  big 
leakage. 
Remember  that  it  is  not  the  brilliant  sales  records 

your  men  are  making;  it  is  not  the  thousands  of  dol- 
lars worth  of  goods  they  are  disposing  of,  and  it  is 

not  the  imposing  figures  that  appear  on  the  credit 
side  of  merchandise  account  that  spell  success  for 
you.  It  is  the  margin  of  profit  you  are  making  after 
all  your  expenses  have  been  deducted.  In  these  ex- 

penses you  have  got  to  include  the  leakages  resulting 

eF££T  LONG- 

Display  stand  for  kitchen  utensils. 

from  a  score  of  causes.  The  big  cargo  your  business 
ship  is  carrying  may  help  sink  it  all  the  sooner  if  the 
hull  is  taking  in  water  in  a  dozen  places. 

In  regard  to  figuring  the  cost  of  goods,  Mr.  Farring- 
ton  in  his  excellent  work  on  Store  Management,  says : 
The  idea  that,  so  long  as  most  of  the  goods  are  sold 
for  a  price  that  covers  the  cost  of  selling  and  some- 

thing besides,  some  articles  can  be  sold  for  a  gross 

profit  and  produce  just  so  much  "velvet"  has  passed 
by.  There  is  only  one  way  to  make  the  store  pay,  and 
that  is  to  see  that  every  department  produces  its 
share  of  profit  and  pays  its  share  of  expenses.  Of 
course,  there  may  be  times  when  goods  must  be  sold 
for  cost  or  less,  either  to  get  rid  of  dead  stock  or  to 
bring  trade.  In  the  former  instance  the  loss  must  be 
charged  up  against  the  department  and  deducted  from 
the  total  profits,  while  in  the  latter  the  loss  ought  to 
be  charged  up  to  the  advertising  account. 

If  the  store  is  not  departmentized  in  such  a  way 
that  every  department  can  be  called  upon  to  show  a 
reason  why  there  is  none,  then  it  is  necessary  that 
much  more  general  caution  be  exercised  and  all  close 
sales  watched  carefully  to  see  that  there  are  not  too 
many  unnecessary  ones.  Any  one  can  sell  goods  at  a 

loss  and  draw  a  crowd — that  doesn't  require  brains. 
Good  salesmanship  is  the  ability  to  draw  the  crowd 
and  still  sell  goods  at  a  profit. 

QUALITY  ENSURES  REPUTATION. 

iBy  Frank.  Farrington 

The  reputation  of  your  store  depends  upon  the  satis- 
factory quality  of  the  goods  you  sell.  If  you  must 

sell  a  poor  article,  see  that  the  buyer  understands 
that  you  do  not  guarantee  it. 

It  is  perfectly  fair  to  increase  your  own  "trade  by 
getting  business  away  from  your  competitor,  but  don't 
allow  yourself  to  do  things  merely  to  injure  a  com- 

petitor when  it  will  not  be  playing  fair. 
To  get  more  money  than  goods  are  worth  by  mis- 

representing them  to  the  customer,  is  nothing  less  than 
a  form  of  stealing. 

To  put  in  a  small  stock  of  goods  not  in  your  regu- 
lar line  and  proceed  to  make  a  leader  of  it  by  cutting 

all  the  profit  off  from  it  will  not  have  a  tendency  to 
make  friends  of  the  men  whose  regular  business  is 

the  goods  you're  cutting. 
When  truthful  advertising  wUl  not  sell  your  goods, 

the  fault  must  be  with  the  goods  rather  than  with  the 
advertising. 

When  a  little  store  advertises  a  "Mammoth,  Manui 
facturers'  Mill  End  Sale,"  it  advertises  that  it  has 
little  regard  for  the  facts  in  getting  up  a  sensational heading. 

Don't  claim  that  everything  you  offer  is  a  bargain. 
Real  bargains  are  the  exceptions  rather  than  the  rule 
and  people  know  it. 

They  say  that  "Well  bought  is  half  sold."  That 
perhaps  is  true,  but  it  is  also  true  that  until  goods  are 
more  than  haK  sold,  they  will  put  no  money  in  the 
cash  register. 

The  time  for  a  man  to  sit  down  and  rest  under  his 
business  laurels  is  when  he  is  ready  to  retire.  When 
you  stop  rowing  the  boat  stops  going  up  stream. 
Any  business  that  you  cannot  get  without  discredit 

to  yourself  or  your  methods,  is  good  business  to  leave  alone. 
Beware  of  the  feUow  who  is  always  flattering  you 

or  patting  you  on  the  back.  Some  day  he  will  have  a 
favor  to  ask. 

To  encourage  extravagance  in  a  customer  may  help 

to-day's  sales,  but  it  will  probably  reduce  to-morrow's  profis. 
We  admire  judicious  economy  in  a  man,  but  we  hate 

stinginess.  It  is  well  to  strive  hard  to  hit  the  happy 
medium  between  these  two. 

The  harder  it  is  for  your  customers  to  get  you  to 
trust  them,  the  easier  it  will  be  to  collect  from  them. 

If  there  is  anything  that  discourages  customers  and 
sends  them  away  to.  other  stores  it  is  to  find  you 

"just  out"  of  something  wanted. 
The  man  who  thinks  he  knows  it  all,  who  doesn't 

believe  the  trade  papers  can  tell  him  anything  about 
running  a  store,  is  the  man  who  is  always  complain- 

ing about  hard  times  and  poor  collections. 

A  SIX-TIME  LOSS. 

A  sale  made  but  not  recorded  is  a  six-time  loss. 
1.  The  cost  of  go'ods  is  lost. 
2.  The  profit  that  should  have  been  made  on  the  sale 

is  lost. 

3.  The  time  taken  to  make  the  same  is  lost,  which 
time  could  have  been  spent  profitably  in  other  work. 

4.  The  labor  of  handling  the  goods,  that  is,  while 
making  the  sale,  is  lost. 

6.  The  development  of  carelessness,  which  develops 
disloyalty,  which  develops  questionable  practices, 
which  develops  actual  thieving,  is  a  loss,  a  serious  loss. 

6.  And,  then  there  is  the  loss  from  tracing  the  loss. 
There  are  your  six — think  of  them. 
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COMBINATION  OF  HARDWARE  AND  GROCERIES, 

A  combination  of  businesses  that  is  very  seldom  seen 
in  this  country  is  hardware  and  groceries.  John  M. 

Adam,  St.  Mary's.  Out.,  carries  these  two  lines.  He 
states  they  go  well  together  and  that  his  only  regret  is 
that  he  did  not  take  on  hardware  long  before  he  did. 

For  24  years  Mr.  Adam  was  in  the  grocery  business 
exclusively.  Two  and  a  half  years  ago  he  bought  the 
hardware  stock  of  a  man  that  was  going  out  of  busi- 

ness and  now  has  the  two  lines  under  one  roof.  Al- 
though in  the  same  store,  the  two  businesses  are  . en- 

tirely separate.  Two  sets  of  books  are  kept  and  dif- 
ferent clerks  are  employed  for  each  line.    The  clerks 

In  the  last  six  years  Mr.  Adam  has  moved  his  office 
four  times  to  different  parts  of  the  store.  The  last 
time  he  did  this  his  wife  told  him  to  put  it  on  wheels 
and  save  future  work.  He  is  considering  the  sugges- 
tion. 

A  PAYING  VENTURE. 

About  a  year  ago,  G.  A.  Binns,  Newmarket,  Ont., 
purchased  a  Ford  automobile  at  a  cost  of  $1,000.  He 
states  that  he  has  found  the  car  very  useful  in  securing 
business  and  figures  tliat  in  additional  trade  secured 
he  has  already  made  half  the  cost  of  the  machine. 

A  section  of  Connell  Bros,  hardware  store,  Edmonton.    Tlie  illustration  is  its  own  explanation,    f 'ourtesy  is  due  A.  F.  Stephens  Co.,  Limited, Winnipeg,  for  the  use  of  this  illustration. 

on  the  grocery  side  are  never  allowed  to  help  out 
those  on  the  hardware  side,  or  vice  versa. 

The  appearane  of  the  store  is  a  pleasing  sight,  with 
canned  goods  and  other  groceries  lining  the  shelves 
on  one  side  and  hardware  on  the  other.  Lighting  fix- 

tures in  the  hardware  department  al&-o  add  to  the 
appearance. 

Mr.  Adams  is  a  great  believer  in  moving  the  stock 
around  so  as  to  constantly  give  the  store  a  fresh  ap- 

pearance. Every  little  while  the  stock  on  the  shelves 
is  moved  from  one  place  to  another.  Some  dealers 
may  put  up  the  argument  that  this  would  confuse  the 
clerks,  but  as  it  is  the  clerks  themselves  that  make 
the  changes,  they  very  seldom  have  trouble  in  finding 
things  asked  for. 

Frequently  he  hears  of  heating,  plumbing  and  roofing 
prospects  in  the  country  and,  without  loss  of  time,  has 
been  able  to  call  personally  and,  in  most  cases,  close 
the  deal.  He  also  has  found  the  machine  very  useful 
for  conveying  the  workmen  and  material  to  jobs  in the  country. 

While,  of  course,  Mr.  Binns  takes  considerable  pleas- 
ure out  of  the  car,  his  object  in  buying  it  was  to  make 

it  a  paying  investment  from  the  start. 

"I  know  of  one  man,"  said  Mr.  Binns  to  the  Jour- 
nal, "whose  business  is  going  'to  the  dogs'  since  he 

bought  a  machine.  In  my  case,  however,  it  has  been 
the  means  of  bringing  a  lot  of  extra  business  to  the 
store,  in  addition  to  being  a  big  saver  of  my  own  and 

my  workmen's  time." 
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Window  and  Newspaper  Advertising 

HINTS  TO  WINDOW  TRIMMERS. 

By  H.  R.  On 

This  is,  indeed,  a  day  of  progress  to  the  hardware 
window  trimmer.  Through  his  show  windows  the  hard- 

wareman  has  an 'opportunity  to  advertise  his  stock  ad- vantageously and  with  economy.  This  is  true,  but  the 
merchant  should  not  be  too  economical.  It  is  possible 
to  make  Avindow  displays  Avithout  sjiending  a  cent, 
but  it  is  a  better  business  policy  to  make  a  reasonable 
appropriation  for  display.  This  money  should  be  looked 
upon  as  an  investment  rather  than  an  expense.  Take, 
for  example,  fixtures  which  constitutes  a  good  display, 
can  be  purchased  at  a  very  snuill  cost.  These  will  add 
to  the  efPectiveness  of  the  display  out  of  all  propor- 

tion to  the  cost.  The  same  not  only  applies  to  fixtures, 
but  deeoratives.  There  are  seasons  and  special  occa- 

sions when  deeoratives  are  essential  to  a  good  display, 
such  as  artifieinl  flowers  or  other  deeoratives.  When 
a  trim  is  put  in  it  may  not  bring  immediate  results 
that  are  expected,  but  this  does  not  mean,  however, 
the  display  is  a  failure.  The  returns  will  come  later. 
Persons  who  noted  the  articles  shown  may  not  have 
needed  them  at  the  time,  but  when  they  do  need  them, 
they  remember  the  window  in  which  they  saw  them. 

There  is  not  a  line  of  merchandise  that  will  yield 
greater  returns  than  window  trimming  in  the  hardware 
trade,  yet  in  no  line  is  it  more  neglected.  There  are 
some  hardware  stores  that  put  in  good  displays  regu- 

larly, while  others  leave  the  display  in  for  Aveeks  or 
months,  as  the  case  may  be.  On  the  other  hand,  there 

are  thousands  of  hardware  stores  that  make  practical!}' 
no  use  of  their  windows,  but  pile  in  a  heap  a  miscellan- 

eous lot  of  merchandise  and  leave  it  in  for  a  great 

length  of  time.  Always  arrange  your  stock  in  a  sys- 
tematic order  and  place  price  tickets  on  each  nrticl" 

accompanied  with  a  suitable  background.  The  result 
Avill  l)e  surprising. 

Do  not  forget  that  the  pulilic  are  continually  on  the 
lookout  for  that  which  is  new  and  novel.  Let  it  be 
no  fault  of  yours  that  they  do  not  know  you  through 
good  window  displays.  Your  displays  should  appeal 

particularly  with  the  women's  trade,  in  order  to  teai-li 
them  that  they  can  make  their  purchases  in  a  hard- 

ware store  as  well  as  men.  It  has  been  proved  that 
more  people  will  pass  the  show  Avindow  than  there  are 
subscriljers  in  the  local  ncAvspaper.  If  there  is  anyone 
Avho  doubts  this  let  him  count  them  as  they  pass  hy. 
Just  in  recent  years  the  hardware  trimmer  thought  that 
a  locomotive  or  something  like  it  usually  made  out  of 
kitchen  utensils.  The  passer-l)y  may  stop  and  look  at 
the  display  which  has  drawn  his  attention,  l)ut  the  dis- 

plays of  tins  sort  are  lacking  in  direct  residts.  A  pipe 
organ,  locomotive,  battleship,  airship,  etc.,  made  by 
the  greatest  skill  that  could  be  obtained  are  marvelous 
in  construction,  but  AAdien  it  comes  to  a  merchandise 
display  it  is  an  utter  failure. 

It  is  a  common  mistake  to  judge  a  window  by  the 
crowd  that  stands  in  front  of  it.  A  two-headed  mon- 

key in  a  AvindoAV  would  draw  a  croAvd,  but  it  would  not 

seil  goods.   The  fact  is,  a  show  window  is  a  first-class 

salesman,  and,  like  any  other  salesman,  the  more  direct 
and  simple  it  is,  the  more  goods  it  Avill  sell. 

There  are  very  few  display  fixtures  that  a  hardware 
Avindow  trimmer  needs,  for  instance  a  glass  shelf  6  x 
24  inches  to  14  x  60  inches ;  in  fact,  they  may  be  had 
in  any  desired  size  or  shape.  These  may  be  used  in 
a  great  many  different  Avays,  such  as  with  extension 
supports  or  by  hanging  them  one  above  another  with 
jack  chains.  These  shelves  are  very  appropriate  for 
the  holiday  season  or  any  other  season  when  one  Avishes 
to  shoAV  this  class  of  goods.  Another  suitable  fixture 
is  the  rim  'of  an  old  buggy  wheel  Avhich  when  covered 
or  painted  can  be  used  to  a  great  advantage  in  dis- 

playing fishing  tackle,  guns  and  other  merchandise 
of  this  nature.  The  wheel  is  bored  full  of  small  holes 
at  different  intervals  so  that  the  articles  may  be  wired 
or  fastened  in  place.  This  Avheel  rim  may  be  used  in 

drapery  displays.  Brackets,  shelves,  home-made  pe- 
destals, step  shelves,  scrolls,  etc.  All  these  when  pro- 

perly used  Avill  add  greatly  to  the  display. 
In  regard  to  seasonable  displays,  ahvays  display  the 

poods  in  advance  of  the  season,  as  there  are  many 
persons  who  plan  their  purchases  a  long  way  ahead. 
For  instance,  garden  tools  should  be  shown  a  number 
of  Aveeks  before  they  can  be  used.  The  same  is  true 
of  sporting  goods.    The  dealer  AA'ho  has  his  goods  on 

A  display  of  carpenter's  tools  in  the  window  of  the  Ross  Hardware  Co., Moose  Jaw.    It  was  striking,  and.  attracted  a  great  deal  of  attention. 
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display  early  captures  a  good  deal  of  business  that 
might  be  missed  if  he  had  waited  for  the  opening  of 
the  season  to  put  in  his  display  that  should  be  shown 
weeks  ahead  of  the  season.  In  a  large  city  a  display 
may  be  kept  in  for  a  larger  length  of  time  where  the 
changing  crowd  is  constantly  passing  the  store  it  is 
not  necessary  to  change  as  frequently  as  in  a  smaller 
town,  Avhere  the  crowd  is  the  same  day  in  and  day  out. 
A  general  rule  a  trimmer  should  observe  is  that  a 
window  should  be  changed  at  least  once  a  week,  and 
no  display  should  be  kept  in  longer  than  two  weeks. 
Therefore,  we  may  now  judge  what  window  trimming 

is,  "it  is  simply  the  placing  of  your  goods  before  the 
public  in  a  manner  that  will  attract  business  to  your 
store."  The  trimmer  should  remember  that  it  takes 
iust  a  little  more  time  and  a  little  more  patience  to 

produce  a  good  display,  which  is  the  onh^  one  that  is 
fruitful  of  results. 

A  HARDWARE  MILLINERY  DISPLAY. 

The  Journal  herewith  reproduces,  through  the  cour- 
esyof  the  Ambercrombie  Hardware  Co.,  Ltd.,  Vancouver, 
an  illustration  of  a  window  display  they  made  dixring 
the  Easter  season. 

The  designs  were  made  to  represent  the  various 
styles,  shapes  and  colors  of  spring  millinery,  and  that 
this  was  done  suecessfullv  with  articles  nsuallv  found 

in  a  hardware  store  is  saying  a  good  deal  for  the  one 
who  dressed  the  window. 

The  decorator  in  this  case  was  a  lady,  and  she  ex- 
hibited a  good  deal  of  originality  in  producing  such 

striking  examples  of  exaggerated  headgear  so  fre- 
quently seen  on  the  street. 

The  articles  used  included  griddles,  roasting  pans, 
wash  basins,  dish  pans,  wire  netting,  pokers,  feather 

dusters,  carpenters'  tool  basket,  etc.,  all  of  which  were 
arranged  to  represent  nine  different  styles  of  hats. 
This  display  attracted  a  good  deal  of  attention,  espe- 

cially among  the  ladies  of  the  city,  but  whether  it  was 
the  means  of  causing  many  direct  sales  is  a  question. 
The  i)roprietors  doubt  whether  it  really  did,  but  it 
was  the  means  of  making  people  talk  about  the  Aber- 
crombie  store,  so  of  course  that  would  be  of  consider- 

able benefit. 

Preliminary  to  every  advertising  undertaking  an 
effort  should  be  made  to  elicit  the  co-operation  of  the 
clerks  in  the  store.  Their  suggestions  will  often  prove 
helpful.  And  certainly  no  advertisement  should  be 
published  with  whose  contents  and  objects  the  clerks 
had  not  been  made  acquainted.  To  be  unacquainted 
Avith  the  contents  of  an  advertisement  is  not  only  like- 

ly to  place  the  clerk  in  an  awkward  position  when 
asked  for  something  that  is  advertised,  but  it  is  a  re- 

flection on  the  store  management.  Even  the  man  who 
delivers  the  goods  should  not  be  overlooked. 

Note  the  particular  strik- 

ing effect  of  the  "  hat  " 
made  trom  a  carpenter's tool  basket,  with  feather 
duster  to  represent  the 
plume.  The  scheme 
could  be  adapted  for  the 
Fall  Millinery  Season. 



AA:qgust,  1912 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. 71 

The  Prize  Window  Display 
By  C.  H.  Smith  of  the  Ashdown  Hardware  Co. , 

Calgary 

The  l)ackground  was  constructed  as  follows :  First 
— A  red  diamond  centre  made  of  bright  red  sateen 
and  outlined  with  brass  jackchain  with  a  large  white 

A  in  the  centre,  which  is  our  trademark,  the  "Dia- 
mond A."  On  this  centre  was  shown  all  kinds  of 

butts,  catches,  house  letters,  bells,  escutcheons,  han- 
dles, etc.  The  corners,  to  make  the  diamond  stand  out 

well,  were  made  of  orange  sateen,  and  were  also  covered 
with  all  kinds  of  biitts,  etc.  The  balance  of  the  back- 

ground was  made  of  bright  red  and  draped  with  brass 
chain  and  padlocks,  and  at  each  end  were  showcards 
advertising  builders  hardware  of  which  we  carry  the 
largest  and  best  assorted  stock  in  the  West. 

The  end  of  the  window,  which  does  not  show  in  the 
photo,  was  covered  with  orange  sateen  and  marked 
off  in  diamond-shaped  spaces  with  galvanized  and  cop- 

pered sash  chain,  and  in  each  space  was  shown  either 
a  letter  box  or  gong-bell.  The  bottom  of  the  window 
and  step  at  back  were  covered  with  orange  sateen 
loosely  puffed  on.  Their  Avas  shoAvn  a  large  assortment 
of  mounted  locks,  store  door  handles,  etc.  Coppered 
chain  Avas  loosely  draped  all  around,  and  in  and  out 

about  the  mounted  samples  and  butts  and  brass  han- 
dles shown  here  and  there  to  break  the  monotony. 

In  each  corner  of  the  window  was  placed  a  small 
green  fern  in  a  brass  pot  which  added  a  little  class 
to  the  display. 

Taken  altogether  it  was  a  fine  display,  and  at  night 
with  the  bright  lights  shining  on  the  beautiful  mount- 

ed samples  certainly  looked  swell.  All  the  goods  show- 
ed up  splendid  on  the  red  and  orange.  Their  display 

attracted  much  attention  and  also  was  a  good  business 
drawer. 

WHEN  NOT  TO  ADVERTISE. 
Will  a  merchant  who  is  wise/ever  cease  to  advertise? 

Yes — when  the  trees  grow  upside  down;  when  the  beg- 
gar wears  a  crown ;  when  ice  forms  on  the  sun ;  when 

the  sparrows  weigh  a  ton ;  when  gold  dollars  get  too 
cheap;  when  secrets  women  keep;  when  a  fish  forgets 
to  swim ;  when  Satan  sings  a  hymn ;  when  girls  go 
back  on  gum ;  when  the  small  boy  hates  a  drum ;  when 
no  politician  schemes ;  when  mince  pies  make  pleasant 

dreams;  when  it's  fun  to  break  a  tooth;  when  all  law- 
yers teU  the  truth ;  when  cold  water  makes  you  drunk ; 

when  you  love  to  smell  a  skunk ;  when  the  drummer 
has  no  brass — when  these  things  all  come  to  pass:  then 
man  that's  wise  will  neglect  to  advertise.  ' 

The  Prize  Window.— C.  H.  Smith,  u  lio  arrang-ed  this  display,  was  with  D.  W.  Douglass,  Cauipbellfoid,  Ont,  before  lie  went  West. 
He  has  for  some  time  ranked  as  one  of  Canada's  leading  hardware  wiudow  dressers.   Mr.  Smith  is  to  be  cougiatuUted. 
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Retail  Hardware  Advertising 

Some  Suggestions  and 

Examples  for  Pro- 
gressive Merchants 

Four  Retail  Advertising  Methods 

By  J.  R.  Gamble 

In  my  opinion  there  are  at  least  four  methods  of  ad- 
vertising that  can  be  made  profitable  to  the  hardware 

dealers  of  the  small  towns : — 
1.  Newspaper  advertising. 
2.  Pence  and  tree  signs  and  posters. 
3.  Show  window  advertising. 
4.  Circulars,  leaflets  and  other  advertising  sent  out 

])y  .iobbers  and  mannfaetnrers  used  in  connection  with 
personal  work  on  the  part  of  the  dealer  liimsclf. 

Newspaper  advertising  is  the  medium  most  common- 
ly used  by  the  country  merchant  and  the  on(^  from 

which  he  derives  the  least  benefit.  Not  because  space 
in  his  county  paper  would  not  pay  if  properly  filled 
with  good  reading  matter,  in  which  the  farmer  and 
his  good  wife  would  be  interested,  but  for  the  fact 
that  the  advertisements  of  our  country  hardware  deal- 

ers remind  one  of  the  letter  head  or  billliead  of  his 
neighbor,  the  general  merchant,  which  is  something 

like  this:  "Office  of  John  W.  Jones,  Dealer  in  Dry 
Go'ods,  Notions,  Hats  and  Caps,  Boots  and  Shoes." 

Hasn't  Been  Changed. 
A  little  ancient,  but  it  was  good  enough  for  his 

father  years  ago,  and  it  hasn't  been  changed,  although 
he  hasn't  had  a  pair  of  boots  in  his  store  for  ten  or 
fifteen  years. 

Of  course  the  hardwareman  who  has  his  card  insert- 
ed in  the  weekly  paper,  for  which  he  paid  his  good 

money,  appearing  week  after  week  and  month  after 

month,  and  reading  somewhat  like  this.  "John  Brown 
&  Co.,  Shelf  and  Heavy  Hardware,  Tinware,  Stoves 

and  Ranges,"  may  think  he  is  advertising  his  business, 
but  he  is  merely  contributing  his  share  toward  keep- 

ing up  the  county  newspaper. 
But  with  the  help  he  can  secure  from  the  joblK^rs 

and  manufacturers  in  the  way  of  valuable  suggestions 
and  good  cuts  to  attract  attention  to  his  advertisement, 
there  is  no  excuse  for  the  dealer  letting  his  ad.,  though 
it  be  a  good  one,  get  stale.  If  we  would  make  a  study 
of  advertising,  selecting  cuts  of  the  proper  size  and 
in  the  right  proportion,  and  if  we  would  just  think 
over  the  different  lines  that  we  could  and  should  be 
advertising,  our  trouble  would  not  be  to  think  of  some- 

thing to  take  the  place  of  the  ad.,  which  has  been  run- 
ning so  long  that  it  reminds  one  of  the  appearance  of 

Rip  Van  Winkle  after  his  twenty  years'  sleep,  but  we 
would  ])e  trying  to  decide  which  lines  we  could  best 
afford  to  leave  out  until  the  next  change. 

One  Line  at  a  Time. 

Never  advertise  more  than  one  line  at  a  time.  One 
particular  line  advertised  at  a  time,  and  at  the  riglit 
time,  will  bring  better  results  than  calling  attention 
to  several  different  lines  in  one  advertisement.  Change 
your  ad.  often.  Never  let  it  run  more  than  two  or 
three  issues  of  the  paper,  and  here  is  where  we  country 
merchants  are  at  a  great  disadvantage  in  newspaper 
advertising.    The  papers  are  published  weekly,  and 

even  if  Ave  change  often,  we  cannot  have  more  than 
fifteen  or  twenty  different  ads.  during  the  year. 

It  is  well  to  get  all  the  help  you  can  from  the  ad- 
vertising experts  of  the  jobbers  and  manufactiirers, 

but  their  ready  made  ads.  hardly  ever  seem  appro- 
priate for  your  particular  trade.  They  do  not  know 

how  to  appeal  to  a  dealer's  home  people  as  the  dealer 
liimself  does;  especially  if  the  dealer  studies  his  trade 
and  knows  the  peculiarities  of  his  customers  as  he !-hould. 

These  experts  can  give  you  some  very  valuable  points 
as  to  arrangement  of  advertising,  the  space  required, 
the  style  of  tyjx',  etc..  but  when  it  (  (imes  to  describing 

Tlie  Poart  Bros,  who  c  ivi  y  uii  business  at  Kcgiiia  auil  other 
points  in  the  West,  are  noted  fijr  the  business  getting  qualily  of 
tlieir  iulvertisenients.  This  udvenisement  is  a  sample.  The 
orig-inal  was  U  by  51.  The  firm  ahiiost  invariably  eonfine  their 
advertisements  to  one  line  of  g'oods  which  is  wise.  They  are 
eqnall.v  wise  in  quoting  prices.  The  appearenec  of  the  advertise- ment would  have  been  improved  had  the  border  been  joined  at the  corners. 

the  good  points  of  a  certain  plow  to  the  farmers,  or 
the  cooking  qualities  of  a  certain  range  to  their  wives, 
the  dealer  is  better  prepared  to  write  up  the  copy  of 
his  ad.  than  the  other  man,  though  he  be  an  expert  ad. 
writer,  for  he  knows  the  people  he  is  trying  to  reach. 

Study  Ready  Made  Ads. 

Therefore,  it  is  my  advice  to  get  all  the  valuable  in- 
formation of  this  kind  you  can,  get  the  ready  made 

ads.  and  study  them,  for  there  is  much  in  them  that 
you  ought  to  know,  and  that  you  never  would  other- 

wise secure,  with  the  good  points  got  in  this  way,  com- 
bined with  you  own  plain,  common  sense,  you  will 

have  an  ad.  that  will  not  only  attract  attention  but 
bring  results. 

B.y  all  means  have  tAvo  or  three  guaranteed  lines 

that  you  are  continually  bringing  before  the  public's 
attention.  I  do  not  mean  by  this  to  fill  your  news- 

paper space  with  these  and  nothing  else ;  but  advertise 
them  in  the  papers  occasionally,  and  call  attention, 
at  the  proper  time,  to  them  in  circulars,  posters,  etc. 

Usetul  Articles 

For  Mouse  Cleaning 

We  have  many  articles  you  will  need  for  house- 
cleaning.    Look  over  this  list  and  see  what  you  retjuirc. 

Camin  Stretchers,  adjustabl-e  with  loose,  pins  S4.00 
Step  Ladders,  all  sizes,  from  4  ft.  to  10  ft.  S1.40  to  iivt.OO 
Scrubbinf,  Brushes  lOc  to  35e 
Mops,  self-rmgini'  anj  the  small  mop  sticks..  .25c  to  40c 
Clothes  Lin«s  soc  to  .50c 
White  Wash  Brush<s,  .,. . . .  .•.  .858  to  tl«.00 
Brooms  .Wc  to  T.5c 
Clothes  Baskets   to  i51.75 

Peart  Bros.  Hardware  Co. 
L.1MIX£D, 

Ccr^ritir  Sduiti  naiiwo/  and  n(»c  sireiu 
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For  instance  we  have  one  particular  line  of  tools  and 
cutlery,  one  particular  line  of  paint  and  one  particular 
line  of  plows  that  we  are  always  advertising  in  some 
way.  We  never  let  up,  and  the  result  is  that  we  have 
built  up  a  reputation  on  these  three  lines  that  has  ad- 
A'ertised  us  m'ore  than  all  the  other  advertising  we  have 
done. 

The  second  method,  the  use  of  the  fence  and  tree 
signs:  and  posters,  is  good,  l)nt  one  of  doubtful  value. 

Martin,  Finlayson  &  Mather  Limited 
stKi>:s  noons 

Tliai  I'usky  Fly 

SCRKKN  WINDOWS 

Tliiii  I'cHky  Fly 

Uuors  or  Speclul  Quality       Wtntlon  Screens  to  Fit  aU  Wluilone 

POULTRY  WIRE 

GAUDEV  ROLLEJtS 

SCREEN  DOORS 

Tliut  r.-sUy  Fly 

In  Large  Variety  at  Small  Prices 

■mm 

ic»— M-ln  ,  n.O0: 

Martin,  Finlayson  &  Mather  Limited 

Phona  Seymour  5890  45  Hastings  St.  West         Vancouver,  B.C. 

Uood  example  of  a  seasonable  suiiiiiier  advertisement. 
Martin,  Finlayson  &  Matbei'  usually  do  tlie  right  thing  at  the 
rig-ht  time  in  ad\  ertisinf4,  and  do  it  well.  The  original  was K?  by  W  }. 

It  will  discourage  any  of  us,  when  driving  through  the 
country,  if  we  see  the  signs  we  have  gone  to  so  much 
trouble  and  expense  to  put  up,  cut  to  ])ieces  by  some 

'possum  hunter's  axe,  or  perforated  by  pistol  balls  put 
there  as  the  result  of  a  near  beer  or  White  Top  jag  or 
a  Wild  Cat  whiskey  drunk. 

It  is  a  source  of  pleasure,  however,  to  feel  that  you 
have  the  most  attractive  signs  on  the  leading  roads 
coming  into  town,  and  to  know  that  the  prospective 
customer  is  having  it  brought  to  his  attention  every 
few  hundred  yards  that  yours  is  the  one  plaee  to  buy 
cheap,  for  cash,  the  very  best  stove  or  range  or  plow 
that  is  made.  That  these  signs  increase  your  sales  to 
some  extent  there  is  no  doubt,  but  they  are  very  ex- 

pensive, and  unless  they  are  placed  with  care  on  the 
most  prominent  roads,  I  doul)t  the  use  of  them  as  being 
profitable  advertising. 

Show  Window  Advertising. 

Show  window  advertising  I  consider  is  the  most  at- 
tractive that  can  be  done.    But  we  believe  there  are 

comparatively  few  of  the  hardware  dealers  in  the  smal- 
ler towns  who  take  advantage  of  this  cheap  and  pro- 

fitable method  of  advertising. 
It  is  true  that  some  have  good  windows  and  trim 

them  regularly,  but  there  are  hundreds  of  others  who 
make  practically  no  use  of  their  windows  other  than  to 
crowd  them  full  of  miscellaneous  articles  and  leave 
them  there  indefinitely,  to  become  dust  covered  and 
shopworn. 

Some  of  the  manufacturers  are  getting  up  attrac- 
tive window  trims  and  are  doing  a  world  of  business 

in  educating  the  dealers  in  window  dressing.  The 
trade  papers  are  also  doing  an  educational  work  along 
this  line.  The  same  idea  should  be  carried  out  in 
window  dressing,  as  in  newspaper  advertising.  Never 
crowd  your  windows  with  a  conglomerate  mess  of  dif- 

ferent kinds  of  articles.  One  line  at  a  time,  well  and 
attractively  displayed,  is  much  better.  Of  course  show 
window  advertising  is  not  as  valuable  to  the  country 
dealer  as  it  is  to  his  city  ])rotlier,  for  comparatively 

Satisfaction 

in 

TOOLS 
la  what  every  good  mechanic  Is 
Jooklns  tor.  They  WMnt'  Iho fjuullty  whtri)  lasts-  BTid  we  ar« supply  tnS  Ju3t  that  (|im<ltv. Tradesmen  of  all  «.Tttfts  appreci- 

ate ouf  tcolB.  \oM  win.  too,  \t 
you  buy  from  uB. Mitre  Hoxes.  each  $2.^$:  ||1G, 

«17.00 
ChiUndi  Ilia  each  $3.  94.94.50 
UrCnst  Dj-lllfl,  from  76<>  to  9S 
Comer  Br<tcc5.  each  94,  $4. SO 
lUUhet  Braces,  Csich  92*S0,  93, 
93.25.  93.50. Ftiitchet  prItlB.  en.  93.25  $G.7G Mnaon's    Levels,    oach.  92-50. 
93.50.  94.50.  90. Carpeiuera*  Lespln,  e^ich.  91-75 
lo  9(1-00 Steel  Pinch  U.irs.  c^ich  91-15 
imd  91-25 Hiind  SiiWfl.  each  91  to  93.50 each    26(!  to 

91. 50 Tgol  Basheti fileel  Bq h  70C  and  76^ 
«((ch  91.50. 

92.75.  93^50 Ircin  Block  rianes,  each  30p  to 

91.7(5 
Iron  Jack  Planes,  each  ..93.00 Hfind  Axes,  ench  75C  to  91-25 
iJhinislIng  HatchetF.  (-neli  91.50 
92.00.  93-50,  93.00 l^th  Hiitoheie.  onch  91.50.  92. 
93.50.  93.00 Oil  etonea,  eac-h  36<*  to  91.25 Plaaterlng  Trowel^  euch  1(1.75 
to  92.6O Brick    Trowc!^    90p.  91.50 
each. rutra,  every  exy]e  and  alae  per pair.  rro,m  20<^  to  92.50. 

Motkey  Wrenches,  each  30(*  to 

93.00 
Steel  Tape  [^Inee,  500  (Q  98.O0 
.Metallic   Tape  r,lpe8.  each  lOO 

to  93.00. Tool  Odnderq,  each  96.50  to 

910.00 

Ashdown's 
Quality  HardwKra,  Quick  Strvica 

A  Full  Line  of 

Floor 

Finishes 

VoT  hwrdwood  floors  or  any kind  of  floor  where  a  fine  finish la  desired.  We  sell  everything In  the  Hne  Rnd  6f  the  quullty which  la^tB/ 
"JOHNSON'S"  FLOOR  FINISH- 

ES Include  paf^te  filler,  paste wax  powdered  wax.  ttnd  Brljht- eiier  always  good  und  always 

pojjular. 
"OLD  ENGLISH"  FLOOR  WAX m  1  lb.  can3.  eech   60* 
BriQhten«r^Per  can   50^ 
Floor  Varnish— Our  'T.lquld Granite"  VRvnlKh  m^ikea  a  [eau- tlful  floor  and  iilves  a  ftnlBhlthat lasts,    for  Gallon  93-75 
-FLOORLAC"— A  flnUii  com- 

t}ln1nK  the  color  unA  ̂ a^nlsh  lo abtjly  In  one  operation,  per  tin. 
SsV  to   91-10 

Floor  Oil— We  sell  thlft  In  tma 
or  in  hulk  as  renulrert.  The  qii.-il- Uy  la  superior  and  It  works cmooth. 

Floor  OlUrs,  e;ich  92.25 
Swasping  Compound- Sold  In ftny  (lutintliy  required.  Prevents the  dust  from  rising.  Psr pound   5<J 
Hair  Brooms,  each  91-25  to 

  93.50 Corn  Brooms,  ea.  25<i  to  75^ 
Carpet  Swoopari,  each  93.O0 and   93.50 

Ashdown's 
Quality  Hardware. 

Quick  Service. 

A  couple  of  ads  from  Ashdown's  Calgary  store.  The originals  wei'e  '2t  by  St  and  are  two  of  a  series  whicli  the  firm have  been  running  in  tlie  local  newspapers.  They  simply  give 
the  news  of  the  store  in  regard  to  the  goods  advertised. 
Altliough  the  ads  are  not  large  they  arrest  the  attention  and 
are  good  examples  of  effecti\'e  advertising.  The  particular strength  of  the  advertisements  is  in  tlie  quotation  of  prices. 
Tlio  test  of  this  is  the  fact  that  without  the  prices  tlie  ads 
would  be  of  little  effect  in  selling  the  goods  enumerated. 

few  of  his  customers  see  any  one  display  if  his  v\^indow 
is  changed  as  often  as  it  should  be.  If,  however,  he 
has  an  attractive  window,  one  that  will  challenge  the 
attention  and  admiration  of  the  man  from  the  country, 
he  will  be  sure  to  tell  his  family  and  his  neighbors 
about  it,  giving  a  description  of  the  display. 

I  call  to  my  mind  especially  one  sporting  goods  win- 
dow with  which  we  took  special  pains.  It  is  a  very 

large  window  and  we  wired  it  from  floor  to  ceiling 



74 CANADIAN  HAM) WARE,  STOVE  &  PAINT  JOURNAL. August,  1912 

with  poultry  netting,  covered  the  floor  with  leaves  and 

grass,  put  in  a  complete  camper's  outfit,  consisting  of 
a  tent,  guns,  hunting  coats,  caps,  shells  cartridges, 
bucket  and  pan,  pipe  and  tobacco,  pet  squirrels  and 
rabbits,  borrowed  from  friends,  were  seen  running 
through  a  forest  of  small  trees,  and  eating  nuts,  etc., 
which  they  were  generously  being  fed  by  small  boys. 
A  pot  hung  on  a  tripod  over  some  burnt  wood  and 
coals,  an  axe  was  stuck  into  a  burned  and  charred 
pine  log,  and  a  lantern  in  which  an  electric  light  was 
placed  hung  in  the  door  of  the  tent.  At  night  the 
Avhole  scene  looked  as  if  the  fire  had  just  gone  out, 
and  the  hunters  had  turned  in  for  the  night.  It  at- 

tracted the  attention  of  every  one  passing  by  and 
proved  to  be  quite  an  advertisement  for  our  sporting 
goods  department.  It  is  troublesome  and  somewhat 
expensive  to  decorate  a  large  window  in  this  way,  but 
it  pays  weU  for  all  the  trouble  and  expense.  Of 
course  it  goes  without  saying  that  unless  the  windows 
are  kept  fresh  looking  and  scrupulously  clean  they  will 
produce  exactly  the  opposite  effect  to  that  which  is 
intended.    They  will  repel  rather  than  attract. 

Matter  is  Often  Wasted. 

We  now  come  to  the  fourth  and  last  method  men- 
tioned, and  the  one  I  consider  to  be  the  most  profitable 

to  the  country  stores.  I  believe  the  very  attractive 
and  instructive  printed  matter  sent  out  by  the  manu- 

facturers and  jobbers  used  in  connection  with  the  mer- 
chant's mailing  list  and  handed  out  by  his  salesmen, 

wrapped  up  with  purchases  and  inclosed  with  personal 
letters,  bills  and  statements,  to  be  the  most  valuable 
advertising  the  merchant  in  the  small  town  can  do. 

The  best  method  we  have  hit  upon  to  keep  this  mat- 
ter in  order  and  ready  for  distribution  is  to  have  a 

shelf  divided  into  sections  just  under  the  wrapping 
counter,  where  this  matter  can  be  so  classified  that  the 
salesman  can  readily  lay  his  hand  on  the  particular 
kind  to  suit  the  customer  waited  on.  In  other  words, 
we  would  not  want  our  town  customer  to  carry  olf  in 
his  or  her  package  a  lot  of  cultivator  or  disc  harrow 
advertising,  nor  would  we  care  to  place  a  circular  ad- 

vertising tennis  baUs  or  other  sporting  boods  in  the 
package  of  a  farmer,  who  would  be  much  more  inter- 

ested in  the  cultivator  or  the  disc  harrow. 

Will  Make  the  Dealer  Known. 

We  cannot  luiderstand  how  any  live  hardware  mer- 
chant can  afford  to  fail  to  take  advantage  of  this  in- 

expensive and  very  profitable  method  of  advertising. 
This  method  alone  in  connection  with  the  merchant's 
personal  work  would  keep  his  firm  so  prominently  and 
favorably  before  the  public  that  he  could,  if  necessary, 
dispense  with  all  other  advertising,  and  hold  his 
own  with  all  his  competitors,  who  depend  solely 
on  newspaper  advertising.  By  personal  work,  we  mean 
the  work  of  studying  and  catering  to  the  wants  of  your 

customers.  If  you  haven't  what  they  want,  get  it — 
it  makes  no  difference  what  it  is — if  it  is  in  your  line. 
Let  them  know  that  you  are  in  the  business  to  serve 
.them  to  the  very  best  of  your  ability.  Shake  hands 
with  the  men,  be  polite  to  the  ladies,  and  always  give 
them  your  personal  attention,  if  possible. 

ADOPT  DEPARTMENT  STORE  METHODS. 

How  best  to  utilize  the  space  contracted  for  in  his 
local  newspaper  is  a  problem  that  doubtless  worries 
nearly  every  hardware  dealer. 

It  is  a  rule  with  many  good  advertisers  to  talk  only 

one  thing  at  a  time.  With  others  it  is  a  rule  to  attract 
attention  to  as  many  features  of  the  store  as  possible 
without  overcrowding  the  space.  The  choice  between 
these  two  should  be  made  according  to  the  amount  of 
space  the  advertiser  uses. 

It  is  difficult  to  give  proper  emphasis  to  several  art- 
icles in  one  small  space.  It  is  much  better  ofttimes  to 

exploit  fully  one  article,  with  a  good  description  and 
price,  than  to  mention  a  number  of  things  slightingly. 

If  the  advertiser  has  determined  to  use  newspaper 
space  he  should  not  use  it  niggardly.  Once  having 
decided  to  use  a  generous  amount,  he  should  proceed 
to  fill  it  in  a  way  that  will  produce  the  greatest  re- sults. 

Big  department  stores  which  make  their  advertis- 
ing a  scientific  proposition  pick  some  one  or  two  art- 

icles from  a  dozen  or  more  different  departments  for 

ATERSHED 

nom  across 

ihe  water 

■fTne. 

C|ual  iiy 

This  is  given  as  a  sample  of  lettering,  not  for  the  actual  wording of  a  card.   See  article  on  opposite  page. 

every  large  ad.  The  hardware  dealer  whose  space  is 
sufficient  would  do  well  to  follow  this  plan. 

For  instance,  in  his  ad.  next  week  a  dealer  mi  ̂ lit 
feature  a  refrigerator,  a  gas  or  gasoline  stove,  build- 

ers' supplies  and  baseball  goods  or  fishing  supplies. 
Do  not  attempt  to  advertise  your  whole  stock  in  these 
lines,  'l)ut  hold  out  some  one  good  offer  in  each  line. 
If  you  have  a  good,  moderate-priced  refrigerator,  show 
a  cut  of  it,  with  a  good  description  and  the  price.  Do 
the  same  with  your  leading  and  best  selling  gasoline 
or  gas  stove. 
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The  Art  of  Card  Writing 
By  L.  Smeby 

a  good  style  for  a  beginner  to  practice,  in  order  to  be- 
come proficient  in  brush  handling  and  finger  move- 

ment. It  is  not  adapted  for  speedy  work  as  a  perfect 
alignment  is  essential.  Do  not  make  short,  choppy 
strokes,  make  your  straight  lines  with  a  quick  stroke 
and  the  curved  strokes  with  a  free  sweep  or  swing. 
Lift  your  brush  gradually  before  reaching  the  end  of  a 
stroke;  work  carefully  and  slow,  study  each  letter, 
strive  for  perfection  rather  than  speed.  You  will  grad- 

ually acquire  the  necessary  speed.  After  loading  your 
brush  with  paint,  do  not  apply  directly  on  card,  work 
the  brush  back  and  forth  to  a  square  chisel  edge.  If 
brush  is  charged  with  too  much  paint,  you  cannot  get 
a  clean  stroke,  as  paint  will  spread  where  the  stroke 
is  first  applied. 

The  two  cards  accompanying  the  alphabet  are  good 
examples  of  lay-outs.  The  capital  and  lower  case  make 
a  good  combination,  providing  your  headline  and  read- 

ing matter  is  of  strong  contrast  in  size,  and  spaced  so 
as  to  leave  plenty  of  white  margin  on  the  card.  14  x 
22  or  half  sheet  cards  are  used.  Remember  that  the 

lay-out  and  spacing  are  two  very  important  things  in 
showcard  painting,  a  poor  lay-out  will  spoil  a  card 
where  lettering  may  be  perfect,  while  less  perfect  let- 

tering and  a  well-ispaced  card  will  prove  quite  accept- able. 

A  style  'of  lettering  more  adapted  for  speedy  work 
will  be  the  feature  in  the  next  issue. 

f  See  opposite  page  for  other  sample  of  lettering. ) 

One  stroke  Block  alphabets 

The.  author  is  a  well-lfnoivn  in- 
structor in  card  Writing,  and  will 

answer  and  inquiry  directed  to  this 
office,  and  pertaining  to  this  worl^. 

Practice  the  capitals  of  this  alphabet  in  letters  II/2 
inches  high.  The  correct  size  strokes  are  made  with 
a  No.  10  Rigger  brush.  The  practice  strokes  for  one 
stroke  letters  were  shown  in  the  June  issue.  If  you 

have  mastered  the  strokes,  you'll  have  no  difficulty  in 
making  the  letters.  The  arrows  indicate  the  direction 
and  number  of  each  stroke.   Be  sure  and  get  all  strokes 

OTUNNING  EFECTS 

SKILFULLY  TAILORED  ' 

and  presented  to  . 

you  youn^men  at    '  ̂ LvX. 

This  is  given  as  a  sample  of  lettering,  not  for  the  actual 
wording  of  a  card. 

of  same  thickness,  well  squared,  sharp  corners,  and 
Avell  rounded  curves. 

For  the  lower  ease  letters  use  a  No.  6  brush.  The 
brush  must  be  made  exact  and  on  line  in  order  to  look 
good.   It  is  m)t  an  easy  style  by  any  means,  but  it  is 
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The  Peerless  Heating  Co.,  Limited,  has  been  incor- 
porated with  a  capital  stock  of  $100,000.  Head  office, 

Montreal. 

The  Olympic  Powder  Co..  manufacturers  of  explo- 
sive, Toronto,  Ont.,  have  })een  granted  Dominion  char- 
ter.   Capital  stock,  $100,000. 

The  Onward  Manufacturing  Co.,  Berlin,  recently 
booked  an  order  through  McNab  Bros.,  of  Orillia, 
Ont.,  for  a  large  stationary  vacuum  cleaner  plant  which 
has  been  installed  in  the  Catholic  Church  of  that  town. 

Among  recent  orders  this  firm  has  received  is  a  con- 
tract with  the  C.P.R.  to  equip  the  furniture  in  their 

various  Y.M.C.A.'s  with  these  goods. 
The  Sarnia  Fence  Co.,  Sarnia,  Ont.,  is  putting  up  an 

addition  to  its  plant. 
The  town  council  of  Halbrite,  Sask.,  has  authorized 

the  issue  of  del)entures  to  the  extent  of  $3,000,  to  aid 
a  tin  tub  manufacturing  concern. 

Hunter  E.  Burgess,  who  represents  the  McClary  Mfg. 
Co.,  in  Western  Canada,  -was  married  recently  to  Miss 
S.  Hortense  McFadden,  of  Cayuga,  Ont. 

The  Bridgeport  Hardware  Mfg.  Co.,  Bridgeport, 
CoAn.,  has  appointed  P.  W.  Robinson,  288  St.  Paul  St., 
Montreal,  to  represent  them  in  Canada. 

The  contract  for  the  erection  of  the  new  block  for 
the  Swift  Current  Hardware  Co.,  Swift  Current,  Sask., 
has  been  awarded  to  A.  M.  Carleton. 

The  Wearwell  Paint  and  Color  Mfrs.,  St.  Antoine 
de  Longueuil,  Que.,  have  started  operations. 

'The  Capital  Wire  Cloth  and  Manufacturing  'Co..  Ltd., 
has  erected  a  plant  at  Ottawa,  Ont.  The  building  is  of 
silicate  brick  construction,  42  x  100  feet,  and  2  stories 
high.  This  firm  will  manufacture  Fourdreiiier  wires 
and  paper  mill  wire^  cloth  of  every  description. 

The  Cassady-Fairbank  Mfg.  Co.,  Chicago,  111.,  manu- 
facturers of  hardware  specialties,  have  opened  a  New 

York  office  at  25  Warren  St.,  where  they  carry  a  full 
line  of  samples  on  display.  C.  A.  Michaels,  formerly 
with  the  Christy  Knife  Co.,  will  represent  them. 

Regarding  the  recent  cyclone  at  Regina,  Sask.,  Peart 

Bros.  Hardware  Co.,  Limited,  write  as  follows:  "So 
far  as  we  are  concerned,  our  loss  is  very  slight,  being 
mainly  made  up  through  blowing  down  a  couple  of 
signs  and  the  taking  away  of  ten  or  twelve  portable 
granaries.  This,  together  with  uncompleted  tinshop 
work  in  the  area  covered  by  cyclone,  will  probably 
make  a  loss  of  a  couple  of  thousand  dollars.  Messrs. 
Armstrong.  Smyth  &  Dowswell  were  less  fortunate 
than  we,  as  their  loss  on  store,  we  think,  will  probably 
run  about  a  thousand  dollars,  Avhich  is  very  much 
larger  in  proportion  than  our  own  loss.  C.  T.  Laird 
lost  his  tinshop,  but  we  do  not  know  at  what  amount 
he  estimates  his  net  loss." 

F.  W.  ITollings worth,  sales  manager  of  the  Ontario 
Lantern  &  Lamp  Co.,  Ltd.,  Hamilton,  Ont.,  is  now  on 
his  annual  trip  to  the  Pacific  coast.  He  states  that 
business  in  the  West  this  year  is  exceptionally  good 
and  the  optimistic  estinmtes  of  the  crop  made  earlier 
in  the  season  bid  fair  to  be  realized. 

F.  W.  Kelly,  the  Ontario  representative  of  the  On- 
tario Lantern  &  Lamp  Co..  Hamilton,  is  taking  a  two 

weeks'  yachting  cruise  through  the  Thousand  Islands 
and  the  upper  St.  Lawrence.  He  says  he  needs  the 
rest  to  recuperate  from  his  strenuous  labors  at  the 

O.R.II.  and  S.D.  Association  meeting  at  Guelph  last February. 

The  Imi)erial  Steel  &  Wire  Co.,  CoUingwood.  Ont., 
is  increasing  its  capital  from  $200,000  to  $500,000. 

The  Marshall-Wells  Hardware  Company,  which  will 
be  incorporated  in  the  Province  of  Alberta,  Canada, 
with  a  capital  of  $1,000,000,  has  just  closed  negotia- 

tions for  the  purchase  of  Ross  Brothers'  business  at 
Edmonton,  the  amount  involved  being  between  $350,- 
000  and  $400,000.  The  company  also  has  leased  the 
Ross  building.  In  making  the  official  announcement 
of  the  purchase  of  the  Inisiness,  the  Marshall-Wells 
Company  states  its  intention  to  increase  the  stock  of 
goods  and  the  variety  of  lines  so  as  to  be  prepared  to 
meet  all  the  growing  demands  of  that  territory.  The 
firm  of  Ross  Brothers  had  its  origin  in  1879,  when 
James  Ross  founded  the  business.  He  was  joined  by 
his  brother,  Fred  Ross,  in  1883. 

Creeper  &  Griffin,  hardware  merchants,  Owen  Sound, 
Ont.,  have  obtained  charter,  and  will  now  be  known  as 
Creeper  &  Griffin,  Ltd. 

The  Fuel  Economizer  Co.,  Limited,  Hamilton,  Ont., 
has  obtained  charter. 

John  R.  ]Mears  has  assumed  tlie  management  of  the 
hardware  and  furniture  store  at  Areola,  Sask.,  former- 

ly conducted  by  W.  A.  Youngblud. 

BUSINESS  CHANGES. 

Ontario. 
Foi't  William — 'G.  R.  Colville  started  store. 
St.  Catharines — It  is  rumored  that  Robt.  White  and 

A.  T.  Howes  will  start  a  liardware  store. 

Manitoba. 

Transcoiu) — F.  J.  Lozo  succeeds  Cam[)bell  &  Lozo. 
Winnipeg— J.  A.  Tilt  Ims  bought  out  Gilmore  &  Co. 

Saskatchewan. 

Sijitaluta — Wilson  &  Valleau  have  dissolved  part- 
nership, W.  B.  Vallean  continuing. 

'CarndufiP — Geo.  Shortreed  bought  out  Sparling  & 
Shore. 

Stoughton — A.  L.  Holly  succeeds  Doiill  &  Banbury. 
Brownlee — Douglas   &   ̂ McDonald   succeed    C.  W. Gimby. 

Battleford — 'C.  T.  White  will  take  over  the  business 
of  Burlington  &  Speers. 

Alberta. 

Calgary — JMiddleditch  &  Co.  opening  store, 
^ledicine  Hat — W.  Emerston  starting  business. 
Edmonton — ]\Iarsliall-Wells  Co.  have    bought  out 

Ross  Bros.,  Ltd. 

British  Columbia. 

Vancouver — Geo.  II.  Watts  succeeds  the  Bailey  Hard- 
ware Co. 

The  new  hardware  store  of  Jos.  Jardine  &  Co.,  New- 
castle, N.B.,  is  doing  some  effective  advertising. 

CANADA  STEEL  GOODS  CO.  EXPANDING. 
A  Dominion  Charter  has  been  issued  to  the  Canada 

Steel  Goods  Company,  with  capital  stock  of  $600,000,  the 
intention  being-  to  double  the  size  of  their  present  plant  in 
order  to  larg-ely  increase  their  output. 

"We  are  not  yet  readv  to  make  a  complete  announce- 
ment," said  Mr.  Arthur  F.  Hatch,  general  manager,  to 

the  Journal.  "We  are  planning  to  double  our  present 
plant,  however,  we  having  land  available  adjoining  our 
factory.  It  will  probably  be  October  before  our  plans  are 

completed." 
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What  Trade  Associations  are  Doins 

Trade  Relations  Committee  Report 

At  the  National  Retail  Hardware  Association  con- 
vention at  Detroit  in  June,  which  was  attended  by  G. 

W.  Conn,  Tillsonburg',  and  D.  A.  MacNab.  Orillia,  re- 
pres'enting  the  Ontario  Retail  Hardware  and  Stove 
Dealers'  Association,  and  Fred  C.  Lariviere,  represent- 

ing the  Montreal  Retail  Hardware  Association,  the 
following  report  on  trade  grievances  was  read  by  E. 
N.  Howells,  of  Illinois,  followed  by  an  address  by 
Henry  Krueger,  Neenah,  Wisconsin,  chairman  of  the 
Trade  Relations  Committee.    Mr.  Howell  said : — • 

"This  committee,  called  the  Trade  Relations  Com- 
mittee of  which  Mr.  Krueger  is  chairman,  has  to  do 

with  the  distril)ution  of  goods,  and  among  other  things, 
it  covers  catalogue  house  competition  and  other  qiies- 
tions. 

"Just  at  present  there  is  a  good  deal  of  intei-est 
manifested  by  certain  classes  of  people  in  the  elimin- 

ation of  the  jobber,  or  of  the  elimination  of  the  middle- 
man which  I  shall  say  covers  more  than  the  jobber. 

It  includes  the  retailer  also." 
Mr.  Howell  then  explained  some  of  the  fallacies  in 

the  minds  of  consumers  relative  to  direct  selling  and 
buying,  and  showed  where  the  consumer  avouUI  not  be 

helped  by  such  merchandising.  He  said:  "When  I 
go  to  buy  hardware  I  find  myself  in  the  same  situation 
as  the  consumer,  which  in  my  case  would  be  the  jobber; 
I  find  no  saving  is  effected.  I  am  not  hig  enough  to 

go  over  the  middleman's  head  and  save  his  profits,  and 
I  believe  there  are  seventy-five  per  cent,  of  us  who 
cannot,  and  there  are  twenty-five  per  cent,  more  that 
can  only  partly  do  it. 

Dependent  on  the  Jobber. 

"Under  the  present  situation  a  large  portion  of  us 
are  dependent  upon  the  jobber,  and  it  is  up  to  us  to 
get  busy  with  the  jobber  and  straighten  things  out. 
He  is  the  one  to  see,  because  he  is  the  regular  channel. 
If  we  can  improve  that  channel,  we  want  to  do  it.  It 
is  easier  to  make  the  attempt  than  to  find  a  new  one. 
There  is  a  good  deal  that  we  ought  to  do  ourselves 
along  that  line  of  Avork.  We  really  ought  to  go  to 
our  middleman  with  clean  skirts  ourselves.  There  are 
quite  a  number  of  items  of  expense  the  jobber  is  under 
that  we  are  responsible  for.  We  should  eliminate  those 
if  we  can.  Give  him  what  help  we  can,  then  if  he 
cannot  do  his  paxt  it  is  up  to  us  to  do  something  else. 

The  One  Foundation. 

"Along  this  line  of  work  there  is  one  foundation 
that  all  rests  on  that  we  do  not  Avant  to  forget,  and 
that  is  that  the  cheapest  method  of  distribution  is  the 
one  that  is  going  to  live.  If  our  method  of  selling 
goods  is  not  the  cheapest  means  for  placing  them  in 
the  hands  of  the  consumer,  it  will  be  discarded  sooner 
or  later.  It  may  not  go  out  suddenly,  but  it  will  dwin- 

dle. It  is  now  more  on  the  dwindle  than  the  up-grade. 
Bear  in  mind  that  whatever  we  do  must  be  to  the 
cheapening  of   distribution.    Trade   agreements  by 

which  prices  are  held  up  are  only  temporary  make- 

shifts." 

Mr.  Krueger 's  Address. 

"Thj  reason  that  we  need  a  committee  of  this  kind 
at  all,"  began  Mr.  Krueger,  "is  that  we  are  not  buy- 

ing our  goods  as  cheaply  as  our  competitors.  The 
committee  is  too  small.  Four  or  five  on  this  commit- 

tee I  Mr.  Cormick  says  that  the  Hardware  Association 
is  like  dropping  a  pebble  into  the  water  and  the  ring- 

lets run  out  to  the  end  of  the  pond.  The  trouble  is 

the  ringlets  don't  run  out.  Our  officers  can  drop  the 
biggest  rock  you  ever  heard  of  into  this  puddle  of 
trouble  and  the  rest  of  us  set  by  and  listen  and  do  not 
Avork. 

"There  are  a  few  things  that  the  Association  can- 
not do.  It  cannot  buy  your  goods  for  you,  or  sell 

them.  If  you  are  running  your  business  and  expect 
to  get  anything  out  of  it,  the  Lord  knows  you  must 
put  something  into  it.  Put  brains,  work,  energy  into 
if  and  you  will  get  something. 

"How  often  have  yon  had  a  man  say  to  you  Avhen 
vou  haA'c  criticised  him  for  selling  to  the  mail  order 

honse.  'Well,  buy  in  quantities  and  you  will  get  the 

price. ' 

Shears  and  Wrenches. 

. . "  The  selling  of  seconds  is  the  biggest  bunco  of  the 
whole  business.  I  have  been  buying  goods  of  the  Crider 
Manufacturing  Company,  an  ofip-shoot  of  the  Wiss 
Shear  Company.  Everything  they  make  is  No.  1.  The 
people  are  honest.  I  discovered  that  Sears  Roebuck 
Avas  selling  the  Victor  Wrench  which  they  make.  I 
had  been  buying  them  for  $6  a  dozen  and  selling  them 
for  75c.  Then  I  found  that  Sears  Roebuck  was  selling 
them  for  49c.  I  put  if  up  to  the  president.  He  came 
back  and  said  that  unfortunately  they  had  sold  a 
bunch  of  seconds  to  Sears  Roebuck,  and  thought  pos- 

sibly they  had  made  a  mistake.  I  wrote  back  to  him 
that  seemingly  it  was  impossible  that  a  concern  that 
prided  itself  on  the  quality  of  its  goods  could  make 
seconds  enough  to  even  tempt  Sears  Roebuck. 

Sewing  Machines. 

"The  National  SeAving  Machine  Company  is  another 
one.  A  man  came  along  the  street  one  day,  Avhen  I 
Avas  in  front  of  the  store,  about  a  year  ago.  He  said, 

'Mr.  Krueger,  how  are  you?'  I  said.  'I'm  fine,  but  I 
can't  place  you.'  He  said,  'I  am  the  National  Sewing 
Machine  representative.  Have  you  made  \\p  your  mind 

to  put  in  sewing  machines?'  I  said,  'No.  and  if  I  do, 
I  don't  think  it  Avill  be  possible  for  me  to  take  up  with 
your  machines.'  He  said,  'Why  not?'  I  said,  'You 
enjoy  selling  too  many  to  mail  order  houses.'  'Yes,' 
he  said,  'we  do  a  good  business  Avith  Montgomery  Ward 
&  Company.'  I  said,  'What  part  of  your  product  do 
you  sell  to  the  nuiil  order  companies?'  He  said.  'About 
fifty  per  cent.'  Then  he  got  out  his  photographs  and 
commenced  to  show  his  nmchines.  He  said,  'Here  is 
your  money  maker.  If  Avill  cost  you  $17  and  you  can 
sell  it  for  $27  or  even  $30  on  the  installment  ])lan.  and 
you  are  giving  a  man  as  good  a  machine  as  is  made  in 
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the  world.'  I  said,  'That  looks  good.  That  is  a  good 
profit.  What  does  Montgomery  Ward  sell  that  ma- 

chine for?'  'Why,  Mr.  Krueger,  they  don't  get  that 
machine.'  'What  do  they  get  '  He  said,  'We  as- 
sembhj  our  imperfect  parts  into  a  separate  case  for 
those  machines,  and  stencil  them,  and  the  machines 

they  sell  are  made  from  those  imperfect  parts.'  I  said, 
'Guess  we  are  through  then.'  He  said,  'Why?'  I  said, 
'I  can't  afford  to  patronize  any  concern  where  only 
fifty  per  cent,  of  its  profit  will  pass  inspection.  If  I 
was  a  stock  holder  in  your  company,  at  the  next  stock- 

holders' meeting.  I  would  move  the  the  superintendent 
and  one-half  of  the  mechanics  he  fired,  and  that  some 
one  be  put  in  that  could  so  run  the  place  that  at  least 
ninety  to  ninety-five  per  cent,  of  the  produce  would 

pass  inspection.' Enamelware  Prices  Cut. 

"Last  winter  five  of  us  hardwaremen  took  a  walk 
the  day  before  the  convention  and  went  down  to  the 
National  Enamel  &  Stamping  Co.  We  meet  their  Mil- 

waukee manager,  a  mighty  nice  young  man  in  hard 

luck.  I  criticis'ed  him  for  selling  a  bunch  of  enamel- 
ware  to  the  Larkins  Soap  Company,  that  they  put  out 
for  $5,  while  his  price  to  me  was  $4.05.  We  argued 
on  that  a  little,  and  he  thought  he  would  take  a  rap 

at  the  middleman.  He  said,  'Mr.  Krueger,  I  am  op- 
posed to  parcels  post,  and  I  have  been  writing  to  every 

congressman  in  the  State  of  Wisconsin  to  do  what  he 
can  against  parcels  post.  A  man  up  in  the  northern 
paA  of  the  state  comes  back  at  me  and  says  every 
retailer  is  robbing  the  consumer.  What  do  you  say 

to  that?'  He  thought  he  had  me  there.  I  said,  'He  is 
right,  and  I  will  prove  it  to  you.  What  will  you  charge 

me  for  the  180  enamel  roasters?'  He  said,  'We  have 
just  changed  the  list  on  that,  and  those  are  $18  a 

dozen,  from  which  I  will  give  you  10  per  cent,  off.' 
(We  good  fello^vs  get  10  per  cent,  off  you  know,  which 
will  make  the  roaster  cost  us  $1.35  f.o.b.  Milwaukee.) 

I  said,  'What  will  be  a  fair  price  to  sell  it  at?'  He 
said,  'I  don't  know;  what  do  you  think?'  I  said,  'Hoav 
Avould  $1.75  be?'  He  said,  'That  is  all  right.'  I  said, 
'Montgomery  Ward's  price  is  $1.32  and  Sears  Roe- 

buck's price  $1.27.  Who  is  robbing  the  consumer? 
How  about  the  same  roaster  without  any  enamel?' 
He  said,  'I  will  make  you  that  for  70c.'  I  said,  'Mont- 

gomery Ward's  price  is  72c  and  Sears  Roebuck's  price 
is  62c.  You  are  the  man  who  is  making  us  rob  the 

public. ' 
"I  want  to  impress  upon  the  delegates  here  that  the 

National  Retail  Hardware  Association  or  the  state 
hardware  associations  cannot  save  your  business  for 
you.  It  is  entirely  up  to  the  individual.  I  took  this 
fight  up  about  five  years  ago,  and  some  people  have 
even  called  me  Roebuck.  Our  profits  have  increased 
and  our  goods  sell  for  less  money.  It  is  all  up  to  you. 
T  will  cite  you  a  few  cases  where  I  have  been  suc- 

cessful, and  also  to  one  or  two  that  have  not  been 
successful. 

"There  is  the  Sheboygan  people  who  manufacture 
enamelware.  Mr.  Morse,  their  secretary,  said:  'I  am 
surprised  at  the  way  you  have  explained  this  to  me. 
We  have  had  but  very  few  kicks  from  the  retailer, 

and  never  from  the  jobber.'  That  shows  how  the  job- 
ber has  been  interested  in  the  retailer's  game.  Mr. 

Howell  did  not  make  it  strong  enoTigh.  It  is  up  to 
us  to  put  it  up  to  the  jobber:  if  he  Avants  to  stay  in 
this  game  he  has  to  commence  to  work. 

A  Sharp  Game  in  Razors. 

"There  is  a  razor  made  called  the  Carbo-Magnetie 
razor.   It  is  advertised  and  costs  us  $1.50;  we  are  sup- 

posed to  sell  for  $2.50.  My  brother  asked  me  why  I 

did  not  buy  that  razor.  I  said,  *I  can  buy  it  if  you 
want  it.'  He  said,  'All  right.'  This  was  at  one  of  our 
store  meetings.  I  said,  'Make  out  an  order  and  address 
it  to  the  Larkin  Soap  Company.'  He  replied,  'You 
will  never  get  it.'  I  said,  'Make  out  the  order  for  $5 
worth  of  Home,  Sweet  Home  Soap  and  a  dozen  Carbo- 
Magnetic  Razors.'  The  razors  came  and  cost  us  $1 
each.  You  pay  at  wholesale  $1.50  each.  I  advertised 
those  razors.  I  sent  to  Chicago  and  had  an  electro- 

type made.  I  didn't  want  to  go  to  the  company  for 
anything.  I  advertised  them  for  one  week  on  the 
front  page  of  our  paper — 

'On  Saturday  afternoon  at  2  o'clock  we  will 
sell  the  celebrated  Carbo-Magnetie  Razor, 

which  always  sells  for  $2.50,  at  only  $1.50.' 

"Every  day  I  wrapped  one  of  those  papers  and  sent 
it  to  Mr.  Silberstein,  the  president  of  the  cutlery  com- 

pany, who  is  an  Irishman,  as  you  can  tell  from  his name. 

"Saturday  afternoon  we  sold  some  of  the  razors  and 
ticketed  the  rest  of  them  $2.50.   One  day  shortly  after- 

C.  W.  CoiNN  D.  A.  McNab 
Two  of  the  delegates  representing  the  Ontario  Retail  Hardware  &  Stove 

Association  who  attended  the  American  Association's Convention  at  Detroit. 

ward  a  slick-looking  fellow  came  in,  of  the  same  na- 
tionality of  Mr.  Silberstein.  He  said  to  the  clerk, 

'Have  you  a  razor  called  the  CarboiMegnetic  ? '  The 
clerk  said,  'Yes,  sir.'  'What  is  the  price?'  '$2.50.' 
He  said,  'Can't  you  sell  them  for  less  than  that?'  The 
clerk  said,  No,  sir ;  the  price  to-day  is  $2.50.  They  did 

run  a  sale  for  $1.50  but  the  price  now  is  $2.50.''  The 
visitor  said,  'I  want  to  see  the  buyer.'  I  was  called. 
The  visitor  said,  'Mr.  Krueger,  don't  you  know  that 
the  price  on  this  is  restricted?'  I  saidj  'Yes,  sir;  but 
there  are  two  concerns  in  the  country  that  have  no 
restricted  price,  and  I  am  one  of  them.  I  bought  these 
razors  in  the  open  market  and  bought  them  for  $1 
and  sold  them  for  $1.50;  and  what  are  you  going  to 
(lo  about  it?'  There  were  no  Carbo-Magnetie  razors 
in  the  Larkin  soap  catalogue  the  next  issue. 

Soap  and  Cutlery. 

"The  Larkin  people  give  nothing  away  for  pre- miums. The  best  premium  they  know  of  is  $1  in 
United  States  money.  Send  and  get  a  catalogue  from 
the  Larkin  Soap  Company  and  study  page  3.  That  is 
the  key  to  the  whole  situation. 

"Now,  I  studied  this  catalogue  because  it  was  as- 
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signed  to  me  by  this  committee  in  Chicago  in  February, 
and  I  made  up  my  mind  that  I  would  buy  a  bill  of 
goods  from  the  Larkin  Soap  Company.  I  made  up  an 
order  for  Home,  Sweet  Home  Soap,  $10  worth.  They 
sell  it  at  tifty  per  cent.  ofP,  so  I  just  took  the  discount 
of£  to  see  whether  it  would  go  through  at  $5.  With 
my  certificate  I  could  add  anything  to  it  that  I  wanted. 
I  added  a  No.  9  copper  wash-lioiler.  The  boiler  came 

and  I  couldn't  tell  who  made  it.  The  next  item  was 
a  set  of  carvers,  three  pieces.  When  these  goods  were 
unpacked,  my  son  let  out  a  yell  when  he  saw  who 
made  the  carvers.  Every  set  of  carveri^  in  our  store 
and  almost  every  piece  of  cutlery  had  the  same  brand 
on  it — Anvil  Brand.  The  Meriden  Cutlery  Company 
had  always  stock!  up  before  me  and  said  that  they  did 
not  sell  a  mail  order  house  on  the  continent.  I  took 

their  representative's  word  for  it.  I  was  a  little  bit 
warm.  I  wrote  to  these  people  and  asked  them  if  I 
could  get  in  on  the  dis'ccumt.  The  box  these  carvers 
came  in  was  No.  13.  I  found  it  in  the  catalogue,  and 
it  cost  me  $1.70.  The  Larkins  were  selling  it  at 
I  wrote  to  the  company,  asking  them  if  they  thought 
that  was  a  fair  profit.  The  president  answered  that 
they  supposed  they  were  giving  these  away  as  pre- 

miums. He  sent  his  Chicago  manager  up,  the  very  man 
who  took  the  order.  He  said  he  took  the  order  with 

pride.  I  said,  'How  large  was  it?'  He  said,  'Thirty 
thousand  sets.'  I  said,  'Do  you  think  it  is  right  to  sell 
out  fifty  thousand  retailers  all  over  the  country  for 

thirty  thousand  sets  to  Larkin?'  I  have  a  letter  signed 
by  the  president  that  Larkin  will  get  no  more  of  these 
carvers  unless  they  will  sell  them  at  $3.40.  That  is 
one  more  gain. 

Carpet  Sweepers. 

"The  next  one  is  the  Bissell  Carpet  SAveeper  Com- 
pany. You  will  find,  in  this  catalogue,  the  Bissell 

Sweeper,  called  the  'Cyco-Ball  Bearing,  nickel  plated 
trimming,'  the  same  as  the  Grand  Rapids  or  the  Gold 
Medal,  whatever  brand  you  may  buy  that  you  are 
charged  $36  for,  at  $2.  I  wrote  to  the  company,  and 

the  treasurer  said  he  couldn't  give  us  the  name  Peer- 
less, which  is  the  name  in  the  catalogue  house,  but 

could  give  us  other  labels  at  a  cost  of  $26.  I  didn't 
get  much  satisfaction,  so  I  put  in  this  order  for  two 
sweepers  to  the  mail  order  house.  Then  I  advertised 
the  celebrated  Bissel  carpet  sweeper  and  all  the  rest 
of  it  for  $2.  I  went  to  some  of  my  friends  and  asked 
them  to  mail  the  advertisement  to  the  Bilssell  Carpet 
Sweeper  Company  and  see  what  they  would  say. 

"Well,  there  was  something  doing.  I  got  a  letter from  Mr.  Shanahan.  He  came  back  and  read  the  law 
to  me  from  A  to  Z  about  restricted  prices,  and  wound 

up  by  saying  that  he  didn't  think  I  was  ([uoting  a  price 
on  their  sweeper  Avhen  I  called  it  Peerless.  If  I  wasn't 
(|uoting  a  price  on  their  sweeper,  what  the  deuce  dif- 

ference Avould  the  |)rice  make?  I  wrote  back  and  tokl 
him  that  I  had  Ix'fore  me  a  sweeper  of  theirs  called 
the  Gold  Medal  and  the  Peerless,  both  upside  down. 
On  the  bottom  of  each  was  the  statement  that  if  the 
user  had  any  trouble  with  the  sweeper,  she  shoidd 
go  to  the  local  dealer,  who  would  see  that  it  was  pro- 

perly taken  care  of.  I  said,  'You  were  careful  enough 
to  have  the  mail  order  house  send  thein  to  us  for  re- 

pairs' even  though  you  don't  protect  us  on  the  price.' 
"The  first  thing  I  did  was  to  establish  that  I  had 

the  Bissell  sweeper,  and  1  told  him  where  I  liought  it. 

The  next  letter  I  got  back  he  said,  'I  will  go  to  Buffalo 
next  Wednesday  to  straighten  this  matter  out.'  1  have 
a  letter  since  that  he  had  withheld  over  600  sweepers 
from  the  Larkin  Soap  Company,  and  furthermore  if 

the  Larkin  Soap  Company  put  out  any  more  Bissell 

sweepers,  they  will  put  them  ou.t  at '  the  restricted price  of  $3.25  each. 

Safety  Razor  Blades. 

"I  don't  know  who  the  Ever-Ready  Safety  Razor 
Co.  is.  You  can't  get  that  bunch  of  people  to  sign  a 
name.  They  sign  it  the  American  Safety  Razor  Co., 
and  you  can't  find  out  who  is  president,  secretary, 
treasurer,  shipping  elerk  or  anything  else. 
"They  are  advertising  that  razor  with  12  blades 

through  retailers  at  $1.  A  little  over  a  year  ago  I 
wrote  those  people  that  I  was  in  the  market  for  a  batch 
of  razors,  but  I  wanted  them  fixed  with  20  blades,  the 
same  as  Larkin,  so  that  I  could  retail  them  for  $1  each. 
They  say  Larkin  Avas  a  very  big  customer  of  theirs 
and  had  taken  in  the  last  year  20,000  razors.  I  wrote 
to  them  again  and  told  them  we  were  contemplating 
putting  out  a  lot  of  them,  to  travel  with  a  lot  of  profit- 
bearing  specialties,  among  which  we  would  like  to  in- 

clude Ever-Ready  Ra;iors,  and  that  they  could  enter 
our  order  for  10,000  of  these  razors  during  the  next 
year,  commencing  the  first  of  the  following  month; 

they  could  look  us  up  in  Dun's  or  Bradstreets',  or 

Fred  C.  Lariv'IEre Who  rejiresented  the  Montreal  Retail 
Hardware  Association  at  the  Conven- 

tion of  the  American  Association  at Detroit. 

iiKjuire  of  any  bank  in  our  county  whether  we  were 
good  for  the  deal.  But  there  was  this  condition  to 
the  order,  that  I  was  to  get  that  razor  so  that  I  could 
sell  you  that  razor,  and  that  you  could  pass  it  out  with 
20  blades,  to  your  customer  for  a  dollar  and  make  a 

profit.  He  came  back  and  said,  'I  can't  make  out 
whether  you  are  crazy  or  joking.  What  do  you  sup- 
[lose  Ave  Avill  do  Avith  your  dollar  proposition?'  I 
Avrote  back  to  him  and  told  him  there  Avas  Avhere  the 
joke  was;  that  1  Avas  on  the  dollar  end  of  that  game, 
and  that  I  didn 't  know  Avhat  in  hell  to  do  with  it. 

"Well,  I  bought  tAvelve  razors  Avith  this  other  bunch 
of  stuft'  here  about  two  nu)nths  ago.  I  advertised  all the  safety  razors  Ave  had  in  flu^  store  and  some  we 

didn't  have..  T  nuule  a  long  list,  and  Avound  up  Avith 
the  Ever-Ready  Rn/or  Avith  22  blades  for  $1.  It  was 
just  about  tAvo  Aveeks  ago  they  sent  a  man  up  from 
Chicago,  who  seems  to  have  charge  of  their  Chicago 
business.  He  was  a  man,  T  Avould  say,  fifty  to  fifty-five 
years  old.  He  pretended  to  be  the  man  Avho  opened 
the  foreign  trade.  He  Avent  to  all  the  stores  in  toAvn 

and  came  to  me  last.  He  said:  'I  have  been  to  every 
drug  store  and  every  hardAvare  store  and  I  ought  to 
have  at  least  $100  to  $150  Avorth  of  business  out  of  this 

town,  and  I  can't  sell  a  single  razor.'  I  said,  'What 
is  the  matter?  you  miist  be  a  poor  salesman.'   He  said, 



so CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. August,  1912 

'No,  you  have  blocked  my  game  for  me.'  I  says,  'I 
have  blocked  nothing.  1  have  lots  of  razors  and  am 

selling  them.'  And  I  told  him  where  I  got  them.  He 
says,  'Do  you  mean  to  tell  me  you  can  buy  one  raror 

for  a  dollar?'  I  said.  'Yes,  if  we  buy  ̂ 5  worth  of  soap.' 
The  result  is  that  I  have  the  promise  of  this  man  that 
in  the  near  future  the  razors  will  be  taken  out  of  that 
catalogue. 

Do  Some  Investigating  Yourself. 

"Now,  the  main  thing  I  want  to  impress  upon  you 
g-entlemen,  is  to  do  a  little  of  this  work,  each  one,  yourself. 

"I  want  to  bring  up  one  thing  right  here.  Onr  sec- 
retaries of  different  states  and  our  presidents  have 

quite  filled  the  bill  by  seeing  that  the  right  report  was 
made  to  our  state  associations  of  the  National  Con- 

vention. The  reports  of  our  officers  are  masterful.  The 
meat  of  them  should  be  dwelt  on  considerably.  If  the 
rest  of  you  will  go  home  and  tell  only  these  three  items 
that  I  have  been  successful  in,  and  get  all  the  dealers 
busy,  something  will  happen.  If  a  bunch  of  letters  go 
to  these  manufacturers,  something  is  going  to  happen. 

Discussion  on  Address. 

Mr.  Porter:  "I  would  like  to  know  if  Wiss  Shears 

are  given  as  premiums  by  the  Larkin  Soap  Company. ' ' 
Mr.  Krueger:  "No  sir.  Lisk  roasters  are  given  by 

the  Larkin  Soap  Company  at  a  cut  of  50c.,  and  the 
Cf)mmercial  News  sometime  ago  had  a  communication 
from  the  Lisk  people  that  they  thought  they  were 
doing  all  right  and  protecting  the  retailer. 

Cherry  Stoners. 

"I  suppose  most  of  you  have  a  price  list  advance- 
ment on  cherry  stoners  from  the  Enterprise  Company. 

I  had  a  promise  by  mail  from  the  manager  that  he 
would  meet  me  here.  I  wrote  him  and  told  him  that 

if  he  Avould  name  a  place  anywhere  this  side  of  Phila- 
delphia, I  would  take  a  day  or  two  off  and  go  and 

meet  him.  I  met  Mr.  Asbury  on  the  14th  day  of  March, 

a  year  ago,  at  1.00^ o'clock  in  the  New  Sherman  House 
in  Chicago,  and  we  took  lunch.  Then  I  said,  'T  have 
a  good  room  up  high  away  from  the  dust.  Let  us  go 
up  and  talk.  ]3efore  the  sun  goes  down  to-night  you 
Avill  say  that  Krueger  gave  you  the  worst  calling  you 

have  had  in  your  life.'   And  I  think  T  made  good. 
"I  handed  him  Sears,  Roebuck's  catalogue.  I  said, 

'Mr.  Asbury,  are  you  a  married  man?'  He  said.  'Yes 
sir.'  I  said,  'If  you  were  building  a  new  home,  would 
you  select  the  hardware  out  of  this  catalogue?'  He 
said,  'No.'  I  said,  'Do  you  think  you  would  buy  the 
furniture  for  your  new  home  out  of  this  catalogue?' 

He  said,  'No.'"  I  said,  'Why?'  He  said,  'Because  I 
would  buy  a  much  better  class  of  merchandise.'  I 
said.  'Isn't  it  good?'  He  said,  'No,  it  is  very  ordinary 
stuff.'  I  said,  'Mr.  Asbury,  isn't  it  a  reflection  on 
vour  goods  to  find  them  in  that  catalogue?'  He  said. 
'That  is  a  new  one.'  I  said,  'It  is  all  right,  isn't  it?' 
He  said,  'Yes,  it  is.' 

"Well,  gentlemen,  I  didn't  want  anything,  but  I 
asked  Mr.  Asbiiry  what  percentage  of  his  product  he 
sold  to  the  mail  order  houses  in  Chicago.  He  said 

about  five  per  cent.  I  said,  'Mr.  Asbury,  you  remind 
me  of  the  shepherd  that  left  his-  ninety-nine  sheep  at 
the  foot  of  the  mountain  and  Avent  up  for  that  one 
that  was  lost.  That  worked  like  a  charm  in  Bible 
times,  but  in  this  age  of  thievery  these  fellows  are 
coming  in,  while  you  are  away  hunting  the  one  sheep, 

and  taking  your  other  sheep,  a  dozen  at  a  time.' 
"He  has  promised  to  meet  me  again,  and  promised 

to  write  me.    He  has  written  me  two  or  three  times, 

but  has  written  nothing  very  encouraging.  I  think 
if  he  got  a  few  letters  from  some  of  you  people,  I 

don't  know  but  that  we  could  win  Mr.  Asbury  over." 
Mr.  Moys  :    ' '  Which  one  did  you  write  ? ' ' 
Mr.  Krueger:  "Chas.  Asbury.  They  sent  out  a 

circular  a  short  time  ago,  advancing  the  prices  of 
cherry  stoners.  The  price  of  the  No.  2  has  advanced 
to  $5  a  dozen,  f .o.b.  Philadelphia ;  and  they  say  at  the 
bottom  that  those  who  are  in  a  hurry  for  them  can  get 

them  in  Chicago  at  an  advance  of  seven  per  cent.  'By the  time  we  pay  the  freight  and  get  them  home  and  so 
on,  we  ought  to  get  a  pretty  fair  price  for  them.  So 

T  wrote  and  told  him  it  didn't  leave  us  very  much 
profit  at  621/.C.,  and  the  Chicago  mail  order  houses  are 

all  selling  them  at  72c.  He  says,  'Unfortunately  this 
advance  took  place  after  all  these  people  had  their 

catalogues  out.'  I  wonder  if  those  people  got  the 
notice.  I  think  that  they  had  the  notice  and  stocked 

up  before  hand. 
"You  will  find  in  Sears,  Roebuck's  catalogue  the 

'25c.  size  of  3-In-One  Oil  for  15c..  the  same  price  Ave  all 
pay.  I  put  it  up  to  the  3-In-One  Oil  Company,  but,  of 
course,  they  didn't  sell  them  direct.  The  jobbers  sell 
to  mail  order  houses.  No  jobber  in  Chicago  has  stock 

enough  at  any  one  time  to  fill  Sear's,  Roebuck's  demand. 
"Gentlemen,  just  listen!  The  idea  of  a  Chicago  job- 

ber, or  any  other  jobber,  having  a  stock  of  3i/o  x 
31/)  old  copper,  brass  finished  butts-  to  supply  Sears. 
Roebuck  or  Montgomery  AVard,  or  strap  hinges,  or  al- 

most anything  else !  It  is  the  smallest  hole  I  ever 
knew  a  manufacturer  to  try  to  crawl  through  when 
he  says  the  jobber  is  supplying  a  house  four  times  as 
big  as  the  maniifacturer.  I  said  to  one  manufacturer, 

'If  yoti  get  busy,  you  can  trace  without  any  trouble, 
through  which  jobber  they  get  your  goods.'  But  they won't  do  it. 

"Now,  gentlemen,  the  whole  tiling  that  I  Avant  to 
impress  tipon  yon  people  is  to  start  in  letter  Avriting, 
pass  your  troubles  on.  If  you  sell  a  man  a  knife  or 
axe  that  is  not  good,  he  comes  directly  to  you  and  says, 

'This  piece  of  goods  is  not  what  it  shoulcl  be.'  If  you 
overcharge  him.  he  does  the  same  thing.  If  you  have 
been  overcharged,  go  to  the  man  that  has  overcharged 

you.  If  you  don't  knoAV  you  haA'e  been  OA'ercharged, 
it  is  your  business  to  find  out.  These  catalogues  are 

free,  and  it  is  your  business,  if  you  haven't  the  time 
vourself,  to  assign  them  to  some  one  of  your  clerical 
force  to  investigate  these  things.  I  have  made  money 
in  buying  goods  tlirough  pricing  my  wants  by  the  mail 
order  house  catalogne,  and  if  you  will  all  work  on  that 
line  and  kick  when  you  are  OA^ercharged,  you  are  going 

to  win." 
Cut  Prices  in  Planes. 

Mr.  INIoA's :  "Have  vou  had  any  trouble  Avith  the 

Stanley  Rule  &  Level  Company?"  ' Mr.  Krueger:  "I  have  not.  From  all  reports  T  can 

get  the  Stanley  Rule  &  Level  Company  is  on  the  square.' 
Mr.  Moys:  "Hoav  is  a  man  to  buy  their  goods  on  a 

basis  to  compete  AA'ith  the  mail  order  house?" 
Mr.  Krueger:  "The  Stanley  Rule  &  Level  Company 

does  not  sell  the  big  mail  order  house,  they  claim;  and 
the  only  place  you  Avill  find  their  lines  in  the  mail 
order  catalogue  is  that  of  Montgomery  Ward,  the  Bed- 

rock plane.  They  are  picking  up  those  planes  in  an 
underhanded  way.  If  the  Stanley  Rule  &  Level  Com- 

pany comes  up  and  pays  that  they  do  not  supply  the 
goods,  I  Avill  believe  them.  The  worst  competition  Ave 
find  on  that  class  of  goods  is  the  department  store.  I 
met  a  man  this  morning  who  spoke  Avith  reference  to 

that.    Is  he  here?" 
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Delegate:  "I  have  an  advertisement  cut  out  of  one 
of  the  Boston  papers,  not  from  a  department  store,  but 
where  one  of  the  hardware  .litonis  sohl  Stanley  planeKS 

for  legs'  than  I  can  buy  them." 
Discussion  With  Jobbers. 

Delegate:  "Have  you  ever  had  any  experience  in 
writing  to  the  jobbers  who  sell  the  catalogue  house?" 

Mr.  Krueger:  "I  have  never  written  to  a  jobber, 
but  I  have  called  in  person  and  talked  to  two  or  three 

jobbers.  I  went  into  a  jobber's  place  from  whom  we 
buy  goods  every  week.  His  travelling  man  has  called 
on  us  once  a  week  for  perhaps  thirty  years.  I  walked 

in  and  said,  'How's  business?'  First  I  told  him  I 
wanted  a  meeting  with  him  and  three  or  four  of  his 
buyers.  After  they  were  all  around  me  while  I  was 
getting  a  little  paraphernalia  out  of  my  grip,  I  said 

again,  'How's  business?'  He  said,  'Good.'  I  said, 
'How's  collections?'  He  said,  'Very  po'or.  It  is  strange, 
but  I  can't  account  for  it,  can  you?'  I  said,  'Yes  sir. 
The  average  hardware  man  is  not  making  any  money.' 
He  said,  'Why  not?'  I  said,  'Because  the  jobber  he 
buys  his  goods  from  comes  to  him  every  day  or  week 
Avith  the  same  old  stuff,  and  usually  at  the  same  old 

I  JOBBERS  MUST  ASSIST  RETAILERS.  | 
Q  The  accompanying  report  of  the  Trade  Relations  Com-  S 
8  mittee  made  to  the  National  Retail  Hardware  Association  S 
8  at  its  convention  at  Detroit  a  month  ago,  makes  very  in-  g Q  teresting  reading,  and  is  of  sufficient  interest  to  Canadian  8 
M  hardwaremen  to  warrant  its  republication  complete  from  8 
S  the  columns  of  the  National  Hardware  Bulletin,  the  Assoeia  8 
Q  tlon  paper  across  the  line.  8 
S  The  same  problems  which  injure  retail  hardwaremen  in  8 
S  the  United  States  affect  Canadian  hardwaremen,  though  q 
D  possibly  in  a  smaller  degree,  but  the  evil  will  grow  if  8 
8  Canadian  hardwaremen  do  not  bestir  themselves.  S 
w  What  Canadian  retailer  will  lead  the  way  in  reporting  to  8 
D  the  Retail  Hardware  Associations  the  result  of  similar  in-  8 
8  vestigations  to  those  made  by  Mr.  Krueger,  who  conducts  S 
g  a  hardware  store  in  Neenah,  a  small  town  in  Wisconsin.  8 
o  The  future  of  the  jobbing,  as  well  as  the  retail  trade,  8 
8  depends  upon  fair  dealing  upon  the  part  of  manufacturers,  g 
8  and  those  who  play  a  double  game  should  be  exposed.  8 

prices,  and  he  is  paying  too  much  for  his  goods.'  He 
said,  'Well,  what  for  instance?'  I  cited  him  to  Royal 
Enamelware,  and  to  a  number  of  other  things  which 
he  was  selling.  Finally,  I  pulled  out  a  lock;  with  old 
copper  finish,  escutcheon  and  key,  and  passed  it  to 

one  of  his  buyers.  I  said.  'Whose  lock  is  that?'  He 
said,  'It  is  Sargent's'.'  I  said,  'What  will  vou  sell 
those  locks  for?'  He  said,  'For  $9.50.'  I  said.  'That 
is  the  lock  Sears,  Roebuck  sells  for  77c.'  I  said,  'And 
the  manufacturer  is  a  coward.'  He  said,  'Why?'  I 
said,  'He  won't  put  his  name  on  it  anywhere.' 

"I  talked  to  him  along  those  lines  on  a  dozen  or 
forty  items.  They  wanted  to  know  what  in  the  world 

to  do.  I  said,  'Go  hire  some  of  Sears  Roebuck's  buyers. 
You  are  fine  fellows  and  have  good  goods,  and  your 

service  is  good,  but  you  are  in  the  same  fix  we  are — 

vou  pay  too  much  for  your  stutf. ' 
"The  jobber  is  in  the  same  fix  we  are.  If  you  kick 

to  the  j'obber,  he  will  go  and  kick  to  the  manufacturer. 
Take,  for  instance,  Stillson  wrenches.  They  have 

dropped  oft'  considerably  since  that  list  was  published in  the  Bulletin  last  November.  There  are  better  prices 
too  on  wrenches  all  along  the  line.  Everybody  has 
them.  Simply  because  the  jobber  has  commenced  kick- 

ing.  I  am  buying  wrenches  of  jobbers  yet,  and  expect 

to  continue.  I  cannot  go  east  for  them.  1  kind  of 

want  to  have  the  price,  even  if  I  don't  take  the  quantity." 
Mr.  Thompson:  "Can't  Sears,  Roebuck  buy  as  cheap 

as  the  jobber?" Mr.  Krueger:  "Sure.  But  the  reason  the  manu- 
facturer will  sell  to  the  mail  order  house  as  cheaply 

as  to  the  jobber  is  because  the  jobber  does  not  kick. 

It  is  just  as  I  told  one  manufacturer  last  winter — 'Is  it 
the  five  per  cent,  that  you  are  selling  to  the  mail  order 
houses  that  keeps  the  wheels  of  pour  factory  going, 
or  is  it  the  other  ninety-five  per  cent,  of  your  product 

that  the  50,000  retailers  sell  for  you?'  You  ask  any 
manufacturer  if  he  is  running  his  business  on  the  mail 
order  house  business  alone,  and  he  will  tell  you  no ; 
that  he  depends  on  the  jobbing  and  retail  end  of  his 

trade." 

PREPARING  FOR  A  LARGER  BUSINESS. 

Revillion  Wholesale,  Limited,  of  Edmonton,  Alta., 
has  had  plans  prepared  for  a  warehouse,  costing  $250,- 
000,  at  Fourth  Street  and  Athabasca  Avenue,  where 
the  corporation  has  a  site  of  150  by  135  feet.  The 
structure  of  steel,  concrete,  pressed  brick  and  cut 
stone,  will  be  six  storeys  in  height,  plus  a  full  base- 

ment, with  walls  of  sufficient  width  to  carry  two  ad- 
ditional floors.  Work  will  begin  as  soon  as  the  men 

and  materials  can  be  assembled.  Two  shifts  of  men 
will  be  engaged  to  rush  the  work  day  and  night,  the 
aim  being  to  complete  the  building  early  next  Jan- 
uary. 

J.  E.  Brown,  local  manager  of  the  company,  says 
the  hardware  sample  rooms  will  be  the  most  modern 
in  Canada,  being  finished  in  quartered  oak  with  glass 
show  cases  and  other  high-class  fixtures.  The  floors 
are  to  be  of  hardwood.  There  will  be  three  freight 
elevators,  one  'of  the  spiral  gravity  type  for  sending 
heavy  ware  from  the  upper  floors  to  the  shipping 
floor  and  basement. 

The  firm,  M^hich  is  one  of  the  most  important  of  the 
kind  in  Canada  and  a  leader  in  the  western  provinces, 
was  recently  re-incorporated  under  the  laws  of  Al- 

berta with  a  capitalization  of  $1,000,000.  It  operates 
the  Acme  retail  store  at  Jasper  Avenue  and  Second 
Street,  with  wholesale  departments'  in  Second  Street, 
and  deals  in  hardware,  groceries,  and  dry  goods,  the 
stocks  being  complete  in  every  detail.  The  company, 
the  principal  owners  of  which  are  the  Revillion  broth- 

ers, also  does  an  extensive  business  in  furs,  having  its 
own  traders  in  the  north  country. 

HELD  ANNUAL  MEETING. 

The  annual  meeting  of  the  Ontario  Lantern  and 
Lamp,  Limited,  was  held  recently  at  their  office  at 
Cannon  and  Ashley  streets,  Hamilton,  and  was  the  best 
attended  meeting  of  past  years,  every  shareholder  be- 

ing represented.  The  annual  report  was  read  by  the 
president,  W.  H.  Ginder,  and  attention  was  drawn  to 
the  excellent  finaneiali  condition  of  the  company,  a  net 

increase  of  45  per  cent,  over  the  previous  years'  busi- 
ness being  shown.  The  president  mentioned  the  severe 

loss  the  company  had  sustained  in  the  death  of  P.  D. 

Crerar,  K.C.,  the  company's  secretary,  and  it  was  moved 
and  seconded  that  a  letter  of  condolence  .be  sent  to 
the  family. 

The  Board  of  Directors  was  increased  from  five  to 
eight,  and  executive  board  was  elected.  The  following 
were  elected  officers  for  the  ensuing  vear:  President, 
W.  H.  Ginder;  Vice-President,  F.  W.  Gates;  Secretary, 
G.  H.  Levy,  and  E.  Goodwyn  was  again  appointed 
Treasurer. 
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Market  Situation 

THE  HARDWARE  MARKETS. 

Trade  in  all  lines  of  hardware  continues  good  for 
this  time  of  year,  according  to  the  jobbers.  Usually 
there  is  a  noticeable  falling'  off  in  business  at  this  time, 
but  this  year  the  result  has  been  entirely  opposite  a-nd 
everything  is  moving  v^^ell. 

There  is  a  good  sorting  trade  being  done  in  fly 
screens  and  screen  doors.  Business  in  this  line  this 

year  has  eclipsed  all  others,  due,  no  doubt,  to  the  "swat 
the  fly"  campaigns  being  conducted  all  over  the  coun- 

try. Refrigerators  and  ice  cream  freezers  are  still 
mo^-ing  in  small  quantities.  . 
Farm  and  harvest  tools  are  the  main  feature  in  the 

retail  hardware  store  .iust  now.  Jobbers  report  a  fair- 
ly good  sorting  trade  at  present,  but  the  regular  sea- 

son was  away  above  their  expectations.  Threshing 
supplies  are  now  going  forward  and  a  good  season  is 
looked  for  in  these. 

American  manufacturers  of  screws  recently  reduced 
their  prices  and  Canadian  makers  had  to  follow  suit. 
Now,  however,  a  reaction  is  looked  for  and  it  would  not 
be  surprising  to  see  higher  prices  before  long. 

A  change  has  been  made  in  the  basis  in  Avhich  steel 
wire  nails  are  sold.  Up  to  this  time  41/0  inch,  as  well 
as  5,  51/2  and  6-inch  have  been  sold  at  the  base  price, 
but  list  adopted  by  Canadian  wire  nail  manufacturers 
puts  41/0  inch  5  cents  above  base  price.  Advance  over 
base  price  on  new  scale  of  3  to  31/2  is  10  cents,  on  21/2 
to  23/4,  15  cents,  on  2  and  2^4  inch,  30  cents;  on  li/. 
and  1%  inch,  40  cents;  on  V/4  inch,  65  cents,  and  on 
1  and  IVs  inch,  $1. 
A  good  trade  is  expected  in  household  goods  this 

Fall.  The  last  six  months  have  seen  an  excellent  trade 
done.  While  there  was  a  slight  slackening  off  during 
March  and  April,  (Jue  to  the  cool  season,  it  has  since 
made  up  for  it  and  there  is  a  feeling  that  the  Fall 
season  will  be  bigger  than  ever. 

Plated  and  bright  steel  butts  will  likely  take  another 
advance.  On  June  1st  these  goods  advanced  10  per 
cent.,  and  shelf  brackets  went  up  15  per  cent.  In  spite 
of  this  rise,  Canadian  prices  remained  about  10  per 
cent,  lovi^er  than  those  in  the  States.  On  June  24th 
American  manufacturers  put  their  figures  up  another 
10  per  cent.,  so  everything  points  to  a  further  increase. 
The  main  reason  for  these  advances  is  given  in  the 
increased  price  of  raw  material.  Materials  entering 
into  the  manufacture  of  these  have  been  going  up  in 
price  for  some  time,,  and  as  there  is  every  indication 
of  decided  firmness  in  these  metals,  the  new  prices  will 
likely  hold. 

PAINTS  AND  OILS. 

There  is  still  a  good  seasonable  demand  for  pre- 
pared paints,  and  while  it  is  not  as  good  as  it  was  a 

month  ago,  it  is  excellent  for  this  time  of  year.  The 
linseed  oil  market  has  shown  several  changes  during 
the  past  month  and  there  is  a  verv  uncertain  tone  all 
along  the  line.  At  present  it  is  inclined  to  be  weak,  but 
cable  advices  received  just  before  going  to  press  lead 
one  to  believe  that  the  market  is  stiffening  and  it  would 
not  be  at  all  surprising  to  see  hierher  prices  before  long. 
There  sot  to  be  a  kind  of  a  panic  in  the  market  lately, 
and  prices  went  much  lower  than  was  warranted.  When 
prices  dropped,  ])eople  in  the  Old  Country  who  had 

any  quantity  of  oil,  got  frightened  and  started  to  dis- 
pose of  their  stocks.  One  or  two  started,  the  rest  fol- 

lowed, and  the  result  was  that  the  ])ottom  of  the  mar- 
Ivct  fell  out  completely..  The  present  price  is  96  cents 
for  raw  and  99  cents  for  boiled,  but  indications  are 
that  these  figures  will  not  hold  for  any  length  of  time. 

Turpentine  is  steady  at  67  cents  a  gallon.  This  price 
has  held  for  some  time,  and  it  is  unlikely  that  there  will 
be  any  change,  as  dealers  feel  that  it  has  reached  its 
lowest  spot. 

White  lead  is  now  quoted  at  $7.80  for  pure  and  al- 
ready there  is  talk  of  the  price  going  to  8  cents  or 

over  before  August  is  out.  It  may  come  before  the 
middle  of  the  month.  There  is  an  unusual  demand  and 
lead  is  scarce  on  the  foreign  markets.  Pig  lead  is 
high,  Avhich  naturally  means  high  prices  for  corroded 
lead,  and  this,  in  turn,  makes  the  price  of  lead  in  oil. 
The  market  is  decidedly  firm  and  there  is  no  chance  of 
lower  figures. 

THE  METAL  MARKETS. 

The  demand  for  metals  of  all  kinds  is  extremely 
heavy  and  there  is  a  shortage  in  all  lines.  In  fact,  it  is 
felt  that  it  will  be  almost  inipo.ssible  to  secure  some 
kinds  of  metals  by  the  time  Fall  comes  around.  Sheets 
and  bars  appear  to  be  the  lines  on  which  there  will  be 
the  most  difficulty.  Building  operations  have  been 
heavy  of  late,  and  this  has  caused  such  a  demand  for 
metals  used  in  building  that  jobbers  and  manufactur- 

ers have  been  unable  to  supply  the  demand.  The  re- 
sult has  been  that  other  commodities  have  had  to  be 

used. 

The  copper  market  remains  fairly  firm  in  spite  of  a 
weakening  felt  in  foreign  markets.  There  is  a  heavy 
demand  and  present  prices  will  hold  for  a  while  at 
least,  when  they  may  go  higher. 

There  is  a  heavy  demand  for  plates  and  sheets  and 
there  is  every  indication  that  this  will  keep  up.  The 
market  is  firm  at  present  prices  and  dealers  have  no 
fear  of  purchasing  their  stocks  now ;  in  fact,  there 
may  be  a  shortage  later  on. 

Pig  iron  is  firm,  with  an  excellent  demand.  No 
change  in  prices  has  been  noted. 
Some  trouble  is  being  experienced  by  jobbers  in 

getting  shipments  of  lead  through.  This  is  causing  a 
nuirked  shortage  and  giving  a  firm  tone  to  the  market. 

ADVANCE  IN  LOCKS. 

The  Miller  Lock  Company,  Philadelphia,  Pa.,  advise 
Canadian  Hardware,  Stove  &  Paint  Journal  that  there 
was  an  advance  of  lO  per  cent,  on  brass  padlocks  dating 

from  August  3. 

HARDWARE  MEN  BEREAVED. 

During  the  past  uu^nth,  two  hardware  men,  well- 
knoAvn  throughout  the  province,  suffered  sad  losses 
in  their  family.  On  July  17th,  C.  ̂ lacpherson.  father 
of  W.  F.  ]\racpherson,  Prescott.  Ont..  passed  away.  The 
late  Mr.  ̂ Macpherson  Avas  79  years  of  age.  and  was  well 
known  to  the  hardware  trade,  having  been  for  some 

years  in  his  son's  store. 
Miss  McClung,  daughter  of  S.  B.  ]McCIung,  Trenton.. 

Out.,  died  suddenly  on  July  9tli.  ̂ Miss  ]\IcClung  acted 
as  bookkeeper  for  her  father  for  several  years,  during 
which  time  she  became  well  acquainted  Avith  the  hard- 
Avare  trade.  Much  regret  has  been  felt  at  her  sudden demise. 
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Stoves  and  Housefumishin^s 

Shortage  of  Stoves  Imminent 

Conditions  in  the  stove  and  furnace  trade  in  Canada 
are  very  mxich  like  they  were  at  this  season  last  year 
only  that  they  are  worse  from  the  standpoint  of  heavier 
orders  and  smaller  stocks  from  which  to  make  ship- 
ments. 

Last  year's  enormous  demand  for  heating  and  cook- 
ing apparatus,  caused  largely  by  the  heavy  influx  of 

population  into  the  Western  provinces,  left  the  ware- 
houses in  the  Western  jobbing  centres,  as  well  as  at 

the  foundries,  bare  of  stock,  and  the  long  and  steady 
winter  enabled  all  but  a  few  isolated  retailers  to  dis- 

pose of  the  stoves  they  had  in  stock. 

A  bare  market,  therefore,  confronted  stove  foundry- 
men  this  spring,  and,  with  every  prospect  of  a  big  year 
before  them,  efforts  were  made  to  build  up  stocks. 
Many  carloads  of  ranges  sent  to  Western  Avarehouses 
this  spring,  however,  have  had  to  be  used  to  fill  early 
orders,  and  very  few  manufacturers  have  been  able  to 
build  up  their  stocks  to  anytliing  like  what  they  should 
be  at  this  season. 

In  view  of  this  condition,  Canadian  Hardware,  Stove 
and  Paint  Journal  a  month  ago  urged  readers  to  place 
orders  early  for  their  fall  requirements  in  order  to 
make  it  reasonably  certain  that  delivery  will  be  made 
of  the  lines  ordered. 

With  the  system  of  dating  all  stove  orders  on  Sept. 
30th,  retailers  will  be  standing  in  their  own  light  if 
they  do  not  take  advantage  of  the  opportunity  to  ob- 

tain shipments  before  manufacturers  are  booked  to 
their  capacity.  This  particularly  applies  to  dealers  in 
Western  Canada,  where,  in  addition  to  the  danger  of 
unfilled  orders  (an  experience  which  many  Western 
hardwaremen  had  last  year),  there  is  the  additional 

difficulty  experienced  in  securing  in-ompt  delivery  ow- 
ing to  ear  shortages  and  delayed  freight  shipments. 

The  Journal's  prediction  of  a  stove  shortage  last 
fall  was  fulfilled,  and  the  outlook  being  for  an  even 
greater  shortage  this  year,  wise  dealers  should  lose  no 
time  in  ordering  and  taking  into  stock  their  fall  re- 

quirements of  stoves  and  ranges. 

TROUBLES  WITH  CHIMNEYS. 

What  liardware  man  who  handles  stoves  has  not  had 

causes,  or  both — either  that  the  woman  is  not  work- 
ing right  ?  And  what  luu'chvai'e  man  can  say  that  the 

fault,  in  !)9  cases  out  of  100,  is  due  to  either  one  of  two 
causes,  or  both — either  that  the  worman  is  not  work- 

ing the  stove  according  to  directions,  or  that  the 
trouble  is  due  to  a  defective  chimney  When  the  lat- 

ter is  the  cause  of  the  trouble,  it  is  a  difficult  nuitter 
to  remedy  the  matter.  Sometimes  all  that  is  refjuired 
is  to  have  the  cliinniey  thoroughly  cleaned,  l)ut  there 
are  many  other  causes  which  can  not  be  overcome.  Very 
often  the  lay-oiit  of  the  house  and  the  position  of  the 
eliiumey  will  not  permit  of  a  range  giving  its  ])est  work. 
This  the  stove  man  can  not  very  well  overcome. 

Then,  too,  it  often  happens  that  there  is  a  range  or  a 
heater  in  the  kitchen  pi'oper  and  a  wood-burning  stove 
in  the  summer  kitchen.  One  chimney  furnishes  the 
draft  for  the  two  stoves,  and  it  stands  to  reason  that 
not  the  same  good  work  can  be  had. 

John  Hainsworth,  Berlin,  Ont.,  recently  had  an  ex- 
perience in  remedying  trouble  on  a  stove,  one  which,  no 

doubt,  other  dealers  have  had. 

"A  short  time  ago,"  said  Mr.  Hainsworth,  "I  re- 
ceived a  complaint  from  a  woman  to  whom  I  had  sold 

a  stove,  that  it  was  not  working  right.  She  eould  not 
understand  why,  as  she  was  operating  the  range  in  the 
way  I  had  told  her.  One  of  my  men  and  I  went  out  to 
see  what  was  the  trouble.  We  went  carefully  into 
the  matter,  examining  the  range  carefully  and  trying 
to  cook  with  it.  Still  we  could  not  find  the  cause.  We 

asked  the  lady  if  there  were  any  openings  in  the  chim- 
ney, and  being  told  positively  that  there  were  not, 

were  more  at  sea  than  ever.  We  were  on  the  point 
of  returning  home  and  writing  to  the  manufacturer, 

when  I  said  to  my  man,  'Come  on,  Jim,  we'll  investi- 
gate for  ourselves.  She  says  there's  no  openings,  but 

we'll  make  sure.'  We  went  down  cellar,  and  there 
found  an  opening  a  foot  wide,  through  which  soot  and 

ashes  were  dropping.  No  wonder  the  stove  wouldn't 
work.   It  pays  to  make  sure  of  a  thing." 

JAMES  STEWART  MFG.  CO.  's  PICNIC. 
The  5th  animal  picnic  of  the  James  Stewart  Mfg. 

Co.,  Woodstock,  Ont.,  was  held  at  Fairmount  Park,  on 
July  20th.  In  spite  of  inclement  weather,  a  large  crowd 

attended,  and  this  year's  'outing  was  voted  "the  best 

ever. " 

An  interesting  program  of  sports  was  prepared  by 
the  committee  in  charge,  including  races  of  all  kinds 
for  young  and  old  and  lean  and  fat.  The  baseball  game 
between  the  married  men  and  Lonely  Bachelors  was 

an  interesting  event.'  After  nine  innings  of  strenuous 
playing  and  fierce  umpire-baiting,  the  "Lonelj's"  were returned  victors  5-4. 

Two  unique  features  were  a  contest  for  the  most 
popular  lady  and  the  most  handsome  gentleman  on  the 

grounds.  'The  former  contest  went  to  Miss  V.  Kelly, 
while  the  suffragettes  (only  women  were  allowed  to 
vote  for  the  handsome  man)  decided  in  favor  of  Geo. 
Childs,  Sr. 

Annual  oiitings  of  this  nature  are  to  be  commended. 
They  serve  to  create  good  fellowship  among  employees 
and  do  much  to  raise  the  standard  of  efficiency  all 
through.  I  J 

8  Keep  an  eye  open  for  stove  and  furnace  repair-  g 
a  ing  and  cleaning-  jobs.  To  unearth  these  is  to  g 
g      occasionally  secure  a  new  general  customer.  « 
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HOW  I  BUILT  UP  MY  STOVE  BUSINESS. 

Written  for  the  Journal  by  A.  IV elch,  Toronto 

In  order  to  make  the  most  out  of  the  stove  business, 
the  most  important  point  is  to  see  that  you  have  high 
quality  goods.  The  man  who  pays  attention  to  this 
and  goes  after  the  business  in  the  right  way,  cannot 
help  building  up  a  good  trade.  When  you  handle  a 
good  stove — one  that  you  know  you  can  guarantee 
and  back  to  the  limit — it  inspires  confidence  in  your 
purchasens.  Then,  too,  with  a  good  line  you  can  get 
a  good  price,  and  people  would  sooner  pay  a  little 
more  for  an  article  they  know  is  good,  than  buy  one 
they  are  not  sure  about  for  a  little  less  money. 

Advantages  of  One  Line. 
In  these  days  of  specializing,  I  believe  in  handling 

only  one  line  of  stoves.  When  I  started  in  business 
in  a  coiuitry  village  some  years  ago,  I  handled  one 
stove  only  and  advertised  it,  and  nothing  else.  The 
result  was  that  where  by  predecessor  used  to  sell  five 
or  ten  stoves  a  year,  I  sold  over  100  every  year  in  the 
short  time  I  was  in  business  in  the  place.  This  can 
only  be  accounted  for  by  the  fact  that  I  was  handling 
only  one  line,  but  I  pushed  that  line  and  went  out 
after  the  business,  whereas  the  man  I  bought  out  used 
to  wait  for  it  to  come  to  him.  I  have  always  made  a 
hobby  of  stoves,  and  intend  to  make  them  my  life 
work. 

'When  I  came  to  Toronto,  I  decided  to  handle  onlj- 
one  line,  and  during  the  first  year  I  was  in  business 
here  I  sold  more  stoves  for  the  firm  I  represented 
than  any  of  their  other  agents  that  had  been  in  the 
game  for  many  years.  I  look  at  it  in  this  way.  When 
a  man  has  three  or  four  different  makes  on  the  floor 
and  a  customer  comes  in  and  says  she  likes  a  certain 
stove,  the  dealer  is  going  to  praise  that  stove  to  the 
skies.  If,  however,  after  hearing  all  the  arguments 
in  favor  of  this  stove,  the  customer  goes  along  and 
looks  at  another  make  and  wants  to  know  all  about  it, 

what  is  the  dealer  going  to  say?  He  has  to  show  pre- 
ference to  either  one  or  the  other.  By  handling  only 

one  make — if  it  is  a  good  one — and  that  make  is  well 
advertised,  your  store  becomes  known  to  the  people 
in  your  town  and  village  as  being  the  place  to  get 
that  certain  stove.  I  have  found  this  out,  for  in  our 
large  city  most  of  my  trade  comes  from  districts  far 
from  where  my  store  is  located;  in  fact,  I  hardly  do 
any  business  at  all  right  in  my  immediate  neighbor- 

hood, most  of  my  orders  coming  from  the  outlying 
districts. 

Confidence  in  Your  Goods. 

A  man  must  have  absolute  confidence  in  what  he 
sells  so  that  he  will  be  able  to  instill  that  confidence 
into  his  customers.  If  you  can  convince  a  customer 
that  you  have  implicit  faith  in  the  stove,  the  battle  is 
won.  In  order  to  do  this,  a  salesman  must  know  all 
about  the  working  parts  of  the  stove.  It  does  not  do 

for  him  to  stand  there  and  say,  "Now,  here  is  a  good 
stove  for  $40."  The  customer  wants  to  know  why 
it  is  a  good  stove  and  will  not  be  convinced  until 
shown. 

Get  Good  Prices. 

I  believe  in  getting  a  good  price  for  my  stoves,  and 
any  stove  dealer  or  hardware  man  can  get  his  price 
if  he  will  only  stick  out  for  it.  A  man  who  is  afraid 
to  ask  a  fair  price  is  either  lacking  in  confidence  or 
conducting  his  business  along  the  wrong  lines.  Every 
one  has  more  confidence  in  an  article  that  sells  for  a 
good  price,  one  that  has  a  reputation  behind  it,  than 
one  that  is  not  so  well  known  at  a  little  less  money. 
However,  we  always  keep  a  couple  of  cheap  stoves  on 

the  floor,  but  never  push  the  sale  of  them  until  we 
have  exhausted  our  efforts  on  the  higher  class  ones.  It 
is  a  rule  of  the  store  that  a  salesman  must  always  show 
the  good  goods  first,  and  then  if  the  customer  says 
she  cannot  afford  that  much,  she  is  shown  the  cheaper lines. 

Furnishes  Guarantees. 

With  every  new  stove  that  leaves  our  store  goes  a 
positive  guarantee  that  if  the  stove  does  not  give  satis- 

faction, money  will  be  refunded.  If  a  customer  comes 
in  and  acknowledges  that  she  does  not  know  any- 

thing about  some  particular  stove,  we  tell  her  she  does 
not  need  to  know  anything,  that  we  will  put  the  stove 
in  her  house,  show  her  how  to  work  it  and  if,  after 

thirty  days'  trial,  it  is  not  giving  satisfaction,  we  will 
take  the  stove  down  again  and  refund  her  money.  We 
would  much  rather  have  them  send  the  stove  back 
and  refund  their  money  than  to  have  them  keep  the 

A.  Welch 

Who  writes  from  experience  on  "  How  I 
Built  up  My  Stove  Business." 

stove  and  tell  their  friends  that  it  is  a  poor  one.  They 
cannot  get  away  from  a  positive  guarantee  like  that, 
and  it  creates  confidence  in  our  goods. 

Dealing  With  Complaints. 

In  dealing  with  complaints,  when  a  customer  comes 
in  and  says  a  stove  is  not  working  right,  w^e  never  try 
to  lead  them  to  beheve  that  the  fault  is  not  with  the 
stove  but  with  the  person  who  operates  it,  but  make 
them  leave  the  store  under  the  impression  that  it  may 
be  the  stove.  Then  we  go  and  demonstrate  that  the 
stove  can  be  made  to  work  right  if  directions  are  fol- 

lowed, and  leave  them  in  a  happy  frame  of  mind.  I 
know  of  some  stove  men  who  wait  three  or  four  days 
before  investigating  the  complaint  of  a  customer.  This 
is  bad  business  and  causes  ill  feeling,  or  dissatisfaction. 

Separate  Department  for  Stoves. 

In  my  opinion,  hardware  and  stoves  do  not  go  well 
together.  By  this  I  do  not  mean  that  the  two  cannot 
be  sold  under  the  one  roof,  but  I  think  there  should 
be  one  or  more  men  devoting  their  time  to  stoves  alone. 
We  used  to  handle  hardware  along  with  stoves  for  the 
first  few  years  we  were  in  business.  During  the  first 
year  we  cut  out  hardware  and  specialized  in  stoves  we 
found  our  business  increased  .$20,000.  In  a  small  store, 
where  the  man  who  sells  a  pound  of  nails  is  sup- 

posed to  sell  a  stove  if  the  opportunity  arrives,  I  do 
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not  think  that  the  same  forceful  salesmanship  can  be 
brought  out.  Then,  too,  when  you  are  carrying  a  gen- 

eral line  of  hardware,  it  may  be  that  a  man  comes  in 
for  a  package  of  tacks,  while  another  may  be  waiting 
to  purchase  a  stove.  You  have  to  neglect  either  one 
or  the  other,  and  while  the  sale  of  a  stove  is  much 
preferred  to  selling  a  package  of  tacks,  no  dealer 
wants  to  offend  any  man.  Therefore,  I  say  that,  in 
order  to  produce  best  results,  stoves  should  be  made 
a  department  set  apart  by  themselves. 

Care  in  Displays. 

Another  thing  about  displaying  stoves  right  in  with 
the  hardware  stock.  I  have  been  in  many  hardware 
stores  which  carry  stoves,  and  in  most  of  them  have 
found  the  tops  and  shelves  of  the  ranges  littered  with 
kitchen  utensils  and  other  hardware  articles.  This 
not  only  detracts  seriously  from  the  el¥ectiveness  of 
the  display,  but  also  causes  extra  work  in  that  when 
a  customer  comes  to  look  over  the  range,  ail  these 
articles  have  to  be  removed. 

We,  of  course,  have  to  sell  quite  a  few  stoves  on  the 
credit  plan,  but  in  the  years  we  have  been  in  business 

I  don't  think  we  have  lost  one-half  of  one  per  cent. 
We  use  the  lien  note  method  considerably,  but  very 
seldom  have  to  take  stringent  means  to  bring  back 
a  stove.  Our  gas  ranges,  however,  are  nearly  all  sold 
on  a  cash  basis.  This,  no  doubt,  is  due  to  the  fact 
that  a  better  class  of  people  purchase  these  goods. 

Prices  in  Plain  Figures. 

All  our  goods  are  marked  at  the  cash  price,  and  we 
have  signs  at  intervals  through  the  store  stating  this 
fact,  but  making  it  known  that  satisfactory  terms  can 
be  arranged.  From  a  person  that  asks  credit,  we  get 
a  note,  adding  10  per  cent,  to  the  cash  price.  We  have 
tried  both  methods — that  of  marking  up  the  price  suf- 

ficiently high  so  as  not  to  charge  interest  when  credit 
is  given,  and  having  a  low  cash  price  and  charging 
interest — and  we  have  found  that  the  latter  method  is 
the  best.  Supposing  a  dealer  has  a  stove  he  sells  for 

$38  cash.  A  customer  may  come  in,  you  don't  know 
whether  he  will  pay  cash  or  want  credit,  and  asks 
the  price.  If  you  take  it  for  granted  that,  he  wants 
credit  and  tell  him  the  price  is  $42,  he  will  likely  tell 
you  that  he  can  get  it  down  the  street  for  $38,  and 
go  down  there,  only  to  find  when  he  does  that  he  will 
be  charged  interest.  I  think  it  is  much  better  to  have 
the  one  price  and  explain  to  people  asking  credit  our 
business  methods. 

No  Special  Sales. 

We  never  hold  any  special  sales.  A  stove  is  not  a 
thing  that  a  woman  will  buy  and  take  home  for  future 
use,  like  she  will  a  waist  or  such  like,  wlien  she  sees 
a  very  attractive  price.  No  lady  will  purchase  a  stove 
unless  she  is  badly  in  need  of  it.  The  purchase  of  a 
stove  in  almost  every  household  is  quite  an  event. 

Effectiveness  of  Advertising. 

Judicious  advertising  has  gone  a  long  way  to  build 
up  the  extensive  business  we  are  doing.  (I  may  men- 

tion that  last  year  we  sold  between  2,500  and  2,600 
gas  and  coal  stoves).  During  the  busy  season  in  the 
Fall,  we  use  large  display  space  three  times  a  week  in 
four  of  the  city  dailies. 

Selling  Second-Hand  Stoves. 

We  handle  a  great  many  second  hand  stoves.  Very 
often  when  we  sell  a  new  stove,  we  are  asked  to  take 
an  old  one  in  part  payment.  We  are  always  willing  to 
do  this  if  the  old  one  is  in  such  shape  that  we  can  fix 

it  up  to  look  anywhere  decent.  The  second  hand 
goods  are  shown  in  our  large  basement,  away  from  the 
new  lines,  but  we  never  take  a  person  down  stairs  to 
look  these  over  until  we  are  convinced  that  we  cannot 
sell  them  a  new  range.  We  have  a  large  workroom 
at  the  back  of  our  store  where  these  old  stoves  are 
taken  apart,  cleaned  and  repaired  and  polished,  until 
they  are  fit  to  be  shown. 
A  peculiar  thing  about  this  second  hand  stove  busi- 

ness is  that  several  times  during  the  past  couple  of 
years  we  have  received  in  a  deal  of  this  kind  a  cer- 

tain make  of  stove,  which,  when  we  fix  it  up,  we  can 
get  more  for  when  second  hand  than  some  dealers  are 
getting  when  new.  This  is  an  actual  fact.  The  stove 
I  refer  to  sells  for  $15.50  new,  and  we  usually  get 
$20  for  any  we  sell  second  hand. 

Every  man  who  handles  stoves  should  have  repairs 
on  hand  for  any  part  of  every  stove  he  handles.  A 
customer  who  wants  some  part  right  away  is  not 
pleased  when  you  tell  him  you  will  have  to  send  away 
for  it  and  maybe  not  get  it  for  three  or  five  days.  We 
have  a  separate  room  at  the  back  of  the  store,  in 
which  are  stored  all  the  various  parts  required  for 
the  lines  we  sell.  We  can  give  a  customer  any  piece  in 
five  or  ten  minutes. 

E.  Holt  Gurney,  sales  manager  of  tlie  Gurney  Foun- 

dry Co.,  Toronto,  has  returned  from  a  two  months' 
trip  to  Europe,  during  which  he  gave  some  attention 
to  extending  the  business  connections  of  the  Gurney 

Foundry  Co.'s  hot  water  and  steam  heating  business, 
their  Boston,  Mass.,  plant  having  developed  a  large 
export  business. 

New  Haiuillon  Souvenir  Range  being  introduced  bj'  Hamilton  Stove and  Heating  Co. 
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HOW  TO  SELL  STOVES. 

Here  are  the  methods  two  hardware  men  used  to 
build  up  their  stove  trade.  Read  them,  aud  let  us 
know  what  plans  you  adopt. 

G.  E.  Potter,  Berlin,  Out.— "Yes,  I  sell  quite  a  few 
stoves  during  a  season,  and  here  are  my  methods  of 
getting  after  the  business.  As  soon  as  a  couple  come 
in  to  look  over  my  line  (you  know  they  usually  come 
in  couples),  after  letting  me  know  that  they  want  to 
get  a  stove.  I  make  a  pretence  I  am  busy  for  a  minute 
or  two  and  ask  them  to  look  over  my  stock.  Then,. I 
pretend  to  be  busy  but  am,  really,  watching  them.  I 
look  carefully  to  see  if  the  girl  halts  and  whispers 
something  to  the  man  about  a  certain  stove,  or  if  her 
hand  goes  out  to  any  one  stove,  taking  it  for  granted 
that  she  has  seen  something  she  likes  about  that  par- 

ticular one.  Then  I  go  up  all  smiles,  apologize  for 

keeping  them  waiting,  and  start  to  talk  that  particu- 
lar range  for  all  I  am  worth.    Nine  times  out  of  ten 

line  I  have  is  just  a  little  bit  better  than  the  one  Mrs. 

So-and-'So  bought.  When  telling  her  this,  I  don't 
knock  Jones'  stove,  but  just  show  the  good  points  in mine. 

"When  a  customer  comes  in  and  explains  that  her 
stove  is  not  working  right,  I  do  not  go  to  the  manu- 

facturer with  a  long  face  and  ask  him  to  come  out  and 
see  what  is  the  matter.  We  are  rather  conceited  about 
things  like  this,  and  go  out  ourselves.  I  figure  my 
men  and  I  can  fix  any  trouble  that  may  occur  in  one 
of  our  lines,  so  go  out  ourselves.  We  go  out  just  be- 

fore meal  time,  ask  the  lady  to  prepare  whatever  she 
is  going  to  cook,  and  then  we  show  her  how  to  work 
the  stove,  and  sit  down  while  the  food  is  cooking. 
Then  the  husband  comes  home,  sees  a  fine  meal  ready 
and  is  so  tickled  he  invites  us  to  stay  and  have  dinner. 
This  makes  us  all  good  friends  and  we  get  a  jneal  in 
the  bargain.  In  nine  cases  out  of  ten.  the  trou])le  with 
a  stove  that  is  not  working  right,  lies  in  the  chimney. 

A  stove  and  kitchen  utensil  display  in  Ashdown's  Winnipeg  store. 

I  am  right  in  lliinking  they  liked  that  stove,  and  it  is  a 
comparatively  easy  matter  to  make  the  sale. 

"1  handle  several  makes,  and  every  time  I  make  a 
stove  sale,  I  enter  in  a  book  the  name  of  the  person 
making  the  purchase,  when  it  was  made,  and  the  kind 
of  stove  sold.  Then  when  a  prospective  purchaser 
comes  in  and  seems  taken  with  the  same  make,  I  pro- 

duce the  book  and  show  her  the  names  of  several 
people  in  the  town  who  are  using  that  stove.  Most 
likely  she  will  see  among  my  list  the  name  of  some 
person  she  knows  and  will  go  and  ask  them  what 

satis ''acl  ion  the  stove  is  giving.  I  welcome  tliis  in- 
vestigation, for  I  sure  all  my  stoves  are  good  workers. 

"Always  make  it  a  point  to  praise  your  competitor's 
stove,  but  never  'knock.'   If  a  person  comes  to  me  and 
says,  'Mrs.  iSo-and->So  purchased  a    range  at 
Jones'  store  and  it  is  giving  great  satisfaction,'  I  al- 

ways acknowledge  to  her  that  it  is  an  excellent  stove. 
Then  if  she  asks  me  why,  if  it  is  so  good,  I  do  not 
handle  it,  I  ex])lain  1o  lier  tliat  only  one  man  in  a 
town  can  handle  a  line  of  stoves,  and  that  I  think  the 

It  is  often  iiard  to  convince  ])cople  of  this,  however. 
A  good  stove  man  can  make  a  tin  box  work  right  if 
he  has  a  good  chimney. 

"We  use  the  lien  note  method  a  great  deal  in  mak- 
ing stove  sales,  l)ut,  of  course,  with  peoi)le  we  know,  we 

don't  ask  this  form  of  note.  From  unknown  pur- 
chasers, we  ask  one-third  down  and  the  balance  in 

three  months,  in  monthly  payments.  The  lien  note  is 
made  out  in  favor  of  the  stove  nmnnfactnrer.  When 
a  payment  falls  due,  we  send  the  customer  a  letter 
bringing  the  fact  to  mind,  and  they  are  generally 
anxious  to  make  the  first,  and  often  the  second,  pay- 

ment. After  we  get  these,  we  have  them  in  a  hole 
and  they  must  pay  up  or  lose  the  range.  If  a  cus- 

tomer falls  behind  and  cannot  make  his  second  or 
tliird  payment,  of  course,  we  hate  to  take  the  stove 
away,  but  what  is  a  man  to  do?  Our  method  is  to 
write  tlie  manufacturer  of  the  stove,  giving  him  the 

customer's  name,  and  explaining  the  circumstances, 
and  tlien  he  (tlie  manufacturer)  sends  a  letter  to  the 
man  who  has  the  stove,  telling  him  that  I  really  did 
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not  own  the  stove  but  was  merely  handling-  it  for  him 
and  that  he  must  have  the  money  or  else  be  forced  to 
take  the  stove  away.  If  the  customer  fails  to  come 
through  then,  he  writes  me  a  letter  instructing  me  to 
go  and  get  the  stove,  and  then  when  I  do  this,  1  have 
the  letter  to  show  the  customer  and  he  bears  no  ill 
will  towards  me.  I  bring  the  stove  back  to  my  store, 
fix  it  up  and  sell  it  over  again. 

M.  Weichel  &  Son,  Elmira,  Ont. — "The  main  point 
in  selling  a  stove  is  this :  Have  a  good  article — ^one  that 
will  almost  sell  itself — and  show  the  people  its  various 
merits.  When  you  do  show  a  stove,  make  it  a  point 
to  take  it  apart  and  show  the  customer  how  it  works. 
A  man  who  wants  to  sell  a  stove  should  not  be  afraid 

to  dirty  his  hands,  because  we  get  rain  occasionally 
and  the  dirt  will  wash  off. 

"Once  you  get  a  stove  into  a  section  and  it  gives 
good  satisfaction,  you  are  bound  to  make  further  sales. 
Mrs.  Jones  tells  Mrs.  Smith  how  good  a  stove  she  lias. 

Mrs.  Smith  buys  one  and  tells  Mrs.  Jackson.  And  so 

it  goes.    They  all  want  the  same. 
"The  appearance  of  a  range  often  goes  as  far  to 

make  a  sale  as  the  working  ((ualities.  Therefore,  keep 

a  line  that  has  a  good  appearance,  but  yet  one  that 

will  do  good  Avork  when  managed  rightly.  However, 
it  takes  more  than  good  looks  and  good  worldng  ability 
to  sell  a  stove.  Jf  a  wonum  has  her  mind  made  up 

that  she  will  buy  a  certain  make  of  stove,  all  the  powers 
on  earth  could  not  induce  her  to  buy  any  other. 

"We  think  it  is  a  good  idea  to  handle  a  line  entirely 
different  to  any  our  opposition  is  carrying.  Two  or 
more  men  handling  the  same  goods  often  leads  to 

price  cutting,  etc.,  and  makes  things  geiierjilly  unplea- 
sant. I  know  if  we  were  handling  a  line  and  found 

out  our  opposition  was  handling  the  same  thing,  either 
one  of  us  would  have  to  cut  it  out.  Of  course,  tliere 

are  lines  that  every  hardware  man  has  to  handle,  but 
I  do  not  refer  to  these. 

"Very  often  we  sell  a  stove  to  jx-rsons  wlio  have  no 
knowledge  of  mechanism  about  them,  but  we  generally 
overcome  this  by  going  out  and  teaching  these  ])eop]e 
how  to  run  the  range.  We  always  make  it  a  point  to 

go  out  on  baking  day,  and  get  them  to  nuike  a  batcli 
of  stuff  and  stay  right  there  till  the  stuff  is  done.  We 

have  never  yet  had  a  case  where  we  have  been  called 
back  a  second  time  owing  to  any  fault  of  the  range. 

You  could  take  a  range  apart  for  some  people  and 

show  them  how  to  operate  it,  but  after  telling  them 

everything,  they  would  only  remember  a  couple  of 

things  and  forget  all  the  others.  Yon  haven't  mnch 

chance  with  peoide  like  these." 

OPENING  TWO  NEW  BRANCHES. 

The  Copp  Stov(>  Co.,  Por-t  William,  Out.,  who  were 
the  first  and  only  stove  maniil'act  iirer's  to  venture  west 
of  the  Great  Lakes,  report  that  their  western  trade  is 

enormous.  The  capacity  of  the  firm's  plant  has  been 
doubled  since  its  reorganization,  and  is  now  being 
taxed  to  the  utmost  to  turn  ont  goods  to  fill  orders. 
Besides  the  branch  Avarehouses  at  Winnipeg  and  Van- 

couver, Mr.  Evans,  tlie  Avestern  manager,  states  that 
he  has  completed  arrangemetits  for  tAvo  more  branches, 
at  Calgary  and  Edmonton,  where  a  complete  stock  Avill 
be  carried  under  most  efficient  nuinagement.  Since 
F.  W.  King  assumed  the  management  of  the  firm,  mnny 
new  lines  have  been  brought  out. 

On  another  page  of  this  issue  Avill  be  found  a  photo- 

graph of  the  Copp  stove  display  at  the  Winnipeg  In- 
dustrial Exhibition,  July  10th  to  20th. 

Stove  and  Heating  Notes 

The  Copp  Stove  Co.,  Port  William,  are  enlarging 

their  plant,  and  their  staff'  of  100  Avorkmen  will  be doubled. 

The  Pease  Foundry  Co.,  Toronto,  are  erecting  a  new 
foundry  at  Brampton,  with  about  137,000  square  feet 
of  floor  space,  a  tAvo-storey  office  building  being  also 
planned.  To  look  after  their  rapidly  growing  busi- 

ness on  the  Pacific  coast,  a  subsidiary  company,  known 
as  Pease  Pacific  Foundry,  Limited,  has  been  estab- 

lished Avith  otfices  at  324:  Duke  street,  Vancouver,  the 
sales  manager  being  Wm.  Crane,  formerly  with  the 
company  at  Toronto. 

The  Gait  Stove  &  Furnace  Company,  successors  to 

the  DoAvn  Draft  P^urnace  Co.,  Gait,  are  introducing 
this  season  a  moderate  priced  steel  range  knoAvn  as 

the  "Perfect  Banner." 
A  company  has  been  organized  to  establish  a  tin 

and  enamelware  industry  at  Ilespeler.  No  informa- 
tion has  been  given  out.  but  rumor  connects  George  D. 

Forbes,  of  the  Taylor-Forbes  Co.,  Guelph,  and  Mayor 
of  Hespeler,  and  George  Clare,  M.P.,  of  '  Clare  Bros., 
Pi'eston,  as  financially  interestetl  in  the  enterprise. 

The  ncAV  foundry  of  the  Hall-Zryd  Foundry  Com- 
])any,  at  Hespeler,  has  been  delayed  in  construction 
OAving  to  the  difficulty  experienced  securing  a  staff  of 
Avorkinen. 

The  ButterAvorth  Foundry  Compan\',  Ottawa,  have 
made  several  improvements  to  the  Majile  Leaf  Avarm 
air  furnace  and  report  a  very  active  season. 

Findlay  Bros.,  Carleton  Place,  Ont.,  report  that  their 
enlarged  plant  has  been  kept  running  to  capacity  and 
orders  on  their  books  are  ahead  of  any  previous  sea- 
son. 
Canadian  Heating  &  Ventilating  C/ompany,  Oavcu 

Sound,  have  enlarged  their  line  of  Avail  and  floor  regis- 
ters this  year  and  noAV  claim  to  have  a  range  of  sizes 

and  styles  larger  than  any  other  line  on  the  market. 
The  Ware  Mfg.  Co.,  Toronto,  have  completed  the 

ereetion  of  their  new  aluminum  kitcheuAvare  ]ilant  at 
Oakvilie.  Ont.,  and  Avill  have  a  line  of  samples  to  shoAV 
tn  the  trnde  very  shortly. 

The  Lee  i\Ifg.  Co.,  Pembroke,  have  purchased  a  fine 
line  of  stove  patterns  from  Boaa'cs,  Jamiesou  &  Co., 
Hamilton,  and  intend  to  broaden  their  corniection  with 
the  stove  and  housef urnishings  trades.  Their  ncAV 
catalogue  is  now  being  distributed. 

Bowes,  Jamieson  &  Co.,  Hamilton,  have  been  dcA'ot- 
ing  their  attention  this  season  to  the  manufacture  of  a 
fcAV  special  lines  of  moderate  priced  ranges  Avhich 
have  been  i^rodneed  for  Avestern  jobbing  houses  in 
large  quantities  at  very  low  prices.  They  are  also  de- 

voting some  attention  to  certain  of  their  old  lines  of 
ranges  and  heaters  for  their  Ontario  and  Quebec  cus- tomers. 

Ed.  WestAvood,  who  rectmtly  succeeded  Jack  Sin- 

clair, as  Westei'n  Ontario  salesman  for  the  Moff'at 
Stove  Co.,  has  s])rung  a  new  one  on  his  felloAV  stove 
salesmen,  he  having  bought  an  autonu)bile,  Avhich  he 
will  use  in  calling  on  the  retail  trade  between  Toronto 
and  Windsor. 

D.  J.  Barker  &  Comj)any,  Picton,  are  introducing  a 
eo;d  chute  for  cellar  Avindows  this  year. 

Hamilton  &  Stott,  St.  Thomas,  Avho  are  interested  in 
the  furnace  manufacturing  business  of  C.  NorsAvorthy 
&  Co.,  St.  Thomas,  makers  of  the  IIoAvard  furnace,  have 
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recently  takeu  over  tlie  business  of  the  Jones  Register 
Co.,  Toronto,  and  are  building  up  a  heating  and 
plumbing  supply  business. 

The  McClary  Mfg.'  Co.,  London,  have  made  further 
improvements  to  their  "Sunshine"  warm  air  furnace. 
To  increase  the  heating  surface,  a  series  of  baffle  plates 
has  been  placed  in  the  radiator,  which  compel  the  hot 
gases  of  combustion  to  travel  over  the  entire  area  of 
the  radiator,  forcing  the  gases  to  give  up  the  maxi- 

mum of  available  heat  to  the  surfaces  which  heat  the 
air  in  its  passage  through  the  furnace  to  the  various, 
rooms.  Another  improvement  is  the  doing  away  with 
all  rivets  in  the  dome  of  the  combustion  chamber.  All 
domes  are  now  welded  by  a  new  electric  process,  which 
is  an  absolute  guarantee  against  gas  leaking  into  the 
air  chambers  and  reaching  the  rooms. 

The  D.  Moore  Co.,  Hamilton,  Out.,  have  already 

broiight  out  two  new  heaters  this  year.  The  "Oak 
Treasure"  double  heater  is  a  very  powerful  double 
heating  stove,  at  a  medium  price.  It  is  well  .finished 
and  has  a  very  attractive  appearance.  The  other  new 
line  is  the  "Strathcona"  Hot  Blast.  This  heater  is 
brick  lined  and  has  front  mica  feed  door.    The  extra 

New  double  action  gas  range  being  introduced 
by  tlie  Hamilton  Stove  and  Heater  Co. 

large  firepot  makes  it  specially  adaptable  for  heating 
large  rooms.  A  new  catalogue  is  now  being  sent  to 
the  trade. 
Among  the  new  lines  brought  out  this  season  by  the 

James  Stewart  Mfg.  Co.,  Limited,  Woodstock,  Ont., 

are  their  new  "Good  Cheer"  steel  range  and  the 
"Hard  Service"  heater.  The  main  features  of  the 
former  are  the  key-plate  sections,  the  front  lift  top, 
large  ash  pan  and  improved  fire-box,  doing  away  Avith 
the  grate  rest  to  warp  or  burn  out.  The  "Hard  Ser- 

vice" heater  is  a  powerful  stove  for  stations,  stores, 
etc.  It  has  furnace  roller  grates,  large  ashpit,  air 
blast  ring  and  radiator  domes,  which  can  be  built  up, 

thus  increasing  the  heating  capacity.  The  "Good 
Cheer"  and  "Equator"  furnaces  are  still  selling  well, 
and  to  meet  the  demand  for  a  cheaper  furnace  the 

firm  will  shortly  put  on  the  market  the  "Alberta." 
The  Hamilton  Stove  &  Heater  Co.,  Hamilton,  Ont., 

have  gotten  out  during  the  ])resent  year  a  new  line, 
known  as  the  "Hamilton  Souvenir  Double  Action" 
range.  This  name  is  acquired  from  the  patented  oven, 
which  re(|uires  the  entire  heat  of  the  oven  burners  to 
travel  through  the  oven  tvnce,  thus  baking  to  better 
advantage.  Bread  may  be  baked  perfectly  and  evenly 
top  and  bottom,  inside  and  outside,  without  changing 

its  position  or  turning  the  loaves  during  baking.  Pat- 
terns for  the  1913  models  of  gas  ranges  are  just  being 

completed.  Already  samples  are  being  made  and  a 
large  stock  of  goods  will  be  accumulated  for  next  sea- 

son's trade.  This  plan  was  adopted  in  order  that 
prompt  deliveries  may  be  made  next  season. 

The  Burrow,  Stewart  &  Milne  Co.,  Ltd.,  Hamilton, 
Ont.,  are  at  present  erecting  a  large  new  building  and 
will  thus  be  enabled  to  increase  their  output,  not  only 
in  stoves,  but  also  in  scales  and  warehouse  trucks. 
Several  new  lines  have  been  placed  on  the  market  this 
year.  This  firm  has  recently  gotten  out  a  very  handy 
booklet  of  choice  cooking  recipes.  These  are  being 
sent  to  agents  for  distribution  to  customers. 

The  Enterprise  Foundry  Co.,  Sackville,  N.B.,  report 
a  largely  increased  business  all  through  the  coiintry, 
with  an  excellent  outlook  for  a  banner  year.  The  firm 
is  about  to  issue  a  handsome  catalogue,  which  will 
soon  be  distributed  to  the  trade. 

The  Doherty  Mfg.  Co.,  Sarnia,  Ont.,  have  just  is- 
sued a  handsome  new  catalogue,  well  illustrated  with 

half  tones  of  their  complete  line.  "Family  Favorite" 
is  the  name  of  a  new  line  recently  brought  out.  This 
is  a  handsome  range,  the  main  featiires  of  which  are 
the  life  key  plate,  divided  fine  system,  draw-out  grate, 
oval  fire  box,  and  removable  nickel  bands. 

The  Gurney  Foundry  Co.,  Limited,  Toronto,  report 

a  bigger  sale  than  ever  for  their  "Imperial  Oxford" 
east  iron  range.  This  range  has  taken  hold  of  the 
people  of  Ontario  more  than  any  other.  They  have  re- 

cently added  a  new  line  to  their  already  large  list  of 

steel  ranges,  and  have  named  it  the  "Golden  Nugget." 
This  was  brought  out  to  meet  the  increasing  demand 
for  a  cheai:)er  grade  of  steel  range.  The  well-known 
line  of  "Nugget'  steel  cook  stoves  has  been  fitted  with 
duplex  and  reversi])le  grates.  One  of  the  features  of 
the  Gurney  line  is  that  they  use  the  reversible  grate 
for  hard  coal,  the  grate  having  a  large  percentage  of 
air  space,  and  for  soft  coal  they  use  the  specially  con- 

structed duplex  grate.  Several  minor  changes  have 
been  made  in  their  line  of  gas  stoves  and  ranges. 

SOLD  SIX  DOZEN  OIL  STOVES. 

John  Dick  &  Son,  hardware  dealers,  of  Teeswater, 
Ont.,  have  the  enviable  record  of  selling  an  even  six 
dozen  3-burner  coal  oil  stoves  this  year  to  date. 

There  seems  to  be  a  large  increasing  demand  for  the 
oil  stove  in  rural  districts.  The  first  oil  stove  known 
to  have  been  bought  in  that  neighborhood  was  sold  by 
Dick  &  Son. 

NEW  "EMPIRE  CANOPY'  RANGE. 
The  Canadian  Heating  &  Ventilating  Co.,  Owen  Sound, 

will  have  a  new  range,  the  "Empire  Canopy",  on  the 
market  in  September.  They  brought  out  a  new  line  of 
"Empire"  design  registers  in  various  sizes  last  spring  and 
have  also  enlarged  their  nickeling  and  oxidizing  plant  this 

year. 
MAY  MOVE  TO  THE  WEST. 

Aid.  R.  C.  Chown,  Belleville,  is  on  a  trip  to  Edmon- 
ton and  other  points  in  Western  Canada,  and  on  his 

return  may  have  an  announcement  to  make  regarding 
the  establishment  of  another  Chown  hardware  store  in 
the  West.  The  success  met  with  by  ex-]\Iayor  W.  W. 
Chown  and  Leroy  Chown  at  Edmonton,  where  they 
moved  from  Belleville  about  six  years  ago,  is  the  rea- 

son for  the  contemplated  sale  of  the  Chown  business  at 
Belleville  and  the  removal  to  the  West  of  jMessrs.  R. 
C.  and  W.  A.  C.  Chown. 
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The  Furnace  Trade 

WALL  STACK  AND  AIR  SUPPLY  EFFICIENCY. 

I  find  very  frequently,  in  fact  altogether  too  fre- 

quently, says  a  salesman  in  "Metal  Worker,"  furnace- 
men  who  say,  "You  can't  tell  me  anything  about  the 
furnace  business,  I  have  been  at  it  too  long,"  and 
usually  I  find,  on  inquiry  in  the  community  where  they 
have  worked,. that  they  have  been  at  it  altogether  too 
long  for  the  general  good  of  the  furnace  business. 

I  cannot  agree  with  the  engineers  or  installers  who 
claim  that  the  riser  flue  has  only  a  certain  capacity 
and  that  it  does  no  good  to  use  a  pipe  of  greater  ca- 

pacity in  the  basement.  From  the  laws  of  gravity  there 
is  a  strong  tendency  upward,  consequently  a  strong 
friction  in  the  horizontal  pipe.  As  soon  as  it  enters 
the  vertical  pipe  this  friction  is  materially  reduced, 
and  consequently  the  air  assumes  a  greater  velocity. 

I  have  observed  that  the  action  of  heated  air  in  a 
pipe  is  jiast  the  reverse  of  water.  Did  you  ever  watch 
a  stream  of  water  when  it  flows  along  with  a  depth  of 
perhaps  3  feet,  and  as  it  approaches  a  fall  it  shallows 
perceptibly,  and  when  it  goes  over  the  fall  it  will  not 
have  a  depth  of  over  8  or  10  in.,  even  though  the 
channel  is  narrowest  at  this  point.  This  is  caused, 
beyond  question,  by  the  greater  velocity. 

In  my  somewhat  extended  examination  and  remodel- 
ing of  defective  furnace  heating  systems,  I  have  found 

hundreds  of  wrong  connections  between  a  horizontal 
cellar  pipe  and  the  vertical  stack  on  the  order  of  the 
one  shown  in  the  accompanying  illustration.  Even 
with  such  connection,  the  stack  has  been  branched  on 
the  second  floor  and  run  horizontally  to  two  rooms, 
and  in  a  number  of  instances  have  I  found  such  a  stack 
continued  to  a  room  on  the  third  floor.  Think  of  it, 

a  3  X  12-in.  stack,  or  one  containing  but  36  sq.  in., 
divided  between  two  or  three  rooms.  Then  these 

satisfied  furnacemen  wonder  why  furnace  heating  sys- 
tems with  such  stacks  do  not  work. 

When  stacks  of  this  size  have  been  run  to  one  room 
on  the  second  floor,  even  when  the  stack  has  been  of 
a  good  size,  I  have  made  a  vast  improvement  in  the 
heating  by  changing  the  connection  from  that  desig- 

nated in  the  accompanying  illustration  as  the  "wrong 
connection"  to  that  shown  beside  it  and  marked  "right 
connection."  and  enlarging  the  pipe  to  8  in.  Then 
again  changing  to  a  10-in.  pipe  I  have  found  that  I  ob- 

tained as  good  if  not  better  results  than  I  get  in  a 
room  on  the  flrst  floor  with  the  same  connection,  not 
however  without  providing  for  the  removal  of  the  air 
on  the  second  floor,  as  explained  in  a  former  article. 
This  has  not  been  a  single  experience,  but  many,  so 
many  that  it  is  absolute  proof  to  me  that  a  vertical 
pipe  will  take  care  of  at  least  twice  the  capacity  of  a 
horizontal  pipe  as  usually  used  on  a  furnace,  owing  to 
the  increased  velocity. 

This  has  been  further  demonstrated  in  the  extensive 

use  in  this  country  of  a  Jones  No.  15  side  wall  reg- 
ister with  6%  X  121/2  in.  inlet,  having  an  area  of  83 

sq.  in.,  and  a  3  x  12  in.  outlet  having  an  area  of  36 
sq.  in.  on  top,  for  an  extension  to  the  second  floor 
and  supplied  by  a  12-in.  pipe  having  an  area  of  113 
sq.  in.  for  two  larger  rooms.  There  is  very  frequently 
used  a  No.  14  register  with  a  5)4  x  13i/2-in.  inlet  which 
has  an  area  of  71  s(i.  in.  and  a  3^  x  12-in.  oiatlet  with 
an  area  of  39  sq.  in.,  and  a  10-in.  supply  pipe  with  an 

area  of  78  sq.  in.  for  two  smaller  rooms.  By  this 
method  the  number  of  pipes  in  the  basement  is  re- 

duced to  the  minimum  and  the  benefit  of  a  large  volume 
of  air  to  the  first  floor  is  available  when  instant  heat  is 
wanted  by  throwing  the  valve  entirely  back.  On  the 
other  hand,  should  occasion  demand,  a  strong  volume 
of  heat  can  be  forced  to  the  second  floor  by  entirely 
closing  the  valve  on  the  first  floor.  This  has  been  one 
of  the  strongest  proofs  of  the  capacity  of  wall  stacks. 

But  I  want  to  impress  this  on  the  reader :  Results  on 
either  first  or  second  floor  cannot  be  secured  unless 
some  means  have  been  provided  for  the  escape  of  the 
air  previously  in  the  room.  Allowing  for  a  perfect 
system  of  warm-air  piping,  if  it  could  be  determined 
on  and  installed,  you  never  could  get  results  without 
a  proper  supply  of  warm  air  coming  in,  and  to  insure 
this  the  cold  air  must  be  removed.  The  opinions  as 
to  what  this  perfect  system  should  be  are  certainly 
varied  and  formed  from  many  viewpoints. 

I  am  an  advocate  of  ventilation,  but  I  cannot  under- 
stand why  outside  air  is  so  absolutely  necessar.y  in  a 

warm-air  furnace  job  and  not  needed  at  all  in  a  hot- 
water  job.  I  presume  at  the  present  time  a  fair  esti- 

mate would  be  that  about  75  per  cent,  of  the  homes 
throughout  the  Northwest  are  being  heated  with  hot 

water  and  not  over  5  per  cent,  of  these  are  provided 
with  any  mode  of  ventilation.  I  am  a  plumber  and 
steam  fitter  by  trade,  and  after  a  thorough  study  of  all 
kinds  of  heating  systems  I  conscientiously  believe  that, 
laying  aside  all  ventilating  systems,  installing  a  hot- 
water  plant  as  it  is  usually  installed,  and  installing  a 
warm-air  system  as  it  should  be  installed,  and  with 
only  the  inside  circulating  system  being  used,  the  house 
heated  with  warm-air  has  the  purer  air  of  the  two. 

Perhaps  a  little  explanation  is  needed  on  the  fore- 
goin  statement.  Great  care  is  taken  when  a  hot- 
water  system  is  being  installed,  as  it  has  to  be  tight 
and  no  traps  formed,  or  it  will  not  work.  But  in  warm- 
air  work  we  find  the  work  frequently  thrown  together, 
the  furnace  not  cemented  and  the  pipes  not  half  fitted, 
instead  of  being  done  as  a  warm-air  job  should  be  in 
every  respect,  and  particularly  a  good  job  of  mechani- 

cal work.  But  neither  system  should  be  installed 
without  a  system  of  ventilation.  The  capacity  of  this 
ventilating  system  is  open  to  much  discussion.  The 
method  of  installing  a  ventilating  system  has  much 
to  do  with  its  satisfaction  and  efficiency. 
My  method  of  connecting  the  air  supply  duct  on 

the  outside  of  a  building  is  shown  in  the  lower  left- 
hand  corner  of  the  accompanying  illustration.  It  elim- 

inates to  a  great  extent  the  dust  and  dirt  which  is  so 
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g-enerally  carried  iu  Avheii  the  air  is  taken  in  directl.v 
beneath  the  superstructure  or  near  the  ground.  When 
taken  in  connection  with  arrangement  as  shown  to  the 
right  in  the  illustration  it  also  eliminates  the  tendency 
to  blow  directly  into  the  furnace,  and  when  the  wind  is 
in  the  direction  from  which  the  pipe  is  taken  it  provides 
a  more  uniform  supply  of  air.  As  shown,  the  pipe 
is  carried  up  inside  the  casing  to  a  point  directly  under 
the  smoke-pipe  and  has  a  cap  over  the  iipper  end.  The 
arrangement  of  this  pipe  insures  the  accomplishment 
of  two  important  purposes.  The  air  is  retained  until 

it  becomes  partially  heated  and  prevents  it  being  car- 
ried up  into  the  room  unheated.  It  provides  against  a 

blast  of  cold  air  directly  against  one  spot  on  the  fire- 
pot,  which  I  find  is  detrimental  to  the  fire-pot. 

In  my  opinion,  the  area  of  the  return  pipes  when  air 
is  circulated  should  equal  the  area  of  the  discharge 

pipes,  or  very  nearly  so,  regardless  of  the  outside  air 
supply,  and  the  connection  should  be  made  as  low  down 
on  the  casing  as  possible  and  with  a  shoe  not  to  exceed 
12  in.  in  height.  There  should  be  one  on  each  side 
of  the  furnace,  and  of  equal  capacity  as  nearly  as 
possible. 

I  have  found  that  an  8-in.  or  a  10-in.  pipe  taken, 
as  described  from  the  outside,  for  an  ordinary  8  to 

10-room  house,  provided  with  some  mode  of  egress  for 

the  foul  air,  has  proved  very  satisfactory  in  freslien- 
ing  up  the  air  in  .a  circulating  system. 

Lafeer  on,  I  hope  to  send  for  publication  a  set  of 

plans  showing  the  cellar  and  furnace  piping  and  upper 
fioors  with  registers  and  stacks,  for  a  house  in  which 

the  heating  system  has  proved  satisfactory.  I  hope 
also  to  give  explanations  of  the  parts  wliicli  I  am 
unable  to  show  on  the  plans.  I  feel  that  there  is  much 
that  can  and  should  be  done  to  improve  the  character 

and  efficiency  of  warm-air  heating  installations,  and 
this  work,  if  properly  taken  up  and  carried  out,  would 
be  of  much  benefit  alike  to  manufacturers  and  those 

who  own  moderate  sized  homes  and  who  feel  faviu^able 
to  a  furnace  on  account  of  its  cost. 

FURNACE  PRICES  TOO  LOW. 

The  example  set  by  Toronto  firms  which  instal  warm 
air  furnaces  in  getting  together  to  improve  their 
standard  of  work  should  be  followed  by  the  heating 
and  metal  working  trades  in  other  parts  of  Canada. 

For  years  Toronto  has  been  known  as  a  hot  water 
heating  city,  houses  with  boilers  installed  having  a 
distinct  advantage  in  the  real  estate  market  over 
houses  heated  by  furnaces.  Hot  air  heating,  although 
more  healthful,  and  more  reasonable  in  both  cost  of 
installation  and  operation,  has  been  given  a  black  eye 
l)y  tlie  hot  air  heating  contractors  themselves. 
Through  lack  of  organization,  the  hot  air  firms  have 

been  engaged  in  a  price  cutting  war,  until  prices  for 
installing  a  furnace  and  hot  air  system  in  a  six  or 
seven  roomed  house  has  gotten  down  to  as  low  as  it^50 
for  the  entire  jol).  To  instal  two  cold  air  ducts  is 
most  unusual  and,  in  keeping,  everything  that  could 
be  done  to  scami)  tiu^  job  and  still  leave  the  system 
workable,  has  been  done.  Naturally,  furnace  heating 

lias  suffered  in  popnhu'ity  and  a  serious  injury  has 
been  done  the  trade. 

Following  the  example  of  the  Federal  Furnace 
League  in  the  United  States,  Clanadian  furnace  manu- 

facturers have  encouraged  their  local  agents  in  To- 
ronto and  elsewhere  to  get  together  and,  by  maintain- 

ing prices,  establish  a  higher  standard  of  workmanship. 
The  plan,  if  intelligently  carried  out,  and  backed 

with  the  friendly  sui^port  of  the  most  progressive  fur- 
ijace  manufacturers,  cannot  help  but  be  of  great  benefit 
to  the  trade.  Instead  of  a  competition  having  in  view 
the  cheapening  of  the  cost  of  installation,  there  should 
be  a  friendly  rivalry  to  win  for  warm  air  heating  its 
proper  place  as  the  most  healthful  and  moderate  priced 
system  of  heating  for  this  northern  climate. 

FURNACES  FOR  NATURAL  GAS. 

Referring  to  the  article  in  the  July  number  of  the 
Journal,  regarding  natural  gas  being  found  in  Mone- 
ton,  the  McClar}'  Mfg.  Co.  write  as  follows : 

"There  are  a  number  of  people  who  already  have 
furnaces  installed  who  contemplate,  no  doubt,  using 
natural  gas  as  a  means  of  heating,  particularly  in  the 
Fall  and  Spring,  and  many  will  be  using  gas  for  heat- 

ing all  winter,  which  depends  upon  the  economy  and 
the  efficiency  of  the  gas  burner  or  appliance. 

"We  have  installed  with  a  great  deal  of  success,  a 
number  of  furnaces  which  have  a  gas  ring  in  connec- 

tion with  the  fire  pot,  and  practically  are  part  and 
parcel  of  the  furnace  itself.  These  we  have  found  to 
be  more  economical,  and  have  greater  efficiency  than 
the  gas  burners;  there  also  being  one  distinct  feature 
to  their  advantage,  i.e.,  should  occasion  arise  where  the 
householder  finds  it  necessary  to  use  coal,  instead  of 
the  natural  gas,  he  does  not  liave  to  call  in  a  plumber 
to  disconnect  the  gas,  as  is  done  with  the  regular 
burn(M-;  but  simply  turns  the  gas  off  at  the  cock,  and 
starts  his  coal  fire  in  the  same  fire  pot,  the  same  as  in 
an  ordinary  furnace,  aiul  without  any  delay  or  effect 

upon  the  gas  ring." 

NEW  HECLA  FURNACE  CATALOGUE 

Clare  Bros.  &  Co.,  Preston,  have  gotten  out  an  ex- 
ceedingly well  printed  catalogue  of  48  pages,  fully  de- 

scribing the  man}'  features  of  Hecla  furnaces  of  interest  to 
retailers  and  furnace  users,  some  attention  being  also 

given  to  the  "Empress"  and  "Standard,"  their  more 
reasonably  priced  furnaces.  The  "Hilborn"  wood  furnace, 
the  "Preston"  and  "Imperial"  hot  water  boilers,  and 
the  "Peninsular"  ventilating  hot  water  boiler,  are  also 
described.  Four  styles  of  coal  chutes  are  also  illustrated, 
these  including  round  and  square  types,  with  and  without 

glass. 

A  companion  book  entitled  "  Comfort  and  Health."  is 
intended  for  distribution  amongst  house  builders  and 
probable  buyers  of  beating  apparatus,  and  it  is  most 
logically  reasoned  out  and  interestingly  put  as  a  selling 
aid  to  furnace  salesmen. 

PRESENTATION  TO  H.  A.  GUNN. 

Mr.  Hugh  A.  Gunn,  announcement  of  whose  retire- 
ment from  the  staff  of  H.  S.  Ilowland,  Sons  &  Co.,  was 

made  in  the  last  issue  of  The  Journal,  was  the  recipient 
of  two  presentations  before  severing  his  connection 
with  the  firm. 

T.  B.  Williamson  read  the  presentation  address  and 
G.  Gilmour,  on  behalf  of  the  warehouse  staff,  present- 

ed i\Ir.  Gunn  with  a  gold  locket  and  chain.  The  sales- 

men and  office  staff  presented  him  with  a  "Crown 
Derby"  tea  set,  as  a  token  of  the  esteem  in  which  he 
was  held,  and  G.  T.  Jeidvins,  the  firm's  oldest  em- 

ploye, read  an  illuminated  address.  The  occasion  Avas  a 

very  enjoyable  one  and  Mr.  'Gunn  left  Ilowland 's  with 
the  good  wishes  of  all  the  staff  ringing  in  his  ears. 
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Paint  and  Varnish  Trades 

Figuring  the  Profit  on  Paint 
By  Frank  E.  Goodwin, 

Author  "Cost  Accounting  Pathfinder,  "  Etc. 
Although  the  author  has  l)eeii  interested  in  the  mat- 

ter of  costs  and  profits,  as  they  are  related  to  retail- 
ing, for  more  than  fifteen  years,  and  has  been  a  writer 

of  articles  for  publication  upon  the  subject  for  five 
year  or  more,  I  am  satisfied  that  I  have  been  mistaken, 
with  thousands  of  others,  in  the  manner  in  which  re- 

tail selling  prices  have  been  made  up.  If  I  were  in- 
clined to  be  stubborn,  and  to  refuse  to  see  that  there 

could  be  any  other  right  way  than  the  old  way,  then 
I  am  certain  that  I  would  sticlc  to  the  methods  of  my 
father,  and  later  my  own,  and  brazenly  maintain  that 
progressive  ways  were  wrong. 

It  has  been  the  habit  of  retailers  who  have  carefully 
studied  selling  price  making,  to  follow  one  of  two 
paths — the  first,  and  most  common,  was  to  first  take 
the  wholesale  cost  (which  properly  included  delivery) 
and  add  to  it  the  cost  of  doing  business  figured  in  per- 

centage on  the  cost  of  goods.  These  added  together 
would  make  up  the  cost  to  sell.  Then  to  this  total 
would  be  added  the  desired  amount  of  profit  in  per- 

centage, and  the  sum  of  the  three  factors  would  make 
the  retail  price. 

For  example — If  ten  gallons  of  mixed  paints  cost 
$1.45  each,  laid  down,  and  the  cost  of  doing  business 
on  wholesale  cost  was  18  per  cent.,  with  a  desired  net 
profit  of  5  per  cent.,  the  method  of  figuring  would  be : 

$14.50  plus  $2.71,  plus  $0.86  equals  $18.07  to  sell 
for. 

Divided  by  10,  makes  price  per  gallon  $1.80.7. 
The  other  metliod — figured  on  the  sales  (and  the 

wrong  method,  too,  as  fully  exposed  in  the  June 

"American  Paint  and  Oil  Dealer")  would  be  to  find 
the  cost  of  doing  business,  ami  the  desired  net  profit 
on  the  volume  of  sales,  and  add  these  pereents  to- 

gether. Then  this  would  be  subtracted  from  a  base  of 
100,  and  the  wholesale  or  delivered  cost  would  bo 
divided  by  that  amount.  Thus:  Delivered  cost,  $1.45; 
cost  of  doing  business,  22  ])er  cent.;  net  i)rofit,  5  ])er 
cent.  Add  22  and  5.  eciuals  27.  100  minus  27  leaves 
78.    $1.45  divided  by  7:3  e(|uals  $1.98,  the  selling  price. 

Both  of  these  methods  are  too  well  known  to  need 
much  further  discussion,  except  to  call  attention  to 
their  fallacies  and  dangers. 

The  first  method  is  wrong  only  in  so  far  as  the  ]U'ae- 
tiee  prevails  among  retailers  of  figuring  ])V()fit  on  their 
cost  of  doing  business,  Avhich.  as  was  shown  in  the 

June  issue  of  the  "American  Paint  and  Oil  Dealer," 
is  not  in  keeping  with  good  l)usiness  nu^thods. 

If  this  method  is  persisted  in  the  dealer  will  charge 
his  customers  a  ])rofit  on  his  investment,  a  profit  on 
his  own  salary,  the  salary  of  his  help,  mi  his  rent,  and 

in  fact  a*  net  profit  on  every  element  of  cost  whicli  en- 
ters into  the  ex))ense  of  selling.  This  has  i)een  proven 

to  be  wrong.  This  cost  of  doing  business,  "the  ex- 
pense of  distribution,"  is  the  object  of  such  attention 

by  consumers  to-day  that  its'  source  slu)uld  be  above 
suspicion. 

I  need  not  say  that  the  second  metliod  sliown  is  al- 
together wrong,  because  that  would  hv  only  another 

amplification  of  the  problems  stated  in  llial  foi-mer 
article  which  challenged  the  advisability  of  accepting 
the  suggestions  of  the  circulars  sent  broadcast  by  the 
Burroughs  Adding  Machine  Co..  urging  dealers  to 

"Figure  Cos't  on  Selling  Price." 
Some  may  say  that  I  am  splitting  hairs.  Perhaps 

I  am.  Rut  in  correct  accounting  even  hairs  must  be 
split,  or  methods  and  results  will  not  be  right.  Any 
accountant  knows  that  an  error  of  a  single  penny  in 
a  trial  balance  is  as  bad  as  an  error  of  a  dollar.  And 
T  say  that  any  system  of  cost  figuring  which  favors 
the  dealer  to  the  exclusion  of  the  buyer,  or  vice  versa, 
is  wrong — and  harmful  to  the  dealer.  Call  it  hair 
splitting,  if  you  will,  the  fact  remains  that  there  are 
right  ways  and  wrong  ways  of  doing  everything.  And 
if  the  right  way  is  known,  why  persist  in  following 
the  wrong  method? 

Logic  demands  that  profit  and  selling  expense  should 
be  singly  and  individually  figured  on  the  wholesale 
delivered  cost,  and  that  not  one  or  both  of  these  factors 
should  be  figured  up  ui  a  combination  of  two  or  all. 

Costs  and  Profits  on  a  Paint  Materials  Invoice. 
Delivered              Net.       Selling  Selling 

Dewription                          Cost                 Proflfc   Expense  Price 
.50  Gals.  Turpentine  $0.8n      |  40.01 »        5°.'      |  2.00      $7.20  $49.20 100     •'     L.  Oil                    1.0.5        10.5.00        5';         5.2.5        1S.90  129.15 
50    "     O.  \V.  Paint...   1.20         60.00        o"{.         3.00        10.80  7.S.80 
20    "     Mixed  Col           1.45        29.00       5%         1.45         5.22  So.fiT 
2  doz.  Asstd.  brushes . .  2.50         5.00       10°^         .,50          .90  6.40 
1    "    Art  colors            2.00          2.00       15^/         .30          .36  2.66 

Totals  '. .  1241.00               $12.50       $43.38  $296.88 
Proof— Divide  $43.38  (expense)  by  $211  (delivered  cost),  and  the  result  is 

your  18?^  cost  of  doing  business. 

The  correct  way  to  figure  the  selling  cost  and  the 
net  profit  on  the  gallon  of  paint  which  costs  $1.45  de- 

livered is  as  follows,  on  18  per  cent,  for  selling  ex- 

pense : — 

$1 .45  ]jlus  5  per  cent.  .07.25  cents,  net  profit. 
$1.45  ]ilus  18  per  cent,  ecpials  .26.1  cents,  expense. 
$1.45  ])lus  .07.25;  plus  .22.1  e(iuals  $1.74.35  selling 

price. 
To  carry  out  the  scheme  of  correct  price  making, 

let  us  take  an  invoice  of  goods,  from  a  jobber,  and 
work  it  out.  These  prices  are  not  taken  from  any  list, 
and  are  no  doubt  some  few  cents  away  from  the  actual 
figures  which  a  jobl)er  would  make  to  any  dealer.  Let 
us  suppose  in  this  case  that  these  prices  include  freight 

l^aid  to  the  dcalei',  and  ])r()ceed.  The  figures  then 
would  sliOAV : — 
Now  I  ask  if  everything  there  is  not  etiuitabie  and 

fair?  There  is  no  "com])ound"  profit;  no  ])roHt  on 
expense^ — just  a  plain  net  profit  on  the  investment, 
which  is  the  wholesale  cost  of  the  goods,  .d(4ivered  to 
the  ])lace  of  business. 
And  again,  how  siin])le  is  I  his  method  of  figuring. 

First  the  net  profit  on  the  investment  is  fcnind  ;  then 
the  cost  of  selling  the  goods,  based  on  the  wholesale 
cost.  Then  the  wholesale  cost,  the  net  profit,  and  the 
amount  of  expense,  or  selling  cost,  are  added  together 
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to  make  up  a  fair,  legitmate  and  equable  price  and 

profit,  without  taking  advantage  of  any  opportunity 
to  make  a  cent  that  the  dealer  is  not  entitled  to.  On 
the  other  hand,  the  dealer  knows,  if  his  figures  are 

accurately  made,  that  he  has  priced  his  goods  to  cover 

what  the"  wholesaler  charges  him  for  merchandise,  his 
legitimate  net  profit,  and  the  cost  of  doing  business. 

No  mercantile  concern,  which  thus  takes  these  mat- 
ters into  proper  account,  can  go  wrong,  because  every 

element  has  >been  included  in  the  retail  selling  price, 
and  no  one  has  been  harmed.  In  fact,  I  am  inclined 

to  believe  that  when  any  intelligent  and  fair-minded 
buyer  is  shown  the  figures  worked  out  on  this  basis, 
he  will  have  a  very  good  opinion  of  the  dealer  who 
made  the  prices  and  he  will  not  allow  any  attacks  by 
catalogue  hoiLses,  on  the  ground  that  the  dealer  is  rob- 

bing the  buyer,  to  sway  his  friendship  from  the  re- 
tailer. 

The  plan  herein  suggested,  worked  by  the  Five  Rules 

for  Retail  Accounting  given  in  my  last  month's  article 
in  this  journal,  is  the  only  fair,  legitimate,  and  accur- 

ate method  of  making  retail  prices  that  has  been  sug- 
gested. I  need  not  go  into  further  detail  to  prove  that 

any  other  plan  that  has  been  suggested  contains  at 
least  one  element  of  wrong.  This  any  fair-minded 
reader  will  acknowledge  if  he  will  take  the  time  to 
figure  out  for  himself,  by  the  three  known  methods 
of  grice  making  which  I  have  shown. 

A  COMPREHENSIVE  SALESMEN'S  CONVENTION 

The  salesmen's  convention  of  Robert  Ingham  Clark 
&  Co.,  varnish  makers,  of  London,  Paris  and  Hamburg, 
the  associates  of  Pratt  &  Lambert-Inc,  varnish  mak- 

ers, was  held  at  the  firm's  headquarters,  London.  Eng- 
land, July  30th  to  August  1st,  inclusive. 

Bringing  together  the  representatives  of  the  four 
main  factories  and  offices  of  Robert  Ingham  Clark  & 
Co.  at  London,  Paris  and  Ham'burg,  as  well  as  those 
of  their  branch  houses  in  the  Australian  Colonies,  New 
Zealand,  Japan,  Chtna,  South  Africa  and  India,  this 
convention  was  indeed  cosmopolitan  in  its  scope,  and 
represented  the  greater  part  of  the  civilized  world. 

The  convention  was  opened  by  the  roll  call,  followed 
by  an  address  of  welcome  by  the  chairman,  F.  W.  F. 
Clark,  managing  director  of  Robert  Ingham  Clark  & 
Co.,  after  which  Mr.  W.  H.  Andrews,  president  of 
Pratt  &  Lambert-Inc,  delivered  a  short  address. 

You  who  talk  of  the  conservatism  of  John  Bull  and 
the  Continent,  would  find  it  interesting  to  look  over 
the  programme  of  this  convention.  It  indicates  an  effi- 

cient orgainization,  involving  the  best  thought  and 
practice  of  modern  business. 

In  fact,  the  progressiveness  of  Robert  Ingham  Clark 
&  Co.  is  due  to  their  willingness  to  give  heed  to  the 
methods  of  up-!to-date,  successful  concerns  in  this  and 
other  countries,  as  well  as  their  own.  That  it  has 
adopted  modern  methods  in  every  way  can  be  seen 
from  the  following  topics  taken  from  the  programme, 
typical  of  the  many  which  were  discussed  during  the 
convention. 

Closer  co-operation  of  representatives  Math  the  office 
and  works. 

System  of  dealing  with  inquiries  and  sample  orders. 
Advices  of  building  contracts,  and  how  they  should 

be  followed  up. 
Advertising. 
Limitation  of  credits. 
Complaints. 
Besides  the  disciission  of  important  ques-tions.  the 

programme  included  a  trip  through  Robert  Ingham 

Clark  &  Co.'s  London  plant,  where  practical  demon- 
strations of  difi:'erent  goods  were  given  by  the  works 

manager,  and  examples  of  finished  work  inspected. 

During  the  convention  prices  were  awarded  the  win- 

ners in  the  three  salesmen's  competitions — the  Gen- 
eral Results  Competition,  the  Specialties  Competition 

and  the  Estimate  Competition. 
The  methods  used  by  Robert  Ingham  Clark  &  Co. 

to  keep  their  sales  force  to  the  highest  point  of  effi- 
ciency are  worthy  of  further  comment. 

In  the  general  results  competition,  the  results  are 
based  on  the  all-round  efficiency  and  gain  in  efficiency 
of  the  man,  on  the  percentage  of  the  sales,  which  it 
is  estimated  that  he  should  make,  that  he  attains ;  on 
his  increase  in  sales  over  the  previoixs  year  on  the 
amoimt  of  his  total  sales ;  on  the  percentage  of  his 
selling  cost  to  sales ;  on  the  percentage  of  his  bad 
debts ;  on  the  number  of  new  accounts  which  he  opens, 
etc.  There  are  three  prizes  in  this  competition,  but 
to  winners  and  near  winners,  the  greatest  reward  is 
not  a  material  one,  but  it  is  in  the  knowledge  and 
satisfaction  of  work  well  done. 

The  eff^ect  of  such  a  competition  on  a  selling  force 
and  business — to  increase  sales,  bring  down  the  sell- 

ing expense  and  bad  debt  losses  and  start  new  ac- 
counts— is  at  once  apparent. 

The  results  in  the  specialties  competition  are  based 
on  the  highest  total  sales  in  gallons  of  certain  spe- 

cialties, which  it  is  particularly  desirable  to  push. 
The  estimate  sales  competition  is  really  not  a  compe- 

tition at  all.    It  is  called  a  competition  because  it  is 

8  The  hardwareman  who  keeps  his  eyes  on  the  « 

Q  buildings  of  the  neighboring'  farmeps  will  see  a  g 
8      good  many  prospective  customers.  8 

incentive.  The  idea  is  that  every  man  who  attains 
the  amount  in  sales,  that  it  is  estimated  he  should  make, 
is  given  a  sum  of  $50. 

In  these  methods  of  Robert  Ingham  Clark  &  Co., 
there  should  be  something  which  many  firms  could 
follow  to  advantage. 

The  convention  was  not  devoid  of  its  social  fea- 

ture. Every  day  of  the  convention  saw  "play  time" 
as  well  as  its  work.  To  top  it  all  oi¥,  the  convention 
ended  with  a  river  trip  down  the  picturesque  Thames 

on  the  steamer  "Royal  Thames,"  and  a  banquet  long 
to  be  remembered  at  the  celebrated  Tagg's  Thames Hotel. 

After  the  banquet,  the  men  returned  on  the  steamer 

"Royal  Thames"  for  London,  from  there,  in  the  next 
few  days,  they  returned  to  their  several  posts  of  duty, 
enthused,  instructed,  broadened  by  the  contact  with 
their  fellow  salesmen,  and  enabled  to  conduct  their 
work  more  efficiently  than  ever  before. 

Paint  for  houses,  barns,  floors,  cupboards,  shelves, 
furniture,  bath  tubs,  buggies,  farm  tools,  etc.  A  spe- 

cial paint  for  each  purpose,  not  one  slap-dash  mixture 
for  all.  Not  low  priced,  but  highest  grade  at  fair, 
honest  prices.  You  know  our  reputation.  We  say 

these  are  the  best  paints  we  know  of.  You'll  say  so 
too  after  you  have  used  them. — Peek's,  Spokane.  Wash. 
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HOW  GREATER  PROFIT  CAN  BE  MADE  ON 
PAINT  OILS  AND  WHY. 

A  careful  analysis  will  show  that  dealers  in  paint 
oils  lose  a  remarkably  large  percentage  of  their  profit 
where  these  liciuids  are  retailed  from  the  original  con- 

tainers or  from  improvised  faucet  tanks.  Obviously, 
the  reader  will  ask  why  this  is  true  and  how  we  know 
this  profit-losing  condition  exists.  Just  a  casual,  su- 

perficial investigation  will  prove  the  acciiracy  of  the 
above  statement.  In  order  to  understand  it  a  little 
more  clearly,  let  us  see  what  paint  oils  are. 

No.  1.— Showing- how  oils  were  formerly  kept  in  barrels  and  tanks in  basement. 

These  liquids  may  be  divided  into  two  broad  classl 
fications,  as  follows : — 

Oils. 

These  are  the  agents  or  mediums  which  hold  the 
pigments  in  solution  and  possess  a  binding  j^ower.  This 
penetrating  property  is  what  makes  the  oil  useful  as 
a  vehicle  for  pigments.  It  penetrates  the  wood  and 
dries,  forming  a  solid  surface  or  coating  over  the  wood, 
which  protects  it  from  the  elements.  Since  the  oil 
dries  quicklj^  and  forms  a  hard  surface,  it  necessarily 
follows  that  evaporation  occurs.  In  order  to  secure 
the  best  results  from  paint  oils,  they  should  be  main- 

tained at  their  original  quality  as  nearly  as  possible. 
Where  they  are  allowed  to  stand  for  any  length  of  time 
in  a  container  which  permits  absorption  and  evapor- 

ation, the  paint  oil  thickens  and  forms  what  is  known 

as  "foots"  and  "fats."  It  is  impossible  to  change 
this  semi-solid  accumulation  into  lif[nid  form  so  it  can 
be  used  for  painting  purposes,  consequently,  this  is  a 
loss  to  the  dealer. 

Reducers  and  Thinners. 

These  liquids  have  a  high  solvent  action  and  a  won- 
derful oxidizing  value.  Turpentine,  with  its  penetrat- 

ing odor,  has  always  taken  first  place  among  the  vola- 
tile liquids  used  for  thinning  paints.  Next  in  line  aye 

certain  grades  of  asphaltum  or  paraffine  distillates. 
All  of  these  liquids  are  very  volatile,  being  obtained 
through  distillation.  When  these  thinners  or  reducers 
are  exposed  to  the  air  or  kept  in  ordinary  tanks  or 
barrels,  they  evaporate  and  lose  their  thinning  pro- 

perties. That  part  which  evaporates  in  the  reducer 
or  thinner  is  the  vital  part  of  the  liquid.  Where  any 
of  these  liquids  are  kept  in  barrels,  part  of  them  is 
absorbed  by  the  barrel.  In  addition  to  this,  evapor- 

ation is  permitted  constantly,  which  reduces  their  qual- 
ity and  in  many  instances  causes  dissatisfaction  among 

the  trade.    Aside  from  this,  the  actual  amount  of  loss, 

resulting  from  these  conditions,  will  reduce  the  profit 
from  ten  to  twenty-five  per  cent.,  depending  upon  the 
length  of  time  the  liquid  was  storecl  in  this  manner. 

An  ideal  arrangement  for  handling  paint  oils,  as 
well  as  other  oils  usually  sold  by  the  retailer,  is  found 
in  the  system  recently  installed  by  the  J.  H.  Ashdown 
Hardware  Co.,  Winnipeg.  We  reproduce  herewith  the 
three  views  of  this  installation,  showing  the  arrange- 

ment of  pumps  and  tanks  under  the  new  system  and 
the  appearance  of  the  oil  room  prior  to  the  installa- tion. 

This  equipment  was  installed  by  S.  F.  Bowser  & 
(.'(impany,  66-68  Frazer  Ave.,  Toronto,  and  consists  of 
twenty-five  storage  tanks  with  as  many  self-measur- 

ing pumps,  tanks  ranging  in  capacity  from  one  barrel 
(50  gallons)  to  five  barrels  (230  gallons).  The  tanks 
are  placed  in  the  basement  and  arranged  in  what  they 
term  a  battery  formation.  Tanks  are  of  the  same 
height  and  length,  varying  in  width  to  secure  the  pro- 

per capacity.  These  tanks  are  made  of  heavy  plate 
steel,  thoroughly  riveted  and  soldered,  thus  prevent- 

ing any  possibility  of  absorption,  and  they  are  guar- 
anteed evaporation-proof.  Each  tank  is  provided  with 

a  manhole  through  which  the  oil  is  emptied  from  the 
iii'iginal  container.  Over  the  tops  of  the  tanks  is  con- 

ducted a  barrel  track  and  a  cradle  extends  from  the 
end  of  the  barrel  track  to  the  floor,  on  which  the  barrel 
is  rolled.  By  means  of  the  multiple  chain  hoist,  clear- 

ly shown  in  the  illustration,  the  barrel  may  then  be 
raised  to  the  level  of  the  track  and  rolled  to  any  tank 
into  which  it  is  to  be  emptied.  Each  tank  is  provided 
with  a  metal  gauge,  which  shows  approximately  the 
amount  in  tank,  and  is  vented  to  a  common  header, 
which  is  conducted  to  the  outside  of  the  building.  This 
arrangement  of  tanks  will  occupy  approximately  forty 
to  fifty  per  cent,  less  floor  space  than  is  re(iuired  for 
barrels  of  the  same  capacity.  One  man  can  easily 
handle  and  empty  the  barrels. 

The  advantage  of  this  arrangement  is  three-fold: 
First — It  permits  the  emptying  of  the  barrels  immed- 

No.  2.— Showing  modern  oil  storage  system. 

iately  on  receipt,  so  they  can  be  returned  for  credit 
at  once.  Second — The  tanks  being  constructed  entire- 

ly of  metal  will  not  permit  absorption,  which  positive- 
ly eliminates  any  loss  from  this  source.  Third — ^They 

will  reduce  the  fire  hazard  to  the  minimiim  thus  safe- 
guarding the  profits  in  this  direction.  The  selfmeasur- 

ing  pumps  are  located  on  the  floor  above  at  any  con- 
venient point.  The  illustration  shows  hoAV  compact- 

ly these  pumps  may  be  arranged.  They  are  placed  in 
a  double  row  along  the  wall  and  occupy  very  little 
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space  eoinparod  to  the  eiioriuous  (|iiantitii's  of  oil  that 
can  'be  dispensed  through  them.  The  pumps  are  made 

entirely  of  metal  and  will  accnrately  nu^asnre  s'all<^>TS! 
half  gallons,  (luarts  or  pints  at  a  stroke.  They  are 
further  provided  Avith  a  computer,  which  permits  the 

operator  to  draw  any  fractional  part  of  a  gallon  ami 

make  the  correct  charge  for  same,  the  indii  alor  show- 
ing what  the  money  value  is  of  any  qnaiitit.v  drawn. 

The  pumps  are  all  provided  with  card  lioldci-s,  show- 
ing the  names  of  the  oils,  and  a  lock  which  prevents 

any  meddling  or  pilfering.  The  discharge  nozzles  (Ui 

the  pum])s  are  fitted  with  a  lever  shut-oft',  thus  i)re- venting  any  possibility  of  evaporation  from  this  source. 
At  the  extreme  end  of  the  room  and  to  the  left  of 

the  pumps  shown  in  the  illustration  is  one  standard 
long  distance  pump  for  gasoline. 

The  following  li(piids  are  handled  with  these  out- 
fits: No.  2  kerosene,  boiled  linseed,  raw  linseed.  Xo.  1 

kerosene,  turpentine,  No.  1  machine.  No.  2  machine, 
floor  oil,  roof  oil,  mith.  spirits,  lard  oil.  No.  1  aiito.  No. 
2  auto.  No.  3  auto.  No.  1  furniture  varnish,  black 
Japan,  brown  Japan,  linoil,  gas  engine  cylinder  oil. 
steam  cylinder  oil,  castor  machine,  orange  shellac, 
white  shellac,  No.  1  floor  oil  and  elastic  oak  varnish. 

No.  3.  — Biittury  of  self-uieasuring'  oil  pumps  in  paint  departnienl 
of  Ashdown's  Winnipeg  store. 

In  addition  to  the  above,  there  is  one  outfit  I'or  hand- 
ling- gasoline.  Taidc,  to  Avhich  the  pump  is  attached, 

is  hui'ied  outside  of  the  building,  with  a  fill  pipe  ex- 
tending to  the  surface.  The  gasoline  tank  is  filled 

from  the  outside  of  the  building,  thus  doubly  insuring 
against  any  accident  or  explosion  due  to  transferring 
the  liquid  in  the  building.  Where  the  old  methods  are 
followed,  the  oil  is  spilled  on  the  floor  and  accumiilates 
year  after  yea.r.  A  very  large  percentage  of  fires  in 
I)aint,  oil  and  hardware  stores  originate  from  spontan- 

eous combustion  in  the  oil-room.  The  fire  hazard  from 
this  source  is  very  great.  On(^  of  the  worst  features 
in  this  connection  is  the  fact  that  a  fire  starting  from 
this  source  usually  occurs  at  night.  As  long  as  there 
is  circulation  of  air  in  the  building,  fire  from  spontan- 

eous combustion  is  not  eminent,  but  as  soon  as  the 
building  is  closed,  shutting  off  the  air  circulation,  the 
stale  air  will  become  saturated  with  the  fumes  and  the 
danger  from  spontaneous  combustion  is  much  increas- 

ed. Howser  systems  are  made  to  conform  to  the  meas- 
ure of  safety  ])reseribed  by  the  Board  of  Underwrit- 

ers. They  prevent  evaporation  and  there  can  be  no 
wiaste,  as  the  sielf-measuring  pumps  will  discharge 
accurately  whatever  quantity  is  desired  without  the 

use  of  jneasures  or  funnels.  A  conservative  estimate 
from  many  sources  shows  that  it  is  possible  to  increase 
])aint  oil  i)rofits  ten  to  twenty  per  cent,  by  using  a 
system  of  this  kind.  The  fact  that  i)ractically  all  of 
the  J.  H.  Ashdown  hardware  stores  are  fitted  with 
these  systems  is  conclusive  evidence  of  their  satisfac- 

tory service  and  profit-i)roducing  qualities. 

COST  OF  ADVERTISING  MATTER. 
In  the  last  issue  of  the  Journal  mention  was  made 

of  the  wilful  waste  by  hardware  retailers  of  the  ad- 
vertising matter  furnished  by  paint  manufacturers. 

Since  then  Canadian  Hardware  has  had  the  privilege 
of  looking  over  a  list  of  the  advertising  furnished  by 
one  firm  of  manufacturers  to  their  agents.  This  firm 
}'ealizes  the,  amount  of  money  that  is  annually  thrown 
away  by  the  indiscriminate  use  of  color  cards,  etc., 
and  recently  got  out  a  printed  list  showing  just  what 
it  cost  them  to  supply  one  man  who  handles  their  com- 

plete line  of  paints,  specialties,  etc. 
To  each  man  Avho  stocks  all  their  goods  they  give  a 

hanger  and  slats,  which  cost  i|^l:.50;  2  windoAv  trims, 
W  cents'  each;  1  gold  bust,  40  cents;  1  color  book,  25 
cents;  shingle  stain  color  slats,  13  cents  a  set;  2  hang- 

ers. $1.25  each.  A  sign  is  gotten  out  for  each  of  their 
specialties,  which  number  16  in  all.  To  supply  just 
on<?  of  these  costs  $4.11.  Fifteen  varieties  of  coIob 
cards  are  issued,  some  costing  more  than  others,  but 
one  each  of  the  complete  set  costs  the  manufacturer 
30  cents.  Bear  in  mind,  this  is  only  one  of  each,  100 
of  each  would  necessitate  an  outlay  of  $30.  Yet  many 
hardwaremen  seem  to  be  under  the  impression  that 
these  cost  almost  nothing  and  allow  them  to  be  prac- 

tically throwai  away.  If  one  man  alone  uses  $30  worth 
of  cards  in  a  season,  the  expense  of  this  item  alone, 
to  a  firm  that  has  a  large  number  of  agents,  runs  into 
a  lot  of  money.  Three  special  circulars  are  gotten  out 
during  the  year.  These  cost  one-third  cent  each  or  one 
cent  for  one  each  of  the  lot.  Most  retailers  send  in 
a  fairly  big  mailing  list,  so  the  expense  here  is  heavy. 

It  will  be  seen  from  these  figures  that  the  total  cost 
of  supplying  one  dealer  Avith  just  one  of  each  of  these 
articles  (only  one  of  each  color  card)  is  $12.80.  Thus 
a  firm  with  only  five  agents  spends  $6,400  in  supply- 

ing- these  agents  with  one  each  of  the  advertising  articles. 
This  amoiuit  is  large,  yet  there  are  paint  firms  in 

(Canada  to-day  who  are  si)ending  a  far  larger  sum  on 
advertising.  It  goes  to  show  Avhat  the  manufacturer 
is  doing  to  hel])  the  retailers  of  the  country,  yet  there 
are  many  of  the  latter  who  do  not  appreciate  it,  but 
who  seem  to  think  that  the  firm  whose  line  they  are 
handling  is  obliged  to  do  this.  This  is  the  wrong  way 
to  look  at  the  situation.  If  all  manufacturers  were  to 

get  together  and  agree  to  cut  off  the  supjJy  of  ad- 
vertising matter,  the  retailer  would  soon  find  his  sales 

falling  off  and  be  glad  to  take  more  care  of  the  stuff. 

While  you  liaA'e  the  privilege,  don't  abuse  it. 
Circularizing  names  sent  by  dealers  is  another  heavy 

item  in  the  nuinufacturer 's  cost  of  doing  business. 
One  large  retailer  in  Western  Ontario  has  a  mailing 
list  of  1,500  names.  Four  times  a  year  the  firm  whose 
j)aint  he  handles  sends  these  people  a  circidar.  Using 
a  one  cent  stamp,  postage  costs  $60.  Add  to  this  the 
cost  of  i^rinting  and  the  wages  i)aid  extra  help  for  en- 

closing these  circulars  and  one  can  readily  s-ee  the 
expense  incurred. 

Manufacturers  are  doing  more  to-day  to  help  the 
retailer  than  ever  before,  but,  in  the  opinion  of  one 
of  them,  the  limit  has  about  been  reached  if  they  are 

s>'oing  to  make  money  out  of  their  goods  at  present 

prices. 
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A  CONFESSION 

Lowe  Brothers  "High  Standard"  Liquid  Paint  is  good  paint — not 

morally  good — but  efficiently  good — 

and  still  we  are  not  satisfied — not  that  we  are  dissatisfied  but  we  are 

unsatisfied. 

We  strive  always  to  make  better  paint,  year  by  year,  as  experience  and 

knowledge  grow. 

We  have  spent  years  in  bettering  an  excellent  formula — in  perfecting 

improved  machinery — 

In  increasing  the  service  of  a  serviceable — the  beauty  of  a  beautiful — 
the  wearing  of  a  durable  paint. 

For  we  believe  that  the  making  of  an  efficient  paint  is  nothing  more 

than  the  desire  to  make  efficient  paint,  plus  the  knowledge  to  make 

efficient  paint. 

We  admit  that  "High  Standard"  Paint  is  the  best  on  the  market 
to-day  but  still  we  unceasingly  strive  to  improve. 

If  this  kind  of  progressiveness  appeals  to  you  as  a  good  proposition  to 

"hitch  up"  with — write 

Toronto 

Dayton New  York Boston Chicago Kansas  City 

LYON-MONKHOUSE,  LIMITED 
Salter  and  Flora  Sts.  Winnipeg 

^ 

^ 

^ 

^ 
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The  Bowser  Way 

To  Handle  Paint  Oils 

Do  you  suppose  we  could  have  induced  so  many  of 

your  business  associates  and  competitors  to  invest  their 

money  in 

Bowser  Paint  Oil  Systems 

if  it  was  not  a  good  investment  ? 

Manv  of  the  largest  hardware  and  paint  stores  in  the 

Dominion  are  using  Bowser  equipment  for  retailing  oils. 

If  it  makes  money  for  them  it  will  just  as  surely  make 

money  for  you. 

It  doesn't  make  any  difference  how  much  you  handle, 
nor  how  small  your  business,  there  is  a  Bowser  system 

adapted  to  your  needs  in  size  and  price — you  can  buy 

one  tank  and  pump,  or  you  can  get  a  battery,  and  every 

system  will  pay  for  itself. 

Another  paint  season  will  be  upon  you  soon.  Why  not  get 

ready  now  so  you  can  get  a  better  profit. hereafter.  Don't 
be  satisfied  with  just  a  living  profit,  get  all  the  profit. 

This  is  the  first  floor 

style.  You  can  get  the 
basement  style  if  ̂ ou 

want  it.  The  tanl^s  are 
then  in  the  basement  with 

the  pumps  onl^  on  the 

first  floor. 

First  Floor  Outfit  Cut  No.  109,  for  Paint  Oils 

Don't  Wait  any  longer.  Drop  a  card  to-day 
for  our  free  book  No.  5  N.      Do   it  now. 

S.  F.  Bowser  &  Co.,  Inc. 

66-68  Fraser  Ave.,  Toronto 
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A  Model  Hard  ware  Store 

In  the  business  of  H.  Wolfhard  &  Co.,  Berlin,  Ont., 
possesses  one  of  the  finest  hardware  stores  in  the  coun- 

try. The  store  is  located  on  King  street  west,  right 
in  the  centre  of  the  city,  and  is  one  of  the  finest  loca- 

tions to  -be  had.  The  business  was  founded  22  years 
ago,  and  was  known  as  Gies,  Wolfhard  &  Co.  After 
about  five  years,  Mr.  Wolfhard  dropped  out  and  work- 

ed for  Mr.  Gies  for  eight  years.  He  then  bought  the 
business,  along  with  W.  K.  Weber  and  Geo.  Sehl,  and 
formed  the  present  company.  Mr.  W'olfhard  looks 
after  all  the  outside  work,  Mr.  Weber  after  the  store 
and  office  affairs,  and  Mr.  vSehl  attends  to  the  tin- 
smithing  department. 

The  store  itself  is  21  x  96  feet,  two  stories  high,  with 
a  workshop  23  x  45  feet  at  the  back.  Then  there  is  a 
large  basement  the  whole  length  of  the  store. 

As  will  be  seen  from  one  of  the  photographs,  the 
door  is  situated  in  the  centre  and  set  back,  giving  much 
more  room  for  window  display  than  when  set  right  on 
the  street.  A  wide  aisle  runs  through  the  centre  to 
the  back.  Right  at  the  front,  one  on  each  side,  are 
two  silent  salesmen,  one  'of  which  is  used  to  display 
cutlery  and  the  other  containing  all  manner  of  car- 

penters' and  builders'  tools.  A  large  counter  runs 
almost  the  entire  liugth  of  the  store  on  one  side,  behind 
which  are  the  shelves,  where  the  various  tools  and  light 
hardware  are  displayed  in  drawers  with  closed  fronts, 
with  samples  on  the  outside,  while  those  near  the  front 
of  the  store  have  glass  fronts,  with  the  samples  shewn 
on  a  dark  green  cloth  background.  Towards,  the  rear 
of  the  store  on  this  side  is  the  paint  department,  and 
behind  this  again  are  shown  lawn  and  garden  tools, 
haying  tools,  etc. 

Near  the  entrance,  on  the  other  side,  are  several 
large  glass-front  wall  fixtures,  used  to  display  various 
lines  of  cutlery,  silver  tea  services,  and  other  lines  of 

a  like  nature.  Shelves  extend  back  45  or  50  feet  to  the 
office,  and  are  loaded  with  all  kinds  of  tinware,  kitchen 
utensils,  etc.  In  front  of  these  shelves  are  two  large 
tables,  used  to  display  seasonable  goods.  These  tables 
are  watched  carefully  to  see  that  nothing  but  goods 
that  are  in  demand  at  that  time  are  shown.  When  the 
writer  called  in  the  middle  of  July,  such  things  as  tisn- 
ing  tackle,  watering  cans,  sprayers,  lawn  sprinklers, 
hose,  screen  doors  and  windows,  electric  irons,  ice 
cream  freezers,  hammocks,  fly  traps,  etc.,  were  on 
view.  The  space  underneath  the  tables  was  put  to  good 
use  in  displaying  seasonable  goods,  so  that  no  space  was 
wasted,  and  yet  the  whole  did  not  look  crowded.  The 
space  to  the  rear  of  these  tables  was  occupied  by  a  neat 
display  of  gas  ranges  and  refrigerators. 

Towards  the  rear  of  the  store,  on  this  side,  are  lo- 
cated the  offices,  and  here  two  clerks  are  kept  busy 

looking  after  the  bookkeeping  and  office  affairs  of  the 

(Store  front  of  H. 
\V(jlfliard  &  Co., 
Jk'riiii,  showing 
window  rlisplny 

iind  denionstia 
tion  of  alnniinuin 
ware  and  Inter- 
cliangeable  coal 
and  gas  range. 

firm.  Part  of  this  is  partitioned  oft'  as  a  private  office for  the  members  of  the  firm,  and  in  this  private  offic;e 

a  large  vault  has  been  built  in  the  wall,  in  which  all  th'e 
books,  cash,  etc.,  are  kept. 

Behind  this  again  is  a  large  room,  which  has  been 
fitted  up  jointly  as  a  model  bathroom  and  a  model  kit- 

chen. Here  also  are  displayed  electric  and  gas  fixtures 
in  a  wide  range.  At  the  very  rear  of  the  store  is  ̂  
large  tin  shop,  where  a  big  staff  is  kept  going  all  the  time. 

In  the  front  part  of  the  basement  are  stored  such 
things  as  glass,  rope,  oils,  etc.,  while  at  the  roar  is  the 

plumbers'  pipe  fitters'  workshop  and  stocks  of  |)ipe. 
Three  plunfbers  and  an  equal  number  of  Jielpers  are 
kept  going  all  the  year  round,  so  great  is  the  business 
done  in  this  line.  : 

A  feature  of  the  store  is  an  electrically-operated  ele- 
vator. This  is  placed  at  the  rear  of  the  store  in  the  tin 

shop,  near  the  entrance  where  all  goods  are  received. 
It  is  used  for  hoisting  all  manner  of  freight  to  the 
store-room  on  the  second  fiat,  and  it  is  easily  seen  the 
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Interior  view  of  the  store  of 
H.  Wolf  hard  &  Co.,  Berlin, 
Ont.  This  is  one  of  the  best 
laid-out  stores  in  the  coun- 

try, and  shows  what  a  little 
ingenuity  will  do. 

time  and  labor  that  is  saved  in  raising  stoves  and  other 
heavy  articles. 

"The  upstairs  is  used  mainly  as  a  store  room  for  un- 
seasonable goods  and  surplus  stock,  but  a  part  has 

been  set  aside  for  displaying  stoves.  In  the  roof  of  the 
building  is  a  large  skylight,  and  this  throws  ample  light 
to  show  up  the  whole  flat.  Directly  under  this  skylight 
is  a  prism  which  allows  the  light  to  enter  on  the  ground 
floor  in  the  store,  as  there  are  no  windows  at  the  rear 
and  were  it  not  for  this  the  light  would  be  very  poor. 

For  protection  against  fire,  a  metal  ceiling,  from  the 
Metal  Shingle  &  Siding  Co.,  Preston,  Ont.,  was  installed. 

The  counter  and  fixtures  throughout  the  store  are  all 
done  in  oak.  The  former  was  furnished  by  the  Walker 
Bin  &  Store  Fixture  Co.,  Berlin,  and  the  silent  sales- 

men by  the  Berlin  Interior  Hardwood  Co.    The  sliding 

ladders  used  were  supplied  by  F.  E.  Meyer  &  Bros., 
Ashland,  Ohio.  The  plate  and  prism  glass  came  from 
the  Hobbs  Manufacturing  Co.,  London,  Ont. 

The  photographs  of  the  windows  show  displays  of 
aluminum  ware.  These  were  taken  around  the  end 
of  May  of  this  year,  when  a  demonstration  of  these 
goods  was  held.  In  one  of  the  windows  was  a  McClary 
Interchangeable  Coal  and  Gas  Range,  and  demonstra- 

tions of  cooking  and  baking  were  given  for  four  days. 
Demonstrations  of  various  natures  are  held  from  time 
to  time,  and  have  always  proved  a  success. 
When  asked  as  to  what  they  attributed  their  success 

in  bitilding  up  such  a  large  business.  ]\Ir.  Weber  re- 
plied: "Hard  work  and  the  natural  growth  of  the  town. 

We  have  three  partnei-s  here,  so  you  see  the  work  is 

looked  after  pretty  well." 

Sectional  view  of  H.  W  olf- hard  &  Co.  s  store.  Note 
the  attractiveness  silent 
salesmen  add  to  the  ap- 

pearance of  a  store. 



Ahigust,  1912 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. 

99 HOW  TO  PROPERLY  LIGHT  SHOW  CASES. 

There  is  an  old  sajdng  among  merchants  that  goods 
well  displayed  are  half  sold.  Certainly,  there  is  no 
doubt  but  thait  suggestion  has  much  to  do  with  good 
salesmanship.  An  elaborate  window  display,  for  ex- 

ample, often  arouses  in  the  onlooker  a  desire  to  buy. 

But  the  work  that  the  window  does,  should  be  fol- 
lowed up  by  making  the  display  cases  and  counter 

cases  as  attractive  as  possible,  for  when  the  customer 
is  once  inside  the  store,  suggestion  leads  immediately 
to  the  impulse  to  buy. 

Merchants  everywhere,  particularly  hardware  mer- 

No.  1.— The  show 
case  without  the 
aid  of  artificial 
light. 

No.  2. — The  same 
show  case  when 
illuminated  with 
the  J-M  Linolite lamp. 

i 
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chants,  are  paying  much  attention  to  the  careful  ar- 

rangeiuent  of  the  display  in  their  cases,  but  there  are 

many  dealers  who  fail  to  realize  the  advertising  value 
of  well  lighted  cases. 

A  show  case  may  be  ever  so  well  arranged,  but  the 

effect  of  painstaking  care,  in  effective  arrangement  of 

display,  will  be  lost  on  the  prospective  customer  un- 
less the  case  is  properly  lighted  so  the  goods  can  be 

seen  to  best  advantage.  Show  cases  are  show  ca.ses 

only  when  thoroughly  and  properly  illuminated.  This 

is  espeeiallv  true  when  they  are  in  dark  corners  or  the 

back  of  a  store,  and  during  the  hours  just  before  clos- 
ing time. 

The  difference  in  power  of  suggestion  is  strikingly 

brought  out  in  the  two  illustraitions  shown  here  of  a 

hardware  store.  In  both  ca.ses  the  goods  have  been 

splendidly  arranged  and  yet  in  the  one  shown  in  Fig. 

1  the  power  of  suggestion  is  lost,  because  the  articles 

are  not  properly  lighted  to  bring  out  their  outlines  in  relief 

After  the  case  had  been  lighted  with  the  J-M  Lin- 

olite  lamps,  as  in  Fig.  2,  the  efficiency  of  the  case  was 

easily  -doubled,  since  every  article  is  forced  on  the 

attention  of  the  observer.  The  striking  contrast  be- 

tween these  two  photographs  should  open  the  eyes_  of 
dealers  as  to  the  advisability  of  properly  lighting 
counter  cases. 

The  J-M  Linolite  lamp,  used  in  this  installation,  will 

yiv^  satisfactory  show  case  lighting,  because  it  is  made 

in  tubular  form,  twelve  inches  in  length,  and  its  pe- 

culiar shai)e  makes  it  a  perfect  light  distributor,  'yet 
very  easily  concealed.  When  combined  with  a  J-M 
Linolite  reflector,  the  minute  details  are  brought  out 

in  relief,  and  the  tungsten  filament  develops  so  little 

heat  as  to  entirely  overcome  any  objection  on  this  account. 

The  J-M  Linolite  lamps  and  reflectors  are  mad-  l>y 
the  H.  W.  Johns-Manville  Co.,  Toronto. 

KEEP  THE  CLERKS  "POSTED." 

If  you  have  cut  the  price  on  any  article  and  have 
advertised  a  special  sale,  do  not  fail  to  inform  your 
clerks  of  the  fact.  We  know  of  a  good  many  cases 
AA^here  something  has  been  advertised  at  a  special  price 
and  the  clerk  has  not  been  made  aware  of  the  fact. 

Then,  when  a  customer  purchases  that  article  and 

finds  the  regular  price  is  being  charged,  the  result  is 
that  there  is  considerable  confusion  for  a  short  time, 
and  often  the  sale  is  lost. 

A  SUCCESSFUL  COMPETITION. 

,  Every  person,  no  matter  what  station  he  may  hold 
in  life,  is  looking  for  something  for  nothing.  Any  com- 

petition where  a  person  stands  a  chance  of  doing  this 
has  an  attractiveness  that  is  hard  to  get  away  from. 
There  are  many  jvays  of  running  a  competition  of  this 
nature,  but  one  of  the  best  is  a  range  guessing  contest. 
Many  hardware  men  have  tried  this  scheme  and  have 

f(|und  it  pays  well.  The  method  usnally  adopted  is  to 
piit  a  range  in  the  window,  and  invite  people  to  guess 
tlie  weight  of  it.  Most  men  give  a  guess  for  every 
dollar  purchase,  and  the  person  guessing  the  correct 
weight,  or  nearest  to  it,  is  given  the  range  free.  This 
scheme  not  only  induces  people  to  pay  cash,  but  it 
draws  trade  to  your  store  that  might,  otherwise,  go 
elsewhere. 

C.  A.  Willits  &  Co.,  hardware  dealers,  Leamington, 
Oi  conducted  a  competition  of  this  kind  two  years 
ago,  ,*iid  writes  as  follows  regarding  same: 

"Oi.r  ̂ dea  in  holding  this  competition  was  to  induce 
cnstomv..«  to  pay  cash,  as  well  as  to  promote  sales. 

The  range  was  placed  in  the  window  on  June  10th, 
and  remained  there  till  July  30th.  One  guess  was  al- 

lowed for  each  purchase  of  a  dollar.  A  town  ballot 
box  was  borrowed  to  contain  the  guesses,  and  a  promin- 

ent lawyers  of  the  town  was  selected  to  examine  them. 
During  the  last  few  days  of  the  competition,  great  in- 

terest was  manifested,  and  the  result  was  that  our  sales 
increased  greatly.  The  winner  proved  to  be  a  prominent 
farmer  of  the  district,  who  guessed  the  correct  weight, 

3931/2  pounds.  Several  were  within  ;4  or  1/0  pound, 
but  only  one  guessed  the  correct  weight.  We  con- 

sider this  a  good  method  of  advertising." 

A  GOOD  LADDER  BUSINESS. 

The  Stratford  Manufacturing  Co.,  Limited,  manufac- 
turers of  hay  slings,  carriers,  ladders,  lawn  swings, 

suspended  porch  seats  and  other  lines,  recently  report- 
ed to  The  Journal  as  follows  regarding  the  trade  situa- 

tion :  "Referring  to  the  business  of  the  present  j'ear, 
Avould  say  that,  as  far  as  ladders  go,  we  have  sold 
more  this  year  than  any  other  year,  but  our  outside 
goods  have  fallen  down  considerably  owing  to  the  ex- 

tremely dull  and  cold  weather  we  have  been  having. 
"We  believe  that  the  Fall  business  will  be  good,  as 

there  is  every  indication  of  a  good  fruit  crop  and,  if 
such  is  the  case,  many  ladders  will  be  used  for  fruit 

picking  purposes." 

MARK  PRICES  IN  PLAIN  FIGURES. 

"We  mark  all  goods  in  plain  figures,"  said  the  head 
of  the  hardware  department  in  a  big  store  who  had 
been  formerly  in  the  hardware  business  and  was  fa- 

miliar with  both  systems,  "and  that's  where  hardware- 
men  make  a  great  mistake.  In  the  first  place  it  not 
only  shows  confidence  but  it  inspires  it  in  your  ciis- 
t(uner.  Again,  we  have  people  here  every  day  who  do 
not  know  just  exactly  what  they  Avant.  They  like  to 
Avander  around  and  examine  the  stock.  Send  a  sales- 

man or  salesAvoman  around  after  them  and  possibly 
they  figure  you  suspect  them  and  go  aAvay  insulted, 
or  they  think  they  are  taking  up  the  time  of  an  em- 

ployee without  return,  hence  they  hurry  through.  Noav 
let  them  go  alone  Avithout  anything  marked  and  they 

can't  tell  Avhether  they  Avant  an  article  or  not,  for 
they  do  not  knoAV  the  price,  and  most  of  them  hesitate 
to  keep  calling  some  one  to  price  articles  for  them. 
But  just  turn  them  loose  in  here  Avith  each  item  marked 
in  plain  figures.  Let  them  wander  around  among  the 
display.*?.  They  rarely  go  out  without  making  some 
purchase,  and  often  much  more  than  they  intended  to 
buy.  The  system  also  helps  m  out  with  overfioAV 
croAvds  Avhen  avc  could  not  giA'e  each  one  a  salesAvoman 
if  we  wanted  to.  Some  day  you  hardAvare  people  wiU 

Avake  up.    MeauAvhile  Ave  are  getting  the  business." 

TENDENCY  TOWARDS  HIGHER  PRICES. 

"Nineteen  tAvelve  has  been  AA'ith  us  a  very  satisfac- 
tory year,  and  the  chances  for  the  Fall  business  are 

in  every  way  excellent,"  remarked  a  representative  of 
the  Allan  Hills  Edge  Tools  Co.,  Limited,  of  Gait.,  to  the 

Hardware,  Stove  and  Paint  Journal  the  other  day.  "In 
common  Avith  other  manufacturers  of  this  country,  we 
have  been  inconvenienced  by  delay  in  getting  raw  ma- 

terial. The  shortage  of  labor  has  also  affected  our 
output  to  a  certain  extent.  We  feel  strongly  that  the 
tendency  is  towards  higher  prices,  both  on  account  of 
the  increase  in  cost  of  raAV  material  and  increase  in 

cost  of  labor." 
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Exclusive  Agency  Offered 

to  the  first  Merchant  in  each  Town 

or  City  who  Makes  Application 

EUREKA  ELECTRIC 

VACUUM  CLEANER 

Retails  at  $45.00 

DEALERS  WHO  PUSH  THIS  MACHINE  WILL  MAKE  MANY  SALES 

We  have  examined  a  large  number  of  small  size  Electric 
Vacuum  Cleaners  and  have  found  the  Eureka  to  be 
the  best  in  every  way.  So  enthusiastic  are  we  about  it 
that  we  have  secured  its  exclusive  sale  in  Canada,  and 
have  contracted  to  take  one  hundred  machines  or  more 
each  month.  And  our  standing  as  pioneer  manufactures 
of  hand  and  electnc  vacuum  cleaners  ought  to  enable  us 
to  know  a  good  thing  when  we  see  it. 

A  GUARANTEE  under  seal  is  given  with  every 
Eureka  Cleaner,  the  simplicity  of  its  construction 
making  this  possible.  There  are  only  three  parts  to  the 
actual  cleaning  part  of  the  Eureka,  the  motor,  the  fan 
and  the  dust  bag.  Its  low  cost  of  operation  and  its  light- 

ness in  weight  and  powerful  suction  are  strong  selling 
features.  We  offer  a  liberal  trade  discount  and  want  an 
agent  in  every  locality. 

Write  us  for  Circulars  and  Trade  Prices 

Onward  Manufacturing  Co.,  Berlin,  Ontario. 

Toronto  Store : 
423  Yonge  Street 

WOEI  I  MAR 
Buyers  will  Look  for  this 

Trade  Mark 

Be  ready  to  supply  them 
with  a  genuine  Cleveland 
Grindstone  from  our 

Berea  or  Huron  quarries— the  world's  standard  of highest  quality.  Every  stone  can  be  identified  by 
this  trade  mark.  Advertising  campaign  for  bus- iness is  in  full  swing.  Cleveland  Grindstones  are 
made  in  all  sizes— power,  hand  and  treadle— and for  all  purposes.  No  matter  what  the  needs  of 
your  trade,  you  can  get  them  from  us  at  prices  that 
insure  generous  profits.  Write  for  Catalogue  and Prices. 

The  Cleveland  Stone  Co.,  Cleveland,  0. 

Foot  Power 
Look  for  the  trade 

mark  on  every  stone. 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screws 
and  Stove  Urns. 

WriYe  for  Prices 

The  Consolidated  Fruit  Jar  Co. 

Niew  Brunswick,  N.  J. 

"OAKVILLE"  PURE  ALUMINIUM 
COOKING  UTENSILS 

"WILL  OUTWEAR  ANY  WARE" 
Each  article  made  from  a  single  piece  of  Aluminium.     No  cracks  or  seams,  will  not 
scorch  or  burn.    Heat  passes  through  aluminium  two  or  three  times  as  fast  as  through 
tin  or  iron,  cooking  food  more  quickly.     Highly  polished  finish,  making  excellent 

displays  on  windows  or  shelves.    Their  fine  appearance  backed  by  their  finer  quaHty,  make  them  quick  sellers. 

Our  Guarantee — If  the  goods  are  not  satisfactory,  return  them  at  our  expense  and  we  will  return  your  money,  or  credit  your  account. 
WRITE  FOR  TERMS  AND  FULL  PARTICULARS.    PROMPT  SHIPMENT. 

THE  WARE  MFG.  CO.,  LIMITED,  Offices  :  220  King  St.  W.,  Toronto     Factory  at  Oakvilie,  Ont. 
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weather.  Full  particulars  as  to  method  of  installation, 
etc.,  will  be  gladly  furnished  on  request. 

The  Ashton  Manufacturing  Co.,  Newark,  N.J.,  have 
])ut  on  the  market  two  new  tire  pots.  These  tanks  are 
simple  in  construction,  but  strong  and  durable.  The 
tanks  are  made  of  heavy  galvanized  iron  and  equip- 

ped with  a  patented  automatic  pump  which  s-upplies 
the  air  pressure  quickly.  The  burner  has  double  heat- 

ing surfaces  giving  ])erfeet  combustion  and  burning 
from  each  side  to  the  center.  They  are  noiseless, 
smokeless  and  f^dorless.    The  gas  is  superheated  arid 

prc^duces  an  intensely  hot  blue  fiame.  The  flame  can 
be  turned  down  low  if  desired,  saving  fuel  expense,  as 
there  is  a  sub-tlame  for  the  generator  and  the  maxi- 

mum heat  can  be  had  at  a  second's  notice.  The  No. 
57,  here  illustrated,  will  heat  a  pair  of  12-lb.  coppers 
and  melt  a  pot  of  metal  at  the  same  time.  Capacity 
4  quarts.  The  No.  58  is  exactly  the  same  as  No.  57 
but  one  size  smaller'  which  makes  it  lighter  and  a  little 
more  c(»ini)act.    Capacity  3  quarts. 

The  Onward  Mfg.  Co.,  Berlin,  Ont.,  have  recently 
secured  the  exclusive  agency  for  the  sale  of  P^urek^, 
vacuum  cleaners  in  Canada.  This  firm  investigated  sev- 

eral makes  and  hav^  come  to  the  conclusion  that  this  is 
the  best  small  sized  electric  portable  machine  they 
could  handle.  Not  only  can  it  be  used  for  cleaning 
carpets  and  floors,  but  a  hose  can  be  attached,  and 
curtains,  books,  radiators,  walls  and  bedding  can  be 
cleaned  thoroughly.  Then,  too,  when  cleaning  carpets, 
the  machine  can  be  put  on  wheels,  making  it  so  sim- 

ple a  child  can  operate  it.  A  sealed  guarantee  is  fur- 
nished with  every  cleaner.  Among  the  firms  who  have 

bought  this  machine  recently  through  the  Toronto  of- 
fice are  the  Toronto  Street  Railway  Offices,  Queen's 

Hotel,  National  Club  and  the  Office  Specialty.  Attrac- 
tive literature  will  be  mailed  to  any  hardware  dealer 

making  the  request. 

FAIRBANKS-MORSE  GET  NEW  AGENCY. 

The  Canadian  Fairbanks-Morse  Company,  Limited, 
has  secured  the  Canadian  agency  for  the  Orenstein- 
Arthur  Koppel  Co.,  of  New  York,  consulting  engineers 
and  manufacturers  of  portable  railways,  industrial 
railways,  narrow  gauge  sidings,  narrow  gauge  public 
railways,,  and  railway  equipment  of  all  descriptions. 

The  works  of  the  Orenstein-Arthur  Koppel  Company 
are  located  at  Koppel,  Pa.  They  have  been  in  business 
thirty-five  years  and  have  built  and  developed  indus- 

trial and  narrow  gauge  railways  of  every  description 
in  all  parts  of  the  world.  Their  catalogue  No.  400  cov- 

ers their  line  very  comprehensively,  a  copy  of  which 
no  doubt  can  be  obtained  from  The  Canadian  Fair- 

banks-Morse Co.,  Limited,  Montreal 

Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

The  Brown  Boggs  Co.,  Limited,  Hamilton,  Ont.,  man- 
ufacturei-s  of  tinsmiths'  and  sheet  metal  workers'  tools 
and  machines,  have  issued  a  handsome  160-page  cata- 

logue which  is  now  being  sent  to  the  trade.  The  book 
is  filled  with  excellent  half  tones  showing  the  various 
tools  and  machines  reciuired  in  the  tinshop,  and  full 
descriptions  of  all  lines  are  given. 

The  B.  Greening  Wire  Co.,  Limited,  Hamilton,  Ont., 
have  issued  a  comprehensive  catalogue  of  their  various 
lines  of  wire  rope  and  fittings.  The  booklet  is  hand- 

somely illustrated  by  clear  half  tones  and  all  lines  of 
wire  rope  manufactured  by  the  firm  from  the  heaviest 
to  the  lightest  are  listed,  together  with  the  price  per 
foot,  diameter,  circumference,  weight  per  foot  and  the 
proper  working  load  for  each  particular  grade.  A 
particular  feature  about  the  catalogue  is  that  it  con- 

tains interesting  information  on  how  to  use  and  care 

for  wire  rope.  Oidy  the  best  paper  has*  been  used,  the 
cover  is  embossed  in  striking  design  and  the  whole  is 
bound  with  a  fine  silk  cord,  maV'  ar  it  a  handsome 
volume  and  one  that  "v  ha  ..eman  should  have. 
A  coi)y  will  be  sen:   .  ..ny        cv,  free  or  ■  t-quest. 

The  Plymouth   iioi  Kr       j.,  Wei'     '    Vni ,  have 
adopted  a  co-operative  j  i.     jf  advt       .ig,  with  f  view 
to  increased  profit  in  the  rope  bu:    ̂ -ss  for  the  retail 
merchant.    An  advertising  servicf:  has  been  established 

whicli  includes  suggested  window  trims  with  complet-^ 
instructions,  lithographed  hangers  and  show  card:-  . 
cards  give  short,  definite  reasons  Avhy  Plynnjuf 
is  good — they  carr^   a  real  message.    The  h    ..,  . 

artistic,  and  features  a  fully  rigged-  ship,  the  ba  > 
the  company's  trade  mark. There  is  also  furnished  a  l)oolvlet  on  rope  for  local 

distribution.  It  shows  the  man  Avho  thinks  "rope  is 
iust  rojie"  facts  about  ro])e  making  and  rope  values. 
It  is  attractively  illustrated.  The  company  announces 

that  it  will  soon  resume  the  publication  of  'Plymouth 
Products,"  a  series  of  bulletins  treating  of  the  manu- 

facture of  Plymouth  rope  and  other  matters  of  interest 
to  dealers  generally.  A  four-page  circular  being  sent 
out  hy  the  Phmouth  company  explains  in  detail  the 
whole  plan  and  tells  much  about  the  ([uality  and  sala- 
bility  of  Plymouth  rope.  The  point  is  made  that  the 
service  is  easy  to  handle  and  that  it  can  be  put  to 
effective  use  without  in  any  way  conflicting  with  a 

merchant's  other  advertising. 
McKinnon  Dash  Company,  St.  Catharines,  Ont.,  are 

sending  out  a  neat  pamphlet  giving  illustrations,  des- 
criptions and  price  lists  on  folding  chairs,  camp  stools 

and  automobile  number  placards.  The  folding  chair  is 

designed  for  use  in  automobiles  to  increase  the  capa- 
city of  the  car  and  also  for  use  in  motor  boats.  The 

smallest  size  of  these  chairs,  which  is  known  as  child's 
size,  is  adapted  for  the  home  and  kindergarten,  and 

another  style,  called  the  child's  seat,  is  designed  for 
hanging  over  the  back  of  the  regular  automobile  seat 

or  over  the  doors. 

Advertising  is  after  all  in  its  essence  the  publishing 
of  store  news,  whether  it  be  quality,  price  or  service. 
Every  intelligent  merchant  can  do  this.  And  the  more 

experience  he  has  the  better  will  be  do  it. 
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The  Quality  of 

Green  Label 

Varnishes 

They 

Wear 

Yell Long 

After 

Ordinary 

Varnishes 

Are 

Well 

Worn 

vJjjL  jg  always  easy  to  sell  quality  goods.  That's  the 
■  chief  reason  it's  always  easy  to  sell  Glidden  Green 
Label  Varnishes!,  Stains  and  Specialties. 

No  sir,  they  won't  sell  themselves  —  don't  know  of 
anything  that  will — but  when  sold,  they  stay  sold. 

Sales  of  Green  Label  Varnishes  create  more  sales,  and 

those  sales  create  more  sales. 

It's  an  endless  chain  of  profitable  business.  Profitable 
business — read  that  again — Profitable  business.  Why 

profitable?  Mr.  Merchant,  the  Glidden  discounts 

are  more  generous  than  those  of  any  other  varnish 

manufacturer. 

Write  for  our  special  proposition  to  the  trade, 

to-day.    Use  the  attached  coupon. 

Do  it 

The  Glidden  Varnish  Company 

Toronto,  Canada 

/ 
/ /  The 

Glidden 
Varnish  Co. 

Toronto,  Canada 

Factories :  Toronto,  Canada  Cleveland,  U.S.A. 

Branches :    London  New  York  Chicago 

/ 

/ 
^  Name 

Address  

Gentlemen— Send  me  full 
information  of  special  offer  (o 

the  trade  on  Green  Label  Var- 
nishes, Stains  and  SpeciaUies,  un- derstanding it  wil!  place  me  under  no 

obligation. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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+ 

High  Quality  Goods 

plus  efficient  advertising 

equals  profits  in  the 

desJers  pocket 

There  are  two  big  essentials  in  successful  business  building. 

The  first  is  to  have  good  quality  in  the  goods  you  sell,  the  second 

is  to  let  the  possible  buyer  know  that  you  have  such  goods  for  sale. 

The  fact  that  these  two  essentials  are  the  backbone  of  The 

Sherwin-Williams  Agency  Proposition  should  be  of  interest  to 

every  paint  dealer  not  now  selling  Sherwin-Williams  Paints  and 

Vamishes.  Sherwin-Williams  advertising  will  bring  customers  to 

your  store,  Sherwin-Williams  quality  will  hold  them  and  bring 

them  back  again  and  again  for  purchases. 

Are  you  familiar  with  all  the  details  of  what  we  have  to 

offer  in  our  Agency  proposition.  It  is  the  most  desirable  and  profitable 

business  connection  offered  to  the  hardware  merchant  to-day.  A 

request  for  information  puts  you  under  no  obligation.  If  there  is 

not  a  Sherwin-Williams  Agent  in  your  town  write  us  to-day. 

SH£f?l¥M-WiLUJMS 

Pa /NTS  &  Kif^N/SNtS 

Address  all  inquiries  to  The  Sherwin-  Williams  Co.  of  Canada,  Limited,  Montreal,  Toronto,  Winnipeg,  Vancouver 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Everything 

that  a  Painter  Needs 

whether  it  is  a  single  small  hairline  brush  or  a  ton  of 
white  lead  ;  a  can  of  the  most  delicate  inside  paint  or  a 
carload  of  pamt  for  rough  outside  work ;  a  varnish  for  a 
piano  or  the  floor  of  a  public  entrance  ;  a  pane  of  plain  barn 
glass  or  a  window  of  the  finest  fancy  glass,  we  can 

supply  you  with  all  down  to  the  last  detail. 

The  Ramsay  Line 

"The  right  paint 
to  paint  right 

is  complete^ 

absolutely  complete  and  here's  a  roll  call of  some  of  our  various  lines 

Pure  White  Lead 
Pure  Vieille  Montagne 

White  Zinc 
Exterior  White  Lead 
Unicom  Mixed  Paints 
Bulldog  Mixed  Paints 
Shingle  Stains 
Ramsay's  Outside  Paints 
Graphite  Paints 
Varnish  Stains 

Campbell's  Varnish  Stains Carriage  Paints 
Wagon  Paints Enamels 
Bulldog  Colors  in  Japan 

Bulldog  Colors  in  Oil 
Ramsay's  Colors  in  Japan 
Ramsay's  Colors  in  Oil Aluminum  Paints 
Varnishes  of  all  kinds 
Universal  Varnish 
No.  400  Hard  Oil  Finish 
Stovepipe  Varnish Pure  Linseed  Oil 
Pure  Turpentine 

Dry  Colors Brushes 

Paper  Hangers'  Tools Muralo 
Indeliblo 

Calcimo 
Calorite 
Floor  Wax 
Chamois  Skins 

Sponges Glaziers'  Diamonds 
Bronzes,  Gold  Leaf 
Glues Window  Glass 

Fancy  Glass 

Putty 

Vienna  Green 
Artist  Materials 
Etc.,  Etc. 

Then  we  are  sole  Canadian  Agents  for 

Windsor  and  Newton's  Artists'  Materials 

"  Eoer\)lhing  for  the  Artist  " 

Also  Exclusive  Canadian  Distributors  for 

Cow  Ease 

Keeps  flies  off  cattle  and  horses.    Endorsed  by  thousands 
of  Dairymen  and  Farmers 

It  will  pay  you  to  be  identified  With  our 
complete  line  and  always  be  ready  for 
a  customer  no  matter  what  he  Wants. 

A.  Ramsay  &  Son  Co.,  Montreal 

Paint  Makers  Since  '42 
Western  Distributors 

Revillon  Wholesale  Ltd.,  Edmonton 
A.  McBride  &  Co.,  Ltd..  Calgary 

F.  R.  Begg  &  Co.,  Ltd.,  Vancouver 

'  The  right  paint 

to  paint  right  ' 

189 
When  writing  to  advertisers,  kindly  mention  tie  Canadian  Hardware,  Stove  &  Paint  Journal 



108 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. August,  1912 

IN  CASE  OF  FIRE 

The  insurance  adjuster  will  make  you  prove  your  loss  before  he  will  recom- 
mend payment  on  your  policy  if  your  store  bums. 
Are  you  m  shape  to-day  to  prove  the  value  of  your  stock  of  merchandise  ? 

You  must  do  something  to  prove  its  value,  your  statement  is  not  enough.  What 
records  have  you  ? 

If  you  are  not  one  of  the  seventy  thousand  users  of  the  McCaskey  Gravity 
Account  Register  System,  the  chances  are  you  have  none. 

Only 

One  Wr  iing 
First  and  Still 

the  Best 

with  one  writing  will  handle  every  detail  of  your  business  from  the  time  you  buy  your  goods  until 
the  money  for  them  is  in  the  bank.  It  will  cut  your  useless  bookkeeprag.  Every  time  you  copy 
an  account  you  add  to  chances  for  making  mistakes.  It  will  prevent  disputes  with  customers  over 
their  accounts  because  each  customer  has  the  same  record  of  hfs  account  as  has  the  merchant,  and 
in  the  same  handwriting.  It  prevents  forgetting  to  charge.  It  is  an  automatic  collector  and  brings 
money  into  the  store  faster  than  any  human  agency  can.  It  is  an  automatic  credit  limit,  and  in 
case  of  fire  puts  you  in  position  to  prove  your  loss. 

There  is  no  need  to  wait  to  see  what  the  "  other  fellow  "  thinks  of  the  McCaskey  System. 
Ask  us  and  we'll  send  you  hundreds  of  letters  from  users,  merchants  in  your  locality,  who  tell  us 
it  pays  for  itself  several  times  in  the  course  of  the  first  year  it  is  installed. 

A  letter  or  postal  will  bring  you  information  without  obligation  on  your  part  to  purchase. 

Better  write  to-day,  or  tear  out  this  advertisement,  sign  your  name  and  address.  We'll  know you  want  information. 

DOMINION  REGISTER  CO.,  Limited 

Branches : 
90-98  Ontario  St.,  Toronto,  Canada 

Boston,  Pittsburg,  ̂ hicago,  519-521  Corn  &  Produce  Exchange,  Manchester,  England. 
The  McCaskey  Register  Co.,  Alliance,  Ohio,  U.S.A. 

-New  York 
Minneapolis,  Kansas  City,  San  Francisco, 
Atlanta,  Memphis,  Washington, 

Crescent  Brand  Hardware 

CORRUGATED  HINGES,  1  Pr.  in  a  Box 

Butt  Hinges 

Tee  Hinges 

Strap  Hinges 

Trolley  Hangers 

Barn  Door  Hangers 

Parlor  Door  Hangers 

Hinged  Hasps       Shelf  Brackets 

Wagon  Hardware  Gate  Hooks 

Wrought  Staples  Etc. 

Wire 

Steel  Bars 

Steel  Sheets 

Steel  Bands 

Steel  Rods 

Steel  Hoops 

CANADA  STEEL  GOODS  CO.,  Limited 

HAMILTON,  -  -  CANADA 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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SORT  UP 

IN  BRUSHES 

Order  from 

your  jobber or  send 
direct  to  us 

Examine  your  stock  of  brushes  and 
stock  up  for  the  Fall  now,  with 

"BRYAN'S  BRUSHES" 

Don't  let  your  stock  of  fine  Painters 
and  Decorators  Brushes  run  down 
and  run  the  chance  of  losing  sales. 

Brushes  for  Household  and  Farm 
use  will  be  in  big  demand  from  now 
on,  so  stocks  should  be  complete. 

A  copy  of  our  latest  Catalogue  sent  on  request 

Thomas  Bryan^  Limited 

LONDON  CANADA 

Western  Representatives  : 
Winnipeg  Paint  &  Glass  Co.,  Winnipeg  &  Edmonton 
Calgary  Paint  &  Glass  Co.,  Calgary 
W.  N.  O'Neil  &  Co.,  Limited,  Vancouver 

TheGendron  Mfg.  Co.,  Ltd. 

Manufacturers  of  Baby  Sleighs, 

Boys'  Sleds  and  Girls*  Sleighs 

Full  line  in  grade  "F  "  catalogue.   Write  for  prices  and  discounts. 

The  Gendron  Mfg.  Co.,  Limited 
TORONTO 

Linger wett  Extra 

Varnish  Remover 

Fast  cutting,  slow  drying  with  wonder- 
ful solvent  power  for  rapidly  removing 

VARNISH,  PAINT,  ENAMEL, 
ETC. 

"LINGERWETT"  is  the  "LIVE 

WIRE"  for  quick  and  easy  stripping 
of  Varnished  or  Painted  Surfaces. 

It  is  the  "Minute  Man"  in  Remover. 

The  strongest   and    most  satisfying 

product  ever  offered. 

Write  for  Case  Lot  Proposition 
Assorted  Sizes 

Gallons — Halves — Quarts — Pints 

SANDERSON  PEARCY  &  CO. 

61-63-65  Adelaide  St.  West  '-'"'"^ TORONTO 

Quality  sells  our  Glass 

When  buying  Window  Glass,  see 

that  you  get  the  world-wide  brand 

Manufacturers  of  all  kinds  of  British 

Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 

CaJt,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.^  Ltd. 
MONTREAL 
WINNIPEG 

TORONTO 
VANCOUVER 

Works: — St.  Helens,  England 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardv/are,  Stove  &  Paint  Journal 
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Here  is  a  good  general  purpose  Varnish, 

one  that  can  be  used  mside  and  outside. 

Such  a  Varnish  offers  the  dealer  the  biggest 

opportunity  for  profitable  sales  to  the 

painter  and  to  the  householder.  Put  up 

in  half  pints,  pints,  quarts,  half  gallons  and 

gallons.  Sold  in  sealed  cans  only,  never 

in  bulk. 

SUN 

VARNISH 

For  Outside  and  Inside  Use 

Made  of  Copal  Gum.  A  clear 
bright  hard  varnish.  Outside, 
it  can  be  used  on  waggons, 

vans,  store  fronts,  doors,  porch 

ceilings,  boats  and  all  such 

exposed  surfaces.  Inside, 
it  is  suitable  for  all  woodwork, 

furniture,  bathrooms,  etc.,  etc. 

The  Canada  Paint  Co, 
LIMITED 

Paint,  Varnish  and  Dry  Color  Makers,  Linseed  Oil  Crushers 

Factories  and  Offices — Montreal,  Toronto,  Winnipeg.     Oxide  Mines — Red  Mill,  P.Q. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Painting 

J  Are  You  Ready  for  the 

Maple  Leaf  Consumer  Campaign? 

Our  annual  campaign  to  paint  consumers  starts  almost  at  once.  We  advocate  fall  painting 
became  woodwork  is  dried  out,  there  is  less  rain  than  in  spring,  and  paint  seasons  better in  coo'  fa"  weather  than  in  summer  heat. 

M  L  Paint  M  L  Floglaze 
finish  for  ail  purposes. 
Combines  all  the  good 
qualities  of  paint,  varnish 
and  enamel  in  all  colors 
for  indoors  or  out.  Fin- 

ishes floors,  wainscotings, 
buggies,  automobiles,  gar- 

den implements,  furniture, 
etc.   Ask  for  color  cards. 

made  from  best  pig- 

ments, pure  oil,  pro- 
per grinding. .  Give 

every  satisfaction  to 
user  and  retailer. 
Ask  for  cards,  prices 
and  samples. 

Decorative  Aid 
The  Decorative  Aid  Department  (Toronto)  cares  for  your 
interests,  Mr.  Dealer,  Paint  questions  answered.  Advice 
given  free.  Interior  decoration  color  schemes  supplied,  with 
stencil  designs  to  help  local  business.  This  department  is  at 
your  service — ask  us  any  queshons. 

Is  your  M  L  stock  right,  and  are  you 
in  line,  Mr.  Dealer? 

It  is  our  policy  to  turn  over  to  the 
retailer  every  penny  of  local  business 
in  M  L  Lines.  We  turn  over  hundreds 
of  orders  weekly.  Best  of  all,  we  see 
that  M  L  Lines  are  "  right."  Only  by 
their  giving  full  satisfaction  can  the 
dealer's  busmess  grow.  We  make 
M  L  Lines  the  profit  earners  and 
developers  of  your  paint  department. 

Are  you  stocked  in  M  L  Paint,  Flo- 
glaze,  Flat  Wall  Color  and  Elastilite  ? Let  us  know. 

Remember  to  keep  your  stock  up  in  our  ML  Lines.  Flat  Wctll 
Color  Cards,  Floglaze  and  ML  Paint  Color  Cards  on  request 

Imperial  Varnish  &  Color  Co.^  Limited 
6-24  Morse  St. 

Toronto 
108  Princess  St. Winnipeg 365  Water  St. 

Vancouver 

No  matter  how  hard  you  try  to  please  your  customer,  Mr.  Paint  Man,  nor  how 
accommodating  and  courteous  you  are,  if  the  paint  you  sell  does  not  meet  his  re- 

quirements, does  not  give  him  perfect  satisfaction,  he  will  forget  your  smile,  your  ac- 
commodation and  your  funny  story. 

His  disappointment  will  over-shadow  all  the  efforts  you  made  to  jolly  him  along  and 
he  will  think  only  of  his  misplaced  confidence. 

There  is  only  one  thing  that  will  bring  a  buyer  back — that's  satisfaction.  Satis- 
faction can  only  be  insured  by  quality.  — 

Martin-Senour  Paint 

100%PURE 

brings  buyers  back  —  and  it  brings  their  friends  also.  Simplify  your  efforts 

to  succeed  by  selling  satisfaction  —  sell  Martin-Senour  Paints,  and  your 
business  will  be  safe  —  there  is  not  a  possible  chance  to  pick  a  flaw  in  the 

Paint  that's  Pure.  Now  is  the  time  to  decide.  Will  it  be  good  value? — 

organized  service?  — a  square  deal?  or  "just  Paint?" 

THE  MARTIN-SENOUR  CO.,  Limited 
Pioneers  of  Pure  Paints 

MONTREAL 
CHICAGO WINNIPEG LINCOLN 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Bells — Door  bells,  push  and  turn, 45  and  10  p.c. 
Cow  bells,  65  p.c. 
Sleigh  bells,   shaft   and  hamei, pair,  22c.  up. 
Sleigh  bells,  body  straps,  each, $1.15  up. 
Farm  bells.  No.  1.  $1.65. 

Building  Paper,  Etc. — Tarred  slater's  paper,  per 
roll   ,•.  0  Vi 
O  K.  paper,  No.  1,  per  roll  0  75 Plain  Fibre,  No.  1,  per  400 
ft.  roll  .    0  *5 
Tarred  Fibre,  No.   1,  per 
400  ft.  roll    0  03 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll    0  55 
Dry  Cyclone,  15  lbs.  ....  0  45 
Plain  Surprise,  per  roll..  0  4U 
Resin  sized  Fibre,  per  roll  0  40 Asbestos  building  paper, 
per  100  lbs   4  00 
Heavy  straw,  plain  &  tar- red, per  ton  •  •  •  •  37  00 
Carpet  Felt,  per  100  lbs..  2  50 Tarred  wool  roofing  felt, 
per  100  lb   1  80 
Pitch,  Boston  or  Sydney, 
per  100  lbs   0  70 
Pitch,  Scotch,  per  100  lbs.  0  65 

■    Heavy  Fibre,  32  &  60,  per 100  lbs   3  00 
2  ply  Ready  Roofing,  per 
square    ^ 
3  ply  Ready  Roofing,  per 
square   •  •  ̂   85 
2  ply  complete,  per  roll.  1  lo 
3  ply  complete,  per  roll.  1  85 
Liquid  Roofing  Cement,  brls. 
per  gal   " 
Liquid     Roofing  Cement, 
tins    0  20 
Crude  Coal  Tar,  per  barrel  3  50 Refined  Coal  Tar,  tins,  per 
(foz   1  25 
Refined  Coal  Tar,  per  bar- rel   ■*  50 
Shingle  varnish,  per  barrel  4  50 
Caps,  per  lb   0  06 
Nails,  per  lb  0  05 
Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barJf  & 
nickel,  45  p.c. 
Wrought  brass,  45  p.c.  o£f  re- vised list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought  steel  fast  joint  and 
loose  pin,  70  p.c. 

Cement — Portland,  bags  per 
bbl  1  55    1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,  dof . .  .  2  50 

Conductor  Pipe — 
2  inch,  in  10  ft.  lengths..  3  80 
3  "  "  .  .  4  00 
4  ••  .  .  5  28 
5  ■•  ••  ..  7  26 
6  "  "  .  .  8  80 

Door  Knobs — Canadian,  45  per  ctiit. 
Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — 
Single  sets,  each    1  80 
Double  sets,  each    8  25 
Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 
Carpenters'  6  inch,  doz...   5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — -Steel,  discount 
50  per  cent.  Brass,  55  per cent. 

Eavetrough — 8  in.  in  100  ft.  lengths..  2  90 
10          "  "           . .  3  15 
12          "  "           . .  8  68 
16          "  "           . .  5  35 

Factory  Milk  Cans — Milk  cans  and  pails,  40  p.c. 
Hand     delivery     and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery  trimmings,  75  and 
121^  p.c. 

Files  and  Rasps — 
Disston's,  Great  Western  Amer- ican, Kearney  &  Foot,  Globe,  all 
70  and  10;  Black  Diamond,  (iO  and 
10;  Nicholson,  fiH  Jowett's 
(English  list),  i'l 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,    doz   1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,   doz   7  00 Farriers  hammers,  10  oz., 
doz  5  60 
Tinners    setting,     %  lb., 
doz  4  50 
Machinists,  %  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. and  over    0  u6 
Sledge,  Masons,  5  lbs.  and over    0  08 
Sledge,  Napping,  up  to  2  • lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — 
Hainson,  best  quality,  50  per  cent. 
Sidewalk  and  stable  scrapers, 
net,  $2.25. Wood    hay    rakes,    45    and  10 
per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50  per  cent. 
Heavy  T  and   strap,   4-in.,  100 
lbs.   net,   $7.25;   Heavy  T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw  hook  and  hinge,  $3.50, 

$4.50. Crate  hinges  and  back  flaps,  65 and  5  p.c. 
Chest  hinges  and  hinge  hasps, 65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. Hooks — Bright  wire  screw  eyes,  60 

p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove   pipe   eyes,   kitchen  and 
square   hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 
Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 and  5. 
Locks  and  Keys— Canadian  5U  and 

19  per  cenC. 
Mallets —  Tinsmith',    2%  i 
5^  in.,  per  doz   1  25 
Carpenters',    round  hick- ory,,  6   in   1  95 
Lignum   Vitae,    round,  5 
inch    2  40 
Caulking,  No.   8,   oak  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,      16  H cents  per  lb. 
Drilling  hammers,  6  cents  per lb. 

Crowbars,   3  %    cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,   5  gallon,   per  doz., 
$10.00. Davidson  oilers,  40  p.c. 
Zinc   and  tin,   50  p.c. 
Coppered  oilers,   50  p.c. Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,   fancy,     80   to     35  per cent. 

Rope  and  Twine — Sisal  rope   0  09 
Pure  Manilla  rope    0  11} 
"British"    Manilla    ...   0  09J 
Cotton,   3-16    inch  and larger    0  24 
Russia   Deep    sea    ....  0  16 
Jute    0  09i 
Lath  Yarn,  single....  0  08 
Lath  Yarn,  double    ...  0  08? 

Sisal   bed   cord,   48  feet, 
per   doz   0  65 Sisal   bed    cord,    60  feet, 
per   doz   0  80 

Sisal   bed   cord,    72  feet, 
per   doz   0  95 

Cotton  clothes  line,    18  off. 
Bag,  Russian  twine,  per 
lb  0  27 
Wrapping,  cotton,  3-ply twine    0  26 
Wrapping,    cotton  4-ply twine    0  30 
Mattress  twine,  per  lb.  0  45 
Staging   twine,    per   lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 

per  «ent. Copper  Rivets,  usual  proportion burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22^4  p.c. 

Rivet  Sets — Canadian,  35  to  37% 

per  cent. Sad  Irons — Mrs.    Potts,  No. 
53,  polished,  per  set  0  90 
Mrs.  Potts,  No.  50,  nickle- 
plated,  per  set   1  00 
Mrs.    Potts,    handles,  jap- 
aned,  per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  50 
Asbestos,   per  set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 Sectional,  %        each,  per 
100    lbs  2  40 
Solid,  3  to  30  lbs   1  65 

Sash  Cor* — No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   85  15  and  10 
Wood,  K.H.,  bright  80  15  and  10 
Wood,  F.H.,  brass  .  75  15  and  10 
Wood.  R.H.,  brass  ..70  15  and  10 
Wood,  F.H.,  bronze  70  15  and  10 
Wood,  K.H..  bronze  65   15  and  10 
Drive  screws   85  15  and  lU 
Set,   case  hardened..  60 
Square  cap   50  and  05 
Hexagon   cap   45 
Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — Flat  head,  iron  and  brass,  35 
per  cent. Fillister  head,  iron,  30;  brass, 
25  per  cent. 

Shovels  and  Spades — Canadian,  No.  1  and  2  grade,  60 and   21^  p.c. 
.\o.  3  and  4  grade,  50,  45  and  2i 
per  cent. 

Soldering  Irons — Base,  per  lb.,  28  cents. 

Sap  Spouts — 
Bronzed  Iron  with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs...  5  70 
Bed,  100  lbs..  No.  14  ....  6  75 
Blind,  per  lb   0  12 
Coopers'  staples,  45  per  cent. 
Bright  spear  point,  75  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..  8  18 Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz...  1  35 Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  li4  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tinn- ed, bulk,  70  and  10 ;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tucks,  35;  leather  car- pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10 ;  trunk  nails,  tin- ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10 ;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 75 ;  saddle  nails,  in  papers.  10 ; 
saddle  nails,  in  bulk,  15 ;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  gluziers'  points,  5; double  pointed  tacks,  papers,  90 
and  10;  double  pointed  tacks,  balk, 
55 ;    clinch  point  shoe  rivets,  45 

and  10;  cheese  box  tacks,  87%; 
trunk  tacks,   80  and  20 ;  straw- berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent 

Plain    and    retinned,     75  and 

12  Vs. 

Traps    (steel    game) — Newhouse, 
30  per  cent. Hawley  &  Norton,  40,  10  and  5 

per  cent. Victor,  60  and  5  per  cent. Oneida    JvAlp    (Star),    50,  10, 
and  5  per  kent. 

Wheelbarrows — Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  32  40 

Wrought  Iron  Washers — Canadian, 
50  per  cent. 

Wire   Cloth — Painted    Screen,  in 
100-ft.  rolls,  $1.65  per  100  sq. 
ft.;    in   50-ft.   rolls,    $1.70  per 
100  sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 

$9.00. 
HOUSEFURNISHINaS. 

Stoves  and  Ranges — Gas  ranges,  50  per  cent. 
Stoves   and   ranges,    60   and  6 

per  cent. Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Range  Boilers — 30-gallon,  Stan- dard, $4.75 ;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15;  18x36,  $1.95. 
Flat  rim  enameled  sinks  16x24 
§2.65;  18x30.  $3.10:  18x36,  ?  .  5 

Enameled  Ware — White  ware,  76 

per  cent. London  and  Princess,  60  per cent. 
Canada,  Diamond,  Premier,  60 and  10  p.c. 

Pearl,    Imperial,    Crescent  and 
franite  steel,  60  and  10  per  cent 'remier  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. Hollow  ware,  tinned  cast,  50 
per  cent.  off. Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- tles, 50  p.c. 
Copper  tea  and  coffee  pots,  45 

per  cent. Copper  pitts,  40  per  cent. 
Galvanized  Ware — Dufferiu  pat- 

tern pails,  50  per  cent. 
Flaring  pattern,  50  per  cent. Galvanized  wasbtubs,  45  p.c. 

Pieced  Ware,  35  per  cent.— 
Copper  bottom  tea  kettles  and boilers,   35  p.c. 
Coal  hods,   40  per  cent. 
Boiler  and  tea  kettle  pitts, 

per  cent. Stamped    Ware — Plain,     75  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto, Hamilton,  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  Ot- tawa, Kingston  and  Montreal, 
37%   and  10  per  cent. 

Washing  Machmes — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re-act.    per   doz.  77  50 Dowswell    52  50 
New   Century,    Style   A.  .101  25 Ideal  Power   180  00 
Daisy    73  25 
Stephenson    74  00 Puritan   Motor   165  00 
Connor,  improved    52  50 Ottawa    55  00 
Connor  Ball  Bearing ....  112  60 Connor    Gearless  Motor 
Washer   180  00 

Wringers — 
Royal   Canadian,    11  in., doz   47  75 
Eze,  10  in.,  per  doz.    .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  76 20  per  cent. 
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The  Line  of 

Good  Repute 

Wide-awake  retailers  in  all  parts  of 
the  Dominion  find  satisfaction  and 

profit  in  handling 

INTERNATIONAL 

VARNISHES  AND  VARNISH  SPECIALTIES 

It  is  the  brand  that  for  over  forty 

years  has  set  the  standard  the  world 

over — they  have  the  approval  of  the 

most  discriminating  and  high  class 

dealers,  architects,  painters  and 

decorators. 

Every  can  is  guaranteed  to  contain 

Full  Imperial  Measure. 

TORONTO  WINNIPEG 

Canadian  Factory  of  Standard  Varnish  Works 

New  York     Chicago      London  Berlin 
Brussels  Melbourne 

Largest  in  the  world  and  first  to  establish  definite 
standards  of  quality 

M51 

Varnish  Talks  is  Getting 

the  Painters^  Trade 

r\0  you  realize,  Mr.  Dealer, 

w^fiat  an  important  part  the 

painter  is  to  your  varnish  trade 

— yet  how  hard  it  is  for  a  varnish 
manufacturer  to  advertise  to  him 

successfully? 

We  have  overcome  this  through  our 

own  painters'  magazine  "Vamish  Talks,  " 
that  goes  to  a  greater  number  of  painters 
than  the  combined  circulation  of  all  the 

regular  painters'  papers. 
This  paper  is  read  because  it  is  a  real 

magazine,  containing  practical,  helpful  in- 
formation on  painting  and  wood  finishing. 

Every  Pratt  &  Lambert  Dealer  is  entitled  to  send 
us  free  subscriptions  to  this  little  magazine  for  his 

pamter  customers. 

No  other  house  in  the  regular  varnish  trade 

offers  you  such  assistance  to  get  the  most  im- 
portant trade  of  your  varnish  business. 

Write  for  our  Interesting 
Selling  Proposition 

PRATT  &  LAMBERT,  Inc. 
VARNISH  MAKERS 

30  COURTWRIGHT  STREET,  BRIOGEBURG,  ONTARIO 
FACTORIES 

BRIOGEBURG,  ONTARIO 
NEW  YORK  BUFFALO  CHICAGO 
LONDON  PARIS  HAMBURG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention  the 
Canadian  Hardware  Stove  and  Paint  Journal 

ACCOUNT  REGISTERS 
Dominion  Register  Co.,  Toronto 

ALUiaiNUM  WARE. 
Northern  Aluminum  Co.,  Toronto. 
Ware   Mfg.    Co.,  Toronto. AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. ASH  SIFTERS. 
Collins  Mf"-.  Co.,  Toronto. E.  T.  Wright  Co.,  Hamilton. 

AUGEE  BITS. 
Tobin  Arms  Mfg.  Co.,  Woodstock, Ont. 
AUTOMOBILE  ACCESSORIES. 

Canadian    Fairbanks,    Ltd.,  Mont- 

Allan  Hills  Edge  Tool  Co.,  Gait. 
James  Smart  Mfg.  Co.,  Brockville. 

BALE-TIES. 
Laidlaw  Bale-Tie  Co..  Hamilton. 

BARN  DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Louden  Machinery  Co.,  Guelph. 
Taylor-Forbes  Co.,  Guelph. 

BATHROOM  FITTINGS. 
Gendron  iMfg.  Co.,  Toronto. 

BELTING  (Leather). 
Sadler  &  Haworth,  Montreal. 

BICYCLE  LAMPS. 
Pollock  Mfg.  Co.,  Berlin. 

BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

BOLTS  AND  NUTS. 
Steel  Co.  of  Canada,  Hamilton. 

BAR  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove     &     Heater  Co., 

Hamilton. 
Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. BRACES. 
E.  C.   Atkins   &  Co.,  Indianapolis, Ind. 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 
Dart  Union  Co.,  Toronto  ^ 

BROOMS  AND  BRUSHES. 
Boeckh  Bros.  Co.,  Toronto. 
Thomas  Bryan,  Ltd.,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. Belleville   Hardware   &   Lock  Mfg. 
Co.,  Belleville. 

Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton     Stove     &     Heater  Co., 

Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O. 
Canadian  Yale  &  Towne  Co.,  St. 

Catharines. BURNERS. 
Ontario    Lantern    &    Lamp  Co., 

Hamilton. 
CANS  (Milk). 

MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.    Davidson   Mfg.    Co.,  Mont- real. 

CARBORUNDUM. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 

CASH  REGISTERS. 
Dominion  Register  Co.,  Toronto. CEMENT. 
B.  &  S.  H.  Thompson,  Montreal. 

CHURNS. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 

CLIPPING  MACHINES. 
B.  &  S.  H.  Thompson  Co.,  Mont- real. 
Chicago   Flexible   Shaft   Co.,  Chi- 

cago. CLOCKS. 
Western  Clock  Mfg.  Co.,  La  Salle, III. 

CLOTHES  DRYERS. 
Oummer-Dow.swell  Ltd.,  Hamilton 

CLOTHES  MANGLES  AND 
WRINGERS. 

Cummer  Dowswell,  Ltd.,  Hamilton. 

D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. COAL  SHUTES. 
Clare  Bros.,  Preston. 
Gait    Stove   &   Furnace   Co.,  Gait. 

CONTRACTORS'  TOOLS. Allan  Hills  Edge  Tool  C^o.,  Gait 
Gait  Stove  &  Furnace  Co.,  Gait. 

CORDAGE  AND  TWINE. 
Scythes  &  Co.,  Toronto. 

CORRUGATED  IRON. 
Gait  Art  Metal  Co.,  Gait. 
A.  C.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Metallic  Roofing  Co.,  Toronto. 

COTTON  DUCK. 
Scythes  &  Co.,  Toronto. 

COW  TIES  AND  CHAINS. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 
Oneida    Community,   Ltd.,  Niagara 

Falls,  Ont. 
Dorken  Bros.,  Montreal. 

CUTLERY. 
H.   S.   Howland,   Sons   &   Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. 

DE-HORNERS. 
R.  W.  MoKenna.  Toronto. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor  Forbes  Co.,  Guelph. 
Louden  Machinery  Co.,  Guelph 

DRILLS    (Hand  and  Power). 
Canadian  Buffalo  Forge  Co.,  Buf- falo. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. Sheet  Metal  Products  Co.,  Toronto. 
Gait  Art  Metal  Co..  Gait. 

EDGE  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

EGG  CRATES 
Cummer-Dowswell  Ltd.,  Hamilton 

ENAMELED  WARE. 
Thos.    Davidson    Mfg.    Co.,  Mont- real. 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. 

FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 
FEED  AND  LITTER  CARRIERS. 
Louden  Machinery  Co.,  Guelph. 

FILES. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Barnett  Co.,  Philadelphia, P». 

FIRE    PLACTE    BASKETS,  AND- IRONS, ETC. 
Enterprise     Foundry     Co.,  Sack- ville,  N.  B. 
James    Stewart    Mfg.    Co.,  Wood- 

Fl'SHING  EQUIPMENT. Marble  Arms  Mfg.  Co.,  Gladstone, Mich. 
FOOD  CHOPPERS. 

D.  Maxwell  &  Sons,  St.  Marys. 
FORGES. 

Canadian  Buffalo  Forge  Co.,  Mont- real. 
FRUIT  JARS. 

Consolidated   Fruit   Jar   Co.,  New 
Brunswick,  N.  J. 
FURNACES  (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 

ton. 
Can.    Heat.    &    Vent.    Co.,  Owen 

Sound. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place 

Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove     &    Heater  Co., Hamilton. 
Hall  Zryd  Foundry  Co.,  Grimsby. 
MoClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.    Norsworthy    Mfg.    Co..  St. 

Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
FURNITURE  SHOES  (Sliding). 

Onward  Mfg.  Co..  Berlin. GALVANIZED  IRON. 
A.  0.  Leslie  &  Co.,  Montreal. 
McCIary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 
U.  S.  Steel  Products  .Export  Co., Montreal. 

GAS  RANGES. 
Burrow,  Stewart  &  Milne,  Hamil- ton. 
Gurney  Foundry  Co.,  Toronto. Hamilton    Stove    &    Heater  Co., Hamilton. 
MeClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 
GAS  STOVES  AND  HEATERS. 

Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 
Collins  Mfg.  Co.,  Toronto. 

GATES. 
Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal. 

GLASS. 
Consolidated  Plate  Glass  Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcv  &  Co.,  Toronto. GO-CARTS. 
Gendron  Mfg.  Co..  Toronto. 

GRINDSTOITES. 
Cleveland  Stone  Co.,  Cleveland,  0. 

GUNS. 
Tobin  Arms  Mfg.  Co..  Woodstock. 

HAMMOCKS. 
Gait  Robe  Co..  Gait. 

HANDLES. 
W.  C.  Crawford,  Tilbury,  Ont. 
J.  H.  Still  Mfg.  Co..  St.  Thomas. HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  (Juelph. HOCKEY  STICKS. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. HORSE  SHOES. 
Steel  Co.  of  Canada,  Hamilton. 

ICE  CREAM  FREEZERS. 
McCIary  Mfg.  Co..  L.ondon. 
North  Bros.,  Philadelphia,  Pa. 
Sheet  Metal  Products  Co.,  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthv  Injector  Co..  Windsor. 

JOIST  HANGERS. 
Taylor  Forbes  Co..  Guelph. KALSOMINE. 
A.  Ramsav  &  Son.  Montreal. KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait. 

LADDERS. 
Stratford  Mfg.  Co.,  Stratford. LAMPS  AND  BURNERS. 
Ontario    Lantern    &    Lamp  Co., 

Hamilton. 
Collins  Mfg.  Co.,  Toronto. LANTERNS. 
Thos.    Davidson    Mfg.    Co.,  Mont- real. 
Ontario    Lantern    &    Lamp  Co., 

Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  &  Co..  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  4  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co.,  Ltd..  Stratford. LEVELS. 
Stanley   Rule    &   Level   Co.,  New 

(Britain,  Conn. LIGHTNING  RODS. 
Empire   Lightning  Rod   Co.,  Win- nipeg. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Rice-Knight  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. Belleville  Hardware  &  Lock  Mfg. 
Co.,  Belleville. Hamilton    Stove    &    Heater  Co., Hamilton. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LUBRICATORS. 
Penberthy  Injector  Co.,  Windsor. 

LUMBERING  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait 

MANGLES. 
Taylor  Forbes  Co..  Guelph. 

METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McCIary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. 

METAL  POLISHES. 
Wondershine,  Limited,  Toronto. 
Nickle  Plate  Stove  Polish  Co., Windsor,  Ont. 
METAL  SHINGLES,  SIDING,  Etc. Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

MOPS  (Self- wringing). 
Tarbox  Bros.,  Toronto. 

MOTOR  ACCESSORIES. 
Canadian     Fairbanks     Co.,  Ltd., Montreal. 
Pollock  Mfg.  Co.,  Berlin. 

NAILS  (Wire). 
H.   S.  Howland,   Sons  &   Co.,  To- ronto. 

Imperial  Steel  &  Wire  Co.,  Col- lingwood,  Ont. 
Laidlaw  Bale-Tie  Co.,  Hamilton. 
U.  S.  Steel  Products  Co.,  Montreal. 
Parmenter  &  Bullock,  Gananoque. 
Steel  Co.  of  Canada,  Hamilton. 

OFFICE  EQUIPMENT. 
Dominion  Register  Co.,  Toronto 
Goldie  &  McCulloch,  Gait. 
Monarch  Typewriter  Co.,  Toronto. 
National  (5ash  Register  Co.,  To- ronto. 

OILED  CLOTHING. 
Scythes  &  Co.,  Toronto. 

OILERS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
McCIary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

OIL  STONES. 
Carborundum  Co.,  Niagara  Falls, N.  Y. 
Pike  iMfg.  Co.,  Pike,  N.  H. 

OIL  STOVES. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 

McCIary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

OIL  STORAGE  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 
National  Equipment  Co.,  Toronto. 

OVEN  DOOR  SPRINGS. 
U.  S.  Steel  Products  Co..  Montreal. 

PAINTS  AND  VARNISHES. 
Brandram  Henderson,  Ltd.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 
International  Varnish  Co.,  Toronto. 
Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Pratt  &  Lambert,  Buffalo. 
Pinchin  Johnston  Co.,  Toronto. 
A  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel   &   Wire   Co.,  Col- 

lingwood. John  Lysaght,  Ltd.,  Bristol,  Eng., 
and  Montreal. 

POST  HOLE  DIGGERS. 
Erie  Iron  Works,  St.  Thomas. 

PLUMBING  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- 

ronto. 
Dart  Union  Co.,  Toronto 
Hamilton   &   Stott,   St.  Thomas. 

PROPELLER  FANS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

RAKES  (Lawn). 
Erie  Iron  Works,  St.  Thomas. 

RASPS. 
Nicholson  File  Co.,  Port  Hope. 

RAZORS. 
Gillette   Safety  Razor  Co.,  Mont- 

real. 

International      Distributing  Co., Montreal. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

RAZOR  HONES. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike.  N.  H. 
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announce  that  Western  dealers  can  now  secure  their  requirements  of  Minerva 

Paints  and  Paint  Specialties  with  the  least  loss  of  time  in  transit  and  the  lowest 

possible  freight  charges  by  ordering  from  the  following  points : — 

WINNIPEG-Pinchin,  Johnson  &  Co.,  (Canada)  128  Princess 
Street. 

REGINA— Peart  Bros.   Hardware  Co.,  Ltd.,  Distributors  for 
Southern  Saskatchewan. 

SASKATOON~The  Saskatoon  Hardware  Co. 
tors  for  Northern  Saskatchewan. Ltd.,  Distribu- 

CALGARY— The  Western  Supply  &  Equipment  Co.,  Ltd.,  Dis- 
tributors for  Southern  Alberta. 

EDMONTON    The  Western  Supply  &  Equipment  Co.,  Ltd., 
Distributors  for  Northern  Alberta. 

VANCOUVER   Wm.  N.  O'Neil  Co.,   Limited,  Distriubutors for  British  Columbia. 
(M.52) 

No.  130  Low-priced  Forge  for  light 
repair  work,  rivet  heating  and  farm  use. 

No.  150.  Light  Bali- Bearing  Drill.  We 
carry  a  complete  line 
of  Blacksmith  Drills. 

The  Famous  "Buffalo  200 
Silent  Blower,"  1911  Model, 
14-inch  Fan,  is  commanding 
the  attention  of  the  entire 
blacksmith  world  on  account 
of  its  wonderful  performance. 
Gives  22%  more  blast  and 
works  as  easily  as  the  best 
of  12-inch  blowers. 

"MADE  IN  CANADA" 

Blacksmith,  Horse  Shoer, 
Tinsmith  and  Farm  Blow- 

ers, Forges,  Drills. 
Contractors,  boiler -makers,  bridge 
builders,  railroads,  mills,  factories, 
tinsmiths,  farmers  and  people  in  a 
dozen  other  occupations  use  Buffalo 
blacksmith  tools.  Let  us  put  before 

you  information  which  will  help  you  get  your  share  of  their  busi- ness with  very  little  effort  on  your  part.    Drop  us  a  line  now. 

Canadian  Buffalo  Forge  Co.,  Limited 
MONTREAL 

No.  4  B.  Pimch  and 
Shear.  All  sizes.  For 
hand  and  power. 

No.  625.  The  World's Standard  Rivet  Heat- 
ing Forge. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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RAZOR  STROPS. 
Carborundum  Co.,  Niagara  Falls, Ont. 
J.  Wiss  &  Sons.  Newark.  N.  J. 

REGISTERS  (Warm  Air). 
Canadian  Heating  &  Ventilating 

Co..  Owen  Sound. 
Clare  Bros.,  Preston. 
Ferrosteel  Co..  of  Canada,  Bridge- burg. 
Gurnev  Foundry  Co.,  Toronto. 
Hamilton  &  Stott,  iSt.  Thomas. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co..  Wood- stock. 
James  Smart  Mfg.  Co.,  Brockville. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- burg. 

ROOFING  (Metal). 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Winnipeg  Ceiling  &  Roofing  Co., Winnipeg. 

ROOFING  (Prepared). 
Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Roofing  Co.,  Toronto. 
H.   S.  Howland,   Sons  &  Co.,  To- ronto. 
Canadian  H.  W.  Johns-Manville 

Co.,  Toronto. 
REFRIGERATORS  AND  ICE 

CHESTS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

RUBBER  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., 

Toronto. 
RULES  AND  TAPES. 

Luflfin  Rule  Co.  of  Canada,  Wind- 
sor. 

Stanley  Rule  &  Level  Co.,  New 
Britain,  Conn. 

SAD  IRONS. 
Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McClary  Mfg.  C".,  London. 
Taylor  Forbes  C^  .  Guelph. SAFES. 
Goldie-'McCulloch  Co.,  Gait. 

SANITARY  CLOSETS. 
N.  iM.  Walker,  Grimsby. 

SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,  Stewart  &  Milne,  Hamil- ton. 

SCREEN  CLOTH. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 

SCREWS. 
Steel  Co.  of  Canada,  Hamilton. 

SHEARS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

SHOVELS  AND  SPADES. 
Lundy  Shovel   &   Tool   Co.,  Peter- boro. 
Canadian     Shovel     &     Tool  Co., 

Hamilton. 
Erie  Iron  Works,  St.  Thomas. 

SILVER  POLISH. 
Wondershine,  Limited,  Toronto. 

SILVERWARE. 
Oneida    Community,   Ltd.,  Niagara 

Falls,  Ont. 
Toronto  Silver  Plate  Co.,  Toronto. 

SHEET  METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  Cartridge  Co.,  Montreal. 
H.    S.   Howland  Sons  &   Co.,  To- ronto. 
Marble  Arms  Mfg.  Co.,  Gladstone, 

Mich. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRAYERS. 
Collins  Mfg.  Co.,  Toronto. 

SPRINGS  AND  AXLES. 
Guelph  Spring  &  A.xle  Co.,  Guelph. 

STEEL  TROUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STORE  EQUIPMENT. 
S.  G.  Bowser  &  Co.,  Toronto. 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

National  Equipment  Co.,  Toronto. 
STOVES  AND  RANGES. 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &  Milne,  Hamil- 

ton. Canadian    Heating    &  Ventilating 
Co.,  Owen  Sound. 

Copp  Stove  Co.,  Fort  William. Collins  Mfg.  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Doherty  Mfg.  Co.,  Sarnia. 
Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  CaTleton  Place. 
Gurney  Foundry  Co.,  Toronto. ii;ill-Zryd  Foundry  Co.,  Hespeler. 
Hamilton     Stove     &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. MofiPat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfo-.  Co.,  Woodstock. 

STOVE  CEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 
U.  S.   Steel  Products  Export  Co., 

Montreal. 
TENTS  AND  AWNINGS. 

J.  J.  Ttti'Ber  &  Son,  Peterboro. TIN  PLATE. 
A.  C.  Leslie  &  Co.,  Montreal. 
Mc(!llary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. U.   S.   Steel  Products  Export  Co., Montreal. 

TOOL  GRINDERS. 
Cleveland  Stone  Co.,  Cleveland 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TOOLS    (Mechanics) . 
Dorken  Bros.,  Montreal. 
Hhii-   Hills  Edge  Tool  Co..  Oilt. 
North  Bros.,  Philadelphia,  Pa. 

TRAPS. 
Oneida   Community,    Ltd.,  Niagara 

Palls,  Ont. 
VACUUM  CLEANERS. 

Onward  Mfg.  Co.,  Berlin. 
Pollock  Mfg.  f  0.,  Berlin. 

VALVES  AND  UNIONS 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 
Dart  Union  Co.,  Toronto VENTILATORS. 
Canadian  Buffalo  Forge  Co.,  Mont- 

real. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
Henderson    &    Richardson,  Mont- real. 

WATER  SERVICE  SYSTEMS. 
National  Equipment  Co.,  Toronto. 

WATER  GAGES. 
Penberthy  Injector  Co.,  Windsor. 

METAL  WASHBOARDS. 
Meakins  &  Sons,  Hamilton. 

WHIFFLETREES  (Steel). 
Canada  Steel  Goods  Co.,  Hamilton. 

WHOLESALE  HARDWARE. 
H.   S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 

WHITE  LEAD. 
Brandram-Henderson     Co.,  Mont- real. 

Canada  Paint  Co.,  Montreal. 
WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  0. 

WIRE  FENCING. 
U.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &   Wire    Co.,  Col- lingwood. 

WIRE  ROPE. 
B.  Greening  Wire  Co.,  Hamilton. 

WOODENWARE. 
Meakins  &  Sons,  Hamilton. 

Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 
THE 

Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 
BELLEVILLE,  CAN. 

HIGH  GRADE 

BUILDERS' HARDWARE 

The  Kind 
That  Brings 

Repeat 
Orders 

We  manufacture  a  complete  line  of 

guaranteed 

BUTTS  HINGES 

HASPS  STAPLES 

NAILS  ETC. 

and  our  long  established  reputation 
stands  behmd  our  guarantee.  Send 
us  a  trial  order  and  test  the  selling 

qualities  of  our  goods. 

Write  for  a  Catalogue  to-day 

COWAN  &  BRITTON 

GANANOQUE,  ONTARIO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 



Atugust,  1912 CANADIAN  HARDWAEE,  STOVE  &  PAINT  JOURNAL. 119 

WANTED  and  FOR  SALE 

Ads  under  this  head  ten  cents  per  line.    Five  hnes 
once  for  50  cents,  three  times  for  $1.00.    Cash  must 
accompany  order.    No  accounts  booked. 
SPECIAL  TO  SUBSCRIBERS    Every  subscriber  is 
allowed  one  five  line  ad  free  each  year. 

THE  IMPROVED    KEYSTONE  DEHORNER 
A  4-sided,  sliding,  shear  cutting.  Dehorning  Knife  that  does  its 
work  in  an  instant  with  but  an  instant's  pain.  Agricultural Colleges  and  Veterinary  Surgeons  commend  the  KEY 
STONE — The  quickest,  cleanest  and  easiest  dehomer  made. 
If  your  Jobber  cannot  supply  you,  write  me,  and  I  will  send  full 
particulars  of  my  special  proposition  to  retailers. 

R.  H.  McKENNA,  219  Robert  Street,  Toronto. 

BUSINESS  CHANCES 

A  LBERTA  HARDWARE  BUSINESS  for  sale.    Produces  profit  of  six  to 
seven  tliousaufl  dollars  aiumallv  on  eight  thousand  dollar  stock.  Box 

121,  CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL,  Toronto. 

"M" ANITOBA  HARDWARE  BUSINESS  for  sale.    Stock  about  $7,000  and 
in  fine  condition.    Good  reasons  for  selling-.    Box  122,  CANADIAN HARDWARE,  STOVE  &  PAINT  JOURXAL,  Toronto. 

CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  HARD- 
WARE, STOVE  AND  PAINT  JOURNAL 

contains  much  valuable  information. 
Sometimes  an  advertiser  makes  several  lines  and  only  ONE  line 
will  be  represented  in  his  advertisement — but  if  you  will  refer  to  the Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 

EASTERN  ONTARIO  CITY  hardware  business  for  sale.  Well  bought 
stock,  including  stoves  and  plumbing.  Shows  steady  increase  in  sales 

and  profits.  Box  123,  CANADAIN  HARDWARE,  STOVE  &  PAINT 
JOURNAL,  Toronto. 

NEW  BRUNSWICK— Long  established  hardware  business.  One  of  the 
best  paying  in  the  Maritime  Province.  Owner  has  good  reason  for 

selling.  Box  12  4,  CANADIAN  HARDWARE,  STOVE  &  PAINT 
JOURNAL,  Toronto. 

SITUATIONS  VACANT 

HARDWARE  CLERK  WANTED— Must  be  good  window  dresser  and 
able  to  speak  both  English  and  French.  State  salary  required,  and 

experience,  with  references.  GEORGE  TAYLOR  HARDWARE  CO., 
Cochrane,  Ontario. 

"PIRST  CLASS  H.XRDWARK  CLERK  AVANTED  for  retail  store;  must be  good  salesman  and  stock  keeper,  well  up  on  builders'  hardware. J.  B.  KERNAGHAN,  Prince  Albert,  Sask. 

J.  J.  TURNER  &  SONS 

The  Largest  Manufacturers  in  Canada  of 

Tents,  Flags,  Awnings,  Sails,  Horse  Blan- 
kets, Waterproof  Goods,  Coal  Bags  and 

every  description  of  Camping  Goods. 

Send  us  your  orders  for  Tents  and  l^eep  them  in 
stoclf.  They)  are  put  up  in  bags  to  l^eep  them  clean. 

J.  J.  TURNER  &  SONS 
Peterborough,  Ont. Regina,  Sask. 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
15 j4  Toronto  Street 

Toronto 
52  Canada  Life  Building 

Montreal 

IWAN'S  PATENT  POST  HOLE  AUGER 
The  fastest  and  easiest  earth  cutting  auger  on  the 
market.    A  splendid  line  for  hardwaremen  to  push. 

ROSS  &  WRIGHT 
Insurance  Counsellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET.  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 

us  when  your  loss  occurs 

The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 
Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates, 

Made  in  seven  .sizes,  4  to  12  inches.    Shipped  half 
dozen  in  bundle.    Augers    weigh   ten    pounds  each. 

Write  us  for  Circular  and  Price  List. 

ERIE  IRON  WORKS,  St.  Thomas,  Ont. 

SPECIAL  THREE  MONTHS  TRIAL  OFFER 
A  three  months  trial  will  convince  you  that  this  is  the  most 
thorough  and  practical  course  in  Sheet  Metal  Pattern  Drafting  to 
he  had.  I  will  send  you  the  first  three  months  work,  consisting 
of  the  first  15  plates,  loi  in.  X  18i  in.,  with  instruction  sheets  for 
$0.00.  If  you  are  in  doubt  as  to  whether  this  course  is  what  you 
want,  you  may  give  it  a  three  months  trial  without  binding 
yourself  in  any  way  to  complete  the  full  25  months  course  luiless 
you  wish  to  do  so.  The  Foundation  of  Pattern  Drafting  is  taught 
in  the  first  three  months  work.  Cut  out  this  advertisement  and 
enclose  with  a  post  office  order  for  .?.5.00  payable  to  G.  L.  Gray 
and  the  above  mentioned  three  months  drawings  and  instruction 
sheets  will  be  sent  you  at  once  prepaid.  This  otter  stands  good 
for  30  days  only  from  date  of  this  issue. 
/^DAV>C  Ql.r'Ur\r\1  3537  third  avenue Vatv/V  I  O    Ol^rHJIJL.    NEW  YORK  CITY 

MONARCH 

TYPEWRITERS 

The  King  of 

Writing 

Machines 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 

The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Faint  Journal 
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/UFKtN 

DOMINION 
MADE 

IS  A  NAME  AND  TRADE-MARK 
STANDING  FOR  THE  VERY  BEST 

IN  THE  LINE  OF 

Measuring  Tapes  and  Rules 

Our  extensive  advertising  in  Canada  has  created  a  demand 
that  every  progressive  dealer  should  be  able  to  satisfy. 

THE fUFKiN Rule t?0'0/'{7ANADA.£rJ>. 

W/NDSOJtONT. 

BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863 

Twelve  Medals  of  Award  at 

INTERNATIONAL 

Expositions 

INCORPORATED  1895 

Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

Copy  of  Catalogue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 

« 
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FATHER  OF  THEM  ALL 

The  PORTLAND 

Power  Washing  Machine 

One  Look  Convinces 

18  Pounds 

Pressure 

Drives  the 

Direct 

Drive 

Motor  with 

Ease. 

No 

Gearing. 

Hence  No 

Friction  or 

Lost 

Motion. 

Price 

Within 

Reach  of 

AIL 

I  I 

i  i 

Manufac- tured 

Complete, Motor, 

Tub,  Dolly 

and  All 

Right  in 
Our  Own 
Factory. 

No  Oiling 

Necessary. 

Best  Proof 

of  Our 

Faith  in 

the 

Portland 

is  Our 
Gilt  Edge 

3-  Year 

Guarantee. 

FOR  SALE  BY  WHOLESALE  DEALERS  EVERYWHERE 

OR  DIRECT  FROM  THE  FACTORY 

Sole  Canadian  Agents 

Henderson  &  Richardson 

Board  of  Trade  Bldg.,  Montreal 

PORTLAND  MFG.  CO.,  Portland,  Mich.,U.S.A. 
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PAINTING  CANADA'S  MAP 

With  B-H  "English"  Paint  and 

With  B-H  Advertising  Posters 

MADE  OF 

7p%  Pure  White  Lead 

Brandram's  BB  Genuine 
30%PureWhite  Zinc 

This  attractive  24-sheet  poster  on  hundreds  of  bill  boards  throughout  Canada 

has  been  helping  to  create  increased  business  for  the  local  agents  selling  B-H 

"English"  Paint. 

The  poster  tells  the  story  of  highest  quality  in  paint  and  rounds  out  an  adver- 

tising and  selling  plan  that  co-operates  with  the  dealer  in  every  effective  form 
of  retail  store  advertising. 

B-H  "English"  Paint  is  70%  Pure  White  Lead  30%  Pure  White  Zinc- 

1  00%  Pure.    You  can't  put  more  into  it  than  we  do. 

Write  our  nearest  office  for  complete  agency  proposition. 

RRANDRAM-HENDERSON A  A^MBI^MMB^MB  UMITED 

MONTREAL  HALIFAX  ST.  JOHN  TORONTO  WINNIPEG 



ONE  DOLLAR  YEARtY 
Featuring  Toronto  Exhibition  Displays 

SEPTEMBER,  1912. 

VOL.  4. Published  Monthly  by  The  Commercial  Press,  Limited,  408  McKinnon  Building,  Toronto No.  9. 

Automatic 

Cellar  Drainer 

Simple     Compact  Economical 

Far  superior  to  any  other  device  of  its 

kind  on  the  market.  Our  claims  are  con- 

vincing proofs. 

Some  Advantages 

1st.  It  is  compact  takinjj  up  less  than  half  the  space  of  others 
and  weighs  about  one-sixth  as  much  for  same  capacity- 

2nd.  All  parts  except  the  float  are  above  the  water  ;  no  slime 
or  corrosion  to  contend  with. 

3rd.  The  operating  valves  open  and  close  instantly  by  action 
of  the  water  pressure. 

4th.  The  valve  in  strainer  automatically  closes  when  the 
Drainer  stops  work  and  primes  pipe  for  next  starting, 
besides  preventing  flooding  of  cellar  in  case  water 
pressure  should  be  weak. 

5th.     It  costs  less  than  many  other  Drainers  not  as  eflficlent. 

Wr«#t?  far  descriptive  circular 

Manufactured  by 

Penberthy  Injector  Co.,  Limited,  Windsor,  Ontario 

1  , 
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The  Razor  For  Which  Men  WiUingly 

Pay  a  Five  Dollar  Bill 

With  some  razors  you  have  to  depend  for  sales  on  cheapness.  You  make 

but  a  paltry  profit,  and  the  purchasers  are  soon  convinced  that  they  paid 

quite  enough  for  what  they  got. 

With  other  razors  some  spacial  selling  plan  is  depended  on — a  month's  free 
trial  of  the  regular  razor,  or  a  tr^al  razor  at  a  fraction  of  the  price  asked  for 

the  regular  model. 

THE  GILLETTE  SAFETY  RAZOR 

easily  outsells  them  all,  and  on  this  ground  only — that  it  gives  a  REAL 
SHAVE — the  best  a  man  can  enjoy. 

No  cut  prices  or  other  special  inducements  are  needed  to  coax  men  to  take 
home  the  GILLETTE.  Over  a  million  a  year  willingly  buy  it  outright  and 

pay  the  full  price  for  it. 

As  for  trial  models,  no  shaving  device  has  ever  been  produced  to  sell  at  less 
than  $5.00  which  COULD  successfully  demonstrate  the  smooth  perfection  of. 
the  GILLETTE  shave.    Therefore  we  offer  no  trial  model. 

If  you  want  a  live,  clean, 

high-class  razor  trade,  at 
profitable,  protected  prices, 
and  n6  returns  or  dissatis- 

faction— 

Concentrate  on  the  GILL- 

ETTE— it  pays. 

The  Gillette  Safety  Razor  Co 

of  Canada,  Limited 

Office  and  Factory : 

THE  NEW  GILLETTE  BUILDING 

ST.  ALEXANDER  STREET,  MONTREAL 

KNOWN  THE WORLD  OVER 
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HARDWARE  METALS 

Established  1847 

Rice  Lewis  &  Son^  Limited 

MAINLY  ABOUT  MAIL  ORDERS 

The  importance  of  "Buying  by  Mail"  is  certainly 
underrated  by  the  majority  of  Merchants. 

The  advantages  are  many  and  should  not  be  over- 

looked. By  this  method  your  stocks  will  be  more 

complete — they  will  present  greater  variety — ordering 

more  frequently  and  possibly  in  smaller  quantities 

you  will  venture  on  a  greater  selection  for  your 

customers.  Delay  in  filling  lines  means  loss  of  trade 

and  should  be  strenuously  avoided. 

Mail  Orders  sent  to  this  House  are  particularly 

well  looked  after — it  being  our  desire  to  foster  this 

form  of  salesmanship  which  will  tend  to  mutual 

benefit. 

Our  reputation  for  "Quality"  stands  high.  You  can 

rely  on  it  at  all  times,  so  don't  hestitate  about  mailing 
^'our  orders. 

OUR  MOTTO—  "QUALITY  FIRST" 

TORONTO    -  CANADA 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware.  Stove  &  Paint  Journal 
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WE  have  much  pleasure  in 

announcing  the  completion 

of  our  No.  1  illustrated  catalogue, 

which  we  leave  to  speak  for  itself. 

We  will  include  one  with  the 

first  order  received  from  any  dealer 

in  Canada. 

KENNEDY  HARDWARE  CO.,  Limited 

51-53-55  Colborne  Street,  TORONTO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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lu  the  Store,  in  the  House,  in  the 

Stable,  in  the  Workshop,  Howland's 
Samson  Quality  Satisfies. 

First  and  foremost — absolute  satisfaction  to  all  our  customers.  That  is  the 

foundation  on  which  our  trade  is  growing  day  by  day. 

We  are  never  satisfied  unless  you  are  satisfied,  and  we  try  to  give  the  best  that 
is  in  us. 

Large  stocks  from  which  to  select,  good  values  and  prompt  service  should 

induce  you  to  Send  Us  Your  Orders. 

H.  S.  Howland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY  TORONTO  OUR  PRICES  ARE  RIGHT 

GRAHAM  NAILS  ARE  THE  BEST 

When  writinc  to  adTertiaars,  kindly  mention  the  Canadian  Hardware,  StoT*  k  Paint  Journal 
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DOMINION  GUARANTEED  AMMUNITION 

Always 

Ready 

The 

Game 

Getting 

Kind 

Always 

Reliable 

The 

Favorite 

of 

Sportsmen 

CANADIANS  SWEAR  BY  IT SO  WILL  YOU 

TO  THE  HARDWARE  TRADE 

Do  NOT  let  your  Competitor  make  ALL  the  Sales 
when  YOU  can  draw  the  greatest  part  of  it  your 

way  by  handling  our  guaranteed  line  of 

Welded  Shovels 

Perfectly  Balanced Unsurpassed  in  Finish 

We  make  Welded  Shovels  because  Experience 
Proves  and  the  Trade  Demands  shovels  that  are 

Stronger  and  more  Durable  than  other  makes. 

PROMPT  SHIPMENTS  GUARANTEED 

Write  for  catalogue  or  prices  to  any  of  these  addresses 

The  Lundy  Shovel  &  Tool  Co.,  Limited 
PETERBOROUGH,  ONTARIO 

ONTARIO 
N.  B.  Misener,  105  Cowan  Avenue,  Toronto 

QUEBEC Delorme  Bros.,  15  Debresoles  Street,  Montreal 
MARITIME  PROVINCES 

S.  N.  Sancton,  St.  John,  N.  B. 

MANITOBA  AND  SASKATCHEWAN 
Tees  &  Persse,  Limited,  Winnipeg 

ALBERTA 
Tees  &  Persse  of  Alberta,  Limited 

BRITISH  COLUMBIA 
E.  E.  Crandall,  1073  Hamilton  Street,  Vancouver 

Wbtn  writinc  to  «(lT«rtia«ri,  kindly  mration  U*    Outadlui  Hkr4w*r«,  StoT*  ft  Faint  Jonrnal 
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TAYLOR-FORBES  NO.  20 

COMBINATION  ANVIL  AND  VISE 

Five  Tools 

in  One 

No.  1 — Combination  Anvil  and  Vise 
No.  4— Drill  Press 

No.  2 — Anvil  with  Chilled  Face No.  3 — Saw  Clamp No.  5 — Pipe  Vise 

Make  a  Display  of  this  Handy  Tool 

It's  just  what  is  required  in  the  home  workshop  of  every  farmer  or  city  resident,  and  if 
the  store  salesmen  are  instructed  to  push  its  sale  by  bringing  its  merits  before  visitors 

to  the  store  you'll  be  surprised  at  how  many  you  can  sell.  Put  one  in  your  window  or 
on  your  counter  with  price  ticket  attached  and  feature  it  in  your  loqal  advertising. 
It  combines  all  the  advantages  of  five  tools  for  the  price  of  one,  and  is  a  workshop  in 
itself.  All  parts  are  made  from  the  best  carefully  selected  materials,  specially  tem- 

pered. The  various  parts  are  quickly  put  on  or  taken  off  and  there  are  no  bolts  or 
screws  to  get  lost  or  become  rusty. 

Adams  Diamond 

Stove  Pipe 

Dampers 

Another  Seasonable 

Line  which  you  ought 

to  have  in  stock  now. 

Made  with  iron 

handles  only. 

Ask  your  jobber  for  "Taylor- 
Forbes"  Goods.  If  he  cannot 
supply    you,    write    us  direct 

TAYLOR-FORBES  CO.,  LIMITED 
Taylor-Forbes  Co.,  246  Craig  St.,  Montreal 
H.  G.  Rogers,  S3  1-2  Dock  St.,  St.  John,  N.  B. 
Canadian  United  Mfrs.  Agency,  London,  Eng. 

Head  Office  and  Works: 

GUELPH,  ONT. 

H.  F.  Moulden  &  Son, Travellers'  Bldg., Winnipeg 
W.  A.  MacLellan,  Vancouver,  B.C. 
J.  B.  H.  Rickaby,  Victoria,  B.  C. 

Whan  writinc  to  advertiaers,  kindly  mentioD  tba  Canadian  Hardware,  StoT*  b  Faint  Jouinal 
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Stock  the  Brands 

That  Bring 

Repeat  Orders 

The  fact  that  Nicholson- 

Made  Files  and  Rasps 

are  the  BEST,  aside  from 

the  Sales-compelling  repu- 

tation built  up  by  half-a- 

century's  leadership  on  the 
world's  market,  make  them 
the  natural  selection  for  the 

stock  of  the  most  progres- 
sive dealers. 

NICHOLSON -MADE  Files 

are  Favorites  Everywhere. 

Every  time  you  sell  Nicholson- 
Made  Files  you  make  a  satisfied 

customer.  For  nearly  half-a-century 
they  have  anticipated  and  met  every 
requirement  demanded  of  a  File. 

It's  just  "common  sense "  to  say 
YOU  want  to  stock  the  Files  for 

which  there  is  greatest  demand — the 
Files  which  give  the  best  service  to 
the  buyer. 

The  Best  Brands 

Great  Western  American 

Arcade  Globe 

Kearney  &  Foot  Eagle 
McClellan  J.  B.  Smith 

Made  in  Canada  and  Sold 

by  all  Hardware  Jobbers. 

Nicholson  File 

Company 

Port  Hope,  Ontario 

*  S3 

"Rome"  Design 

BUILDER
S' HARDWAR
E 

Oil  and  Gas  Stoves 

Gray  hon  Castings,  Dampers, 
Damper  Clips,  Furnace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 

Bungs,  etc.,  etc. 

Sent/  for  complete  descriptive 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

(MpM^  Ohi
o 
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Lumbering  Tools 

Are  Your  Stocks  Complete? 

We  Manufacture  a  Full  Line  of 

PEA VEYS       CANT  HOOKS 

SKIDDING  TONGS 

HAMMERS  and  WEDGES 

Making  these  lines  from  the  best 

grade  of  Sheffield  Steel  we  are 

able  to  thoroughly  guarantee  the 

quality  of  every  tool.  A  trial 

will  convince  your  customer.  .  . 

Order  From  Your  Nearest  Hardware  Jobbing  House 

Allan  Hills  Edge  Tool  Co. 

Gait,  Canada 
E.  SCHOFIELD  N.  J.  DINNEN 

Canadian  Elxpress  Bldg.  141  Bannantyne  Ave. 
Montreal  Winnipeg 

Eastern  Representative  Western  Representative 

When  writing  to  advertiBsrs,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Jonrnal 
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The  Factories 

in  your  town  are  regular 

buyers  of 

LEATHER 

BELTING 

and,  because  they  usually 

want  it  QUICK,  they  would 

willingly  buy  it  from  you  if 

you  had  a  stock.  Otherwise 

they  must  send  outside  for  it 

and  wait  for  delivery. 

There's  a  nice  profit  in 
this  line  for  you  if  you  put 

in  a  stock  of  the  smaller 

standard  sizes  and  let  your 

factories  know  you  have  it. 

Let's  Talk  Over  This 

Stock  ̂ Proposition. 

Tanners  and  Manufacturers 

MONTREAL 
511  William  St. 

ST.  JOHN,  N.  B. 
89  Prince  William  St. 

TORONTO 
27  Melinda  St. 

VANCOUVER 
27  Columbia  Ave. 

WINNIPEG 
244  Princess  St. 

For  over  35  years  the  mal(ers 
of  the   best    leather  belts. 

There  is  quality  in 

DART 

UNIONS 

Quality  goods  pay  best. 

NOTE 

All  Dart  Unions  have 

the  trade  mark  fDART" cast  on  them. 

Get  Dart  Unions  from  your 

jobber.  Show  them  to  your 

customer.  You  will  be  sell- 
ing the  union  pipe  coupling 

of  quality. 

The  union  guaranteed  2  fori 

to  give  absolute  satisfaction. 

Dissatisfied  Customers 
are  Costly 

Dart  Union  Co.,  Limited 

Toronto 

Wkm  wrltiaf  to  aAT«rtU«ri,  kladlj  mention  tho  CuaAiui  Hudwaro,  ttoTO  k  Paiiit  Journal 
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MAXWELL'S 
 "JEWEL" 

FOOD  CUTTER 

The  "Jewel"  Food  Cutter  illustrated  above  is  a  smooth- working, 
quick-cutting,  thoroughly  reliable,  Canadian-made  machine  at  a 
price  within  the  reach  of  all  your  customers. 

With  each  size  of  machine  go  five  cutting  plates,  providing  for  every 
class  of  work,  while  the  range  of  sizes  enables  you  to  meet  the 
needs  of  the  smallest  household  or  the  big  hotel. 

We  are  the  only  manufacturers  of  Food  Cutters  in  Canada,  and  we 
guarantee  the  Maxwell  Cutters  to  be  superior  in  quality  and  finish 

to  any  of  foreign  manufacture. 

Write  for  Catalogue  of  the  Maxwell 
Line  of  Household  Labor  Savers  to 

DAVID  MAXWELL  &  SONS,  St.  Mary's,  Ont. 

Whan  writing  to  advertiseia,  kindly  mention  the  Canadian  Hardware,  Stovs  &  Faint  Journal 
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HIGH  GRADE 

BUILDERS
' 

HARDWARE 

The  Kind 
That  Brings 

Repeat 
Orders 

We  manufacture  a  complete  line  of 

guaranteed 

BUTTS  HINGES 

HASPS  STAPLES 

NAILS  ETC. 

and  our  long  established  reputation 
stands  behind  our  guarantee.  Send 
us  a  trial  order  and  test  the  selling 
qualities  of  our  goods. 

Write  for  a  Catalogue  to-day 

COWAN  &  BRITTON 

GANANOQUE,  ONTARIO 

STILL^S  EXTRA 

AXE  HANDLES 

Cannot  be  surpassed  in  Quality 
or  Finish. 

They  will  make  repeat  sales 

as  they  are  the  best  value  for 

the  price  on  the  Canadian 
market. 

Get  a  stock  of  them  at  once 

and  see  how  quickly  they 
will  sell. 

Prices  on  application. 
All  Jobbers  stock  them. 

J.  H.  STILL  MFG.  CO. 
UMITED 

ST.  THOMAS,  ONTARIO 

Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 

you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 
THE 

Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 
BELLEVILLE,  CAN. 

Fruit  Picking 

Time  Will 

Soon  be  here 

and  the  call  will  be  for 

extension,  step  and  fruit 

picking  Ladders. 

IS  YOUR  STOCK  OF 

LADDERS  COMPLETE 

"  Stratford  "  Ladders  are 
strongly  constructed  and 
can  be  recommended  for 

the  very  hardest  use  in 
orchards  or  for  any  other 

purpose. Send  a  sample  order  and  ask  for  one  of 
our  catalogues  if  you  haven't  one  on  file 

STRATFORD 

MFG.  CO.,  LTD. 

STRATFORD  ONT. 
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McCIary's  "Pandora
" 

is  the  leading  CAST  IRON  RANGE 

THAT'S  WHY  YOU  SHOULD  HANDLE  IT 

The  Fire  Box  is  just  correct  in  proportion  to  the  oven  so  that  perfect  cooking  and  baking  is  done  on  lowest 
possible  amount  of  Fuel. 

The  Flues  are  the  proper  construction  and  size  to  ensure  an  even  delivery  of  heat  into  the  oven. 

The  Grates  are  Our  famous  three  bar  pattern  and  prevent  waste  of  fuel. 

The  Top  is  Burnished  making  it  easy  to  keep  clean  without  Blackleading. 

McCLARY'S  GUARANTEE  EVERY  RANGE 

These  are  Just  a  Few  Points  that  Make  "Pandora"  Easy  to  Sell  -  ORDER  TO-DAY 

"McClary" 
on  Goods 

is  a  Quality 
Name 

McCIary's 

Ship 

Quick 

London Toronto Montreal 
Winnipeg 

Vancouver         St.  John         Hamilton  Calgary Saskatoon 

Write  our  nearest  branch  for  Catalogue  and  special  cook  book. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  ft  Paint  Journal 
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BURMAN'S CLIPPERS 

Bring  Repeat  Orders 

and  are  rapid  sellers  on  account 
of  construction,  finish  and  price. 
A  sale  of  one  of  these  clippers 

represents  another  satisfied 
customer  —  who  will  come  back 

again  for  this   and    other  lines. 

It  Pays  to  Handle  Burman's 

Hand  Clippers,  Power  Clippers,  Clippers  of  all  Kinds 

Large  Stock        Prompt  Shipments        Spare  Parts 

Order  through  ̂ our  jobber  or  direct. 

Sole  Agents  for  Canada 

B.  &  S.  H.  THOMPSON  &  CO.,  Limited,  Montreal 

The  Portland  Power  Washer 

Has  a  3-Year  Gilt  Edge  Guarantee. 

Requires  Only  18  to  20  lbs.  Pressure 

to  drive  the  direct  drive  motor. 

There  is  no  Gearing — hence  no  Friction  or  Lost 

Motion — No  Oiling — Price  within  reach  of  all. 

A  profitable  line  for  the  dealer.    Let  us  ship  you 
a  trial  lot. 

Sole  Canadian  Agents  for 

Portland  Mfg.  Co.,  Portland,  Mich. 
The  Largest  Manufacturers  of  Washing 

Machines  in  the  World. 

Immediate  Shipments  From  Stock 

Henderson  &  Richardson 

Formerly  J.  A.  HENDERSON 

Board  of  Trade  Building,  MONTREAL 

When  writing  to  advertUeri,  kindly  mention  the  Canadian  Hardware,  «OTe  k  Palmt  Josraal 
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Automobile  and  Motor 

Boat  Accessories  of 

Standard  Quality 

For  the  Hardware  Dealer 

The  owners  of  automobiles  and  motor  boats  are  good  customers 

to  have.  They  are  quality  buyers  and  don't  kick  at  price  when  it 
comes  to  getting  what  they  want.  They  are  continually  in  need  of 
supplies,  such  as  spark  plugs,  carburetors,  batteries,  magnetos,  etc. 

Besides  the  fittings  and  accessories  that  we  manufacture  ourselves, 
we  are  sole  Canadian  Agents  for  Schebler  Carburetors,  New 
York  Coils,  Bosch  Spark  Plugs,  Reliance  Spark  Plugs,  Bosch 

Magnetos,  Wizard  Low  Tension  Magnetos,  Aplco  Launch  Light- 
ing Outfits,  Edison  Storage  Batteries,  Paragon  Reverse  Gears  and 

Baldridge  Reverse  Gears. 

The  Edison  Storage  Battery  represents  to-day  the  nearest  approach 
to  perfection  ever  attained  in  storage  battery  manufacture.  It  is  as 
great  an  advance  in  world  progress  as  was  the  Edison  Incandescent 
Lamp,  and  is  the  only  storage  battery  in  the  world  whose  capacity 
is  guaranteed  for  five  years. 

It  will  pay  you  to  deal  with  a  house  that  stands  back  of  its  goods. 

Every  dealer  who  handles  our  supplies  is  protected  by  our  iron-clad 

guarantee. 
Our  Guarantee 

We  guarantee  everything  shown  in  catalogs  Nos.  24  and  25,  whether 
of  our  own  manufacture  or  not,  to  be  of  the  very  highest  grade,  and 

should  any  article  bought  from  us  show  defective  material  or  work- 
manship within  one  year,  upon  return  of  said  part  to  us,  charges 

prepaid,  we  will  gladly  replace  same  at  our  nearest  warehouse. 

Edison  Storage  Battery 

Type  A-4  Cell.  Completely  as- 
sembled ready  to  be  connected up. 

Schebler  Curburetor 

In  recommending  the  Schebler 
Carburetor  to  the  public,  we 
know  that  we  are  offering  the 
best  carburetor  for  all  purposes 
and  conditions  that  has  yet_been 
placed  on  the  market. 

Write  for  Catalogs  Nos.  24  and  25 

The  Canadian  Fairbanks-Morse  Co. 

MONTREAL 
ST.  JOHN 
OTTAWA 

Limited 

TORONTO 
WINNIPEG 
CALGARY 

SASKATOON 
VANCOUVER 
VICTORIA 
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PAINT  OIL  PROFITS 

If  every  paint  oil  and  hardware  dealer  would  stop  to  figure 
his  loss  in  labor,  time,  patronage  and  profits  where  the  old 
measure  and  funnel  methods  is  used  it  would  require  no 

further  argument  to  induce  him  to  buy  a 

Bowser  Paint  Oil  System 

There  are  hundreds  of  dealers  in  the  Dominion  using 

Bowser,  Systems.  If  it  didn't  pay  do  you  think  we  could  con- 
tinue to  sell  these  profit-hunting  business  men  ? 

Why  will  you  be  satisfied  with  just  a  "living  profit"  when 
you  can  get  all  the  profit  with  a  Bowser.  It  will  cost  you 

nothing  to  get  the  details. 

Write  in  to-day  for  our  Catalogue.  It  illustrates  the 
different  systems.    Please  ask  for  Catalogue  No.  5N. 

S.  F.  Bowser  &  Company,  Inc.,  Toronto,  Ontario 

66-68  Fraser  Avenue 

THIS  WASHER 

Appeals  to  Women 

because  of  the  recent  improved  features 

that  make  it  the  most  efficient  and  con- 

venient washer  sold  at  the  price. 

CONNOR 

Ball  Bearing  Washer 

will  make  your  washing  machine  dept.  a 

success  and  a  h\g  dividend  earner.  Many 

progressive  dealers  have  doubled  their 

washing  machine  sales  since  taking  hold 

of  the  Connor  Ball  Bearing  Washer.  You 

can  do  equally  as  well.  Drop  a  card  for 
our  new  catalog. 

J.  H.  Connor  &  Son,  Ltd.,  Ottawa,  Ont. 

When  writing  to  advertisers,  kmdly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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This  Display  Made  With  $50  Worth 

"Wear-Ever'^  Aluminum  Utensils 
The  "Wear-Ever"  Utensils  shown  above  are  staple  sellers  only — articles  ordered  most 

frequently  by  dealers. 

As  a  suggestion  for  an  opening  order  the  25  1-quart  Lipped  Sauce  Pans  are  included.  (List 
price  55c — special  price  20c  each — $5.00.)  These  are  the  Sauce  Pans  offered  in  magazine  advertise- 

ments of  "  Wear-Ever"  Utensils  and  which  are  mailed  to  consumers  for  30c. 
Utensils  of  this  $50  order  may  be  changed  and  any  utensils  in  Catalog  may  be  added  to 

meet  the  demands  of  your  customers. 
ASK  FOR  SAMPLE  $50  MODEL  ORDER 

The  "Wear- Ever**  Magazine 
You  will  not  want  to  miss  the  first  issue  of  The  "Wear-Ever"  Magazine  which  will  appear  in 

September.   Please  do  not  fail  to  send  your  name  and  address.    Fill  in  this  coupon  to-day  and  mail  to 

!  Wear-Ever 
The  Aluminum  Cooking  Utensil  Co. 

New  Kensington,  Pa. 

Name   

Street  Address 

WEAR-EVER 

1$^ 

ALUMINUM 

City. 

Firm 

.State. 

NORTHERN  ALUMINUM  CO., 

Toronto        -  Ontario 

TRADE  MARK 

Limited 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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^  S.M.P.  LITHOGRAPHED  STOVE  BOARDS 

Wood  or 

Paper  Lined 

Assorted 

Colors 

Manufactured  in  all  Standard  Sizes.    Prices  on  Application. 

The  SHEET  METAL  PRODUCTS  CO.  of  Canada,  Limited 

MONTREAL 

Successors  to  KEMP  MANUFACTURING  COMPANY 

TORONTO WINNIPEG 

Everlastingly 

Waterproof 

■^ATHERPROoT 

PRODUCTS Cannot  be  Beaten 
for  Price 

"Sankote"  Asphalt  Roofing 
Every  general  merchant  should  stock  a  certain  amount  of  Roofing,  but  when  doing  this  he 

must  get  a  product  that  is  strong  and  durable  yet  low  in  price  if  he  is  to  please  his  builder 
and  farmer  customers. 

"  Sankote "  weatherproof  roofing  is  the  most  satisfactory  roofing  made  for  Canadian  climatic 
conditions.  It  can  be  used  over  old  shingles,  etc.,  and  is  the  best  value  for  the  price  on  the 

market.  Full  directions,  also  Roofing  Nails  and  Liquid  Cement  packed  in  every  roll.  Can 
be  successfully  laid  by  anyone. 

Write  us  at  once  for  full  particulars  about  our  "  Sankote "  and  "  Leeknott "  Weatherproof 
Roofing,  and  also  other  Waterproof  Casco  Products. 

Agents  Wanted 

CANADIAN  SUPPLY  COMPANY 

220  King  Street  West,  Toronto 

Wlim  writing  to  a4T«rtii«ri,  kindly  mention  tli*  Canadian  Hardware,  Stove  ft  Faint  Journal 
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HAMILTON  SECTION 

About  Forty  Manufacturers  of  Hardware  and  Stoves  have  their  Factories 
and  Foundries  located  at  Hamilton,  every  operation  from  the  smelting  of 
the  iron  to  the  making  of  nails,  screws,  shovels,  saws,  etc.,  being  done  in  the 

"Hardware  City." 

The  Eighth  Annual  Convention  and  Exhibition  of  the  Ontario  Retail  Hard- 

ware and  Stove  Dealers'  Association  is  to  be  held  at  Hamilton  in  February, 
1913.      Make  your  plans  to  attend  it. 

WIRE  BALE  TIES 

LAIDLAW  BALE  TIE  CO 
CROSS  HEAD 

LAJDLAW   BALE   TIE  CO 

SINGLE  LOOP 

Our  wire,  for  baling  hay,  ia  made  from  the  finest  quality  Bes- 
semer Rods,  and  is  10  per  cent,  stronger  than  any  other  baling 

wire. 

This  is  the  line  that  brings  the  dealer  clean,  satisfactory  profits 
with  every  sale,  as  it  is  not  the  come-back  kind. 
Get  our  prices  and  send  us  a  trial  order — we  guarantee  to  satisfy. 
We  also  recommend  our  WIRE  NAILS  and  STAPLES  as  in- 

ferior to  none. 

The  Laidlaw  Bale-Tie  Co.,  Hamilton,  Ont. 
Geo.  W.  Laldlaw,  Vancouver,  B.C. Harry  F.  Moulden,  Winnipeg,  Man. 

Crescent  Brand  Hardware 

CORRUGATED  HINGES,  1  Pr.  in  a  Box 

Butt  Hinges 

Tee  Hinges 

Strap  Hinges 

Trolley  Hangers 

Barn  Door  Hangers 

Parlor  Door  Hangers 

Hinged  Hasps  Shelf  Brackets 

Wagon  Hardware  Gate  Hooks 

Wrought  Staples  Etc. 

Wire  Steel  Bands 

Steel  Bars  Steel  Rods 

Steel  Sheets  Steel  Hoops 

CANADA  STEEL  GOODS  CO.,  Limited 

HAMILTON, CANADA 

When  writine  to  advertisers,  kindly  mention  the  Canadian  Hardwre,  Stove  &  Faint  Journal 
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ATMirfS 
 ' 

ATKINS 

STERUNG 

MADE  IN 

CANADA SAWS 

The  profitable  line.  HIGHEST  QUALITY^^- 

They  stand  a  fair  profit  and  give  satisfaction. 

Send  for  full  information  on  Saws  and  Selling  Helps 

Factory 

HAMILTON,  ONT. 

E.  C.  ATKINS  &  CO. 

Makers  of  Sterling  Saws 
Branch 

VANCOUVER,  B.C. 

The  Steel  Company  of  Canada 
Limited 

WIRE 

Oiled  and  Annealed  Wire,  Barbed  Wire 

Galvanized  Coiled  Spring  Wire 

Wire  Nails,  Fence  Staples,  Tacks 

Wood  Screws,  Machine  Screws 

Rivets  and  Burrs 

DISTRICT  SALES  OFFICES: 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLennan,  Vancouver,  B.  C. 
J.  B.  H.  Rickaby,  Victoria,  B.C. 

H.  G.  Rogers,  St.  John,  N.B. 
Geo.  D.  Hatfield,  Halifax,  N.S. 

Whan  wrltinf  to  adT«rtU«ri,  kinAly  mention  tno  Ouftdian  HarAwara,  Wtay  U  Faint  Joarnal 
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Every  Housekeeper  Must 

Wash  Clothes 

And  is  a  Sure  Customer  for  a  Good  Labor 

Saving  Machine  that  is  Simple  and  will  do 

the  work, 

Cummer-Dowswell  Machines 

are  recognized  leaders.  They  have  passed  the 

experimental  stage  and  are  the  IDEAL  of 

what  Houshold  Laundry  Apparatus  should  be. 

The  Handiest  Thing  about  the  House 

There  is 

Nothing  that 

Quite  Compares 

with  Them 

The  Hardware  dealer  is  the  Natural  Source 

of  Supply  and  the  sale  by  you  of  a 

Machine,  fixes  your  Reputation  as 

a  distributor  of 

Up-to-date  and  Dependable  Merchandise 

They  have 

always  been 

Big  Sellers 
and  are  now 

Bigger  Sellers 
than  ever 

Eastern  Agents  : 
W.  L.  HALDIMAND  &  SON 

MONTREAL 
Western  Agents: 

H.  F.  MOULDEN  &  SON 
WINNIPEG 

Cummer-Dowswell 

Mak ers 

Limited 

Hamilton,  Canada 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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SPECIALTIES  WITH  MERIT 

Applepickers* Blouses  or  Aprons 
Made  of  Strongest  Duck 

All  Metal 

Sanitary  Washboards 

HICKORY 

APPLE 

BASKETS 

ALL  SIZES  IN  STOCK 

Send  for  Particulars  arid 
Prices  to 

No  Dirt Can  Lodge 

in  the 

'All-Metal " 

MEAKINS  &  SONS Hamilton,  Ont. 

WIRE  ROPE 

FOR 

Hauling  Threshing  Machines 

and  Moving  Buildings 

Hay  Fork  Ropes,  etc. 

We  Manujacture  all  kinds  of 

Wire  Rope  for  all  purposes. 

Wire  Rope  Fittings       Wire  Rope  Grease 

The     Greening  Wire  Co.,  Limited 

HAMILTON,  ONT. MONTREAL.  QUE. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Thrifty  Souvenir 

An  Attractive  Range 

at  an  Attractive  Price 

Every  stove  dealer  has  a  demand  for  a  re- 

liable range  at  a  popular  price  and  if  such  a 

range  can  be  offered,  which  is  handsome  and 

easily  cleaned  it  is  bound  to  be  a  fast  seller. 

The  Thrifty  Souvenir  answers  these  require- 

ments and  while  it  is  thoroughly  up-to-date  it  has 

been  on  the  market  long  enough  to  have  been 

thoroughly  tested. 

It  is  built  on  plam  lines  with  smooth  castings 

and  removable  nickle.  It  is  a  grand  baker 

although  very  economical  m  fuel  consumption. 

The  firebox  is  large  and  it  is  easily  converted 

into  a  wood  stove  by  reversing  the  duplex 

grates.  It  is  substantially  made  and  needs  few 

repairs. 

Early  Ordering  is  Advisable 

We  are  in  a  position  to  promise  prompt  shipments  on  this  popular  seller,  but 

urge  that  dealers  in  their  own  interests,  specify  for  early  shipment. 

Send  for  a  copy  of  our  new  catalogue  of  Souvenir  Stoves  and  Ranges,  No.  69, 

and  you  will  find  the  "Thrifty  Souvenir"  and  other  lines  we  manufacture 
fully  described  in  its  pages. 

The  Catalogue  is  just  off  the  press 
Send  for  a  copy  now 

Hamilton  Stove  &  Heater  Co.^  Ltd. 
(Successors  to  Gurney,  Tilden  &  Company,  Limited) 

Hamilton,  Ontario 

TILDEN,  GURNEY  &  CO.,  LTD.,  Winnipeg,  Calgary,  Vancouver 



24 CANADIAN  HARDWAKE,  STOVE  &  PAINT  JOURNAL. September,  1912 

Wright's    Spiral  Radiator 
is  a  great  saver  of  waste 
heat.    Will  fit  any  stove. 

No.        Size  S^-ifj'^  Weight 
10  10  X  24  6  12/2  lbs. 
100  10  X  24  5  \2}4  lbs. 
14  14x28  H  18  lbs. 
140  14x28  7  18  lbs. 

COOPER O.  H. 

Our  Elbows  are  made  of  the  best  quality  elbow  sheets.  The  O.H. 

Elbow  locks  rigidly  at  each  end  and  the  Cooper  is  adjustable  to  a 

certain  extent  to  fit  any  stove  pipe  made. 

Inches— 2,  3,  4,  5,  6,  7,  8 

E.  T.  WRIGHT  &  CO. 

(H.  G.  WRIGHT) 

Hamilton       -  Canada 

The  Gun  of  Quality 

and  Profit 

For  many  years  Tobin  guns 
have  been  sold  by  the  best 
retailers  with  satisfaction  to 

all  buyers. 

Simplex  Guns 

sell  themselves  once  they  are 
introduced  to  a  locality. 
Their  reputation  is  increased 

by  every  user. 

Tobin  Arms  Manufacturing  Co. 
Limited 

Woodstock  Ontario 

MANUFACTURERS  OF 

Children's  Vehicles  and  Reed  Furniture 

No.  14  Sleigh  No.  1149  Flexible 

Write  for  Our  Sleigh  Catalogue. 

No.  1275  Sidewalk  Sulky 

Full  Line  Shown  in  Grade  "A"  Catalogue. 

The  Gendron  Mfg.  Co.,  Limited 
TORONTO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Jewel  Stoves  and  Ranges 

1912 

ROYAL  JEWEL 

"The  Range  of  Quality" 

Superior  design  and  elegant  finish,  time-saving, 

labor-saving  and  money-saving  features  unite  to 
make  the  ROYAL  JEWEL  the 

most  beautiful,  the  most  up-to-date, 

and  most  perfect  steel  range  on  the 

market  to-day. 

The  ROYAL  JEWEL  comes  to 

you  a  finished  product,  the  result  of 

50  years  experience  m  the  manu- 
facture of  Stoves  and  Ranges. 

Full  information  and  circulars  con- 

ceming  the  ROYAL  JEWEL  will 

be  sent  on  request. 

The  ROYAL  JEWEL  Steel  Range  is  the 

leader  of  the  famous  Jewel  line,  which  comprises 

a  great  variety  of  Steel  Ranges,  Cast  Iron 

Ranges  and  Cooking  Stoves.  We  also  make 

many  different  kinds  of  Heating  Stoves  to  suit 

all  sections  of  the  country. 

The  Burrow,  Stewart  &  Milne  Co.,  Limited 
Established  1864 

Head  Office  and  Works Hamilton,  Ontario 

Offices  and  Warerooms  at  Toronto,  Montreal  and  Winnipeg 

Western  customers  please  address  all  communications  to  130  James  Ave.,  Winnipeg 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Jonrnal 
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The  "EMPIRE  KING"  Furnace 

is  deservedly  popular  everywhere 
it  is  known.  Its  important  features 
being  its  large  Double  Feed  Door, 
Large  Steel  Radiator,  Sectional 
Firepot,  Large  Waterpan  and  Tri- 

angular Grate  Bars. Empire  Special  New  Desigm 

The  "EMPIRE"  Line  of  Floor  and 

Sidewall  Registers  and  Faces 

The  "EMPIRE  SPECIAL" 
Is  a  very  neat  and  up-to-date  design with  the  largest  area  for  the  size  of  any 
register  on  tlie  market  and  a  popular 
seller.  Made  in  the  following  sizes  :— 

7  X  10  shallow  8x13  deep 
8x10  shallow  10  x  12  deep 
9x12  medium  10  x  13  deep 
7  X  10  deep  12  x  14  deep 7x12  deep 

We  have  added  to  our  line  faces  the 
samedesign  as  Empire  Sidewall  Regis- ters in  sizes  TxI.t,  7x24,  7x30. 

Write  for  Catalogues 
and  Prices 

Moorish  Desigm  Cast  Register 

mmmmmm 

Canadian  Heating  &  Ventilating  Co.,  Limited 
Owen  Sound,  Ontario 

CHRISTIE  BROS.,  Limited 
1824  Dundas  St.,  Toronto 

M.  C.  DREW  &  SON 
Vancouver 

CHRISTIE  BROS.  CO.,  Limited 
Park  &  Henry  Sts.,  Winnipeg 

Flat  Rolled  Steel 

BEST  BRIGHT  FINISH" 

Just  the  stock  for  nickel  plating, 

stove  rings,  facings,  corner  pieces. 

All    widths,    thickness  and 

tempers. 

Send  for  Illustrated  Booklet 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

The  Pollock  Manufacturing 

Company,  Limited 
Columbia  Place Berlin,  Ontario 

Manufacturers  of  the  celebrated  line 

of  "Old  Sol"  Motorcycle,  Bicycle  and 

Carriage  Lamps,  Traction  Engine 

and  Motor  Boat  Search  Lights  and 

Generators,  Pennant  Holders  for 

Automobile,  "Vulco"  Mending 
Compound,  Towel  Bars,  Clothes  Line 

Devices  and  Metal  Specialties, 

Write  for  Descriptive  Catalogue  and 

Prices  to  Dealers. 

Whsn  writing  to  advtrtiieri,  kindly  mention  th*  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Largest  and  Most  Complete  Line  of 

Oak  Heaters 
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"Oak  Treasure"  Double  Heater 
Made  in  2  sizes:  Nos.  155  and  177 
Takes  the  cold  air  from  the  floor  and 
carries  it  upstairs. 

Oak  Treasure" Made  in  4  sizes : 
Nos.  112,  114,  116,  118 

A  first-class  heater  at  low  price 

All  styles  and  sizes  both 

Single  and  Double  Heaters 

See  the  latest  in  Tortoise  Heaters 

The  "ONTARIO  HEATER,"  Brick 
Lined  with  Patent  Grate  and  Ash  Pan 

Our  "Oak  Treasures"  are  as  highly 
finished  as  the  most  expensive  Base 
Burner.  We  use  nothing  but  the 
best  material  in  our  products. 

"No.  55  Oak  Treasure" 
Our  leader  in  Oaks 

Made  in  3  sizes :  Nos.  33,  55,  77 

Be  sure  and  order  a  stock  of  these 

for  your  early  fall  trade.  They  are 
the  best  sellers  made. 

Manufactured  by 

"Treasure  Heater" 
A  very  powerful  double  heater 

Made  in  3  sizei.:  Nos.  614,  616,  618 
Attractive  in  appearance,  beautifully 
nickeled,    patent    screw  draft 
check,  nickel  plated  steel  base. 

and 

"Hot  Blast"  Brick  Lined 

"ONTARIO  HEATER" 
Better  than  the  Ouebec  Heater 

THE  D.  MOORE  COMPANY,  LIMITED 

MERRICK  ANDERSON  CO. 
Winnipeg,  Man. 

Hamilton    -  Ontario JOHN  BURNS,  J 
Vancouver,  B.C. 
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THE 

MAPLE  LEAF 

WARM  AIR 

FURNACE 

Built  upon  lines  that 

appeal  to  the  practical 
furnace  man  and  give 

the  user  genuine  satis- 
faction. 

Low  down  radiator  with  wide  flue  space  provided  with  baffle  plate,  giving  double  length  of  fire  travel ;  heavy  sectional  ribbed  firepots ;  square 
ash  pit  allowing  ample  air  to  back  of  fire  pot  ;  triangular  bar  grates  of  new  pattern  ;  large  feed  door ;  straight  casing ;  and  many  more  features 
not  seen  in  everyday  furnaces;    This  exceptionally  good  furnace  sold  at  a  price  which  allows  the  dealer  to  get  a  good  profit  on  his  material  and 

time  for  installation  and  beat  out  competitors  with  quality. 

BUTTERWORTH  FOUNDRY  LIMITED 

Established  1874 OTTAWA,  ONTARIO Incorporated  1909 

ORDER  ASH 

SIFTERS  NOW 

They  will  soon  be 
in  demand  and  the 
price  of  coal  will  be 
hig-h  this  winter. 

These  two  types  of  ash  sifters  are  fast 
sellers  and  we  have  more  like  them. 

Write  for  circulars  describing-  our  full  line 
of  specialties  for  fall  and  winter  trade. 

The  COLLINS  MFG.  CO. 

413-415  Symington  Avenue 

TORONTO  -  ONTARIO 

Black  Jack 

3/4  lb.  tics 3  doz.  in  case 

Quick     Clean  Handy 

When  writing  to  advertiicrg,  kindly  mention  the  Canadian  Hardware,  Store  b  Faint  Journal 
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HIGH  GRADEWI 
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Davidson's  Cleveland  Filter 

Enameled  Royal  Blue  Outside 

with  a  Snowy  White  Interior 

CAPACITY— 12  QUARTS 

Filters  through  a  natural  stone  making  it  impossible  for  the 

typhoid  germ  to  get  below  into  the  drinking  water.  They  are 

easy  to  clean  and  keep  sanitary  as  all  that  is  necessary  is  to 

scrub  off  the  sediment  collected  on  the  top  of  the  stone  and 

the  filter  is  again  in  perfect  condition  and  ready  for  good 

service.  The  top  vessel  of  filter  is  furnished  with  a  bail 

handle  and  the  base  has  side  handles  and  a  nickel  plated 

faucet.    New  stones  can  easily  be  refitted  when  needed. 
DIMENSIONS  11x18 

The  Thos.  Davidson  Manufacturing  Co.,  Ltd. 

Montreal  Winnipeg  Toronto 

The  Burrowes'  Patent  Dustless  Rocker  Ash  Sifter 
Is  the  Most  Perfect,  Practical  and  Economical  one  on  the  market — BARRING  NONE. 
THE  ONLY  SIFTER  with  a  Scuttle  Made  to  Fit  Dust-Tight. 
THE  ONLY  SIFTER  that  cinders  can  be  DUMPED  FROM  SCREENS  TO  SCUTTLE  WITH- 

OUT DUST  ESCAPING. 
THE  ONLY  SIFTER  made  with  DOUBLE  RIMS,  thus  making  it  DUST  PROOF. 
THE  ONLY  SIFTER  with  2  screens,  coarse  and  fine,  saves  more  fuel  without  extra  work. 
THE  ONLY  SIFTER  made  to  work  on  a  PAIR  OF  ROCKERS— Rocks  as  easy  as  a  cradle,  full  or 
empty— No  weight,  the  floor  carries  it  all— No  clogging.    The  LARGE  SPACE  FOR  ASHES  and 
the  VIGOROUS  ROCKING  MOTION  both  tend  to  make  the  ashes  spread  RAPIDLY  and  sift 
FREELY. 
Sales  increased  14  times  since  this  date  last  year.  Write  for  quotations  and  fuller  particulars  to 

The  Burrowes  Manufacturing  Company 

611  King  St.  West  TORONTO,  ONT. 

Wkm  writlBg  U  »4T*rUa«n,  kladly  bmUob  tk«  0—M<*a  H»r4war*,  ItoT*  ft  Fkiml  Jomrmai 
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A  New 

Hecla  Furnace  Catalogue 

is  just  off  the  press  and  if  you  have  not  already  received  a  copy, 

send  a  card  and  we  shall  mail  you  one  immediately. 

The  catalogue  explains  in  detail  the  value  not  only  to  the  dealer 

but  to  the  consumer  of  those  distinctive  features  of  HECLA 

Furnace  construction  such  as  Fused  Joints,  Steel  Ribbed  Fire 

Pots,  Circular  Water  Pan,  Cast  Iron  Combustion  Chamber, 

Individual  Grate  Bars,  etc.,  and  shows  how  their  advantages  can 

be  clearly  and  convincingly  explained  to  a  prospective  buyer. 

The  present  popularity  of  the  HECLA  Furnace  is  founded  on 

its  success  in  operation, — a  success  that  is  general  from  the  Atlantic 
to  the  Pacific.  The  good  will  created  by  the  many  thousands  of 

HECLA  heated  homes  all  over  the  country  and  the  influence  of 

the  wide  spread  and  systematic  advertising  which  we  are  doing 

in  the  newspapers  and  magazines  throughout  Canada  is  of  inestim- 
able value  to  the  men  who  install  HECLA  Furnaces. 

Moreover  we  carry  large  stocks  of  HECLA  Furnaces  not  only 

at  Preston,  but  at  convenient  shipping  points  throughout  Canada 

from  which  prompt  delivery  can  be  made. 

There  are  still  some  points  where  we  have  no  agencies.  If  there 

is  no  HECLA  dealer  in  your  town,  write  for  a  catalogue  and 

get  our  proposition.  We  can  not  only  help  you  sell  furnaces,  but 

help  you  sell  them  at  a  profit. 

Clare  Brothers  &  Co.,  Limited 

Preston     -  Ontario 

BRANCHES: 

CLARE  &  BROCKEST,  Umited,  Winnipeg  REYNOLDS  &  JACKSON,  Calgary 
RACE,  HUNT  &  GIDDY,  Edmonton  J.  M.  KAINS  &  CO.,  Vancouver 

The  MECHANICS'  SUPPLY  CO..  Quebec 

Wban  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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EVERY  RIFLE-USER 
WILL  BE  EAGER 

TO  BUY  THIS  NEW  SIGHT 

Thirty-four  Big  Magazinei,  including  each  of  the  nineteen  Sporting 
Periodicals  and  four  Military  Journals  will,  in  September  issues,  intro- 

duce and  exploit  the  most  compact,  effective  front-sight  known — 

MARBL
E'S 

DUPL
EX  ̂

^'^'^ 

SIGHT 

COARSE  BEAD  FOLDED 

Stock  it,  show  it.  It  will 
easily  sell  when  shown,  be- cause it  is  so  obviously  worth 
any  man's  money.  Our  strong advertising  will  bring  the 
customers  to  you.  The  price 
will  please.  Ready  for  de- 

livery Sept.  1  to  15. 

Get  In  Line  Now 
For  The  Demand 

Write  )'our  jobber  to-day  for 
prices — get  your  orders  in  early. 

Marble's  New  Duplex  Front 
Sight  combines,  in  one  compact 
unit,  gold  1/16"  fine  sight  and 
1/8"  white  enamel  sight  —  the best  white  bead  made. 

Made  for  Winchester  1894, 
25^35,  30-30  and  32  W.S. ;  Mariin 
1893  (state  caliber)  ;  Savage 
1899,  except  38-55,  List  Price, 
$1.50. 

Marble's  Famous 
Flexible  Rear  Sight 

does  not  lock  Tip.  Yields 
when  struck  and  at  once 
springs  upright  again.  Can- not catch  and  break.  Locks 
down  if  desired.  Made  for 
all  American  Rifles. 

Marble  Arms  &  Mfg.  Company 
515  Delta  Ave.,  Gladstone,  Mich. 

Have  You  Ever 

had  a  demand  for  a  gas  stove  tubing  that 
wouldn't  leak?  Scores  of  other  jobbers  and 
hardware  dealers  have,  and  to  satisfy  this 
demand  the  Chicago  Tubing  &  Braiding  Co. 
has  built  a  tube  called 

''Everlasting'' (Patent  applied  for) 

It  is  honestly  built.  Its  core  is  one  unbroken 
strip  of  flexible  steel.  This  is  covered  in  turn, 
with  a  composition,  made  from  a  secret 
formula,  and  the  outside  braiding,  which  is 
of  the  finest  grade  of  silkoline. 

It  is  air-tight,  gas-tight — once  and  forever. 
It  is  impervious  to  heat  and  cold.  It  is  light 
in  weight,  easy  to  stock  ;  representing  small 
outlay  and  no  depreciation.  It  is  the  only 
flexible  steel  tube  of  its  kind  on  the  market. 
YOU  can  sell 

good  profits. 

it — give   good   value,  earn 

Write  for  samples  and  prices. 

Remember  "EV'ERL.\STING"  made  only  by 

Chicago  Tubing  &  Braiding  Co. 

1 17-121  N.  Jefferson  St.,  Chicago,  III. 

Did  You  Get 

Our  New  CATALOG? 

(1912  Edition  Complete) 

You  should  have  it  on  file 

for  reference. 

Your  request  on  your 

business  stationery  will 

bring  it. 

NORTH  BROS.  MFG.  CO. 

PHILADELPHIA,  PA. 

Makers  of  "YANKEE"  Tools,  Lightning,  Gem  and 
Blizzard  Freezers;  Gem  Ice  Shaves,  Chippers, 
Flutters,  Etc.,  Etc. 

A  Pike  Salesman  for  YOU 

— always  on  the  Job 

Pike's  Stock  and  Display  C'abinet.s  are  real  salesmen— everlastingly 
on  the  job.     They  keep  your  I'ike  Stones  in  plain  view  of  your customers  all  the  time.  They 

provide  a  clean  and  conven- 
I^Bl'xs?^^^^  place  for  the  many  fast- 

^^^^BBB^^^^B^^t
  sellers  in  the  famous  line 

PIKE  SHARPENING 

STONES 

The  only  line  that  includes  every  shsirpening  sub- 
stance natural  or  artificial— each  the  best  for 

some  sharpening  need. 

Cabinet  "C  ",  pictured  here,  is  handsomely  finished  in  golden  oak. 
It  is  supplied  free  on  memorandum  agreement  to  all  dealers  carry- 

ing Pike  goods  or  with  an  order  of  §25.  This  cabinet  measures  28" high— 18J"  wide— IJi"  deep.  Its  door  opens  in  front.  You  can 
specify  stones  you  wish  displayed— all India,  Crystolon,  Natural  or  a  miscellaneous 
assortment.  Two  larger  styles,  "A"  and "  B  "  are  furnished  on  same  memorandum 
agreement  or  with  orders  of  $40. 

You  certainly  need  one  of  these  cabinets. 
It's  so  easy  to  get.  why  delay?  \Vrite 
now  and  we'll  send  you  this  big  dealer help  and  also  the  striking  Pike  Window 
Display,  Store  Cards,  Car  Cards,  and 
Selling  Scheme.  They  are  free.  Write  us now. 

PIKE  MANUFACTURING  CO. 
23  Main  St.  Pike,  N.H.,  U.S.A 
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THE  "GOOD  CHEER 
The  Steel  Range  De  Luxe  of  Canada 

And  it's  not  all  on  the 

outside  by  any  means. 

The  "Good  Cheer  " 
fireboxj  alone  affords 

you  talking  points 
sufficient  to  clinch 

every  sale.  Our  study 

of  firebox  construction 

has  resulted  in  a  per- 
fection in  detail  and 

results  apparent  at  a 

glance. 

What  science  and 
art  can  accomplish 

in  stove  and  furnace 

construction  is  ex- 

emplified in  "Good Cheer"  stoves  and 

furnaces. 

Design  Registered 

The  James  Stewart  Mfg.  Company,  Limited 
Western  Warehouse : 
156  Lombard  Street 

WINNIPEG,  MAN. 

WOODSTOCK 

ONT. 

Wholesale  Distributors : 
ROSS  BROS.,  UMITED,  Edmonton 
WOOD,  VALLANCE  HDWRE,  CO.,  Nelson,  B.C. 
McLENNAN,  McFEELEY  &  CO.,  Vancouver,  B.C. 

When  writing  to  sdvartistrs,  kindly  mantion  the  Canadian  Hardware,  StoT*  b  Faint  Journal 
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Hamilton  &  Stott 

Consulting,  Heating  and 
Plumbing  Engineers 

PLANS  AND  ESTIMATES  MADE 

FOR  CENTRAL  HEATING  PLANTS 

Selling  Agents  in  Canada  for  the 

VERMONT  LOW 

DOWN  CLOSETS 

Every  outfit  guaranteed  for  three  years.  Once  in- 
stalled there  will  be  no  lost  time  in  fixing  ball  cocks 

We  are  also 
successors  to  the 

Jones  Register 

Company 

and  can  promptly 
fill  all  orders  for 

SIDE  WALL 

REGISTERS 

Howard  Hot  Air  Furnaces  and 

Howard    Hot   Water  Boilers 

Write  us  for  quotations 

ST.  THOMAS,  ONTARIO 

The  Eureka 

Electric  Vacuum 

Cleaner 

answers  every  need  for  keeping 

the  modern  home  "perfectly  clean" 

The  fact  that  it  is — ■ 
Inexpensive 

Simple  to  operate 
Light  in  weight  (9  lbs.) 
Efficient 

Fully  equipped  for  all  cleaning  purposes 
Guaranteed 

makes  it  attractive  at  sight  and  a  ready 

seller  to  the  consumer  of  electricity. 

Durability  of  the  Eureka 

The  Eureka  has  been  made 

with  the  idea  of  durability 

being   of  first  import- 
ance.    It   has  been 

built  to  stand  up 

against  the roueh  use 

the  servant 

or   housewife  is 

bound  to  give  it. 

The  Eureka  is  the 

only  fan  type  suction  cleaner  made  in  the 
country  which  is  actually  covered  by  a 

patent. 

Retails  at  $45.00 

Write  for  quotations  and  full  descriptions. 

Onward  Mfg.  Company 

BERLIN    -  ONTARIO 

Toronto  Retail  Store,  423  Yonge  St. 
Western  Distributing  Agents 

Moncrieff  &  Endress,  Limited,  Winnipeg,  Man. 

Wiisn  writing  to  adrartiBari,  kindly  mantioa til*  Canadian  Hardwara,  Stoy*  k  Faiat  Journal 
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Supplies  for  Steam  and  Power  Plants 
J.  M.  T.  goods  are  guaranteed  and  will  give  satisfaction 

Canvass  the  factories  and  owners 

of  heating  plants.  Now  is  the 
time  to  overhaul  heating  systems, 

etc.,  and  some  good  business  can 
be  secured  if  it  is  gone  after. 

Heintz  Steam  Trap  ing  and  plumbing  goods.    Our  prices  are  right.  J.  M.  T.  Injector 

James  Morrison  Brass  Manufacturing  Company,  Limited 

93-97  Adelaide  St.  West  Toronto  Ontario 

See  that  your  stock  is  complete 
so  that  customers  will  not  have 

to  wait  when  they  place  orders. 
It  costs  money  to  delay  repair 
or  construction  work. 

"CANADIAN  HOWARD 
Not  a  Cheap  Furnace 

But  a  Dependable  Heater 

The  main  idea  of  the  "  Canadian  Howard  "  Furnace  is  as  a  fuel 
saver,  the  perfection  of  the  down  draft  principle  as  applied  to  this 
furnace  retaining  the  combustion  and  gases  longer  than  the 
ordinary  furnace. 

As  illustrated,  the  long  fire  travel  from  the  top  of  the  dome,  through 
the  upper  and  lower  radiators,  in  order  to  reach  the  smoke  exit, 
provides 

AN  ENORMOUS  RADIATING  SURFACE 

The  "  Canadian  Howard  "  is  the  only  furnace  on  the  market  having 
an  outside  jacket  for  heating  a  kitchen  boiler.  The  jacket  is  entirely 
separate  in  itself,  and  trouble  caused  by  coils  in  the  fire  pot  burning 
out  through  becoming  clogged  with  lime  is  entirely  eliminated. 

Built  entirely  of  cast  iron  the  "  Canadian  Howard  "  is  guaranteed 
to  heat  any  house  inside  of  capacity,  if  propedy  installed. 

Write  for  a  copy  of  our  furnace  catalogue 

Double 

Radiator FURNACE 

THE  C.  NORSWORTHY  CO,  LIMITED ST.  THOMAS      .      .  ONTARIO 

Wk«n  wrltlnf  to  »«T«rtia«ri,  kiadly  mtntlon  th«  CanaAian  Hardware,  StOT*  ft  Paint  Journal 
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We  Create  the  Demand:   You  Can  Reap  the  Profits 

Made  in  Canada 

We  have  been  on  the  market  as  manufacturers  and  wholesale 

distributors  of  LIGHTNING  ROD  MATERIAL  for  many 

years,  and  we  stand  upon  the  MERITS  of  our  products. 

They  do  Protect.  They  are  Practically  Indestructible 

Write  us  TO-DA  Y-NOT  TO-MORROW  BE  READY 

Do  you  want  Advertising  Help?  Write  us,  and  we  will 

supply  Electros,  Booklets,  etc.,  Free.  See  our  Salesman 

before  buying. 

Empire  Lightning  Rod  Co.,  Limited 

Winnipeg,  Canada 

The  "Handy  Andy 

Improved  Force  Cup 

For  household  use, 

enables  anyone  to 

keep  the  drain  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  safe 

and  sanitary  condition. 

There's  a  Good 
Sale  For  Them 

Manufactured  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO        MONTREAL        HAUFAX  WINNIPEG 
CALGARY  VANCOUVER 

The 

HARVEST 

Our  Stocks 
are  at  yovr 

service  in Large 

Assortment 

will  soon  be  finished. 

Your  customers  will 

be  making  improve- ments requiring 

Siding,  Shingles, 

Corrugated  Iron, 

Metal  Ceilings, 

etc.,  etc. 

Send  Your 
Orders 

You  will  require 

Galvanized  Iron,  Tin 

and  Canada  Plate 

quickly. 

Winnipeg  Ceiling  and  Roofing Company 

P.O.  Box  2186S.     WINNIPEG,  MAN. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Open  Grates  and  Fire  Place  Fittings 

We  offer  a  choice  assortment  of  these  goods,  of 
which  the  illustrations  on  this  page  are  samples. 

Everything 

to  fit  out 

the 

Open 

Fire 

Place, 

including 

Open  Grates, 

Andirons, 

Roller 

Baskets, 

Dampers, 

Ash  Dumps. 

The  designs  are  most  attractive,  being  in  line  with  modern  ideas  of 
interior  decoration  and  in  finish  equal  to  the  very  best  made. 

ASK  FOR  ILLUSTRATIONS  AND  PRICES 

ENTERPRISE  FOUNDRY  CO.,  Sackville,  N.B. 

Enterprise  Hardware  Co., 
Saskatoon 

WESTERN  DISTRIBUTING  AGENCIES; 
Reynolds  &  Jackson, Calgary 

W.  T.  McArthur  &  Co.,  Vancouver 

Whitlock  &  Marlat, 
Moose  Jaw 

Wben  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Faint  Journal 
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Copp's  Stoves  and  Ranges 
Note  our  airated  Fire  Linings.  They  burn  all  the  gas  and  will 

give  you  as  much  service  from  a  ton  of  soft  coal  as  the  ordinary 

fire  box  will  from  a  ton  of  the  best  hard  coal,  besides  these  linings 

if  properly  handled  will  never  need  renewing. 

This  is  a  strong  point  for  you  Mr.  Dealer,  with  the  price  of 

coal  advancing. 

ORDER  A  SAMPLE     -      -      It  Will  Make  You  a  Splendid  Leader. 

COPP  STOVE  COMPANY 

LIMITED 

FORT  WILLIAM 

Sales  Branches  and  Warehouses  at 

WINNIPEG  VANCOUVER  CALGARY  EDMONTON 

When  writing  to  advertiiarg,  kindly  mantion  th*  Canadian  Hardware,  Stov*  &  Faint  Journal 
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Favorite  Stoves  and  Ranges  are  a  Profitable 

Line  to  Handle 

Because  one  sold  means  the 
sure  sale  of  a  number  of  others 

in  the  same  neighborhood  and 

brings  many  new  customers  to 

your  store. 
When  you  sell  a  Favorite 

Stove  or  Range  you  have  the 
assurance  that  it  is  going  to 

give  satisfaction. 

Now  Mr.  Stove  Dealer  if  you 
have  had  any  trouble  in  your 

"  Stove  Department "  let  us  be 
your  Doctor. 

We  are  Stove  Specialists  and 

our  life's  work  and  study  has 
been  devoted  to  the  making  of 
Stoves  and  Kanges  only.  That 
is  why  Favorite  stoves  sell  at 

sight  and  stay  sold. 
There  are  stoves  offered  at 

attractive  prices  that  look  "  first 
rate,"  but  when  set  up  and  put 
to  the  test,  will  not  work  satis- 

factorily. There  is  no  trouble  of 
this  kind  with  Favorite  Stoves 

and  Ranges  because  they  are 
carefully  constructed,  well  fitted, 
nicely  finished  and  guaranteed 

to  give  satisfaction. 

When  a  dealer  takes  up  our 
line  he  never  changes  and  seldom 
is  there  a  second  hand  stove  of 
our  make  to  be  found  on  the 
market.  The  reason  for  this  is. 

"  Our  fair  dealings  and  quality 

of  our  goods."  If  you  are  not 
handling  our  line  order  a  sample 
range  or  heater  so  that  you  can 

examine  our  product  for  your- 
self. In  the  stove  line  our 

goods  will  prove  to  be  your 
silent  salesman. 

FINDLAY  BROS.  COMPANY,  LIMITED 
Head  Office  and  Works, 
Branch  House, 

CARLETON  PLACE,  ONTARIO 
260  Princess  Street,  WINNIPEG,  MAN. 

Distributing  Agencies : 
H.  H.  DRYDEN 
Sussex,  N.B. 

STEWART  &  CO. 
Toronto,  Ont. 

D.  V.  COPE  &  CO. 
Calgary.  Alta. 

REVILLON  BROS.,  LIMITED 
Edmonton,  Alta. GEO.  D.  HORSMAN 

Vancouver,  B.C. 

Whan  writing  to  advartiseri,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Jonrnal 
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The  Stove  Salesman 

Suppose  you  were  buying  a  fountain  pen,  what 

make  would  you  ask  to  see  ?  Why  nearly  every- 
one would  ask  to  see  a  Waterman.  Why? 

Just  because  it  has  been  advertised.  Ask  a 
woman  the  name  of  a  stove  maker  and  she 

will  mention  "Gurney-Oxford"  first,  because 
for  years  they  have  been  nationally  advertised. 

Our  liberal  ideas  in  advertising  have  influenced 

many  dealers  to  become  "Gurney-Oxford  men" 
and  they  have  never  regretted  it,  for  these 

advertisements  appear  not  only  in  most  of  the 

national  magazines,  but  also  in  the  newspaper 

in  the  home  town  of  our  agent  with  his  name 

right  across  the  bottom  of  it.  Incidentally  his 

store  as  well  as  our  stoves,  gets  the  benefit 
of  all  this. 

And  this  investment  of  thousands  of  dollars  in 

advertising  is  only  one  of  many  forces  we  use 

to  make  ''Gurney  Oxford"  the  one  and  only 
thought  of  stove  buyers.  Handsome  catalogs, 

window  display,  printed  matter  and  window 
and  show  cards,  these  are  all  sent  to  our  dealer 

free,  to  help  close  sales. 

There  is  no  need  to  dwell  here  upon  the  goods 

— everybody  knows  the  standard  of  quality  and 

efficiency  that  "Gumey-Oxford"  represents. 
We  could  not  be  in  business  70  years  and  still 

be  first  if  the  goods  were  not  right. 

If  there  is  no  agent  in  vour  locality  there  is 

going  to  be  one  soon.  Better  let  it  be  you. 

Better  be  the  Gurney-Oxford  man  than  the 
man  against  him.  Ask  us  for  our  new  catalog 

anyway.  We'll  be  glad  of  the  opportunity  to send  it  you. 

The  GURNEY  FOUNDR I 

Montreal Hamilton 
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Here's  one  of  the  ranges  that  backs  our  advertisements,  and it  fully  and  faithfully  lives  up  to  our  printed  word. 

Just  as  Kellog's,  Fry's,  Old  Dutch  Cleanser,  etc.,  have 
become  household  words,  so  has  "Gurney-Oxford"  become the  iiousehold  word  for  stoves  and  ranges  ;  not  only  because 
they  have  been  so  extensively  advertised  but  because  they 
work  right. 
Yes,  Sir,  they  work  right.  You  can  tell  that  to  a  customer 
a.nd  prove  it.  You  can  show  her  the  Economizer.  Just  shift 
one  lever  and  the  fire  lasts  for  over  a  day,  the  same  time 
saving  her  one  ton  of  coal  in  every  five.  An  experiment?  Well 
for  the  last  two  years  all  our  high-grade  stoves  have  been 
equipped  with  them  and  we  have  still  to  hear  of  one  working 
unsatisfactorily. 

You  can  show  Madam  how  simply  the  Divided  Flue  makes  the 
oven  uniforml)-  heated,  and  guarantees  perfect  baking. 
You  can  show  her  the  many  other  features  ;  they  are  all 
printed  on  a  card  that  goes  with  the  range. 

She  will  already  have  noticed  the  appearance  of  the  range. 
It  is  the  handsomest  range  in  Canada. 

The  other  day  one  of  our  biggest  Ontario  Agents  emphatic- 
ally said  "Yes,  that  Imperial  Oxford  is  the  best  working 

range  in  Canada  to-day." 
That  is  the  conclusion  all  our  dealers  come  to  and  you  may 
be  sure  that  when  there  is  a  better  range  in  Canada  it  will  be 
a  "Gurney-Oxford"  too. 

COMPANY,  Limited,  Toronto 
Winnipeg Calgary Vancouver 
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Sleep  Vatc's  p\^j; 

:!!.bV  Ben. 

morn — oir, 

Big  Ben  Store  Helps 

In  order  to  enable  Canadian  dealers  to 

get  the  maximum  benefit  from  the  Big  Ben 

campaign  now  running  in  Canadian  mag- 
azines, we  are  packing  Big  Ben  specially 

for  Canadian  trade,  six  in  a  carton  with  a 

full  set  of  store  selling  helps  (two  posters, 
two  show  cards,  two  metal  signs. ) 

On  an  order  for  12  we  add  a  solid  ma- 

hogany display  stand.    On  an  order  for  24 

In  broken  and  dozen  lots,  $2.15  less 

or  more,  we  print  your  name  on  dials,  give 

the  posters,  display  stand,  and  a  beautiful 
metal  sign  lithographed  in  five  colors. 

Big  Ben  and  his  selling  helps  are  being 
carried  in  stock  by  54  wholesale  Canadian 
distributors.  We  will  be  glad  to  let  you 

have  their  names  upon  request.  Any  will 

tell  you  Big  Ben  is  the  best  made  and  the 

best  selling  alarm  that's  ever  been  put  out. 

In  lots  of  24,  $2.05  less  2%. 

The  Western  Clock  Co.,  La  Salle,  111. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Hardware  and  Stove  Displays  at  the  Toronto  Exhibition 

Exhibits  were  of  More  Than  Usual  Interest  to  Business  Men — Display  of  Stoves  was  Particularly 
Strong — A  Feature  in  Gas  Stoves  and  Heaters — Paints  Much  in  Evidence. 

That  the  Canadian  National  Exhibition  is  growing 
in  interest  to  the  business  men  of  the  country  is  one 
of  the  facts  that  impresses  itself  upon  one  who  year 
after  year  visits  it.  This  year  this  fact  was  pressed 
licme  in  a  Avay  greater  than  ever  before.  Whatever 
the  Exhibition  may  be  in  other  respects,  it  has  cer- 

tainly become  a  business  man's  Exhibition.  The  busi- 
ness man  Avho  visits  it  with  his  eyes  open  cannot  fail 

to  discover  many  things  not  only  of  interest  but  of 
value.  In  other  words  he  will  get  a  line  both  on  new 
goods  and  new  methods,  to  say  nothing  of  the  people 
he  meets  and  discusses  business  with.  The  exhibits  of 
interest  to  business  men  were  not  only  large,  but  in 
variety  they  Aver(>  groMter  than  ever  before. 

The  display  of  stoves  and  furnaces  was  again  one 

of  the  featiu'es  of  the  Exhilution.  This  year  it  was 
stronger  than  ever.  And  the  ̂ ilaee  that  gas  stoves  and 
heaters  are  securing  was  illustrated  by  the  fact  that 
this  year  a  building  was  exclusively  devoted  to  the 
display  of  this  line.    This  display  was  a  revelation  to  many. 

Below  are  printed  articles  describ'  /ind  illustrating many  of  the  exhibits  of  a  business  character.  These 
will  be  of  particular  interest  to  those  hardware  deal- 

ers who  were  unable  to  visit  the  Exhibition,  and  will 
refresh  the  memory  of  those  who  were  fortunate 
enough  to  visit  it  and  see  the  displays  themselves. 

In  connection  with  the  annual  convention  of  the 
Canadian  Gas  Association,  the  manufacturers  of  gas 

appliances  secured  the  Women's  Building  in  the  ex- 
hibition grounds  and  erected  a  very  fine  series  of 

booths  in  which  gas  cooking  and  lighting  appliances 
were  shown. 

The  Gurney  Foundry  Co.,  Toronto,  had  one  of  the 
best  displays  showing  their  extensive  line  of  hotel 
ranges,  gas  ovens,  gas  toasters,  griddles,  waffle  plates, 
vegetable  tables,  tea  and  coffee  heat:ers,  etc.  They  also 
showed  their  extensive  line  of  gas  ranges  featuring 
their  cabinet  range  as  their  leader.  A  new  gas  water 
heater  of  capacity  Avas  also  included  in  the  display 
and  attracted  considerable  attention.  The  Gurney 
Foundry  Co.  had  a  larger  display  of  all  their  coal. 

wood  and  gas  cooking  ranges,  heating  stoves,  furnaces, 

hot  water  boilers,  etc.,  in  their  showrooms  at  King-  St.  W. 
The  A.  B.  Stove  Co.  of  Canada,  who  recently  erected 

a  fine  plant  at  Montreal,  made  one  of  the  largest  ex- 
hibits of  gas  ranges  in  the  exhibition,  most  of  their 

ranges  being  built  in  cabinet  style,  the  two  burners, 
four  burners  and  six  burners  with  ovens  and  broilers 
attached.  Their  output  so  far  has  been  taken  up  by 
gas  companies,  but  it  is  the  intention  of  the  company 
to  eater  to  the  trade  of  the  stove  dealers  in  the  toAvns. 

Other  exhibitors  included  were  Geo.  M.  Clark  &  Co., 
manufacturers  of  the  Clark  Jewel  gas  stoves,  Chicago; 
Pittsl)urg  Water  Heater  Co.,  tank  heaters,  etc.,  To- 

ronto :  National  Gas  Light  Co.,  Kalamazoo  Mich. ; 
Welsbach  Co.,  gas  mantles.  Toronto ;  The  Humphrey 
Arc  Lamp  Co.,  Kalamazoo,  Mich. ;  The  Canadian  Meter 
Co.,  Hamilton ;  The  Hamilton  Gas  IMantle  Co.  Ham- 

ilton, W.  M.  Green  Co..  gas  ranges,  New  York  ;  Vulcan 
Gas  Ranges,  New  York ;  The  Standard  Meter  Co.,  To- 

ronto ;  Ruud  Manufacturing  Co.,  instantaneous  water 
heaters,  Toronto;  Detroit  Jewel  Gas  Stove  Co.,  Detroit 

GIVE  EXHIBITORS  A  HEARING. 

A  number  of  exhibitors  interviewed  by  Canadian 
Hardware  Stove  and  Paint  Journal  had  complaints  to 
make  about  the  manner  of  allotting  space.  One  firm 
selling  to  the  hardware  trade  applied  for  space  last 
November  and  offered  to  spend  $1,200  to  $1,500  in 
putting  up  a  suitable  exhibit.  They  were  put  off  from 
month  to  month  and  could  not  get  a  definite  allott- 
ment  until  a  week  or  so  before  the  exhibition  opened. 

The  directors  have  a  good  system  of  inviting  speak- 
ers to  discuss  plans  for  bettering  the  exhibition,  the 

last  noon-day  luncheon  being  the  occasion  foi*  suggest- 
ing ideas  for  future  development.  Why  not  invite  a 

committee  of  exhibitors  to  express  their  views?  A 
serious  evil  in  the  Stove  Building  was  discontinued 
two  or  three  years  ago  as  a  result  of  a  complaint  made 
to  the  directors  and  similar  conferences  should  be  en- 

couraged. I 
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EXCELLENT  ALUMINUM  WARE  DISPLAY. 

The  extent  to  which  aluminum  is  being  used  in  the 

manufacture  of  cooking  utensils  was  well  shown  in  the 

exhibit  of  the  Ware  Manufacturing  Co.,  Oakville,  Out., 

in  the  Stove  Building.  This  was  the  first  year  this  firm 

has  made  a  display  at  the  Toronto  Exhibition.  There 

is  good  reason  for  this,  how- 
ever, and  that  is  that  they 

have  been  only  operating  for 
the  past  two  months,  but  in 
that  time  have  made  rapid 
strides  and  are  now  ship- 

ping large  quantities  of 
goods.  Since  starting  opera- 

tions they  have  met  with 
marked  success,  and  during 
the  Exhibition  numerous 
dealers  called  to  look  over 
the  line  and  many  large 

orders  were  placed.  As  an- 
nounced a  short  time  ago, 

the  Ware  Manufacturing 
Co.  is  doing  business  through 
the  trade  only  and  will  con- 

tinue to  do  so  as  long  as 
they  receive  the  heartv  sup- 

port of  the  retail  dealers 
Two  of  the  slogans  used  by  the  Ware  Manufactur- 

ing-Co. are:  "Will  out-wear  any  ware"  and  "Made 
in  Canada."  Their  goods  are  made  in  Oakville  and 
they  make  the  claim  that  they  were  the  first  firm  in 
Canada  to  erect  a  plant  for  the  exclusive  manixfacture 
of  these  goods.  They  are  making  or  are  in  a  position 
to  make  every  cooking  utensil  known  as  well  as  other 
lines  required  in  the  hoiLsehold,  such  as  wash  boilers, 
or  anything  required  for  hotel  'or  restaurant  use. 

The  wearing  qualities  of  aluminum  are  too  well 
known  to  dwell  upon,  and  as  the  Ware  Manufacturing 
Co.  claim  that  their  goods  are  99.95  per  cent,  pure 
aluminum,  and  that  they  will,  therefore,  outwear  any 

three  utensils  of  any  other  material,  it  is  to  the  dealer's 
advantage  to  look  into  the  question. 

An  aluminum  vessel  can  be  taken,  filled  with  rice  and 

allowed  to  burn  dry.  Although  the  rice  is  burning  and  stick- 
ing to  the  bottom,  the  vessel  will  not  carbonize  nor  turn 

black.  The  housewife  can  then  take  a  spoon  and  remove 
what  is  not  sticking  to  the  bottom  of  the  pan  and  it  is  guar- 

anteed that  it  will  not  taste  the  least  bit  burned  or 
scorched.  All  that  is  necessary  to  remove  the  burned 
part  from  the  dish  is  to  pour  on  a  little  warm  water 
and  scrape  off  with  a  Avooden  spoon. 

Canadian  Xational  Exhibition— Oakville  Aluminvim  Ware  made  by  Ware  Manufacturing  Co.,  Oakville,  Ont. 
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Canadian  National  Exhibition— Remington  Arms  and  Union  Metallic  Cartridges. 

REMINGTON  ARMS'  INTERESTING  DISPLAY. 
The  Remington  Arms-Union  'Metallic  Cartridge  Co., 

New  York  City,  with  offices  at  15  King  Street  West, 
Toronto,  exhibited  for  the  first  time  this  year.  Their 
display  was  right  at  the  south  entrance  to  the  Process 
Building,  in  a  position  where  the  crowds  coming 
both  ways  could  see  it. 

This  firm  makes  rifles  and  shot  guns  of  alm'ost  every 
known  size,  with  ammunition  to  fit  any  arm  made. 
This  concern  furnishes  the  United  States  Government 
with  large  quantities  of  ammunition  of  different  sizes, 
which  is  an  excellent  testimonial  of  the  work  turned 
out  by  them. 

The  arrangement  of  the  booth  Avas  excellent.  Situ- 
ated as  it  was  on  the  corner,  it  could  be  seen  from  two 

sides  and  all  the  goods  showed  up  to  best  advantage. 
Samples  of  rifles  and  guns  were  shown  standing  in 
large  silent  salesmen  against  the  wall  at  the  back  and 
on  tables.  To  add  to  the  effect,  boxes  of  ammunition 
were  arranged  in  pyramid  form  and  placed  at  the  top 

of  each  compartment  of  the  show  cases.  The  firm's 
excellent  advertising  matter,  showing  various  hunting 
scenes,  was  placed  at  intervals  throughout  the  exhibit 
and  gave  the  whole  display  a  genuine  sporting  appear- 

ance. Adorning  one  wall  was  a  large  card,  framed, 
showing  over  150  different  size  cartridges  and  loaded 
shells. 

In  arms,  the  firm  is  featuring  their  solid  breech,  ham- 

merless,  take  down,  repeating  rifles  and  shot  guns.  One 
of  their  latest  productions  is  their  new  high  power, 
pump  action  sporting  rifle.  This  rifle  combines  rapid- 

ity of  fire,  strength,  simplicity,  light  weight  and  gen- 
eral attractiveness.  For  years,  gun  makers  have  tried, 

without  success,  to  perfect  a  trombone  or  slide  action 
high  power  repeating  rifle,  which  ensures  rapidity  of 
accurate  flre.  The  difficulties  experienced  by  other  gun 
makers  have  been  overcome  in  the  new  product  of 
Remington  Arms.  As  stated  above,  this  rifle  has  solid 
breech.  A  thick  wall  of  solid  steel  lies  between  the 

firing  chamber  and  the  shooter's  face.  This  affords 
absolute  protection  against  blow-backs  or  defective  am- 

munition. It  also  prevents  snow,  dirt  and  other  foreign 
substances  from  entering  the  mechanism. 

In  appearance,  this  rifle  is  a  "dandy."  The  absence 
of  the  usual  protruding  parts,  such  as  hammer,  lever, 
etc.,  has  been  skilfully  taken  advantage  of  to  produce 
the  atmost  beauty,  symmetry  of  outline  and  perfection 
(iP  balance.  It  is  very  simple  in  construction.  The 
breech  lock  is  particularly  strong  and  locks  close  up 
to  the  Ctirtridge  head.  The  arm  weighs  but  six  and 
three-quai'ter  pounds,  has  perfect  balance  and  handles fast. 

Being  liammerless,  premature  discharge  cannot  take 
place.  Three  distinct  devices  prevent  the  firing  pin 
from  exploding  the  cartridge  in  the  chamber  until  the 
■;i-m  is  fully  locked.    (1)  The  trigger  is  out  of  contact 

New  High  Power  Rifle  made  by  Remington  Arras  Co. 
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with  the  sear.  (2)  The  sear  lock  blocks  the  sear  into 
the  .^ring  pin  notch.  (3)  The  action  bar  blocks  the 
firinsr  pin  from  reaching  the  primer  until  the  action 
bar  is  in  its  forward  position  a^nd  locked  in  that  posi- 

tion by  the  action  bar  lock. 
The  .solid  breech  lock,  close  up  to  the  head  of  the 

cartridge,  in  combination  with  the  accurately  bored  and 
rifled  barrel,  give  to  this  arm  surpassing  accuracy  and 
regularity.  The  sights  are  all  of  the  newest  designs 
.-md  made  to  make  the  rifle  one  of  the  best  on  the  mar- 

ket to-day. 
Ihis  firm  makes  the  Remington  Repeating  Shot  Gun 

in  ̂ ix  different  styles,  running  in  price  from  $27  to 
.$125.  It  is  made  in  four  different  lengths  of  barrel,  26, 
28,  30  and  32  inch,  choke,  modified  or  open  bore. 

BERRY  BROTHERS'  VARNISHES. 
The  great  progress  made  in  the  manufacture  of  var- 

nish was  very  forcibly  illustrated  in  the  exhibit  of 
Berry  Brothers,  Limited,  varnish  manufacturers, 
Walkerville,  Ont. 

Their  exhibit  was  located  in  the  Industrial  Building 
and  many  visitors  were  entertained  during  their  visit 
to  the  Exhibition. 

The  very  elaborate  display  of  various  woods  fin- 

ished with  Berry  Brothers'  architectural,  automobile, 
carriage  and  agricultural  varnishes  and  finishes  proved 
to  be  more  than  interesting  to  all  who  visited  the  booth, 
while  the  copal  gums  which  were  exhibited  also  caused 
much  comment. 

The  decorative  schemes  carried  ont  were  very  artis- 
tic and  as  this  was  Imperial  year  a  large  number  of 

silk  Canadian  ensigns  and  Union  Jacks  as  well  as  the 
flags  of  the  other  colonies,  were  used  in  the  decoration 
of  the  booth. 

The  firm  of  Berry  Brothers,  Limited,  Avas  represent- 
ed by  Mr.  R.  D.  Pinkerton,  ]\Ir.  O.  H.  Gorham,  Mr.  J. 

W.  Van  Norman,  Mr.  D.  W.  Johnston  and  Mr.  Wm.  Home. 
Large  quantities  of  advertising  matter  Avere  distri- 

buted, including  a  large  nu.mber  of  the  wonderful 

juvenile  books  known  as  "Around  the  World  in  a 
Berry  Wagon."  In  addition  to  these  a  handsome  watch 
fob  was  distributed  as  a  souvenir.  This  Avatch  fob 
showed  the  trade  mark  label  of  Berry  Brothers,  the 
label  that  appears  on  every  can  of  varnish  they  manu- 

facture and  the  label  that  stands  for  varnish  quality. 
Fifty-four  years  ago  the  Berry  brothers  made  their 

first  varnish  in  a  copper  kettle  on  top  of  a  cook  stove. 
To-day  the  firm  of  Berry  Brothers,  Limited,  is  the  larg- 

est manufacturer  of  varnish  in  the  Avorld.  The.y  make 
a  varnish  for  everv  knoAvn  purpose,  each  varnish  is  the 
best  for  the  particnlar  purpose  for  Avhich  it  is  intended. 

The.y  have  a  booklet  known  as  "  Choosing  Tour  Var- 
nish Maker,"  Avhich  Avill  prove  of  interest  to  all  varnish 

users,  whether  large  or  small,  and  a  copy  of  the  same 
AAdll  be  mailed  to  anyone,  free  of  cost,  upon  request. 

The  representatives  at  their  exhibit  made  it  quite 
clear  to  our  reporter  that  their  selling  policy  was  a  very 
liberal  one  and  that  the  house  of  Berry  Brothers,  Lim- 

ited, was  ahvays  glad  to  hear  from  dealers  all  over  the 
Dominion. 

Canadian  National  Exhibition— Fine  Varnishes  shown  by  Berry  Brothers,  Walkerville,  Ont. 
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NEAT  DISPLAY  OF  CHI-NAMEL. 

Again  the  Ohio  Varnish  Company,  Cleveland,  Ohio, 
was  in  evidence  at  the  exposition  with  a  larger  and 
stronger  display  than  ever  before. 

As  is  well  known  in  merchandising  circles,  the  Chi- 
Namel  products  of  this  company  are  retailed  through 
local  exclusive  agencies  only,  and  the  desirable  and 
econ<omical  features  of  their  ready-to-use  graining  pro- 

cess, as  well  as  other  products,  are  made  known  by 
methods  peculiarly  adapted  to  their  plan  of  distribu- 
tion. 

'The  chief  method  employed  for  establishing  their 
line  in  the  esteem  of  the  local  public  is  through  per- 

sonal instruction  and  demonstrationsi  which  the  manu- 
facturer provides,  using  the  store  which  has  the  ex- 

clusive retailing  privilege  of  the  community  as  head- 
quarters for  such  educational  work. 

We  are  given  to  understand  by  the  management  that 
it  was  their  purpose  to  make  their  space  at  the  ex- 

position serve  in  the  same  capacity  as  the  local  store 
window  in  order  that,  while  appealing  to  the  general 
public  in  attendance  there,  their  display  would  at  the 
same  time  serve  to  make  known  to  the  merchants  of 
Canada  the  exact  manner  in  which  the  same  products 
are  introduced  locally,  after  each  retail  agency  has 
been  established. 

The  same  display  and  decorative  material  as  was 
used  at  Toronto,  is  available  for  the  local  store,  and  a 
representative  of  the  factory  is  always  on  hand  to 
give,  absolutely  free,  to  the  public,  information  con- 

cerning the  finishing,  re-finishing  and  care  of  wood- 
work, floors  and  furniture,  and  by  actual  tests  before 

their  eyes  convince  them  of  the  economy  of  the  Chi- 
Namel  v/ay. 

The  very  practical  manner  in  which  this  information 

is  given  naturally  enthuses  the  recipients,  and  creates 
a  desire  to  put  these  new  materials  and  methods  to 
test  in  their  own  homes. 

The  drawing  power  of  the  Clii-Namel  demonstration 
noticed  at  the  exposition,  notwitlistanding  the  many 
exisiting  counter-attracitions,  would  seem  to  constitute 
conclusive  evidence  of  its  interest  and  lead  to  the  in- 

ference that  when  put  on  in  a  local  store  and  given 
the  advantage  of  exclusiveness,  the  impression  upon 
the  buying  public  would  be  one  long  to  be  remembered 
and  richly  productive  to  the  one  merchant  who  holds 
the  retail  agency. 

A-  few  well  known  hardware  merchants  in  Ontario 
who  have  developed  a  large  trade  in  Chi-Namel  are 
the  following:  H.  Wolfhard  &  Co.,  Berlin;  Thornton 
Bros.,  Bradford;  H.  TI.  Otton  &  Sons,  Barrie ;  G-.  W. 
Ecelestone,  Bracebridge ;  W.  W.  Chown  Co.,  Belleville; 
A.  Ballantyne,  Brantford;  D.  W.  Douglas,  Campbell- 
ford;  Collingwood  Hardware  Co.,  Collingwood;  M. 
Weichel  &  Son,  Elmira;  Howell  Hardware  Co.,  Goder- 
ich ;  Bond  Hardware  Co.,  Guelph ;  I.  W.  Bennett  & 
Son,  Gananoque ;  Thos.  Ramsey,  Hamilton ;  A.  Chown 
&  Co.,  Kingston ;  The  Purdom  Hardware  Co.,  London ; 
Magladery  Bros.,  New  Liskeard ;  MacNab  Bros..  Oril- 
lia ;  The  Adamson  Hardware  Co.,  Orangeville ;  Van 
Tuyl  &  Fairbank,  Petrolea ;  Peterborough  Hardware 

Co.,  Peterborough ;  Chalmers  Bros.,  Palme'rston;  Bern- 
hardt &  Gies,  Preston;  Jas.  Wright  &  Sons,  Strathroy; 

Watts  &  Bate,  Ltd.,  St.  Catharines ;  Purvis  Bros.,  Ltd., 

Sudbury;  McKenzie,  Milne  &  Co.,  Ltd.,"  Sarnia ;  Geo.' Matthewson,  Toronto ;  W.  H.  Lake,  Toronto ;  The  E. 
Harris  Co.,  Toronto;  C.  W.  Conn,  Tillsonburg;  Walk- 
erville  Hardware  Co.,  Walkerville ;  M.  Weichel  &  Son, 
Waterloo ;  The  Nelson  Hardware  Co.,  Windsor,  and 
Munro  &  Zavitz,  Wallaceburg. 
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Canadian  National  Exhibition— Moffat  Stove  C'o.'s  Display  of  Stoves  and  Ranges 

MOFFAT'S  STOVES  AND  RANGES. 
The  Moffat  Stove  Co.,  Weston,  occupied  their  usual 

position  at  the  entrance  to  the  Stove  Building,  but,  in 
addition  to  this,  had  a  large  display  of  gas  stoves  and 
appliances  in  the  building  which  was  this  year  devoted 
to  all  household  devices  run  by  gas.  This  firm  is 
going  into  the  manufacture  of  gas  ranges  and  stoves 
much  more  than  they  have  in  the  past  and  are  now 
marketing  lines  that  are  giving  every  satisfaction. 

In  the  Stove  Building,  all  the  well  known  lines  of 
coal  and  wood  ranges  ̂ and  heaters  were  shown,  includ- 

ing the  famous  Canada  B,  Nelson  A  and  B,  Classic, 
Welcome  B,  King  National,  and  Oak  and  Alberta 
heaters.     Many  improvements     have  been  made  on 

Moffat's  new  Combiniition  coal  and  gas  range 

these  lines.  The  Nelson  A  and  B  steel  ranges  have 
changed  the  ash  pit  and  ash  pit  door.  Where  formerly 
thej^  had  the  door  on  the  end  of  the  ash  pan,  they  now 
possess  a  swinging  door,  which  makes  them  more  up- 
to-date.  In  addition  to  this,  these  lines  are  now  built 
higher,  adding  to  their  appearance  and  making  it  easier 
for  the  housewife  to  clean  underneath. 

It  was  thought  that  the  Canada  B  was  perfect,  but 
a  change  has  been  made  in  it  which  has  added  to  its 
alreadjr  numerous  good  points.  Where  formerly  it  was 
only  supplied  with  a  left  hand  extension,  now  it  can 
be  bought  with  either  hand  extension.  Some  women 
find  it  more  convenient  to  use  the  left  hand,  and  for 
these  the  improvement  will  be  welcomed.  Another 
improvement  is  that  now  the  flues  are  underneath  the 
right  hand  reservoir,  so  that  the  heat  passes  around 
the  reservoir  before  entering  the  flue.  In  tile  decora- 

tion, the  Moffat  Stove  Company  can  now  supply  any 
range  with  hand  painted  tile  backs,  showing  Dutch, 
seaside  and  other  scenes,  to  please  the  tastes  of  people 
who  like  a  nice  kitchen. 

During  the  past  year,  a  new  cheap  steel  range  has 
been  brought  out,  which  has  been  named  the  ALTA. 
This  is  a  four-hole  range,  with  improved  grate  and 
reservoir.  It  is  particularly  adapted  for  small  kitchens 

and  campers'  use. 
The  Moffats  have  now  been  manufacturing  gas 

ranges  for  some  years,  and  the  popularity  of  their  line 
is  acknowledged  by  all.  Their  No.  1657  is  one  of  the 
best  styles,  occupying  a  small  space,  Avith  large  deep 
oven,  and  it  has  proved  its  value  in  some  of  the  latest 
apartment  houses  and  homes  throughout  the  Dominion. 

The  big  feature  of  the  display,  however,  was  the 
new  Canada  combination  gas  and  coal  burning  range. 
This  range  was  brought  out  during  the  past  year,  and 
is-  entirely  different  from  the  U.  S.  combinations  on  the 
market,  aU  the  parts  being  designed  and  made  in  the 
Moffat  plant  at  Weston. 

This  range  is  the  result  of  combining  their  best  coal 
range  Canada  X  No.  816  and  their  Canada  gas  range 

No.  1657,  the  most  modern  gas  range  they  manufac- 
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One  of  their  New  Combination  Coal  and  Gas  Ranges  being  shown  in  the  Centre  of  the  Opposite  Display. 

tare.  This  makes  an  ideal  combination  and  one  that 
is  economical  from  every  standpoint.  With  these 

points  in  its  favor,  it  is  certain  that  this  new^  line  will 
be  a  big  seller.  Already  the  call  for  it  has  been  enor- 

mous. Orders  have  been  received  from  all  over  Can- 
ada dnring  the  short  time  it  has  been  on  the  market, 

and  if  this  can  be  taken  as  a  criterion,  the  business  to 
be  done  during  1912  should  break  all  records. 

Some  of  the  main  features  of  this  stove  are  that  it 
occupies  the  space  of  only  one  stove,  while  doing  the 
work  of  two.  It  is  supplied  with  glass  doors,  tile  back 
and  in  full  nickel  or  plain.  It  is  the  only  combination 
of  its  kind  on  the  continent.  Without  loss  of  time  or 
changing  a  fixture,  the  stove  is  ready  for  use  with 
either  coal  or  gas.  A  four-hole  gas  burner  folds  luider 
the  canopy  top  and  at  times  when  the  coal  fire  is  dull, 
all  that  is  necessary  to  hurry  the  meal  is  to  lower  this 
and  light  the  gas.  Both  the  coal  and  gas  ovens  can  be 
used  at  the  same  time  without  one  interfering  with 
the  other.  The  canopy  top  and  the  ovens  are  both  ven- 

tilated into  the  smoke  pipe,  thus  carrying  off  all  odors, 
both  from  the  table  and  the  oven. 

Along  with  this  range,  there  was  shown  in  the  dis- 
play in  the  'Gas  Building  tlie  Nelson  single  and  double 

oven  gas  range. 
The  Canada  No.  1650  gas  range,  with  kitchen  heater 

attachment,  aroused  a  great  deal  of  interest.  This 

range  takes  the  place  of  a  coal  burning-  one  in  the  mat- 
ter of  heat  given  out  and  in  these  days  of  small  houses 

and  apartments,  it  is  particularly  handj^  Nos.  1651-2- 
3-6-7-8  gas  ranges  also  were  shown.  The  bodies  of 
Moffat  gas  ranges  are  made  of  bessemer  polished  or 

aluminum  plated  sheets.  'The  aluminum  prevents  rust 
and  makes  a  nice,  smooth  finish.  The  trouble  with  gas 
ranges  always  has  been  rust,  which  eats  into  the  iron 
and  causes  decay  in  a  few  years.  With  the  new  finish 
on  the  Moffat  line,  it  is  guaranteed  they  can  be  used 
for  years  without  showing  a  rust  mark.  Galvanized 

iron  is  coated  at  about  500  degrees  of  heat.  Aluminum 
steel  requires  1,500  degrees,  so  that  the  sheets  can  be 
heated  red  hot  without  destroying  the  coating. 

All  the  burners  used  are  of  solid  eoiLstruction  one- 
piece  10  pt.  Star  cast  iron.  This  insures  against  leaky 
burners  and  makes  for  the  greatest  proficiency. 

As  an  indication  of  the  business  the  Moffat  Stove  Co. 

is  now  doing,  during  the  past  year  there  has  been  add- 
ed to  the  already  large  plant  at  Weston,  a  new  mould- 
ing shop,  which  will  double  the  cajjacity  in  that  branch. 

They  have  also  put  up  a  new  mounting  room  for  gas 
ranges.  Many  new  machines  have  been  added  in  the 
various  other  departments,  and  a  much  larger  shipping 
room  has  been  added,  which  will  ensure  even  more 
prompt  delivery  than  dealers  have  been  favored  with 
in  the  past.  With  all  these  improvements,  the  plant  is 

now  one  of  the  finest  and  most-up-to-date  on  the  Ameri- 

HOFFAT  STOVE  iOMPAN> 

■  IIUJIIBI 

Moffat's  Display  in  the  Gas  Exhibition 
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Canadian  National  Exhibition— Varied  showing  of  Metals  by  Canada  Jletal  Company,  Toronto. 

can  continent,  and  its  growth  is  evidence  of  tlie  popu- 
larity of  the  Moffat  line. 

Quite  recently  the  firm  has  gone  into  the  manu- 
facture of  a  triple  coil  .water  heater.  This  is  one  of 

the  most  powerful  water  heaters  on  the  market  to-day. 
It  will  give  running  water,  heated  to  140  degrees,  three 
minutes  after  the  gas  is  lighted.  It  is  attached  to  the 
boiler  in  the  kitchen^  and  is  adjusted  to  burn  only  40 
feet  of  gas  per  hour,  making  it  one  of  the  most  eco- 

nomical in  lose.  When  in  operation,  it  will  heat  a  40- 
gallon  boiler  full  of  water  in  30  minutes.  A  lavatory 
was  installed  in  the  booth  to  give  demonstrations,  and 
much  favorable  comment  was  expressed  on  the  new 
machine.  Further  information  regarding  this  can  be 
had  by  writing  the  Moffat  Stove  Co.,  Weston,  Ont. 

CANADA  METAL  COMPANY'S  PRODUCTS. 

,  The  Canada  Metal  Co. 's  exhibit  in  the  Machinery 
Hall  was  of  great  interest  to  hardware  and  plumbing 
men.    They  showed  a  complete  line  of  solder,  babbitt. 

lead  pipe,  traps  and  bends  and  also  their  other  lines 
of  fuse  wire  and  ingot  metals  of  all  kinds. 

The  company,  under  the  manao^ement  of  W.  G.  Har 
ris.  Sr.,  has,  during  the  past  three  years,  built  their 
ncAV  plant  on  Fraser  Ave.,  Toronto,  and  erected  branch 
works  at  Montreal  and  Winnipeg.  This  enables  hard- 
waremen  all  over  the  Dominion  to  obtain  quick  sei'- 
vice  and  also  goes  to  prove  that  the  Canada  Metal  Co. 
are  turning  out  goods  that  are  appreciated  by  the 
trade  throughout  Canada,  or  their  extension  would 
not  have  been  made  possible. 

The  exhibit  this  year  was  well  lit  up  by  large  elec- 
tric lights  and  a  large  electric  sign  on  top  of  the  com- 

pany's worlvs  served  to  show  visitors  just  where  the 
plant  was  located,  just  one  block  east  of  the  Exhibi- 

tion grounds. 
Messrs.  W.  G.  Harris,  Sr.,  and  W.  G.  Harris,  Jr.,  and 

the  company's  other  representatives  were  in  constant attendance  at  the  grounds,  busily  explaining  their  var- 
ious lines. 

New  Montreal  Branch.  New  Winnipeg  Branch. 
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MORRISON'S  EXCELLENT  DISPLAY. 
For  the  third  successive  year  the  James  Morrison 

Brass  Manufacturing  Oo.,  Toronto,  occupied  their 
prominent  corner  in  the  centre  of  the  Industrial  Build- 

ing. The  display  tli,is  year  was  above  any  yet  made, 
and  the  large  num])er  of  electric  fixtures  served  to 
show  off  the  goods  to  the  best  advantage.  INIaiiy  new 
designs  in  electroliers  have  been  brought  out  during 
the  past  year  and  from  the  favorable  comments  made 

on  the  goods  shown,  one  is  safe  in  saying  that  "  J.M.T. " 
goods  are  at  the  top  of  the  ladder  in  lighting  fixtures. 
One  particularly  fine  fixture  was  an  inverted  light  Avith 
genuine  alabaster  bowl.  The  light  given  by  this  is 
clear  'and  bright,  yet  witli  no  glare,  making  it  ideal  for 
home  or  store.  " 

While  fighting  goods  were  featured,  the  display  of 

plumbers'  and  engineers'  supplies  and  locomotive 
brassware  was  excellent,  and  visitors  to  the  Pair  were 
much  impressed  with  the  many  lines  shown. 

Probably  the  feature  in  the  plumbing  display  Avas 

the  new  ',' J.M.T. "  ins'tantaneous  water  heater,  for  use 
in  hospitals  and  other  public  institutions.  This  is  a 
new  line  for  the  Morrison  firm,  but  already  it  has 
taken  a  big  hold  all  over  the  country  and  is  meeting 
Avith  much  success. 

The  Thompson  smoke  machine  for  plumbers  Avas 
shoAvn  prominently  and  aroused  favorable  comment. 
This  is  one  of  the  most  compact  machiiu's  of  its  kind 
on  the  market,  and  is  built  to  give  lasting  service. 

The  feature  in  the  nmrine  exhi'bit  was  a  ncAv  ship 
telegraph.  This  is  made  for  twin  engines,  with  auto- 

matic reply  from  engine  room  to  the  officer  on  bridge 
of  steamship.  This  telegraph  is  the  first  of  its  type 
manufactured  in  Canada  and  is  a  feature  Avhicli  those 
Avho  handle  marine  supplies,  and  others  interested, 

.should  not  fail  to  investigate.  It  Avorks  ,iust  the  same 
as  the  ordinary  ship  telegraph  Avith  the  exception  of 
the  attachment  to  the  engines  Avhich  gives  the  direction 
of  the  rotation  of  engines  to  the  officer  in  charge  at 
the  bridge,  this  being  the  automatic  feature  of  the 
telegraph.  All  other  marine  supplies  of  interest  to 
hardAvaremen  were  shoAvn  in  neat  arrangement  through- 

out the  section  devoted  to  them,  and  shoAved  the  wide 

I'ange  numufactured  by  the  James  Morrison  Co. 

Engineers'  supplies  and  locomotive  brassAvare  occu- 
pied a  large  portion  of  the  display  at  the  west  end  of 

the  booth.  To  hardwaremen  who  do  not  handle  these 

goods,  the  display  AAias  a  revelation.  The  l)ig  feature 
Avas  the  ueAV  "J.M.T."  injector,  type  1-A.  This  injec- 

tor is  fitted  Avith  patent  adjustable  centralizing  ful- 
crum bracket,  adapted  for  re-adjustment  Avith  reced- 

ing forcer  steam  valve  and  final  OA'er-floAV  seats.  A 
full  line  of  other  injectors  nmnufactured  by  the  firm 
also  was  shown. 

The  genujne  "J.M.T."  handcock  inspirators,  for  sta- 
tionary boilers,  steam  gauges,  "J.M.T."  valves  and 

pressure  reducing  A'alves,  Avater  gauges,  oil  cups  and 
recording  gauges  Avere  displayed  in  Avide  range.  Lo- 
conu)tive  Avhistles,  in  single  chamber,  three  chamber, 
and  five  and  six  chamber  were  on  exhibit. 

In  the  line  of  testing  appliances,  the  firm  shoAved  a 

l)()ilei'  iiisiiector 's  outfit,  consisting  of  pump  gaiigf  and 
the  necessary  nipples.  These  are  put  out  in  a  rich 
leather  case,  AA'hich  should  prove  to  all  engineers  a 
very  serviceable  outfit.  Direct  weight  test  pumps  addl- 

ed to  the  display  in  these  goods. 
A  special  feature  in  these  goods  Avas  the  Trill  steam 

engine  indicator.  This  is  one  of  the  most  up-to-date 
indicators  on  the  market  to-day  and  should  be  in- 

quired into  bA'  all  dealers  handling  this  class  of  goods. 

Canadian  National  Kxliibition— James  Morrison  Bras.s  Mfg.  Go's  hand.sonie  display. 
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PEASE  ECONOMY  FURNACES. 

The  Pease  F;)nndry  Co.,  Toronto,  were  again  at  their 
okl  stand  on  the  south  aisle  of  the  Stove  Buikling',  with 
an  excellent  display  of  warm  air  furnaces,  wood  burn- 

ing furnaces,  and  their  "Economy"  combination  heat- 
er. During  the  past  year,  large  numbers  of  contractors 

have  taken  up  this  s.\  stem  of  heating  and  from  testi- 
moujals  received,  the  line  is  giving  excellent  satisfac- 

tion. The  system  is  specially  adapted  for  heating 
rooms  in  the  distant  parts  of  houses  and  consists  of  cast 
iron  rings  placed  immediately  above  the  fire  pot  and 
in  the  combustion  chamber.  These  rings  being  hollow, 
the  water  passes  through  them,  is  heated  and  is  con- 

veyed, by  pipes  to  radiators  in  rooms  which  cannot  be 
reached  by  warm  air. 

The  firm  is  going  strongly  into  the  heating  of  schools, 
ajiartment  Intuses  and  other  large  buildings.  In  insti- 

tutions of  this  kind,  it  is  essential  that  sufficient  heat 
be  supplied  and  yet  a  good  supply  of  pure,  fresh  air 
is  needed.    Espe'^'ially  is  this  true  in  schools.  Where 

been  received  like  they  have  lately.  They  have  been 
swamped  with  business  all  season  from  all  over  the 
Dominion.  This  has  been  due  to  the  tremendous 

growth  of  our  country,  particularly  in  the  West. 
It  now  looks  as  if  there  will  be  some  difficulty  in 

filling  orders  during  the  early  Fall  season  owing  to 
the  tremendous  trade  done  during  the  summer  months. 
Usually  the  company  has  a  large  stock  of  all  lines  wait- 

ing to  be  shipped  out  in  the  Fall  but  at  present  their 
stock  room  is  absolutely  bare,  and  this  in  spite  of  the 
fact  that  their  present  plant  has  been  worldng  night 
and  day  for  months  past.  To  overcome  this,  however, 
they  have  about  completed  the  erection  of  a  large  plant 
at  Brampton,  Ont.  This  plant  will  be  500  x  250  feet 
and  equipped  with  all  the  mosit  modern  machinery  and 
facilities  for  turning  out  the  best  work  in  the  shortest 
time  possible.  It  will  be  located  on  both  the  Grand 
Trunk  aiul  Canadian  Pacific  Railways,  making  the 
hest  shipping  facilities  possdble.  This  will  aid  greatly 
in  shipping  carload  lots. 

FURNACES 

Canadian  National  Exhibition— Furnace  Display  made  bj  Pease  Foundiy  Company.  Toronto. 

children  are  confined  in  a  room  for  hours  at  a  time, 
their  health  would  soon  be  ruined  if  the  same  air  had 
to  be  breathed  all  day.  Science  has  shown  that  impure 
air  is  as  certain  a  poison  as  carbolic  acid,  although, 
certainly,  not  quite  so  sudden. 

AVith  the  Pease  steam  heater  this  difficulty  is  largely 
overcome,  and  during  the  past  year  a  large  number  of 
schools,  asylums  and  other  large  institutions  have  in- 

stalled the  system.  This  heater  burns  only  a  small 
quantity  of  fuel  and  at  the  same  time  sends  a  supply 
of  pure  air  to  every  room  in  the  building.  Testimonial 
letters,  certifying  as  to  the  value  of  this  heater,  have 

been  received  fi-om  superintendents  of  institutions  all 
over  the  pi-ovince.  Prof.  Wright,  of  the  School  of 
Practical  Science,  Toronto,  recently  made  a  test  of  the 
heater  and  his  report  shows  that  it  is  invaluable  for 
large  buildings  where  fresh  air  is  desired  (and  it  is 
always  desired). 

The  business  done  by  the  Pease  Foundry  Co.,  Lim- 
ited, during  the  pa.st  year  has  broken  all  records. 

Never  before  in  the  history  of  the  firm  have  orders 

This  move  on  the  part  of  the  Pease  firm  shows  the 
rapid  strides  the  furnace  trade  is  making  throughout 
the  Dominion.  Never  were  the  prospects  brighter  for 
the  wide-awake  dealer  who  will  handle  a  good  line  of 
furnaces  and  get  out  after  the  trade.  Where  country 
people  formerly  were  satisfied  with  having  a  kitchen 
range  and  one  or  two  heaters  to  warm  the  house,  now 
they  want  just  the  same  facilities  as  the  city  people 
and  there  are  few  up-to-date  farmers  who  have  not  now 
installed  the  best  furnaces  in  their  homes. 

In  connection  with  their  system  of  heating  schools 
and  other  institutions,  the  Pease  Company  has  gotten 

out  a  neat  and  attractive  booklet  entitled  "The  Most 
Important  Lesson,"  which  gives  a  few  salient  facts 
on  proper  heating  and  ventilation.  It  is  exceptionally 
well  gotten  up  and  shows  the  necessity  of  having  pure, 
fresh  air  and  how  same  can  be  obtained.  It  is  a  book 
which  every  hardware  dealer,  stove  man  and  tinsmith 
should  have.  A  copy  will  be  sent,  free  of  charge,  to  any 

dealer  making  the  request.  Write  to  the  firm's  nearest 
branch  at  Toronto  Winnipeg  or  A^ancouver. 
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Canadian  National  Exhibition— Gas  goods  shown  by  McClaiy  Manufacturing  Company,  London. 

SUNSHINE  FURNACES  AND  PANDORA  RANGES. 

The  exhibit  of  the  McClarj'  Manufacturing  ('o.,  Lon- 
don, Ont.,  at  the  entrance  to  the  Stove  Building,  was 

of  great  interest  to  tinsmiths,  who  viewed  with  inter- 
est the  ncAV  trunk  system  of  heating  by  David  Millar, 

107  Church  St.,  Toronto,  ̂ McGlary's  representative. 
This  is  a  system  perfected  by  ]\Ir.  IMillar  on  the  "Sun- 

shine'- furnace,  and  more  information  may  be  obtained 
by  writing  him. 

Besides  the  "Sunshine"  and  "Radium"  furnaces,  a 
full  line  of  the  company's  stoves  and  ranges  was  shown. 

No  improvements  have  been  made  on  any  of  these 
goods  during  the  past  year,  this  being  thought  unne- 

cessary. The  "Pandora"  steel  range  is  as  big  a  fav- 
orite as  ever,  as  was  evidenced  by  the  many  Avords  of 

praise  heard  outside  the  booth. 

MeClary's  also  had  a  large  exhibit  of  gas  stoves  and 
ranges  in  the  new  gas  building.  Many  changes  have 
been  made  in  the|ir  gas  line.  The  patterns  have  been 
entirely  changed  and  the  firm  is  now  turning  out  all 
new  styles.  Many  ncAV  lines  have  been  added  and  a 
large  number  of  these  were  shown  in  the  display. 

Canadian  National  Exhibition— Furnace-Stove  Exhibit  made  by  McClary  Manufacturing  Co. 
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WAYNE  OIL  PUMPS. 

Peerless  water  systems  and  Wayne  oil  storage  out- 
fits were  exhibited  by  the  National  Equipment  Co., 

21  Lombard  St.,  Toronto,  in  Machinery  Hall.  A  com- 
plete line  of  self-measuring  pumps  and  tanks  for  gaso- 

line, kerosene,  lubricating  oils,  paints,  oil  and  varnishes 
is  manufactured  by  this  company.  During  the  past 
couple  of  year,  the  Wayne  oil  systems  have  been  in- 

troduced and  have  won  favor  amongst  all  who  have 
used  them.  Wayne  underground  storage  tanks  are 
constructed  of  the  best  galvanized  steel  or  steel  plates 
securely  riveted  and  tested  with  air  at  high  pressure, 
thus  making  them  absolutely  non-leakable.  They  are 
furnished  in  any  capaCiity  from  one  barrel  up  to  20 
barrels,  and  are  fitted  Avith  pumps  to  suit  the  purposes 
required. 
Hardware  merchants  visiting  the  exhibition  were 

most  interested  in  the  oil  storage  outfits  for  stores  and 
the  portable  outfits  for  the  sale  of  gasoline  to  automo- 

biles. The  self-measuring  pumps  are  supplied  for  any 
capacity  des,ired  from  pint  up  to  five  gallons  and 
the  tanks  can  be  locaited  in  a  safe  place  outside  the 
building,  thus  reducing  fire  insurance  rates  to  a  mini- 

mum. These  savings  in  reduced  fire  rates  and  in  the 
giving  of  exact  measure  withoiit  loss  resulting  from 
drippings  is  sufficient  to  soon  cover  the  cost  of  the  in- 

stallation of  the  outfit. 
There  is  an  increasing  business  for  hardwaremen 

who  handle  oils  and  gasoline  in  this  up-to-date  man- 
ner, and  as  all  Wayne  outfits  are  thoroughly  guaran- 
teed and  are  listed  by  the  consulting  board  of  engin- 
eers of  the  National  Board  of  Fire  Underwriters, 

Wayne  oil  storage  outfits  are  certain  to  become  into 
more  general  use. 

Peerless  Water  Service  Systems  were  also  exhibited 

by  the  National  Eciuipment  Co.,  and  in  districts  where 
sunnner  residences  are  located  or  where  farmers  or 
village  residents  are  spending  money  to  equip  their 
residences  with  the  most  modern  conveniences,  hard- 

waremen can  secure  many  orders  for  water  service  sys- 
tems, the  water  being  pumped  from  lakes  or  wells  by 

gasoline  engines,  electric  motors,  or  hand  power.  The 
systems  are  automatic,  working  tinder  air  pressure, 
and  are  intended  to  supply  hard  or  soft  Avater  for  do- 

mestic purposes  or  for  use  in  supplying  barns  or  for 
prevention  against  fire. 

Peerless  Silent  Electric  House  pump  is  the  last  word 

in  power  equipment  for  domestic  water  service  sys- 
tems'. The  300  series  pitmp  a\u11  deliver  about  125 

gallons  per  hour  against  a  maxinuim  presstire  of  40  lbs. 
and  its  operation  can  be  made  absolutely  automatic. 
The  construction  of  the  300  series  pump  is  unique  in 
that  it  has  a  double  acting  discharge  ancl  contains  only 
two  valves,  while  the  entire  interior  mechanism,  includ- 

ing piston  rod,  plunger,  both  valves  and  valve  seats 
can  be  removed  by  simply  unscrewing  two  threads. 
Peerless  water  systems  include  pumping  machinery  up 
to  100,000  gallons  per  hotir,  engines,  motors,  pneu- 

matic tanks  from  100  gallons  to  40,000  gallons  capa- 
city, auto  switches,  valves,  piping,  etc.,  necessary  to 

complete  any  kind  of  a  system.  Electric  connections 
for  the  300  series  pump  can  be  made  to  an  ordinary 
lamp  socket.  The  National  Eqtiipment  Co.  will  be 
pleased  to  answer  any  enquiries  regarding  oil  storage 
or  water  service  systems,  and  merchants,  etc.,  intend- 

ing to  figure  on  jobs  where  outfits  are  required  are  re- 
quested to  send  for  printed  matter  describing  the  sys- 

tems desired.  The  National  Equ,ipment  Co.  manufac- 
ture an  outfit  of  every  type  and  size  for  every  require- 

ment. 
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AYLMER  SCALES  AND  PUMPS. 

The  Ayhner  Pump  &  Scale  Co.,  Aylmer,  Out.,  had  a 
display  imder  the  grand  stand  which  was  of  particu- 

lar intercsft  to  hardware  and  implement  do^alers  as 
well  as  to  the  thousands  of  farmers  who  visited  the 
Exhibition. 

"A  better  location  and  a  better  exhibit  each  year," 
is  the  aim  of  the  Aylmer  company,  whose  representa- 

tives, Mr.  Ferrier  (Western  Ontario),  and  Mr.  James 
f Easttern  Ontario),  were  on  hand  to  meet  the  visitors 
from  many  districts.  Mr.  Glover,  manager  of  the 
company,  also  spent  a  couple  of  days  at  the  display. 

Since  taking  over  the  luisiness  of  the  Aylmer  Iron 
Works  Co.,  nearly,  five  years  ago,  the  Aylmer  Pump  & 
Scale  Co.  has  made  steady  progress  and  their  products 
are  widely  and  favorably  known.  Their  lines  of  pumps 
and  fittingis  have  many  points  of  merit,  which  make 
them  fast  sellers  with  an  increasing  number  of  deal- 
ers. 

The  range  of  pumps  shown,  as  will  be  seen  by  the 
ilhistration,  included  numerous  types  for  various  pur- 

poses. Doiible  cylinder  and  single  cylinder  pumps,  for 

use  with  windmills  and  gasoline  engines,  "anti-freez- 
ing" force  and  lift  pumps  for  hand  use,  heavy  stock 

pumps  and  small  cistern  pumps  were  inspected  by 
many  who  recognized  their  utility  for  the  special  work 
for  which  they  are  intended. 

In  spray  pumps  the  Aylmer  Pump  &  Scale  Co.  manu- 
facture various  outfits,  their  ])ump  having  won  sev- 

eral awards  of  merit  at  exhibitions  in  Europe  and 
America. 

In  coimter,  truck  and  platform  scales  there  was  also 
a  varied  display,  the  farmers  three-wheeled  Avagon 
and  truck  scale,  with  a  capacity  of  2,000  pounds,  be- 

ing one  of  the  leaders.  Portable  platform  scales  for 
ware  house  or  farmers'  use  were  also  shown  in  several 
styles.  The  Aylmer  5-ton  Pitless  scale,  with  a  jilat- 
foi-m  only  eight  inches  above  the  ground,  was  not 
shown  on  account  of  lack  of  space,  but  is  one  of  the 
uu)st  up-to-date  in  Canada. 

Scales  for  use  in  dairys,  confectionery  and  grocery 
stores,  also  beam  scales  for  butchers,  cheese  buyers  or 
wagon  peddlers,  were  shown  in  the  display,  of  high 

quality  of  manufacture,  the  company's  aim  being  to 
produce  the  very  best  line  of  goods  from  the  highest 
grade  of  materials.  Their  reputation  along  this  line 
is  long  established  and  is  one  of  their  greatest  busi- 

ness assets. 

A  new  line  shown  was  a  tank  heater  made  on  the 
down  draft  principle,  the  heater  being  set  into  a  tank 
and  a  small  fire  maintained  to  keep  the  water  in  the 
tank  from  freezing.  These  tank  heaters  are  now 
largely  used  in  Western  Canada  by  ranchers  and 
stockmen. 

Catalogues  illustrating  their  full  line  of  pumps  and  ' scales  will  be  sent  to  any  hardware  dealer  on  request, 
and  custon;ers  can  be  assured  of  prompt  attention  t  > 

any  inquiries!. 

Ontario  Lantern  &  Lamp  Co.,  Hamilton,  made  a  joint 
exhibit  with  the  Canadian  Tungsten  Lamp  Co.,  they 
showing  many  beautiful  electric  lighting  fixtures  light- 

ed by  the  Kolloic-Wolfram  tungsten  lamps  which  give 
a  beautiful  white  light.  Show  cases  were  used  to  dis- 

play all  the  various  shapes  and  types  of  lamps  manu- 
factured. 

Canadian  National  Exiiibition— Large  line  shown  by  the  Aylmer  Pump  and  Scale  Company,  Aylmer,  Ont. 
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MEAKINS'  FINE  BRUSHES. 
IMeakius  &  Sons,  Hamilton,  had  on  display  a  large 

stuffed  figure  of  a  Russian  Avild  boar  from  which  ani- 
mal they  secure  the  fine  quality  of  bristles  used  in  the 

manufacture  of  their  highest  quaUty  brushes.  Their 
Ime  of  fine  tools  in  badger,  bear  and  ox  hair  varnish 
lirushes,  also  camel  hair  color  brushes  and  mottlers, 
are  considered  the  acme  of  perfection  by  finishers  and 
users  in  all  parts  of  Canada. 

Meakins  &  Sons  brushes  are  always  standard  qual- 
ity. Their  high-grade  kalsomine,  peerless,  Stirling  and 

perfection  are  decorators'  favorites  for,  although  a 
good  quality  of  long  bristles  are  becoming  more  diffi- 

cult to  obtain,  these  lines  have  been  kept  right  up  to 
their  original  weight.  The  daisy  oval  varnish  brush 
has,  they  claim,  no  superior  as  a  perfect  working  brush 

for  painters'  and  decorators'  use.  They  also  make  a 
full  line  of  solid  center  brushes  with  steel  compressed 
ferrules. 

In  houseliold  lirushes  Meakins  &  Sons  have  not  over- 
h)oked  any  brush  that  will  add  to  the  comfort  and 
convenience  of  the  housewife. 

Hair  brooms  in  large  variety  are  manufactured,  this 
lieing  a  splendid  line  for  the  house  furnishing  and 
hardware  trade,  being  in  increasing  demand  in  the 
better  grades  for  use  on  fine  floors  along  with  wax- 

ing brushes  for  hardwood  floors  and  borders.  In- 
chided  in  this  line  are  also  hand  and  banister  brushes, 
wall  and  cornice  brushes,  radiator  and  furnace  brushes, 
bottle,  fruit  jar  and  cream  separator  brushes,  and  all 
styles  of  kitchen  brushes.  Great  interest  was  mani- 

fested in  this  line. 

In  corn  brooms  and  Avhisks  the  Meakins  standard  are 
the  perfection,  peerless  and  paragon  brooms,  all  guar- 

anteed makes.  Horse  brushes  are  also  manufactured 
in  every  style  and  quality,  also  stable  brooms  and 
steel  brushes  for  every  purpose.  Other  specialties 
.shown  included  cocoa  mats  of  various  designs,  apple 

pickers'  baskets  and  a  full  line  of  woodenware. 
Meakins  &  Sons  were  estaldished  1852  and  are  the 

l)ioneer  brush  manufacturers  of  Canada.  They  have 
a  diploma  secured  from  the  exhibition  at  the  Crystal 
Palace,  London,  England,  more  than  half  a  century 
ago,  the  diploma  bearing  the  name  of  Prince  Albert 
consort  of  Queen  Victoria. 

RE-NU-ALL  FURNITURE  POLISH. 

"Re-Nu-All"  Avood  polish,  manufactured  by  the  Can- 
adian Wood  Polish  Co.,  Hamilton,  Ont.,  had  an  elabor- 

ate display  of  their  product  in  the  Manufacturers' 
Annex  under  the  grand  stand.  Demonstrations  were 
held  and  samples  given  out,  which  made  the  booth  a 
centre  of  interest  from  the  time  the  gates  were  open 
till  orders  came  to  close  at  night. 

This  polish  contains  no  substances  which  Avill  injure 
furniture  in  any  way,  and  the  makers  claim  that  it 
does  not  require  to  be  used  as  often  as  other  makes. 
It  can  be  used  on  any  kind  of  woodwork,  including 
hardwood  floors,  pantisote,  leather,  linoleum,  oil  cloth, 
nianos.  porcelain  sinks  and  baths,  automobile  bodies, 
and  for  many  other  uses. 

The  manufacturers  are  conducting  an  extensive  ad- 
vertising campajgn  to  help  the  dealer.  This  product 

comes  in  cardboard  cartons  and  retails  at  25  cents  a 
bottle.  In  each  carton  is  placed  a  list  showing  sev- 

eral pieces  of  cut  glass  and  on  top  of  each  carton  is  a 
coupon-.  For  the  return  of  four  of  these  coupons  ($1 
Avorth  of  Re-nu-all)  and  $1.25  in  cash,  a  householder 
is  entitled  to  any  piece  of  cut  glass  listed.  Or  they 

make  another  oft'er  that  for  $6  Avortli  of  coupons  (21 
bottles)  they  AA'ill  send  any  piece  of  etit  glass  free. 
These  facts  AA^ere  brought  to  the  attention  of  thousands 
of  people  during  the  tAvo  Aveeks  of  the  Fair.  Samples 
of  the  cut  glass  given  away  Avere  shoAvn  on  a  table  in 
the  centre  of  the  booth  and  much  interest  AA-as  aroused 
in  the  general  public.  With  a  premium  scheme  such 
as  this,  sales  cannot  help  but  result. 

H.  B.  Bagot.  the  company's  representative,  Avas  in 
charge  of  the  display. 

||j^EAKINS6S0NS|\ \y  ,  Cima4la.sl*i(meertlr'iishlf()US€ 

Canadian  National  Exhibition— Wide  Line  of  Brushes  shown  by.Meakins  &  Sons,  Hamilton 
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DOMESTIC  SPECIALTY  COMPANY'S  DISPLAY. 

The  many  lines  of  polishes  mannfaetnred  by  the  Do- 
mestic Specialty  Co.,  Hamilton,  Ont.,  were  shown  in 

an  excellent  display  in  the  Industrial  Bnildjiiig.  This 
firm  manufactures  polishes  for  all  uses,  including  var- 

ious metals,  silver,  furniture,  shoe  polish,  stove  polish, 
pipe  enamel,  aluminum,  paint,  varnish,  polish  and  fin- 

ishes for  harness. 
Demon.strations  of  work  that  can  be  done  with  these 

lines  were  held  during  the  two  weeks  of  the  Fair  and 
attracted  large  crowds  each  day. 

Veribrite  Venoil  was  featured.  This  is  an  excellent 

furniture  polish  made  for  use  on  all  kimls  of  Avood- 
work.  from  a  piano  to  a  chair.    It  cleans  and  polishes 
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to  the  best  advantage  and  is  excellent  for  dusting  pur- 
poses. 

The  line  of  most  interest  to  hardware  men,  however, 
was  their  Satin  Gloss  harness  dressing.  This  is  too 
well  known  to  dwell  upon  to  any  extent,  except  to 
say  that  tlie  manufacturers  report  that  their  sales  on 
this  line  during  the  past  year  have  gone  beyond  all 
expectations. 
Many  a  gold  M'atch  was  brightened  up  with  Ideal 

Silver  Cream.  This  is  a  vegetable  preparation  and  used 
for  cleaning  silver  or  gold,  with  positive  assurance 
that  it  will  not  scratch.  It  is  put  up  in  25  and  50 
cent  sizes. 

Running  along  the  front  of  the  booth  was  a  thick 
brass  rod  and  this  was  polished  several  times  daily  to 

demonstrate  the  good  points  of  "Klondike"  metal  pol- 
ish, a  product  made  for  polishing  brass  and  other 

meitals. 

"Ideal"  leather  ]iolish  and  various  brands  of  shoe 
polish  also  were  shoAvn.  Two  handsome  electric  light 
globes  outside  the  booth  bore  an  advertisement  call- 

ing attention  to  "Staon"  shoe  polish. 

OTHER  DISPLAYS  OF  INTEREST. 

Burrow,  Stewart  &  Milne,  Hamilton,  made  a  large 
display  of  kitchen  ranges,  base  burners  and  oak  stoves, 
and  upheld  their  old-time  reputation  of  being  one  of 
the  leading  stove  manufacturing  concerns  in  Canada. 
Their  Royal  Jewel  range  was  one  of  their  leaders,  it 
being  shown  along  with  their  Electric  Jewel,  Dominion 
Jewel,  Social  Jewel  and  other  members  of  the  Jewel 
family  of  kitchen  ranges.  The  Quebec  Jewel  heater 
and  the  Jewel  laundry  stove  were  also  exhibited  with 
two  si/es  of  the  Jewel  warm  air  furnace. 

Clare  Bros.,  Preston,  had  a  striking-looking  kitchen 
range  on  exhibit,  it  being  finished  in  burnished  copper 
for  show  purposes.  The  Peninsular  line  of  steel  and 
cast  iron  ranges  was  shown  in  great  varieties  together 
with  several  styles  of  cast  iron  kitchen  S'toves.  An 
extensive  line  of  Peninsular  base  burners  and  oak 

stoves  were  included  in  the  display  together  with  var- 
ious sizes  of  the  Hecla  and  Empress  hot  air  furnaces 

and  a  full  line  of  Dominion  hot  air  registers. 
Canadian  Heating  &  Ventilating  Co..  Owen  Sound, 

made  an  exceedingly  neat  display  this  year  arranged 
A^'ith  a  backgroimd  of  Empire  steel.  Empire  Queen  and 
Chinook  range*,  separated  by  columns  made  up  of 
^Moorish  and  Empire  special  wall  registers  and  faces. 
On  the  platform  beloAV  was  shown  a  wide  range  of 
steel  and  east  iron  ranges,  oak  stoves  and  Quebec  heat- 

ers, included  also  being  samples  of  their  Avell-known 
Empire  King  furnace.  The  display  exceeded,  in  ap- 

pearance and  variety,  any  previously  made  by  this 
company  and  was  very  creditable  to  the  company 
and  their  Ontario  representative,  Mr.  Filsinger. 

C.  Norsworthy  Co.,  St.  Thomas,  in  their  exhibit  this 
year  featured  their  leader,  the  Canadian  Howard 
Double  Radiator  Warm  Air  furnace.  They  also  showed 
the  Howard  hot  water  boiler  and  their  new  hot  air 
furnace,  the  Summit  low  down,  the  special  features  of 
which  are  the  extra  large  fire  door,  the  combustion 
chamber,  full  sized  fire  pot.  the  extra  large  air  space, 
the  revertable  flue  in  radiator  and  the  direct  and 
automatic  gas  damper.  Hamilton  &  Stott,  St.  Thomas, 
who  are  associated  Avith  the  NorsAvorthy  Co..  exhibited 
their  Avell-knoAvn  lines  of  Jones  sidcAvall  registers  in 
the  Canadian  HoAvard  furnace  display. 

Gait  Stove  &  Furnace  Co.,  Gait,  made  a  very  nice 
display  of  their  various  products.  The  Banner  Chief- 
tan,  their  high-class  steel  range,  occupied  the  center, 
AA'hile  on  the  side  were  tAvo  types  of  the  ncAV  Perfect 
and  Economy  steel  ranges,  an  ideal  range  for  a  cheap 
class  of  trade.  The  Art  Banner  and  Sterling  Banner 
cast  ranges  and  Banner  oak  stoA'es  and  the  Banner 
furnace  Avere  also  shoAvn  together  Avith  the  IMajestic 
coal  chute  Avhich  has  become  a  A'ery  ]iopular  seller. 

Northern  Aluminum  Co.,  Toronto,  had  a  very  attrac- 

tive shoAving  of  their  extensive  line  of  "Wear-Ever" 
aluminum  cooking  utensils,  the  goods  being  shoAvn  on 
a  black  background  A\ath  hidden  liahts,  showiiujc  them 
up  most  attractively.  For  ideas  in  management  of 
kitchen  utensils  in  Avindow  and  store  displays,  this 
booth  contained  many  ])ra('ti('al  suggestions.  A  gas 
plate  was  also  connected  up  on  the  counter  fm-  demon- 

stration purposes. 

Hall  Zryd  Foundry  Co.,  Hespeler,  exhibited  their 
line  of  Pilot  steel  and  cast  iron  ranges  in  A'arious 
rn'odels.  Three  sizes  of  Pilot  Brilliant  stoves  Avere 
shoAvn  and  tAvo  sizes  of  Quebec  heaters  mounted  on 
feet  and  having  one  and  tAvo  hole  cooking  plates  on 
the  top.  Samples  of  their  Pilot  Success  and  Superior 
furnaces  Avere  also  shoAvn. 

Percival  Plow  &  Stove  Co.,  Merrickville,  exhibited 

their  "Colonial"  line  of  ranges  and  Imperial  base  burn- 
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ing  oaks  as  well  as  a  couple  of  sizes  of  Quebec  heat- 
ere.  The  feature  of  their  exhibit  was  their  three-in- 
one  Colonial  coal  and  wood  range  with  three  hole  gas 
burner  and  oven  extension,  a  range  which  during  the 
past  year  has  proved  to  be  a  very  satisfactory  seller. 

D.  Moore  Co.,  Hamilton,  maintained  their  reputation 
as  having  one  of  the  finest  stove  displays  at  the  ex- 
hibition. 

Supreme  Heating  Co.,  Welland,  made  a  larger  dis- 
l)lay  than  in  previous  years,  adjoining  one  of  the  en- 

trances to  the  stove  building,  featuring  various  styles 
of  their  Supreme  steel  ranges  and  Modern  Renown 
cast  ranges.  A  new  line  shown  was  their  Supreme  oak 
stove,  fitted  with  their  patent  triangular  shell  bar 

grate. 
Harriston  Stove  Co.,  Harriston,  occupied  their  usual 

position  on  one  of  the  most  prominent  corners  in  the 
stove  building,  they  making  a  handsome  display  of 
their  Royal  line  of  stoves  and  ranges.  Included  in 
the  display  were  also  samples  of  the  Royal  oak  stoves 
in  various  sizes  and  Marvel  cast  siteel  range. 

Lowe  Bros.,  Toronto,  paint  makers  and  varnish  mak- 
ers, occupied  a  very  striking  booth  in  the  Industrial 

building,  featuring  panels  demonstrating  the  duty  and 
artistic  features  of  their  Mellotone  flat  wall  finish. 
These  panels  were  arranged  around  the  booth  Avith  a 
neat  arrangement  of  colored  sample  paddles  showing 
the  varied  line  of  paint  and  varnish  prodncts.  A  win- 
do\V  display  cut-out  was  shown  in  the  center  of  the 
booth  and  on  the  walls  a  unique  arrangement  of  cans 
suspended  on  neat  wall  brackets  graduated  Tipward 
from  the  front  of  the  booth.  The  decoration  of  the 

booth  was  completed  by  the  use  of  a  number  of  elec- 

tric globes  shoAviug  the  "IT.  S. "  trade  mark. 
Glidden  Varnish  Co.,  Toronto,  constructed  a  new 

booth  this  year  and  decorated  it  Avith  their  own  line 
of  water  proof  tiat  varnishes.  Samples  of  Jap-a-lac, 
green  label  varnishes  and  several  Glidden  products 
were  shown  in  the  display  together  Avith  samples  of 
the  effective  windoAV  trims  Avhieh  helped  to  create  a 
large  volume  of  Ja^i-a-lac  business  for  hardware  mer- 

chants throughout  Canada  this  year.  Demonstrators 
Avere  also  present  to  shoAv  the  ease  AAdth  Avhich  any 
house-holder  can  use  Jap-a-lac  in  varnishing  floors  and 
Avood-AA^ork  and  the  demonstration  attracted  large 
croAvds  each  day. 

A.  Ramsay  &  Son  Co.,  Montreal,  made  a  display 
Avhich  Avas  particubudy  interesting  to  country  folks. 

On  a  mounted  floor  of  real  grass,  a'  miniature  cottage, 
stable,  barn,  silo.  Avindmill  and  flag  pole,  Avas  laid 
ont,  a  sign  being  suspended  above  .bearing  the  Avords 

"Painted  with  Ramsay's  Paint."  The  AA'hole  arrange- 
ment is  Avell  suited  for  a  paint  AvindoAV  display  in 

spring  time,  the  miniature  buildings  being  lighted  in- 
side and  the  Aviiidmill  being  operated  by  a  draft  of 

air  created  by  an  electric  fan,  a  similar  fan  being 
utilized  to  keep  the  flag  on  the  flag  pole  constantly  in 
motion. 

Erie  Iron  Works,  St.  Thomas,  featured  in  their  ex- 
hibit tAvii  I'nes  of  particular  inte'"est  to  hardwaremen, 

one  beiny  their  adjustable  Avater  lawn  roller,  a  steel 

tank  into  which  water  is  squir'ted  from  a  laAvn  hose 
Avhen  desired,  and  the  other  ncAv  line  is  their  steel  tray 
AvheelbarroAvs. 

Brantford  Roofing  Co.,  Brantford,  erected  a  model 
huilding  on  the  exhibition  grounds  this  year,  it  being 
floored  and  roofed  Avith  Brantford  asphalt  roofing.  The 
interior  Avas  Availed  Avith  rolls  of  their  various  products 
Avhile  on  the  spacious  verandah,  sample  rolls  of  Brant- 

ford Rubber  roofing,  Brantford  Asphalt  roofing.  Brant- 
ford Crystal  roofing,  MohaAAd?:  roofing,  Braneo  roofing, 

and  Climax  insulating  paper,  Avere  shoAA^n.  A  unique 
demonstration  of  the  good  quality  of  Brantford  roofing 
Avas  made  in  front  of  the  builcling,  tanks  being  con- 

structed by  folding  the  roofing  into  the  form  of  boxes, 
held  together  Avith  straps  on  the  top.  These  tanks 
Avere  filled  Avith  Avater  and  proved  that  the  roofing  is 
Avaterproof. 

Canadian  H.  W.  Johns-Manville  Co.,  Toronto,  had  a 
booth  in  the  form  of  a  small  building  on  Avhieh  as- 

bestos roofing  was  used.  Small  miniature  buildings  for 
AvindoAv  display,  lighted  inside  and  covered  Avith  as- 

bestos roofing  Avere  also  shoAvn,  An  interesting  fea- 
ture of  the  exhjbit  Avas  the  fire  test  being  constantly 

made  on  a  sheet  of  'asbest(xs  roofing,  a  fiame  from  a  blow 
torch  being  poured  constantly  against  the  asbestos 
without  causing  it  to  show  any  apparent  results.  The 

booth  Avas  lighted  by  the  "linolite"  system  used  for 
shoAV  windoAv  and  shoAv  case  illumination. 

Gendron  Manufacturing  Co..  Toronto,  shoAved  sev- 
eral ncAv  lines  in  their  exhibit  in  addition  to  their  Avell- 

known  makes  of  children's  go-carts,  dolls'  carriages, 
sleds,  hoys'  automobiles,  express  Avagons,  iuA'alid chairs,  rattan  furniture,  mirrors,  bath  cabinets  and 
bathroom  fixtures.  The  ucav  line  Avhich  attracted  most 

attention  Avas  the  pedestal  table  lamp  of  rattan,  hand- 
somely decorat(>d  and  lighted  Avith  electric  globes.  For 

living  rooms,  verandahs  and  dens,  these  lamps  are  cer- 
tain to  be  in  big  demand.  A  ncAV  club  arm  chair  made 

of  rattan  Avith  receptacles  for  ash  tray,  drinking  glass 
and  books  also  atfi'acfpd  much  favorable  comment. 

Barnett  Manufacturing  Co.,  RenfreAV,  exhibited  a 
large  line  of  store  and  house  refrigerators.  Their  line 
has  Avon  great  popularity  Avith  the  hardAvare  trade  on 
account  of  thciir  excellent  selling  qualities,  they  being 
knoAvn  as  the  refrigerator  that  breathes. 

S.  F.  BoAvser  and  Co.,  Toronto,  manufacturers  of  oil 
storage  sy.stems,  exhibited  their  various  styles  of  tanks 
and  pumps  used  by  merchants,  manufacturers,  'auto- 

mobile OAvners,  etc.,  in  economically  taking  care  of  the 
oils  handled  in  their  A'arious  buvsinesses.  The  BoAvser 
exhibit  Avas  the  center  of  attraction  for  hardAvaremen 

Avho  like  to  keep  in  touch  Avith  the  most  up-to-date 
methods  of  preventing  Avaste  and  keeping  doAvn  fire  in- 

surance costs. 

Carborundum  Co.,  Niagara  Falls,  N.Y.,  had  Iavo  dis- 
l)lays,  one  for  manufacturers  in  the  Machinery  Hall 
and  another  for  merchants  and  consumers  in  the  In- 

dustrial building.  In  the  latter  display,  a  full  line 
of  razor  hones,  razor  strops,  grirulers  and  other  abras- 

ives was  shown.  Sample  cases  Avindovv  trims,  and  other 

selling  helps  were  also  included. 
Cummer-DoAVSW^ell,  Limited,  Hamilton,  demonstrat- 
ed their  Avater  motor  Avashing  machines  to  eroAvds  of 

people  every  day.  Tavo  machines  Avere  connected  up 
to  ordinary  city  Avater  taps  and  the  ease  Avith  Avhieh 
they  kept  in  operation  Avhile  cleansing  tubs  of  clothes 
caused  large  numbers  to  leave  orders  for  these  increas- 

ingly popular  machines. 
Auto  Strop  Safety  Razor  Co.,  Toronto,  demonstrated 

their  razors  and  scA'eral  of  their  ucav  automatic  Avin- 

doAv  displays  in  a  booth  in  the  ]\Ianufacturers'  Build- 

ing. 

Hamilton  Whip  Co.,  Hamilton,  displayed  several 
hundred  samples  of  horse  AAdiips  and  lashes,  their  line 
being  sold  quite  exteusiA^ely  by  hardAvare  retailers. 
American  Woodenw^are  Co.,  Toledo,  Ohio,  exhibited 

a  line  of  e,lectric,  AA^ater  and  hand  poAver  Avashing  ma- 
chines, churns  and  Avooden  flower  pots. 

Steel  Trough  and  Machine  Co.,  Tweed,  disi^layed 
their  line  of  sanitary  closets,  sanitary  lavatories,  steel 
tanks  and  steel  troughs. 
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Good  Fall  That  Canada  is  entering  upon 
Trade  Outlook.  the  Fall  trade  campaign  with 

prospects  as  bright,  if  not 
more  so,  than  in  the  beginning  of  the  year,  must  be 
patent  to  everyone. 

It  is  true  that  some  anxiety  has  been  felt  during 
the  past  few  weeks  regarding  the  crops  in  the  West, 
but  at  the  time  of  writing  weather  conditions  are  much 
more  favorable  to  harvesting,  and  while  damage  has 
been  done  and  more  may  be  done  before  threshing  is 
over,  there  is  little  doubt  about  the  crop  being  a  record 
one.  There  are  approximately  two  million  acres  more 
under  cultivation  than  there  was  last  year,  and  the 
value  of  the  various  gra,ins  is  estimated  between 
$290,000,000  and  $300,000,000. 

In  Ontario  the  grain  crops  have  been  damaged,  but 
with  live  stock,  and  hay,  root  and  fruit  crops,  and 
the  dairying  industry  in  fair  to  excellent  condition, 
the  farmers  of  that  province  are  assured  of  a  good  re- 

turn for  their  efforts. 

As  to  the  present  condition  of  business  no  better 
guarantee  can  be  found  than  the  railway,  banking  and 
clearing  house  returns.  These  all  show  from  week  to 
week  and  month  to  month  substantial  increases  over 
the  corresponding  periods  of  last  year.  The  clearing 
house  returns  show,  with  almost  extraordinary  uni- 

formity, an  increase  of  25  per  cent,  each  week  over 
the  same  time  a  year  ago.  Among  the  railways  the 
Aveekly  increase  in  the  earnings  of  the  Canadian  Paci- 

fic are  running  to  over  $400,000. 
The  money  market  is  naturally  tightening  at  th^s 

time  of  the  year,  but  that,  of  course,  is  the  experience 
of  every  Fall.  The  banks,  liowever,  have  more  money 
at  their  command  than  ever  before,  and  it  is  significant 
that  the  increase  in  depoiuts  is  approximately  'the 
same  as  that  in  the  commercial  loans,  while  the  notes 
in  circulation  are  7.6  per  cent,  larger  than  a  year  ago. 

Turning  to  the  foreign  trade  of  the  country  the  con- 
ditions are  also  gratifying.  The  returns  for  the  first 

two  months  of  the  fiscal  y?ar,  which  are  the  latest 
available,  show  that  in  impo;''ts  there  is  an  increase  of 
139  per  cent,  and  in  exports  of  80  per  cent,  compared 
with  the  same  period  of  1911 

Other  contributing  factors  to  the  prosperity  of  the 
country  are  the  large  sums  of  money  that  are  being 
expended  in  railway  construction  and  betterment  and 
the  influx  of  immigrants  wi'tti  their,  in  the  aggregate, 
many  millions  of  dollars. 

Every  dollar  saved  by  taking  your  discounts  is 
a  dollar  earned. 

Orders  for  That  there  will  be  a  repetition 
Fall  Goods.  of  the  car  shortage  that  was 

experiened  last  Fall  there  is 
no  doubt.  Although  the  railway  companies  have  at 
their  disposal  a  great  many  more  locomotives  and  cars 
than  a  year  ago,  it  must  be  remembered  that  the  re- 

quirements of  the  country  are  a  great  deal  larger  than 
they  were  then,  both  in  regard  to  merchandise  and  the 
various  products  of  the  farm. 
We  have  for  some  time  been  urging  retail  dealers 

throughout  Canada  to  place  their  orders  early  and 
accept  delivery  forthwith  of  seasonable  Fall  lines,  and 
particularly  such  lines  as  stoves  and  furnaces.  Many 
have  acted  upon  the  suggestion.  Those  who  have  not 
shjould  do  so  immediately.  One  thing  is  certain,  the 
longer  it  is  delayed  the  smaller  will  be  their  chances 
of  having  their  goods  in  stock  when  they  are  most 
wanted. 

Perseverance  is  a  good  thing  for  mercha?its 
as  well  as  for  saints. 

A  New  Parcel  There  is  now  no  longer  any 
Post  System.  question  in  regard  to  a  new 

parcel  post  system  in  the  Unit- 
ed. States.  After  many  months'  discussion  both  houses 

of  Congress  have  decided  upon  a  measure,  and  the 
new  law  will  go  into  etifeet  at  the  beginning  of  next 

year. 
Although  greatly  extending  the  old  the  new  system 

is  not  what  its  original  promoters  designed  it  should 
I)e.  What  was  designed  was  a  system  that  would  pro- 

vide a  flat  rate  for  all  parts  of  the  country.  Instead 
of  this  the  measure  as  enacted  divides  the  United 
States  into  eight  zones  with  rates  running  from  5c. 
for  the  first  pound  and  3c.  for  each  additional  pound 
within  the  first  zone  to  12c.  for  the  first  pound  and 
12e.  for  each  additional  pound  in  the  eighth  zone.  In 
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weig-ht  a  parcel  must  uot  exceed  eleven  pounds  nor 

iu  size  seventy-two  inches  in  length  and  girth  combined. 

That  the  new  system  is  disappointing  to  the  mail 

order  firms  is  obvious,  they  being  particularly  desirous 

of  obtaining  a  flat  rate  that  would  apply  to  the  whole 
country  irrespective  of  distance  to  be  covered. 

To  tiie  fight  which  the  retail  merchants  of  the  Unit- 
ed States  have  put  up  may  luihesitatingly  be  ascribed 

the  failure  of  the  promoters  of  the  system  to  carry  out 

their  original  intention.  That  the  mail  order  houses 
wiU  endeaver  from  time  to  time  to  secure  amendments 
to  the  Act  may  be  taken  for  granted. 

The  new  parcel  post  system  which  the  United  States; 
lias  adopted  is  not  without  passing  interest  to  the 
merchants  of  Canada.  And  the  fact  that  the  system 
which  Avill  go  into  effect  in  the  neighboring  Republic 
on  January  1  has  been  deprived  of  at  least  some  of 
its  most  objectionable  features  is  encouraging  to  retail 
merchants  in  Canada.  It  will  immensely  strengthen 
their  position. 

In  Canada  Ave  have  not  to-day,  strictly  speaking, 
a  parcel  post  system;  but  we  have  what  is  termed  a 
merchandise  rate  of  Ic.  per  ounce  or  16c.  per  pound. 
In  weight  no  package  must  exceed  5  pounds,  nor  in 
size  30  inches  in  length  by  1  foot  in  width  or  depth. 

It  is  quite  apparent  that  the  new  parcel  post  system 
in  the  United  States,  modified  and  all  as  it  has  been,  is 
much  more  favorable  to  the  mail  order  houses  than  the 

Ca*aadian  merchandise  rate.  We  may  therefore  ex- 
pect to  see  a  resumption  of  the  agitation  in  this  coun- 

try before  a  great  Avhile. 
The  duty  of  retail  merchants  who  are  opposed  to 

the  inauguration  of  rates  more  favorable  to  the  mail 
order  houses  is  obvious. 

He  is  a  wise  merchant  ivJio  keeps  his  business 
' '  on  the  go. " 

Increased  Imports  The  active  demand  which  the 
of  Hardware  country   is    experiencing  for 
and  Metals.  hard^vare  and  allied  lines  is 

reflected  in  the  trade  returns 
for  the  first  two  months  of  the  fiscal  year,  Avhieh  are 
recently  to  hand. 

In  practically  all  lines  sold  by  hardware  and  metal 
dealers  there  is  a  material  increase  compared  with 
the  same  period  a  year  ago. 

One  of  the  most  outstanding  increases  is  in  galvan- 
ized sheets  and  Canada  plates,  there  being  a  gain  of 

nearly  half  a  million  dollars  in  the  period  named.  Un- 
der the  hardAvare  classification  there  was  a  gain  of 

nearly  $40,000.  "Locks  of  all  kinds"  increased  about 
$13,000.  Nails  and  spikes  increased  three-fold.  Cut- 

lery imports  jumped  $33,000. 

The  increase  in  the  importation  of  stoA'es  is  quite 
significant.    It  amounts  approximately  to  37  per  cent. 

The  imports  of  holloAvare  more  than  doubled,  nickle- 
plated  ware  increased  $60,000.  and  tin  and  manufac- 

turers thereof  shoAv  a  gain,  of  $556,000. 

Imports  of  gas,  oil  and  electric  fixtures  increased 
fr'Din  .$84,092  to  .  $108, 713,  and  lamps  and  lanterns  of 
variou.s  descriptions  from  $136,414  to  $245,000. 

The  total  imports  of  iron,  steel,  metals  and  manu- 
factures thereof  during  the  two  months  Avere  $22,- 

931,451.  an  increase  of  nearly  47  per  cent,  compared 
Avith  the  same  period  last  year. 

Another  significant  feature  of  the  returns  is  that 
the  increases  are  as  a  rule  more  marked  in  the  imports 
from  the  United  States  than  from  any  other  country. 

Business  A  Avorthy  example  of  business 
Honesty.  integrity  occurred  last  month 

when  many  Ontario  hardAvare 
manufacturers  received  cheques  from  W.  E.  Lachance, 
a  former  hardAvareman  AA^ho  is  now  a  successful  con- 

tractor in  Hamilton.  Mr.  LaChance  failed  in  business 

a  fcAV  years  ago  and  a  liquidator  diA^ded  his  estate 
amongst  his  creditors.  The  matter  AA^as  legally  closed, 
but  Mr.  LaChance  felt  the  moral  obligation  and  has 
now  paid  his  debts  in  full. 

A  similar  ease  occiirred  in  Toronto  last  year  AA^hen 
Mr.  Sanderson  Pearcy  sent  cheques  for  considerable 
sums  for  balances  unpaid  Avhen  his  estate  was  liquid- 

ated about  tAventy  years  ago  folloAving  his  business 
suspension  resulting  from  losses  sustained  during  the 
hard  times  of  the  early  nineties.  All  legal  obligations 
Avere  adjusted  but  as  soon  as  fortune  again  favored 

him  he  determined  to  pay  off  CA'ery  old  balance.  It 
meant  a  big  sum  in  the  aggregate,  but  Mr.  Pearcy 
saw  that  e\^ery  former  creditor  received  a  hundred 
cents  on  his  old  claim. 

In  Pittsburg  there  is  a  monument  upon  which  there 

is  this  inscription:  "Erected  in  honor  of    in  his 
lifetime."  Too  often  kind  words  are  left  for  to  be 
said  after  the  deserA-ing  pers-on  has  passed  out  of  this 
life.  Canadian  HardAvare,  hoAveA'er,  is  pleased  to  be 
able  to  refer  to  the  tAvo  instances  quoted  of  men.  to 
AA-hom  "a  clean  sheet"  is  Avorth  more  than  an  over- 
floAving  poeketbook. 

//  we  don't  learn  by  expetience  we'll  never 
learn  by  any  other  method. 

Cultivate  It  pays  to  cultivate  the  farmer, 
the  Farmer.  As  a  class  there    is  probably 

none  more  prosperous  in  Can- 
ada to-day.  And  there  is  no  class  that  respond  more 

quickly  to  the  influence  of  advertising.  This  has  been 
proved  over  and  over  again  by  actual  tests. 

But  hardwaremen  should  shoAV  the  farmer  that  they 
are  not  only  interested  in  securing  his  business.  There 

are  many  problems  AA'ith  Avhich  the  farmers  of  the 
country  are  obsessed. 

One  of  their  chief  problems  relates  to  transportation. 
They  Avant  better  country  roads  and  better  and  cheaper 
freight  accommodation. 

These  are  problems  Avhich  also  concern  liardAvare- 
men.  By  shoAving  their  sympathy  Avith  the  farmer  they 
are,  therefore,  helping  themselves  in  a  two-fold  sense. 
First,  by  securing  better  and  cheaper  transportation, 

and.  secondly  by  getting  the  farmers'  good  Avill, 
Avhich  counts  a  great  deal  in  business  getting. 

The  hardAvareman  Avho  studies  Avays  and  means  of 
ingratiating  himself  Avith  the  farmers  in  his  neighbor- 

hood Avill  discover  many  Avays  Avhereby  he  can  do  so. 
He  who  stands  in  with  the  farmer  will  get  much  of 

his  trade.  And  he  Avill  get  it  easier,  for  the  advertis- 
ing and  business  getting  methods  generally  of  the 

hardwareman  who  has  the  good  avUI  of  the  farmer 
Avill  naturally  have  greater  influence  upon  him  than 
Avould  otherAvise  be  the  case. 

We  must  depend  on  the  trade  press  for  the  inforfnafton  that 
keeps  us  posted  in  regard  to  changes  in  conditions,  and  it  is 
they  who  rtmst  champion  our  causes.  They  have  been  a 
power  in  preaching  the  gospel  of  organization  and  we  trust 
that  in  the  future  as  in  the  past  we  shall  have  the  assistance 
and  encouragement  that  has  so  materially  helped  us  to  make 
the  organization  what  it  is  to-day.  To  the  boys  of  the  trade 
press  we  bow  grateful  acknowledgment  of  their  sen<icts. — 

John  A.  Green. 
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Net  Prices  vs.  List  Prices 

By  Frederic  W.  Gardner 

Many  years  ago  it  was  customary  amongst  the  larger 
manufacturers  to  issue  a  price  list,  which  was  intended 

to  represent  the  -average  retail  prices  of  the  goods,  and 
then  quote  a  discount  of  say  30  per  cent.,  which  gave 
the  merchant  40  per  cent,  gross  profit,  with  an  allow- 

ance of  about  5  per  cent,  for  freight  and  breakage. 
Traveling  men  in  those  days  made  the  strong  point 

that  theirs  were  profitable  goods  to  handle,  and  made 
much  of  the  liberal  discount  made  by  them  from  what 
was  made  to  appear  as  the  established  retail  price. 

Very  soon  the  "price-cutter"  commenced  to  make  an 
"extra"  Si/o  per  cent,  or  5  per  cent,  additional  dis- 

count; arranged  their  lists  so  that  these  "extra  dis- 
counts" did  not  cut  into  their  profits,  and  soon  the 

bewildered  merchant  became  a  "discount  chaser,"  with 
the  result  that  he  soon  learned  that  "discounts"  were 
merely  a  deceptive  myth,  and  no  intelligent  merchant 
of  to-day  can  longer  be  gulled  into  the  belief  that 
"discounts"  cut  any  figure;  in  proof  of  which  it  is 
well  known  that  houses  whose  lists  are  arranged  so  as 
to  give  60-10-10  and  5  and  2,  are  not  doing  as  much 
business  as  houses  whose  prices  are  net. 

There  are  certain  difficulties  surrounding  a  net  price 

list,  which  are  difficult  to  overcome,  but  they  are  not 

nearly  so  difficult  as  the  "time-taking"  and  annoying 
figuring  of  discounts.  Hardware  merchants  who  sell 

stoves  are  so  surfeited  with  "discounts"  of  all  kinds, 
that  they  welcome  the  quotation  of  a  net  price.  Fur- 

niture merchants  are  not  used  to  "discounts"  and  have 
no  time  to  figure  them,  or  patience  with  them. 

The  theory  that  discounts  blind  competitors  to  actual 

prices  is  ridiculous,  as  any  manufacturer  can,  in  these 

days,  obtain  the  net  prices  of  any  of  his  competitors 

as  easily  as  he  can  get  his  discounts. 
One  objection  to  printing  net  prices  is,  that  they 

might  be  seen  by  consumers,  but  this  objection  is  very 
easily  overcome. 

I  do  not  believe  in  uniform  discounts,  but  I  do  believe 

in  prices  which  are  the  easiest  and  quickest  to  get  at. 

and  I  therefore  favor  either  net  prices,  one-half  off 

(or  50  per  cent,  discount),  or  the  establishment  of  an 

average  retail  price,  with  such  a  discount  as  would  af- 
ford the  merchant  a  reasonable  retail  profit. 

Excessive  or  "extraordinary"  discounts  have  out- 
lived their  usefulness,  and  no  merchant  deserving  of 

credit  can  be  longer  deceived  by  them. 

A  START  IN  BUSINESS  WITH  $800. 

"I  started  in  the  hardware  business  with  an  $800 
'stock.  That  sum  represented  several  years'  savings, 
and,  accordingly,  loomed  large  in  my  estimation.  Be- 

fore ordering,  I  feared  that  the  store  I  had  rented 

would  be  unable  to  accommodate  so  many  dollars' 
worth  of  merchandise.  But,  when  the  goods  came,  the 
shelves  swallowed  them  with  one  greedy  gulp,  and — 
begged  for  more. 

"Then  desperation  bred  the  art  of  spreading  out  the 
stock,  this  way  and  that  way — any  way  to  take  up  the 

most  room.  Boxes  were  broken  and  the  contents  scat- 
tered about.  At  intervals,  an  especially  blank  space 

was  covered  with  heaps  of  nails.  Stacks  of  empty 
cartons  gave  an  impression  of  a  generous  reserve. 

"I  rapidly  grew  proficient  as  a  space  filler.  Arrange- 
ment of  stock  was  controlled,  not  by  lines,  but  by  the 

necessity  of  making  a  good  showing,  which,  as  I  then 

An  attractive  store  front  of  Brysoii  &  Sons,  New  Westminster. 
Note  the  striliing  effect  of  tiie  upper  windows. 

saw  it,  demanded  that  the  public  estimate  my  invest- 
ment at  $2,400,  instead  of  $800. 

"Whether  I  bluffed  many  people,  is  a  question,  hut 
I  do  know  that  fills'  arrangement,  or.  rather,  mixture 
of  merchandise  often  proved  confusing  to  my  own 

good  judgment. 
"Several  times  I  was  caught  in  the  meshes  of  my 

own  weaving,  and  soon  found  it  impossible  to  state 
definitely,  without  a  tedious  search,  whether  or  not 
an  item  asked  for  was  in  stock.  At  times  I  ordered 
goods  of  which  I  later  found  an  adequate  supply.  The 
inability  to  tell  when  my  purchase  of  an  article  was 

nearly  "exhausted,  often  left  me  gazing  dejectedly  after 
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a  retreating  customer,  whose  requirements  I  had  been 
unable  to  satisfy. 

"Yet,  in  spite  of  this,  and  because  of  the  fact  that 
years  broadened  the  hardwareman's  field,  my  business 
increased,  and,  necessarily,  the  amount  of  stock  car- ried. 

"Then  contraction,  instead  of  expansion,  became 
the  aim.  and,  yet,  so  thoroughly  did  I  acquire  the 
habit  of  scattering  stock,  and  so  quickly  would  a  new 
clerk  recognize  that  the  boss  required  no  semblance 
of  a  systematic  arrangement,  that,  until  last  inventory, 

my  ads  might  properly  have  read:  'Heaps  of  Hard- 
ware at  Hawley's.' 

"As  a  means  of  enlightenment,  that  inventory  was 
a  gr^at  success,  but,  so  incredible  did  the  results  seem 
that  I  could  only  gaze  dully  at  the  figures. 

"For  once,  I  'knew  where  I  was  at.' 
"Thus  began  my  conversion. 
"And  now,  the  clerk  who  clears  the  counter  by  plac- 

ing the  goods  somewhere,  with  no  regard  for  the  sys- 
tem of  the  store,  which  took  form  during  the  troub- 

lous times  of  inventory,  is  going  to  hear  from  'The  Old 

Man.'  " 

ROPE  VALUES. 

The  apparent  value  of  rope  is  in  the  price  per 
pound,  the  real  value  is  in  the  strength  and  length. 
Tcfortunately  these  have  no  relation  which  is  self-evi- 

dent to  the  purchaser.  He  must  independently  com- 
pare them  if  he  would  determine  just  how  much  he  is 

getting  for  his  money.  When  he  does  he  will  find  that 
the  best  rope  proves  to  be  the  cheapest.  The  follow- 

ing results  of  a  recent  reliable  test  show  this  conclu- 
sively. The  coils  of  rope  of  the  same  size  (one-ihalf 

inch  diameter)  were  purchased  in  the  same  store,  one, 

here  designated  as  "A,"  was  of  the  highest  grade 
manila,  the  other,  designated  "B."  was  of  an  inferior 
grade,  but  called  "manila,"  although  selling  for  three 
cents  less  per  pound.  They  Avere  weighed,  measured 
and  tested  for  strength  on  a  reliable  testing  machine 
with  the  following  result:^ 

"A"  "B" 
Length  of  rope  in  coil                  1,250  ft.  1,070  ft. 
Weight  of  coil  with  lashings  ...      97  lbs.  97  lbs. 
Weight  of  lashings                            1  lb.  3  lbs. 
Price  per  pound                                12  ets.  9  cts. 
Comparative  price  per  100  ft.  .  .       93  cts.  82  ets. 
Breaking  strength                         2,907  lbs.  1,450  lbs. 

Compar.  value  ("A"  worth  12c.)       12  cts.  5%  cts. 
These  figures  are  Avell  worth  the  careful  study  of 

any  one  who  buys  even  one  dollar's  worth  of  rope. 
It  will  be  seen  that  although  the  two  ropes  in  the 

illustration  were  the  same  size  and  the  coils  weighed 

the  same,  coil  "A"  contained  nearly  two  hundred  feet 
more  rope  than  "B."  It  will  also  be  seen  that  while 
rope  like  "B"  can  be  boiight  at  three  cents  per  pound 
less  than  "A,"  the  actual  cost  of  100  feet  is  only  eleven 
cents  less. 

The  difference  is  better  shoAvn  when  we  consider  the 

most  important  quality  of  these  ropes — ^the  strength. 
The  figures  indicate  that  "B,"  although  much  heav- 

ier, was  less  than  one-half  as  strong.  Assuming  the 
value  of  "A"  to  be  12  cents  per  pound,  a  simple  cal- 

culating shows  that,  taking  into  consideration  weight 

and  strength,  the  comparative  value  of  "B"  is  only 
5%  cents  per  pound.  Or.  to  return  to  the  original  pro- 

position, when  high-grade  rope  like  "A"  can  be  bought 
for  12  cents  per  pound,  every  penny  above  5%  cents 

per  pound  paid  for  rope  like  "B"  is  absolutely  wasted. 

Of  course  the  same  proportion  holds  good  with  the 

price  of  "A"  higher  or  lov/er. 
Actual  figures  might  vary  in  other  cases,  but  the 

results  are  typical  of  those  always  obtained  in  buying 
low-grade  rope. 

ABNER  SERRILL  LOSES  AN  OLD  CUSTOMER. 

"Mornin'  Abner,"  shouted  Farmer  Blythe,  as  he 
bustled  into  Abner  Serrill's  store. 
"Want  a  roll  of  chicken  wire,  some  staples,  four 

pound  o'  10-penny  nails  and  three  rolls  of  roofin'.  Got 
to  patch  the  barn  up  again.  'Pears  to  me  it's  nothing 
but  patch  it  up  all  the  time." 
"What  kind  o'  roofin'  will  ye  have,  Silas?"  said 

Abner.  "I've  got  three  or  four  kinds.  Here's  a  lot 
T  kin  let  ye  have  cheap.  Got  it  at  a  special  price  like. 

If  you  want  it  I'll  sell  it  to  ye  10  cents  cheaper." 
The  three  rolls  Avere  purchased  and  the  next  day 

Farmer  Blythe  put  in  the  entire  morning  lajdng  it. 

"Got  to  make  her  good  and  tight  by  harvest  time," 
he  said.  "Can't  afi'ord  to  have  any  leaky  roofs  mil- 
devnng  my  hay  and  startin'  any  of  these  here  spon- 

taneous combustion  fires,  like  Jeff  Johnson's,  next 
month  two  years  ago.  Funny  thing  how  wet  hay  will 

get  all  bet  up  and  burst  into  flame.    Certainly  is." 
The  harvest  Avas  one  of  the  best  Silas  Blythe  had 

in  years.  The  spacious  barn  Avas  packed  to  the  doors 
Avith  the  fruits  of  the  field  and  the  hay-loft  was  filled 
Avith  tons  of  sweet-smelling  hay. 

The  first  Aveek  of  October  came  in  rainy.  It  rained 
for  three  days  without  letup.  Then  Farmer  Blythe 
discovered  something.  His  roofed  leaked.  An  examin- 

ation outside  shoAved  that  the  bargain  lot  of  roofing 
had  blistered  and  split  so  that  it  let  the  Avater  in  like 
a  sieve.  The  pitch  that  had  been  in  it  Avas  caked  in 
little  lumps  on  the  outside. 

"That's  the  dearest  roofing  I  ever  bought,"  said 
Farmer  Blythe.  "It'll  jest  cost  me  three  days'  time 
to  take  that  hay  out  and  dry  it." 

The  next  day  Silas  Blythe  Avent  into  the  village. 

He  drove  stiffly  past  Abner  Serrill's  store  to  the  next 
block,  where  he  stopped  in  front  of  a  ncAv  store  opened 
up  several  months  back  by  an  enterprising  young  fel- 

low AA^ho  seemed  to  be  getting  some  of  Abner 's  trade. 
"Morning,  young  man,"  said  Silas.  "I  Avant  a  roof- 

ing that  won't  leak,  and  I  Avant  the  best  kind  you've 
got  in  the  house.  I  don't  Avant  no  bargain  roofing, 

neither. " 
The  young  dealer  smiled.  He  had  had  three  similar 

complaints  Avithin  the  Aveek  from  three  of  Abner  Ser- 
rill's former  customers. 

"I  have  only  one  kind  of  ready  roofing,  ]\Ir.  Blythe." 
said  the  young  dealer.  "It  doesn't  cost  any  more  than 
any  other  good  roofing  and  only  a  fcAV  cents  more  than 
inferior  grades,  but  it  will  be  the  cheapest  in  the  long 

run  because  you  Avon't  haA'^e  to  repair  it  every  year. 
Cheap  roofing,  on  AA'hich  I  might  possibly  make  more 
profit  than  I  do  on  this  brand,  doesn't  tempt  me  to  sell 
it.  I  would  lose  more  in  the  end  because  my  custom- 

ers wouldn't  come  back  to  me  again." 
"That's  the  kind  of  talk  I  like  to  hear,  young  man." 

said  Farmer  Blythe.  "Hoav  is  this  roofing  better  than 

t'other  kind?"  " The  young  merchant  started  on  an  eloquent  recital 
of  the  advantages  possessed  by  his  brand  of  roofing. 

"Hold  on,  young  man,  I  believe  you  have  told  me 
enough  alreacly.  Just  load  me  iip  a  dozen  rolls.  I'll 
put  it  on  all  my  buildings." 
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Deciding  the  Proper  Selling  Price 

M.  Anderson,  Atwater 

I  dare  say  that  more  failures  have  resulted  from  ig- 
norance of  the  correct  method  of  pricing  goods  than 

all  other  causes  combined.  You  may  perhaps  think 
that  this  is  a  strong  statement,  but  I  will  endeavor  to 
prove  my  assertion  by  taking  an  invoice  of  ourselves 
and  see  how  well  we  will  succeed  on  this  score. 

If  you  thoroughly  understand  the  correct  method  of 
marking  your  goods  so  that  you  can  put  a  correct 
determined  price  (profit)  on  them,  so  that  you  can 
prove  it  to  your  own  satisfaction,  you  will  then  have 
mastered  the  proposition.  Because,  if  you  can  figure 
a  profit  in  your  business  on  this  basis,  and  there  is  no 
other,  you  can  rest  assured  that  it  is  real  and  not  imaginary. 

To  begin  with,  in  order  to  be  able  to  correctly  price 
your  goods,  there  is  one  law  that  cannot  be  violated, 
and  that  is  you  must  know  exactly  what  it  costs  you  to 
do  business.  If  you  do  not  know  your  actual  expenses, 
you  cannot  fix  a  determined  profit  because  you  have 
no  base  for  accuracy.  Your  best  efforts  then  will  be 
only  guess  work,  and  you  will  have  a  guess  price  as 
well  as  profit,  which  usually  disappears  like  ice  in  a 
July  sun.  If  you  are  one  of  those  that  have  been  a 
little  careless  along  this  line,  I  would  suggest  starting 
right  now  to  keep  your  expense  account.  Be  more 
particular  about  that  and  see  that  every  item  of  ex- 

pense is  charged  to  expense,  including  everything  that 
belongs  there,  and  thereby  find  out  to  a  decimal  frac- 

tion what  it  costs  you  to  handle  your  goods.  Apply 
the  simple  rule  that  I  will  illustrate  to  you,  and  I  will 
guarantee  results  that  will  be  satisfactory  to  you  as 
well  as  your  customers,  because  you  then  will  know 
exactly  what  profit  you  are  getting  on  your  goods. 

Know  Your  Expense  Account. 

I  want  to  caution  you  in  regard  to  your  expense 
account.  Be  very  particular  and  include  everything 
that  belongs  there.  Do  not  let  sentiment  get  the  best 
of  you,  for  this  will  neither  discount  nor  pay  your 
bills.  The  following  items  usually  constitute  an  ex- 

pense account:  Interest  on  the  investment  at  a  rea- 
sonable rate;  salary  for  yourself  equal  to  what  you 

would  get  if  working  for  others ;  clerk  hire ;  taxes ; 
store  rent ;  insurance  ;  postage ;  heat ;  light ;  fuel ;  dray- 
age;  advertising;  depreciation  on  furniture  and  fix- 

tures, stock  and  merchandise;  and  exchange  of  goods; 
loss  in  accounts ;  collection  expense  on  your  notes  and 
accounts ;  stationery ;  legal  advice ;  donations  of  all 
kinds,  including  merchandise  on  sales ;  dues  to  associa- 

tions;  expenses  at  conventions;  extra  help  during  the 
year;  and  any  other  expense  in  connection  with  the  business. 

Now,  gentuemen,  anyone  that  will  apply  to  his  busi- 
ness an  expense  account  that  will  cover  the  items  here 

enumerated,  will  soon  have  an  accurate  knowledge  of 
what  his  business  is  doing  for  him.  The  one  who  ig- 

nores them  will  plod  along  in  ignorance  until  it  is 
too  late  and  he  finds  calamity  and  failure  upon  him. 

In  regard  to  the  cost  of  doing  business,  it  is  a  well 

recognized  fact  that  the  limit  for  expense  of  any  busi- 
ness that  must  be  successful  is  20  per  cent.  Therefore, 

it  is  to  your  advantage  to  see  to  it  that  your  expense 
is  below  the  amount  here  stated;  the  lower  the  better, 
of  course,  makes  considerable  difference  as  to  the  profits. 

Before  going  into  the  details  of  marking  goods,  let 

me  say  that  the  old  adage.  "Let  well  enough  alone," 
may  have  a  very  comfortable  sound,  but  there  is  noth- 

ing in  it  which  helps  a  man  to  get  ahead.   A  great  ma- 

jority of  merchants  are  satisfied  with  their  business 
methods.  If  you  were  to  tell  them  they  are  not  making 
any  money  they  would  probably  resent  the  statement. 

A  Case  in  Point. 

Not  long  ago,  I  received,  from  a  prominent  merchant, 
a  letter  which  so  aptly  fits  the  subject  we  are  now 
discussing,  that  I  must  give  you  the  details.  This  mer- 

chant was  one  of  the  satisfied  class.  He  thought  he 
was  making  money.  He  was  content  in  the  belief  that 

he  was  going  to  have  a  good  profit  on  the  year's  sales 
besides  his  salary,  but  he  discovered  that  he  had  actu- 

ally lost  $1,125.00  during  the  year,  and  this  man  knew 
to  a  certainty  what  it  cost  to  do  business. 

He  commenced  the  year  doing  a  cash  business,  with 
$1,100  in  the  bank,  and  stock  of  goods,  $3,450.00.  He 
had  no  outstanding  accounts.  His  accounts  payable, 
$550.00.  Total  assets,  $1,550.00.  Liabilities,  $550.00. 
Net  worth  at  the  beginning  of  the  year,  $4,000.00.  His 
business  for  the  year  was  $40,600.00.  His  stock  inven- 

tory at  the  end  of  the  year  was  $3,250.00.  Cash  in 
bank,  $600.00.  Total,  $3,850.00.  Owed  for  merchan- 

dise, $975.00,  leaving  a  net  balance  of  $2,875.00, 
against  a  $4,000.00  at  the  beginning  of  the  year,  which 
left  a  deficit  or  loss  of  $1,125.00.  He  had  drawn  noth- 

ing of  the  business  but  his  salary  of  $100.00  per  month. 
He  found  that  it  cost  him  22  per  cent,  to  do  business 
including  his  salary.  He  figured  he  should  make  a 
profit  of  10  per  cent.,  and  marked  all  goods  for  that 
profit.  He  made  purchases  carefully,  so  that  his  stock 
would  not  pile  up.  He  handled  only  such  goods  as  he 
was  able  to  move  and  could  make  a  10  per  cent,  profit 
on,  but  at  the  end  of  the  year  he  found  his  inventory 
and  bank  accounts  smaller,  and  his  debts  bigger.  He 
had  expected  a  profit  above  expenses  of  $2,500.00.  He 
thought  he  had  that  profit,  but  his  statement  shows 
that  he  lost  $1,125.00.  Can  you  tell  me  the  answer  to 
this  puzzle  ?  To  make  10  per  cent,  profit,  what  should 
be  the  selling  price  of  an  article  that  cost,  delivered, 
$2.25,  with  a  business  expense  of  22  per  cent? 

Expense  .  .  22  per  ct. 
Profit  ...  10  per  ct. 

Total  32  per  ct. 
100  per  cent,  less 
32  per  cent.  exp.  and  profit 

68  per  cent,  delivered  cost 

Divide  the  cost,  $2.25,  by  cost  per  cent.,  68  per  cent. : 

.68)$2.25(3.31 204 

210 
204 

60 

68 

$3.31  is,  therefore,  the  selling  price. 

His  mistake  is  a  very  common  one.  He  took  his 
cost  of  doing  business  and  his  profit  from  a  cost  price, 
when  he  should  have  taken  both  from  the  selling  price. 
He  thought  he  was  adding  10  per  cent,  for  profit,  but 
in  reality  he  did  not  add  anything  for  profit  as  the  fol- 

lowing illustration  Avill  show\    We  will  assume  by  way 
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of  illustration  that  an  article  cost  him  $2.25.  His 
cost  of  doing  business  was  22  per  cent.,  and  it  was 
desired  to  fix  a  price  that  would  yield  him  a  10  per 
cent,  profit.  He  added  32  per  cent,  to  the  cost  price 
of  the  article,  $2.25,  and  thought  he  was  adding  10  per 
cent,  net  profit.  This  article  was  sold  for  $2.97,  and 
he  was  content  that  he  had  expended  491/2  cents 
for  expenses,  which  is  22  per  cent,  on  $2.25,  and  221/2 
cents  for  profit,  which  is  10  per  cent,  on  $2.25,  or  a 
total  of  72  cents  which  he  added  to  the  $2.25,  making 
the  selling  price  $2.97,  whereas  he  should  have  had  a 
price  of  $3.31. 

His  Method. 

Here  is  my  method  for  solving  just  such  cases  as 
this,  but  I  want  you  merchants  that  are  here  now  to 
figure  the  retail  price  on  these  three  examples  before 
we  proceed  any  further. 
An  article  cost  67  cents,  cost  of  doing  business  20 

per  cent.,  and  you  desire  a  profit  of  50  per  cent.  What 
is  the  retail  price?  $2.23, 

An  article  cost  $9.42,  cost  of  doing  business  15  per 
cent.,  and  you  want  a  15  per  cent,  profit.  What  is 
the  retail  price?  $13.47. 
An  article  cost  you  $2.13,  cost  of  doing  business  12 

per  cent.,  and  you  want  a  profit  of  5  per  cent.  What 
is  the  retail  price?  $2.56. 

Now,  if  merchants  in  general  would  only  take  the 
necessary  time  to  acquaint  themselves  with  this  me- 

thod and  apply  the  two  rules  here  prescribed  now — 
cost  of  doing  business  and  a  correct  method  of  mark- 

ing their  goods — they  would  soon  drop  unprofitable 
lines.  With  these  simple  rules  you  can  mark  your 
goods  with  confidence  and  rest  assured  that  if  you 
would  want  to  close  out  a  line  at  1,  2  or  3  per  cent, 
profit,  you  would  then  know  how  and  what  price  to 
put  on  it.  Furthermore,  a  line  of  goods  that  cannot 
stand  a  small  net  profit  when  the  proper  and  correct 
business  rules  are  applied  to  it  is  a  very  good  line  to 
leave  alone.  You  must  have  a  profit,  and  the  rules 
here  applied  show  you  the  correct  way  and  indicate 
your  success. 

'Statistics  prove  that  94  per  cent,  of  the  retailers 
in  business  are  failures.  Therefore,  only  6  per  cent, 
are  successful.  Now,  if  my  assertion  is  correct,  and  I 
believe  that  only  a  few  are  as  yet  able  to  determine 
the  correct  selling  price  of  the  goods,  it  is,  therefore, 
not  any  wonder  that  the  failures  are  so  many.  Sta- 

tistics also  tell  us  that  the  average  investment  in  busi- 
ness is  $14,000.00.  The  average  yearly  sales,  $31,000.00. 

The  average  expense  18  per  cent.,  and  the  average  net 
profits  41/2  per  cent.  This  puts  me  in  mind  of  the  prob- 

lem you  gentlemen  are  here  wrestling  with,  and  which 
to  my  mind  you  have  solved  very  creditably,  because 
from  my  personal  experience  I  have  saved  through 
this  association  at  least  15  per  cent,  on  the  goods  that 
I  have  bought  from  it,  or  more  than  three  and  one- 
half  times  the  average  profit  of  the  country,  and  it  is, 
therefore,  the  best  paying  line  that  I  have  handled 
so  far. 

Simple  Rule  for  Selling  Price. 
The  following  simple  rule  will  give  yon  the  selling 

price  of  any  artice  and  any  desired  profit,  providing 
you  know  what  it  cost  you  to  do  business.  Add  cost 
of  doing  business  and  desired  profit  together.  Subtract 
the  sum  of  these  two  items  from  one  hundred.  The 

selling  price  represents  100  per  cent.  The  figures  ob- 
tained from  this  subtraction  you  will  divide  the  de- 
livered invoice  price  by,  and  the  answer  will  be  your 

selling  price,  which  will  be  the  desired  profit  as  per 
example.  A  certain  article  cost  $100.00;  freight,  $5.00; 
cost  of  doing  business,  15  per  cent. ;  desired  profit, 
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10  per  cent.    What  is  the  retain  price  of  the  article? 
15  per  cent.,  cost  of  doing  business 
10  per  cent.,  desired  profit. 

25  per  cent. 
100  per  cent.,  the  selling  price. 
25  per  cent,  expense  and  profit. 

75  per  cent.,  delivered  cost. 
75) $105. 00  delivered  cost  ($140.00  selling  price,  10 
75  per  cent,  profit. 
300 

300 
  Proof— Invo /ee,  $100.00 

Freight,  5.00 

Delivered  cost,  $105.00 
Expense  of  selling,  21.00 

Actual  cost,  $126.00 
Sold  for  $140.00 

Cost  of  selling  price,     15  per  cent. 
700 

140 

$140.00  .$21.00 
126.00 

$  14.00  Profit,  or  10  per  cent,  on  selling  price. 
Correct  Foundation  of  Business. 

The  correct  foundation  of  a  successful  business, 
which  to  my  mind  is  more  necessary  than  capital,  are 
as  follows : 

1.  An  absolute  knowledge  of  the  cost  of  conducting 
your  business  so  that  you  will  know  every  item  of 
expense  in  connection  with  it  and  charge  it  correctly 
to  each  department. 

2.  The  correct  method  of  pricing  your  goods  so  that 
you  can  put  a  desired  profit  on  your  wares  and  be  able 
to  prove  to  your  own  satisfaction  that  it  is  correct. 

3.  To  know  that  each  article  or  department  is  giving 
you  a  profit  or  a  reason  for  not  making  one,  and  that 
each  article  or  department  stands  its  proportionate 
rate  of  expense. 

The  following  table  may  be  handy  to  refer  to,  as 
it  plainly  illustrates  the  difference  between  profit  on 
invoice  and  selling  price  : 

Of  profit  on selling  price. 
5 

per 

cent. added  to 

Inv. 

(cost) 

is 

4% 

per 

cent. 

71/2 

per 

cent. added  to Inv. 
(cost) is 7 

per 

cent. 

10 

per 

cent. added  to 

Inv. 

(cost) 

is 

9 

per 

cent. 
121/, 
15 

per 

cent. added  to 
Inv. 

(cost) 

is 

llVs 

per 

cent. 

per 

cent. added  to 
Inv. 

(cost) 

is 

13 

per 

cent. 

16% 

per 

cent. added  to 
Inv. 

(cost) is 

14>4 

per 

cent. 

171/2 

per 

cent. added  to 
Inv. 

(cost) 
is 

15 

per 

cent. 
20 

per 

cent. added  to Inv. (cost) 

is 

16% 

per 

cent. 

25 

per 

cent. added  to 

Inv. 

(cost) 

is 
20 

per 

cent. 

30 

per 

cent. added  to 
Inv. 

(cost) 

is 

23 

per 

cent. 

331/3 

per 

cent. added  to 

Inv. 

(cost) 

is 

25 

per 

cent. 
35 

per 

cent. added  to 
Inv. 

(cost) is 

26 

per 

cent. 371/. 

per 

cent. added  to 
Inv. 

(cost) 

is 

27K 

per 

cent. 
40 

per 

cent. added  to 
Inv. 

(cost) 
is 

281/2 

per 

cent. 
45 

per 

cent. added  to 

Inv. 

(cost) 

is 

31 

per 

cent. 50 

per 

cent. added  to 

Inv. 

(cost) 

is 331/3 

per 

cent. 

60 

per 

cent. added  to 
Inv. 

(cost) 

is 

371/2 

per 

cent. 65 

per 

cent. added  to 
Inv. 

(cost) is 

391/2 

per 

cent. 

66% 

per 

cent. added  to 
Inv. 

(cost) 

is 

40 

per 

cent. 100 

per 

cent. added  to Inv. (cost) 

is 
50 

per 

cent. 
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Window  and  Newspaper  Advertising 

AN  ARTISTIC  HARDWARE  DEALER. 

In  a  certain  western  city  tliere  is  a  man  who  with 
the  material  at  hand  in  a  small  hardware  store  has 
secured  splendid  results  in  his  windoAv  displays  that 
have  gained  the  admiration  of  hundreds  of  passers-by. 

His  first  effort  was  with  carpenters'  tools.  Tools 
in  any  shape  make  a  hit  with  the  small  boy — but  to 
make  an  attractive  display  with  them  as  the  chief  in- 

gredients for  adult  eyes  would  seem  to  be  an  utter  im- 
possibility. This  is  how  the  western  hardware  deal- 

er went  about  it:   Instead  of  laying  chisels,  planes, 

each  passer-by  went  past  the  window  he  stopped  in- 
stinctively and  gazed  long  at  the  tempting  shavings 

and  the  bright  edges  of  the  tools  wherever  they  pro- 
jected above  their  luxurious  bed.  Many  who  had  not 

had  a  plane  in  their  hands  for  years  yearned  to  feel  one  of 
them  again  and  peel  off  the  shavings.   Many  sales  resulted. 

The  next  stroke  of  genius  was  a  displa}^  to  quicken 
the  sale  of  grass  seed.  It  was  during  the  early  part 
of  April,  when  everyone  was  wishing  vainly  for  the 
first  signs  of  the  long  delayed  spring.  Instead  of  put- 

ting forth  several  boxes  or  packages  of  seed  and 

A  window  display  of  garden  tools  which  brought  greatly  increased  business.     Shown  by  courtesy  of  the 
National  Cash  Register  Co.,  Dayton,  Ohio.   The  idea  is  worth  filing  for  next  season  s  use. 

hammers,  augurs  and  bits  in  a  neat  row,  or  instead  of 

sticking  them  on  pieces  of  pasteboard,  as  is  the  ordi- 
nary custom,  he  appealed  to  the  imagination  of  the 

prospective  buyer. 

He  sent  out  to  a  carpenter's  shop  and  got  a  gener- 
ous supply  of  those  long,  clean  shavings  which  every 

one  likes  to  look  at  and  handle.  These  he  scattered 

promiscuosly  in  the  bottom  of  his  window.  Then, 

taking  his  tools,  he  deliberately  scattered  them  around 

am'ong  the  shavings,  taking  the  greatest  care  to  make 

his  display  seem  the  careless  work  of  a  workman 

who  had  just  rushed  from  the  scene  of  his  labors.  As 

placarding  them  with  information  according  to  the 
usual  custom  the  dealer  determined  to  make  a  prac- 

tical demonstration.  He  turned  his  window  into  a 
miniature  greenhouse  and  around  a  small  fountain, 
constructed  with  his  own  hands,  he  planted  grass  seed 
in  a  tin  box  filled  with  rich  earth.  In  a  few  days  the 
grass  broke  above  the  surface  of  the  earth  and  within 
a  few  weeks  the  window  was  equipped  with  a  luxur- 

ious plot  as  thick  as  midsummer  growth.  Many  per- 
sons stopped  and  gazed  long  at  the  summery  window, 

while  the  winds  were  still  howling  and  the  sidewalks 

were  still  slippery  with  ice  and  snow. 
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DISPLAY  OF  GARDEN  HOSE. 

A  window  display  by  a  Christchurch  (N.Z.)  firm  will 
stand  repeating  by  other  hardware  houses,  or  perhaps 
the  idea  can  be  adapted  for  the  display  of  other  goods. 

The  display  in  question  was  of  graden  hose  and  very 
seasonable,  as  at  the  time  gardens  and  lawns  were 
thirsting  for  a  fall  of  rain.  This  of  course  assisted  in 
making  the  window  trim  a  particularly  profitable  one. 

The  window  was  divided  from  the  two  front  corners 
by  an  artificial  gravel  path,  leaving  two  flower  be.ds 
forming  part  of  a  circle.  The  right-hand  side  had  a 
border  of  green  moss,  a  row  of  bright-colored  geran- 

iums, and  in  the  background  larger  plants  all  in  full 
bloom.    The  plants  were  all  in  pots  buried  in  soil  so 

The  difference  between  the  two  flower  beds  was  much 
exaggerated,  but  this  added  rather  to  its  value  as  an 
advertisement.  The  bright-colored  flowers  were  an  al- 

most irresistible  attraction,  and  that  gained  the  marked 
contrast  between  the  two  beds,  followed  by  the  quantity 
of  hose,  and  the  price  tickets  did  the  rest. 

CARE  OF  SHOW  CASES. 

The  position  of  a  showcase  has  sometimes  a  great 
deal  to  do  with  breakage,  and  cases  must  always  be 
set  level  or  there  is  an  uneven  strain  on  some  part  of 
the  case,  which  is  liable  to  cause  a  break  at  any  time, 
and  when  the  case  is  not  setting  on  a  level  foundation 
the  door  will  not  close  properly  and  tightly. 

This  striking  display  of  silver  steel  saws  was  made  in  the  window  of  L.  J.  A.  Surveyer.  Toronto.  This  window  was  prepared  by 
using-  a  frame  work  of  2  x  4's  as  a  background,  which  was  covered  with  a  suitable  material  and  the  various  saws  fastened  to  this  frame by  large  headed  brass  tacks.   A  particularly  effective  arrangement  is  the  large  star  at  the  back  of  the  window  made  of  hand  saws. 

that  the  pots  were  not  showing,  and  the  effect  was  a 
well-eared  for  flower-bed. 

The  opposite  side  was  a  garden  bed  formed  in  a 
similar  manner  with  this  difference  that  the  border  of 
moss  and  plants  were  apparently  dead  or  dying  for 
want  of  water,  and  the  soil  was  of  the  driest.  A  ticket 

in  this  plot  "Watered  ( ?)  with  a  can,"  while  in  the  bed 
of  bright  flowers  was  a  ticket  "Watered  with  our  garden 

hose." The  path  led  through  a  garden  arch  in  the  middle 
background  on  either  side  of  which  was  piled  rolls  of 
garden  hose  to  the  height  of  about  6  ft.  A  few  shrubs 
in  large  beds  helped  to  make  the  background  more  at- 

tractive, and  tickets  giving  prices  of  the  various  hose 
were  not  forgotten.  Lawn  sprinklers,,  directors,  and 
syringes  were  also  shown. 

Again,  beware  of  the  all-glass  case  that  is  fastened 
together  by  metal  bolts  through  holes  in  the  glass,  for 
if  it  is  placed  near  a  radiator  or  register  it  is  almost 
sure  to  break  through  any  saidden  heat  or  cold,  owing 
to  the  itnequal  expansion  of  the  glass,  which  brings  the 
bolt  in  contact  with  it  and  precipitates  a  crack.  Here, 
again,  the  corner  clamp  is  better,  as  it  allows  a  certain 
amount  of  movement,  as  stated  before. 

If  a  crack  does  happen  in  plate  glass  from  whatever 
cause,  it  is  possible  to  prevent  it  spreading  in  some 

cases  by  cutting  a  small,  short  scratch  with  a  glazier's 
diamond  directly  at  right  angles  to  the  crack. 

Glass  should  always  be  handled  with  care,  and  Avhen 
shelves  or  plate  glass  are  taken  from  a  show  case  to 
clean  they  should  always  be  carried  on  edge  and  rested 
against  a  wall  in  the  same  manner. 
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Retail  Hardware  Advertising 

Some  Suggestions  and 

Examples  for  Pro- 
gressive Merchants 

Making  Advertising  Profitable 
By  L.  R.  Greene,  Advertising  Manager  The  Sherwin-Williams  Co. 

Every  hardware  merchant  advertises.  He  may  claim 

that  he  doesn't,  but  he  does.  He  can't  help  himself. 
YiQU  can't  be  in  business  and  not  advertise;  for  the 
way  in  which  you.  carry  on  a  business  advertises  the 
fact  that  you  are  an  up-to-date,  reliable,  progressive 
merchant,  anxious  to  give  good  service  to  your  cus- 

tomers, or  that  you  are  an  unreliable  fellow  or  an 

^it  Down  Now, 

Mrs. 
Kousokeeper, 

ang  figure  out 
what  you  need 

for  le 

Fall  Housecleaning  Campaisn 
Everything  must  be  spick  and  span  for  the  coming  long  win 
ter,  and  especially  the  hohd&ys  —  Let  ub  help  you. 
FALL  llouse-pleaning  time  is  here  and  you  will  need some  of  the  numerous  articles  in  our  stock  which 

will  aid  you  ill  your  campaign  against  Dirt: — Step- 
ladders,  Pails,  Scrub  Brushes,  Mops,  Brooms,.  Dust- 

pans, Clothes-lines,  Carjiet  Beaters,  Bannister  Brushes, 
Clothes  Baskets  and  Pegs,  Wringers,  Tubs  and  Washboardj' Curtain  Stretchers.  S.tove  Blacking  and  Brushes,  Furniturfe 
Polish  and  dozens  of,^other  articles  found  In  our  first-class hardware. 

GERRY  BROTHERS 
The  Big  Corner  Hardware Simpson  and  Victoria  Ave 

The  suggestive  ad.  of  aFort  William  firm.  Original  4t  x  7. 

unprogressive  fellow,  or  a  merchant  who  does  not 
carry  the  latest  and  newest  merchandise;  one  who  is 
really  not  a  true  merchant  with  his  heart  in  his  busi- 

ness, but  simply  keeping  a  store  because  circumstances 
let  him  drift  into  that  particular  method  of  making  a 
living. 

So,  as  you  have  got  to  advertise,  you  might  as  well 
make  your  advertising  profitable  to  you. 

This  is  not  a  hard  thing  to  do  if  one  w,ill  only  get 
the  right  optimistic  standpoint.  There  is  a  great  deal 
m'ore  enjoyment  and  a  great  deal  more  pleasure  in  life 
for  a  man  who  goes  at  his  business  optimistically  and 
aggressively  than  for  the  fellow  who  is  indifferent, 
sluggish,  slow,  grouchy  and  improgressive.  What  is 
the  use  of  being  the  latter?  You  only  make  yourself 
unhappy,  and  everybody  else  around  you,  and  you 

don't  get  the  return  in  this  world's  goods  that  you 
could  if  your  attitude  was  right. 

The  first  thing  then  to  do  is  to  have  a  bright,  tidy, 

attractive  store.  No  matter  how  dingy  your  building 
may  be  at  the  outset,  a  little  effort  in  the  right  direc- 

tion will  make  it  an  attractive  place.  First  of  all,  see 
that  your  store  front  is  attractively  painted,  that  the 
windows  are  clean  and  filled  with  nice,  new,  bright, 
attractive  seasonable  goods.  Change  your  windows 
often,  so  that  the  passersby  will  get  into  the  habit  of 
stopping  to  see  whait  you  have  to  shoAv  this  week. 

Well  trimmed  windows  are  about  the  most  effective 
advertising  to  which  any  merchant  can  devote  his  time 
and  attention.  Have  the  inside  of  your  store  always 
neat  and  tidy.  Have  your  merchandise  systematically 

arranged  and  attractively  displayed.  Don't  let  a  lot 
of  old  odds  and  ends  accumulate.  If  you  find  a  cer- 

tain line  of  goods  is  not  selling  rapidly,  make  a  special 

Stanley  l\IBIk&Co.l^ THUBaPAY  JUIiT  ill.  IPU. 

SlinCI<Miil 

S  fm.  Sttv 

4*fi  (t  I. 

A  Z'Day  Sale  of  Tools 

For  Carpenten,  Machmtts  and  Blacksmiths 
ISkt  eveirthioff  «1m  Id  (Im  iton  (do  mM\Ur  ttow  maok  of  •  ndoetian  the  utf  prio«  o(f«n). WIB  OUARANTEB  jLIX  OUR  TOOLS  TO  Bt  W  PBRFEOT  COMUTIONT  AND  TO  COM' PLETE  SATISFACTION  1 
Tblt  ule  ii  ft  Mml-«^Q»I  event.    It  liQt  •  ttook  <ilMS.np,'  for  "ttflM"  wd  "tMtifanu"  «at Qo  Rgan  Id  th«  tool  bosiiiMa,  unueqneotly,  it  init  OMomrf  to  al«%r  out  th«  bklAOoo  loti  <*«ir MWOQ.   Th«M  Ain  ftr«  r«*ily  idTvrtixlim  tutarw— Cbcj  hrt&(  w  «xtra  bulliM  tnin  ow  «14 tom«n,  tad  introdoM  ti*  to  man;  new  onny 
Etcjt  Cftrprattir,  t^wT7  Muhiaiat  tnd  avcry  BUeknitlr  Sh  Baadtuat aaS  )b#  OMT^  wma. tboold  tkka  uhtatag*  of  ttd>  t^lM. 

10  p«r  ont  off  ftll  tooU  wil  Id  ttd*  tlitl 

attorn.  t44-iBOh  bmL  tampwnA M**r  euU*r  L«BfUi  It  InehaL Tool  tol*  PttM.  «D)V 

89e 

fMcUJ  

of  UntMr.  prmm  montlMft  M» 
«r  m     ̂ *«>     oamiflM*  wHk 
erMUL  mett  -.^^ 

Itm    »M.   baai  qw0ltr  «•»• 
^p»*4  ptrtan.    Tool  ttf* •Mclftl   «PC Oomm 

platt  ovihitaM  uatm^ 
plfttBir    aMrt*4  IB 
Tool  Cftt*  apMU. 

27c 

Toor  ■pMlftl.  m «ftOh  sEJy   . .  s  ...      f  C 
I  u4  bfo^k  « .  Toot  ■fttyhBiiHj 

oM  tr««.  ruU  afsft.  r—\ 

loW    #t«(air  Mrko«.  T«or s;.rrr   ./fc 

«.  I  ■14  IV  tB«k«o.   AO  fTMr- 
M  tiM  rny  bi«  Mock.  »U  ct«««4 u4  •bftrvonftd.  Tool  Af - 
•klr  F>«N.  (a*  M  af  I  .  90C 

fUftlltr  IMUMOH  MMb  «osd*f« 
TW  6Bie  orlMot «-lnelt  Wtrt  

It-hiah.  MiftO  

f  OkUot^  bptt  tMB- 
  .  wolf  T»ottb*«,  p€t- Milr  vu^   Tool  Iftlo  vrlooo 

2Se 

10%  Off  M  QAtr  TooU  m  the  Store! 
n't  inpoaribU  to  M  dl  tlu  dUtirat  Skm  of  Igoh  «Mh  ok  otIOM  «•  ibn.  Bovant, 8TXBT  TA>t/  IN  tSB  aTOBS  D  TO  BB  80U>  AT  A  SaDQCfi)  rRlCS  TO-UOaBOW 

AND  8ATDBDAT  TUa  luM«  aU  tk>  adt^M  Kaat  ukaa  of  Ottraatm',  manMnlm' and  BloobmHh*'  Toola.  Wa  ottw  b  ItndlH  10  par  ant  diaaowl  afl  ua  raffoiar  prioaa  «( tU  loDli  Dot  isdodad  la  tka  *bm  Ibt  •!  niillla 

This  is  another  of  those  "  newsy"  ads  for  wliich  the  Stanley  Mills 
Co.,  Hamilton,  are  noted.  Not  only  is  the  advertisement  "newsy," but  the  layout  is  good.   The  original  was     by  10^. 

sale,  sacrifice  it,  get  rid  of  it.  It  is  much  better  to 
have  the  money  invested  in  good  saleable  merchandise 

than  it  is  to  have  it  tied  up  in  lines  that  don't  sell 
readily,  and  for  which  there  is  practically  no  demand. 

Have  a  "shop-worn"  sale  once  a  year,  and  clean  out 
any  lines  that  are  not  in  the  best  condition.  Keep 
your  stock  up-to-date,  clean,  bright  and  fresh. 

Just  as  imi>ortant  as  a  bright,  attractive  store,  is  the 
service  that  you  render  to  your  customers  in  that  store. 
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Be  cordial  and  polite  to  all  your  customers.  This  atti- 
tude is  infectious  and  even  the  cross-grained  man  or 

woman  may  be  infiuenced  by  your  attitude  and  be 
easier  to  serve  and  easier  to  please.  Go  out  of  your 
way  to  serve  your  customers^ — no  matter  how  much 
the  sale,  or  even  if  a  sale  at  all  is  not  in  immediate 
sight. 

After  you  have  laid  this  solid  foundation  for  suc- 
cess— after  you  have  given  full  attention  to  these  two 

essential  points,  an  attractive  store  and  the  right  kind 
of  service  in  that  store,  you  can  turn  your  attention 
to  advertising  the  place  where  you  do  business. 

Broadly  speaking,  the  hardware  merchant  is  not  an 
advertiser;  he  is  not  as  great  an  advertiser  as  the  dry 
goods  merchant.  You  can  go  into  town  after  town 
and  find  that  while  the  leading  dry  goods  stores  are 
big  advertisers,  the  hardwareman  seems  to  have  noth- 

ing at  all  to  tell  the  puiblic'  He  simply  expects  them 
to  come  to  him  when  they  want  anything  in  his  line. 

He  is  there  ready  for  business,  Init  he  is  not  reaching 
out  for  it. 

If  you  are  in  business  you  might  as  well  do  as  much 
as  you  can.  There  is  interest  and  pleasure  in  push- 

ing a  business,  not  in  simply  drifting  with  it  as  the 
currents  of  circumstance  carry  you. 

So  have  a  plan  of  merchandising,  a  plan  of  adver- 
tising. Have  an  advertising  appropriation.  If  your 

business  is  $5,000  a  year  you  can  afford  to  spend  at 

least  $150  on  advertising-  if  .$10,000,  at  least  $300, 
which  is  three  per  cent,  of  your  sales.  Perhaps  you 
can  spend  a  larger  percentage,  but  be  conservative. 

Decide  just  how  you  are  going  to  spend  this  money, 
so  much  for  local  newspapers,  so  much  for  hand  bills, 
etc. 

Then  you  can  obtain  big  assistance  from  the  manu- 
facturers of  the  lines  you  handle.  It  pays  to  stock 

and  sell  lines  that  are  widely  advertised.  The  adver- 
tising manufacturer  is  a  progressive  fellow  and  in  ad- 
dition to  his  national  publicity  he  usually  has  special 

dealer  helps  that  he  is  glad  to  furnish  the  dealer  free 

of  charge.  Get  the  benefit  of  the  manufacturer's  ad- 
verttising  by  advertising  advertised  goods.  Make  your 
store  the  local  distributing  center  for  the  advertised 
products.  Let  the  people  in  your  town  know  you  are 
in  businesls.  Have  for  your  policy,  quality  goods  at 

reasonable  prices.  Most  people  don't  mind  paying  a 
reasonable  price  for  good  merchandise,  but  everyone 
objects  to  cheap  goods  no  matter  whether  the  price  be 
high  or  low.  Build  your  business  on  the  rock  of  good 
quality  and  good  service. 

GOOD  ADVICE. 

If  you  want  to  exercise  your  vocabulary,  do  it  when 
your  umbrella  blows  inside  out,  or  when  you  run  against 
the  edge  of  a  door  in  the  dark.  Big  words  and  involved 
sentences  are  one  of  the  curses  of  advertising.  There 
are  few  advertised  commodities  that  cannot  be  described 

Tlie  strong  feature  of  this  ad- vertisement is  the  illustrations. 
Cuts  of  this  kind  are  not  ex- 

pensive, but  they  are  never- theless elTective,  conveying  as 
they  do  the  purpose  of  the  ad. 

in  language  that  is  perfectly  clear  to  the  "man  with 
the  hoe."  If  you  had  him  where  you  could  talk  to 
him,  you'd  make  him  understand.  Make  your  ads  equal- 

ly plain  ;  then  everybody,  from  the  ' '  man  with  the  hoe ' ' to  the  college  president,  will  know  just  what  you  mean. 
Most  people  get  so  familiar  with  the  polysyllables  they 
use  in  their  business  that  they  think  everybody  will 

imderstand,  which  is  far  from  being  the  case.  "How 
would  you  like  a  sonata  before  dinner?"  asked  the  host, 
seating  himself  at  the  piano  and  running  his  fingers  over 

the  keysw  "You'll  have  to  excuse  me,"  replied  his 
guest;  "I  had  three  on  the  way  up." — Ethridge. 

Ink  blotters  are  often  used  as  a  means  of  advertis- 
ing. A  cigar  store  gave  away  thousands  of  them  which 

served  a  triple  purpose.  Aside  from  their  general  use 
as  a  blotter  and  an  advertising  medium,  one  of  these 
blotters  could  be  used  for  measuring.  In  case  a  man 
loses  sight  of  his  foot  ruler,  he  can  pick  up  a  blotter 
for  making  minor  measiirements. 

'  Brockville's    Greatest  Store  " 

What  You  Can  Do  With  Jap-a-lac 

All  you  need  is  your  own  hands  and  a  brush  and  a  can  of  Jap  a-lac  to  make  your  old  worn 
ot  marred  furniture,  picture  frames,  floors,  woodwork,  etc.,  like  new. 

Jap-a-lac  makes  old  things  new  and  keeps  new  things  from  getting  old. 
Jap  a-lac  is  a  varnish  and  stain 

combined — it  wears  like  iron  and 
any  one  can  apply  it. 

You  can  get  it  in  Oak,  Cherry, 
Mahogany,  Walnut,  Green,  Red, 
Black,  White,  Gold  and  Aluminum. 
We  have  all  sizes  upwards  from  lOc 

See  To-morrow's  Ad. 

Be  sure  to  see  to-morrow's  an- 
nouncement, you  can't  afford  to miss  it,    Watch  lor  the  paper. 

Robt.  Wrights  Co. 
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The  Art  of  Card  Writing 
By  L.  Smeby 

Third  of  a  series  of  articles 

specially  prepared  for  the  Mer- 
chants '  Magazine.  The  writer 

will  answer  an^  inquiries  ad- dressed to  this  office. 

•"  At  this  season  of  the  year  sales  cards  are  used  in 
large  quantities',  and  a  style  of  lettering  generally  used 
consists  of  heavy  broad  strokes  that  can  be  made  quick-; 
]y.  Plain  black  and  white  with  no  embellishments  is 
the  order. 

The  style  of  letters  shown  in  this  lesson  is  a  popular 
one  for  this  class  of  work;  it  is  especially  excellent 
for  large  bold  lettering,  and  its  strong  point  is  that 
it  is  speedy. 

The  strokes  in  this  alphabet  vary  little  from  the  half 
block  letters  shown  in  preceding  lesson,  the  additional 
strokes  being  the  block  spur. 
■  Letters  A,  B,  C,  E  and  H,  shown  on  the  first  line 
illustrates  the  difference  in  the  stroke.  Note  the  direc- 

tion of  the  arrows  and  the  number  of  the  stroke.  Be- 
ffin  left  slant  stroke  in  letter  A  slightly  below  the  top 
line  of  space  for  letter,  and  finish  the  stroke  above  the 

lower  line,  repeat  with  right  slant  stroke.  The  finish 
or  spur  stroke  at  top  and  bottom  must  be  made  with 
the  brush  kept  square  and  nearly  run  out  of  paint; 
make  a  slight  curve  to  these  strokes,  giving  the  letter 
a  free  and  easy  touch.  Make  your  perpendicular 
stroke  in  letter  B  the  same  as  in  A,  and  begin  No.  2 
and  No.  4  strokes  as  shown.  Be  sure  and  keep  brush 
square.  If  a  ragged  start  has  been  made,  it  would  be 
necessary  to  trim  or  square  the  end. 

Complete  letter  C  with  stroke  No.  3.  The  plate 
shows  the  beginning  and  direction  of  each  stroke  dif- 

fering from  previous  lesson.  You  will  notice  that  this 
style  has  a  greater  number  of  strokes,  but  it  is  made 
fasiter  because  of  the  curved  formation  of  the  horizon- 

tal strokes,  any  irregularity  of  a  stroke  such  as  being 
started  or  ended  slightly  above  the  line  not  showing 
the  letter  as  being  out  of  alignment,  little  points  that 

ABCDBFGHIJ 

KLMNOPQRS 

TUVWXYZ&l 

abc  defghij  k  Imn  o 

pqrsiuvwxyz  f  t 
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would  be  very  evident  in  a  style  of  regular  formation, 
such  as  the  square  half  block.  The  main  thing  is  to 

keep  your  brush  square  and  have  sharp  points  to  your 
strokes,  it  makes  the  lettering  more  distinct  and  easy 
to  read. 

The  lay-outs  shown  hercAvith  is  quite  common  for 
work  of  this  character,  the  price  and  sale  item  being 
the  principal  thing  to  bring  out  strong.  Change  brush 
according  to  size  of  letter  wanted.  On  a  card  where  a 
quantity  of  reading  matter  is  used,  make  your  head: 
line  of  bold  heavy  letters  and  the  reading  matter  with 
considerably  smaller  letters.    It  is  the  contrast  of  size 

MOPS 

CHBMICALLY  TREATED 

For 

taking' dust fram  hardiuood 

floors. 
69i 

in  the  lettering  that  attracts  the  eye.  Laid  out  with 
plenty  of  margin  for  border,  a  Avhite  cardboard  with 
black  lettering  is  always  acceptable.  The  lay-out  and 
proi^ortion  of  lettering  is  an  important  matter  in  show 
card  writing,  and  will  be  the  subject  of  my  article  for 
next  issue. 

■5^-       -Jp  ^ 

CLEAN  SHOWCARDS. 

It's  a  bad  sign  when  a  customer  has  to  ask,  "What 
does  that  sign  say?  Hosiery  15  cents  a  pair,  or  25 

cents?"     It's  a  sign  that  the    card-writer   has  not 

BRASS 

LMWHOSE 

NOZZLES 

TffE  SPRAY 

KIND 23 

been  asked  to  furnish  new,  clean  showcards  for  the 

hosiery  department.  Only  a  few  days'  handling  will 
so  blur  and  spot  a  showcard  that  it  is  not  presentable 
even  on  shopworn  goods,  to  say  nothing  of  clean,  crisp 
merchandise — handkerchiefs,  for  example. 

The  head  of  a  department,  or  the  sales-clerk,  should 
see  to  it  that  every  card  displayed  is  clean.  It  is  un- 

derstood that  they  should  be  carefully  printed,  in  the 

first  place.  A  badly  executed  "5"  may  look  like  a 
"9."  If  there  is  a  smudge  of  dust  or  grime  on  it, 
there  is  no  telling  what  it  may  resemble. 

Not  only  are  small  stores  guilty  of  using  dusty, 
badly  wrought  signs  and  showcards,  but  larger  stores 

Seasons 

CltEKRANCE 

Trousers 

do  it.  It  is  an  easy  fault  to  overcome,  and  a  point 
worth  watching  carefully. 

Signs  give  first  impressions.  The  customer  who  sees 
a  dirty  showcard  may  not  look  at  the  merchandise  at 
all,  instantly  assuming  that  it,  too,  is  grimy.  Keep 
clean  cards  on  your  displayed  goods ! 

ANNOUNCING  A  SALE  BY  PHONOGRAPH. 

It  often  happens  that  we  are  more  powerfully  im- 
pressed by  what  we  hear  than  by  what  we  aee.  A  cer- 

tain Philadelphia  store,  which  had  been  partiallv  des- 
troyed by  fire,  was  disposing  of  the  remainder  of  its 

stock  at  slaughter  prices.  The  management  conceived 
the  idea  of  utilizing  a  phonograph  for  the  announce- 

ment to  the  public  of  the  wonderful  bargains  to  be 
obtained  there.  This  novelty  of  itself  drew  such  a 
crowd  that  the  sidewalk  was  crowded  by  listeners,  and 
in  forty-eight  hours  an  almost  entire  clearance  of  the 
stock  had  been  efCeeted  by  this  unique  method. 
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A  GOOD  STOVE  REPAIRING  CIRCULAR. 

J.  E.  Dugan  Plumbing  Company,  Albany,  N.Y. :  We 
have  for  some  years  past  annually  reminded  our  cus- 

tomers of  approaching  winter  and  have  mailed  to  them 
at  various  times  circulars  with  reply  postal,  something 
like  those  herewith. 

J.  E.  Dugan  Plumbing  Co. 
Albany,  N.Y   ..19 

Orders : 
Make  following  repairs  at   St. 

Heater  requires   

Range  "   
Stove  "   
Chimney  "   
Roof    ■  "   
Plumbing  "   Remarks  

Signed  

We  generally  mail  out  the  first  notice  along  about 
September  1  and  follow  it  up  with  a  duplicate  in  a 
few  weeks,  sometimes  we  enclose  them  with  bills, 
etc.  Just  how  much  work  they  have  brought  in  is 
difficult  to  determine.  That  it  pays  we  have  no  doubt, 
for  the  cards  come  straggling  in  throughout  the  year 
with  messages  of  different  kinds  and  occasionally  we 

receive  one  with  a  "thank  you  for  touching  up  my 
memory."    I  hope  this  may  help  others. 

Has  This  Ever  Occurred  to  You. 

A  common  fault  is  to  put  off  until  to-morrow  what 
should  be  done  to-day,  an  unwise  practice,  as  we  have 

all  learned  from  experience.  "Now  is  always  the  op- 
portune time,"  and  especially  to  those  Avho  contem- 

plate spending  the  coming  winter  in  this  frigid  clim- 
ate. 

Have  you  given  any  thought  to  the  warming  of  your 

homes  and  to  their  protection  from  winter's  storms? 
Would  not  a  modern  heating  system  add  to  the  com- 

fort of  your  home,  or  at  least,  does  not  the  old  one 
require  a  thorough  cleansing,  if  not  repairs? 

Are  the  smoke  pipes  sound  and  safe  and  the  chim- 
ney flues  clean? 

Perhaps  your  parlor  stove  or  kitchen  range  requires 
some  repairs? 

And  the  roofs?  Do  you  need  a  new  one,  or  does  the 
old  one  require  repairs?  Many  good  roofs  have  gone 
to  decay  for  lack  of  periodical  painting.  Perhaps 
vours  is  suffering  for  a  good  coat  of  metallic  paint. 

If  you  are  in  doubt  about  any  of  the  above  timely 
questions  we  will  be  pleased  to  take  charge  and  re- 

lieve your  mind.  By  filling  out  and  mailing  enclosed 
postal,  your  wants  will  be  carefully  attended  to  and 

you  will  then  be  ready  for  Avinter's  blasts. 
Yours  respectfully, 

J.  E.  Duggan  Plumbing  Co., 
4  Monroe  St.,  Albany,  N.  Y. 

P.S. — One  other  fact:  A  modem  bath  room  is  al- 
ways seasonable ;  we  construct  them. 

List  of  Names  Valuable. 

What  are  you  doing  towards  getting  ready  for  your 
Pall  stove  campaign?  It  Avill  not  be  long  now  till  the 
chilly  breezes  start  to  blow  and  one  is  glad  to  stay 
in  the  house  where  it  is  nice  and  comfortable.  Have 
you  got  a  list  of  names  of  a  good  bunch  of  prospects? 
If  not,  why  not?  A  list  of  this  nature  should  be  in 
every  store,  with  new  names  constantly  being  added. 
If  you  have  not  such  a  list  already,  it  is  not  too  late 
to  start  noAV,  but  it  will  mean  extra  Avork  on  your 
part.  One  of  the  best  ways  to  secure  the  names  of 
people  Avho  will  be  needing  a  stove  is  to  ask  every 
person  Avho  comes  into  a  store  whether  they  need 
one  then  or  will  want  one  later  on.  Then  when  Pall 
comes  around  you  are  in  a  better  position  to  get  after 
them  in  a  more  businesslike  way.  This  method  is 
adopted  by  several  firms  the  writer  knows  of  and  all 
report)  it  very  successful. 

Certainly,  a  personal  canvass  is  the  best  Avay  to  get 
after  the  trade,  but  this  is  often  impossible.  The  next 
best  thing  is  a  letter,  with  a  personal  touch  to  it.  One 
often  is  not  sufficient  to  arouse  desire  to  call  at  your 
store  and  inspect  your  stock.  Therefore,  the  game 
should  not  be  stopped  there.  Most  firms  send  out  at 
least  three  letters,  and  often  four.  If  a  fourth  fails 

to  bring  the  people  in,  it  is  pretty  certain  they  are  be- 
yond your  reach  and  your  time  and  money  Avill  be 

wasted  on  further  effort  that  year. 
The  following  is  a  sample  of  a  letter  sent  out  by 

a  hardware  firm  who  do  a  large  business  annually  in 
stoves  and  ranges.  This  is  the  first  one  sent,  which  is 
followed  by  three  more  if  it  or  the  second  or  third 
fail  to  bring  response: — 
Mrs.  John  Smith, 

Eoute  No.  2,  City. 
Dear  Madam, — Yon  want  a  new  range.  The  first  thing  yon 

want  to  think  about  is,  of  course,  to  get  the  best  for  your  money. 
We  could  not  sell  you  a  better  range  than  what  we  have  in  our 
own  homes,  for  when  we  picked  out  the  stoves  for  our  own  homes, 
we  picked  out  the  best  for  our  own  use  and  that  is  just  the  kind 

we  want  to  sell  you.  ' If  we  had  this  range  in  your  kitchen,  we  could  show  you 
that  it  is  the  one  you  want,  but  what  we  want  to  do  is  to  have 
you  come  in  and  see  this  range  and  let  us  tell  you  all  about  it. 

We  are  sending  you  a  picture  of  the  range,  and  under  separ- 
ate cover  are  sending  you  a  book,  showing  this  range.  We  would 

like  to  have  you  read  every  word  about  this  range  for  it  is  the 
truth  and  we  are  willing  to  guarantee  it.  On  page  !5,  you  can 
see  a  picture  of  this  range,  all  taken  apart,  showing  you  the  fire- 
back,  made  in  three  pieces,  also  the  fire  front.  The  whole  fire- 

box weighs  85  lbs.,  and  will  never  burn  out.  The  oven  bottom 
is  made  of  extra  heavy  steel,  guaranteed  to  stay  flat  and  smooth 
for  twenty  years.  Another  thing  that  makes  this  range  bake 
better  than  any  other,  is  the  fact  that  it  has  ensilation  of  asbes- 

tos all  arnnind  where  the  heat  is  necessary  to  be  held  in.  Ton 
will  find  the  picture  on  page  3,  showing  -just  exactly  how  thick 
this  is.  This  keeps  all  the  heat  in  and  will  let  you  bake  with less  wood. 

There  are  no  springs  on  the  oven  door  to  get  out  of  order, 
the  door  being  hung  on  heavy  hangers,  balance  so  that  the  door 
will  shut  itself  and  stay  shut  tight.  These  hangers  will  last 
forever. 

There  are  no  corners  made  into  joints,  but  one  piece  of  steel 
runs  around  the  whole  body  of  the  stove,  making  a  better  stove 
on  that  account  and  at  the  same  time,  making  it  absolutely  air- 

tight on  all  the  corners.  On  other  ranges,  the  corners  will  get 
loose  in  time  and  leak  air,  and  the  oven  will  not  work  right. 

This  range  does  not  cost  as  much  as  the  highest  priced  ranges, 
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but  ̂ \e  can  show  you  that  it  is  better  if  you  will  just  take  the 
time  to  eonie  in  and  see  it.  To  show  you  how  sure  we  are  that 
this  range  will  satisfy  you  in  every  way,  that  you  want  to  use 
a  range,  we  are  willing  to  sell  it  to  you  on  trial  and  put  it  in  your 
kitchen.  You  can  keep  it  for  thirty  days  and  then  we  know  you 
will  see  that  we  are  telling  the  truth.  You  will  be  more  than 
pleased  with  it  and  will  believe  the  same  as  we  do,  that  you 
have  the  best  range  that  can  be  made. 

The  prices  are'  very  low,  considering  the  quality,  and  as 
these  ranges  come  in  different  sizes,  if  you  will  come  in,  we  will 
show  you  the  different  sizes  and  styles  and  will  name  you  our  very 
lowest  prices.    The  terms  you  can  arrange  to  suit  yourself. 
We  shall  be  very  glad  to  have  you  come  in  and  spend  a  half 

hour  looking  at  this  range. 
Yours  very  truly, 

S.  C.  JOHNSON  &  Son. 

P.  S. — You  can  take  this  range  home  at  any  time  and  we 
will  give  you  our  lowest  cash  price,  which  you  could  pay  us  after 
your  pickles  are  all  sold. 

STOVE  SALESMANSHIP  SUGGESTIONS. 

Some  practical  suggestions  regarding  selling  stoves 
are  given  in  a  folder  issued  by  a  stove  manufacturer 
as  follows : 

"Nothing  in  the  home  or  on  the  farm  in  the  way  of 
an  implement  or  tool  is  used  as  often  as  a  cooking 
apparatus  in  the  kitchen.    A  range  is  used  every  day 

A  simple  and  effective  oil  stove  display  which  could  be  adapted  for 
the  display  of  all  kinds  of  stoves  and  ranges. 

in  the  year,  three  times  a  day.  Not  so  with  a  wagon, 
or  plow,  or  a  handsaw.  A  range  is  a  source  of  annoy- 

ance or  a  jo.y  forever. 

"Start  by  saying  you  want  to  show  them  something 
new  in  ranges.  Call  attention  to  the  plain  finish  to 
keep  clean.  Go  through  the  detailed  points  one  at  a 
time.  Don't  talk  too  fast.  Give  the  customer's  mind 
time  to  digest  your  last  statement.  Don't  sing  your 
sale  talk  like  a  set  speech  you  had  memorized. 

"Occasionally,  after  calling  attention  to  a  point,  say 
to  the  customer,  'You  appreciate  that  as  a  point  of 
convenience,  do  you  not?  You  like  that  drop  door  on 

the  warming  closet,  don't  you?  It  forms  a  shelf  for 
your  wife  to  use  in  warming  plates  or  keeping  Avarm 

anything  she  wishes. '  In  this  way  lead  out  and  interest 
the  customer.  When  you  find  out  the  point  which 
strikes  most  forceful,  talk  that  one  point  to  a  finish 
and  let  all  others  be  secondary.  Be  it  the  high  closet, 
the  oven,  the  reservoir,  the  ash  pan,  talk  it  and  close 
the  sale. 

"Before  the  range  is  delivered,  see  that  all  parts 
are  in  place.  See  that  all  parts,  such  as  shelves,  rails, 
reservoir,  attachments  or  other  parts  are  fitted  to  this 
particular  range.    Right  here  is  where  the  local  retail 

stove  merchant  has  the  best  of  catalogue  and  mail-order 
houses.  He  can  and  should  see  that  every  ran^e  is  set 
up  properly,  and  give  it  immediate  attention  if  com- 

plaint is  made. 
"After  the  sale  is  made,  ask  about  it  or  write  a 

letter  and  see  if  it  is  satisfactory.  If  pleased,  it  means 
more  sales  for  you.  It  means  his  friendship  for  you 
and  your  employer.  It  means  more  than  all  this  to 
you.  It  means  your  success.  It  means  that  one  more 
friend  says  you  are  honest,  that  you  have  shown  your- 

self a  man,  a  good  citizen  and  a  man  who  will  be  paid 
for  your  services  by  some  one,  because  you  have  a 

following,  because  you  can  sell  profit-making  mer- 
chandise and  hold  your  trade.  This  applies  in  selling 

all  lines  as  well  as  ranges." 

A  STOVE  DEAL. 

A  Guelph  business  man  found  a  forgotten  coal  stove 
in  his  basement.  He  called  a  junk  dealer  and  asked 

him,  "How  much?"  The  junkman  offered  $1.50,  and 
the  owner  straightway  wanted  $2,  chiefly  for  fun.  They 
haggled  a  while,  and  the  second  hand  dealer  departed 

stoveless.    "He'll  be  back,"  said  the  merchant. 
In  a  half-hour  the  junkman,  returned  and  offered 

$1.75,  which  was  refused.  Then  a  bright  idea  struck 
the  junk  artist.  He  brought  out  $1.50  and  jingling  the 

coins  temptingly  said:  "Tell  you  vat  I  do.  I  gif  you 
$2  tor  de  stof,  and  charge  vou  feeftv  cents  to  haul  him 

•ivay." 
POPULAR  SALESMAN  CHANGES  JOBS. 

W.  J.  Ilalloraii,  who  has  been  representing  the  Su- 
preme Heating  Co.,  Welland,  in  Eastern  Ontario,  and 

who  is  well  known  for  his  long  connection  with  the 
-tove  and  housefuriiishing  trade  throughout  Ontario, 
has  resigned  to  act  as  representative  of  the  Thomas 
Davidson  Co.,  Montreal,  in  Toronto  and  Western  Ontario. 

SALESMEN  CRITICISES  RETAILERS. 

If  all  my  trade  could  descrilje  their  goods  as  minute- 
ly as  the  mail  order  houses  do  in  their  catalogues,  it 

would  take  more  than  "ten  salesmen  a  day"  to  keep 
them  supplied  with  goods,  writes  H.  H.  Riddle,  a  tra- 

veling- salesman.  Their  catalogues  are  works  of  art 
hi  this  particular  line.  All  retailers  should  study  them. 
Show  me  an  average  retailer  who  can  stand  up  and 
describe  to  a  customer  the  fine  points  of  a  600-pound 
scale  standing  on  the  floor,  as  minutely  as  Sears,  Roe- 

buck &  Co.  describe  their  celebrated  "Atlas"  scale. 
I  had  an  interest  in  a  retail  store  some  time  ago. 

One  day  I  found  a  coal  hod  full  of  iron  balls,  about 
three-fourths  of  an  inch  in  diameter,  sitting  on  the 
floor.  ̂ ly  partner,  upon  being  questioned,  said  he 
did  not  know  what  they  were  for,  but  they  came  with 
"Moore's"  stoves.  I  said  "Surely  they  are  to  be  used 
"nth  that  stove."  My  partner  said  he  had  sold  a  lot 
of  the  stoves  but  did  not  know  where  they  were  to  be 
used  and  ahvays  forgot  to  ask  the  stove  salesman.  I 

got  to  looking  around,  and  found  this  stove  had  a  "ball- 
bearing shaker."  Do  you  suppose  the  mail  order  house 

would  have  lost  sight  of  such  a  feature?  You  may 
rest  assured  that  we  did  not  hesitate  to  explain  the 

"  ball-bearing  shaker"  ofter  that,  and  we  sold  stoves,  too. 
Now,  my  partner  was  an  up-to-date  hardware  man. 

These  things  occur  every  day  with  the  trade  in  general. 
The  average  merchant  does  not  post  himself  on  his 

goods  nearly  as  much  as  he  should,  and  Avhen  a  sales- 
man tries  to  explain  he  simply  thinks  it  an  argument 

to  help  him  sell  his  wares. 
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The  Furnace  Trade 

GETTING  AFTER  FURNACE  TRADE. 

W^th  the  Fall  approaching  it  is  high  time  for  the  re- 
tailer who  handles  stove's  and  furnaces  to  get  out 

after  new  business.  There  are  many  ways  of  doing 
this  and  every  man  has  a  method  of  his  own.  Some 
of  tliese  are  good  while  others  could  be  improved 
greatly.  To  show  the  difference  in  the  methods  adopt- 

ed by  two  men,  Wm.  W.  Loomis,  writing  in  a  recent 
issue  of  The  Zenith,  relates  his  experience  in  having 
a  furnace  installed',  as  follows : — 

Last  spring  I  bought  a  house  and  built  an  addition 
to  it,  necessitating  a  new  and  larger  furnace.  There 
are  two  hardware  dealers  in  our  town,  both  handling 

furnaces,  and  I  told  them  both  that  I  was  "in  the 
market."  I  also  asked  them  to  'phone  me  when  they 
went  to  the  house  to  figure  on  the  work,  so  I  could  be 
there  to  go  over  the  place  with  them. 

It  was  a  matter  of  business  to  get  quotations  from 
both  dealers,  but  the  truth  is  my  mind  was  practically 
made  up  to  give  the  work  to  Brown  if  his  price  was 

anywhere  near  Smith's.  In  the  first  place  Brown  sold 
the  XX  furnace  and  I  had  used  one  and  found  it  very 
satisfactory,  a  better  heater  and  easier  to  care  for  than 
any  other  I  had  ever  tried  to  operate.  Then,  too,  I 
had  knoAvn  Brown  quite  intimately  for  years  and  Smith 
was  a  newcomer  in  our  town. 

The  New  Man's  Way. 
The  next  morning  Smith  called  up  to  know  when  it 

would  be  convenient  for  me  to  go  down  to  the  house. 
He  was  at  my  office  on  the  minute  at  the  time  I  sug- 

gested, and  when  we  got  to  the  house  I  found  he  had 
already  been  there,  taken  Ms  measurements  and  was 
ready  to  answer  my  questions  and  show  in  detail  just 
Avhat  he  advised  doing.  The  old  furnace  had  drawn 
its  cold  air  entirely  from  the  outside,  and  it  seemed 
to  me  a  pipe  from  the  dining  room  would  be  better, 
but  Smith  convinced  me  that  it  would  be  still  better 
to  take  the  cold  air  from  the  front  hall.  Another 
change  he  strongly  urged  was  to  have  the  furnace 
face  the  opposite  Avay  from  the  old  one  so  that  the 
pipes  running  to  the  rooms  hardest  to  heat  would  lead 
out  from  the  back  of  the  furnace. 

Next  Smith  brought  ou't  a  small  aluminum  model  of 
the  BB  furnace.  Avhich  line  he  handled.  He  took  it 
apart,  showed  me  just  how  it  was  constructed,  and 
explained  its  points  of  superiority.  There  were  three 
different  styles  of  grates  and  I  could  have  whichever 
one  I  preferred. 

I  have  no  doubt  there  are  a)t  least  half  a  dozen  other 
furnaces  that  could  be  demonstrated  just  as  effectively 

as  the  BB.  The  point  is  that  Smith's  demonstration 
■was  interesting  even  to  one  who  does  not  know  much 
about  such  things,  and  it  convinced  me  that  the  BB 
was  constructed  on  correct  principles  and  made  of 
first-class  ma.terial.  When  Smith  finished  he  quoted 
me  a  price  of  $150  and  said  he  would  guarantee  both 
the  furnace  and  the  job  absiolutely. 

I  Wait  for  Brown. 

I  thanked  hiin  and  told  him  frankly  I  would  wait 
to  hear  from  Brown — and  I  waited.  About  a  week 
later  I  met  him  on  the  street  and  reminded  him  that  I 

had  been  expecting  him  around  to  see  about  the  furn- 
ace. His  reply  was  that  he  had  been  busy  and  had  not 

thought  I  was  in  any  hurry.  I  wasn't,  for  it  was  then early  in  June. 
About  two  weeks  later  my  wife  told  me  one  evening 

that  Brown  had  been  there  to  look  over  the  house  and 
had  told  her  he  would  be  glad  to  \mt  in  an  XX  for 
*140.  My  first  feeling  was  a  little  resentment  that  he 

had  not  called  around  for  me  or  at  least  'phoned  as  I 
had  expressly  asked  him  to  do.  But  I  took  it  for 
granted  that  he  would  be  around  later  and  so  I  waited. 

Closing  With  the  Progressive. 

I  was  very  busy  for  several  weeks  and  gave  the 
furnace  no  more  thought,  except  when  Smith  would 
drop  into  the  office  or  meet  me  on  the  street  and  ask 
me  if  I  was  ready  to  give  him  an  order.  Finally  I 
told  him  to  go  ahead  and  put  in  the  furnace.  It  had 
been  over  two  months  since  I  had  first  spoken  to 
Brown  but  I  had  never  had  one  word  from  him  direct- 

ly. His  failure  to  follow  up  a  live  prospect  cost  him  a 
good  sale,  for  I  was  predisposed  towards  him  and  his 
furnace,  even  if  it  cost  a  little  more,  yet  I  paid  more 
to  his  competitor  because  he  had  given  me  all  the  in- 

formation I  wanted,  had  convinced  me  that  he  knew 
hils  business  thoroughly  and  had  followed  me  up,  not 
aggressively,  but  by  reminding  me  from  time  to  time 
that  he  wanted  my  business  and  that  he  would  guar- 

antee satisfaction. 

Following  Up  the  Sale. 

When  fall  came  and  it  was  time  for  fires.  Smith 
came  around  to  see  how  the  furnace  was  doing  and 
made  several  suggestions  about  firing  that  I  found  to 
be  practical.  Whenever  I  saw  him  he  inquired  how 
the  furnace  was  doing,  and  he  impressed  it  upon  me 
that  if  I  ever  had  the  least  trouble  to  call  him  up. 
Early  one  blistering  cold  morning,  we  heard  a  rap  at 
the  door  while  Ave  Avere  at  breakfast.    It  was  Smith. 

"Hope  you'll  pardon  me  for  calling  at  such  an  hour, 
but  I  Avas  AA^ondering  how  that  furnace  acted  on  such 
a  morning  when  there  is  a  strong  northwest  Avind 

blowing. " As  a  matter  of  fact  the  house  wasn't  very  Avarm. 
Smith  spent  half  an  hour  there — "Watching  the  pa- 

tient," he  called  it,  and  then  shoAved  me  how  to  regu- 
late the  drafts  when  there  Avas  such  a  strong  Avind. 

By  the  time  he  left  the  houise  Avais  quite  comfortable 
and  I  have  not  had  the  least  trouble  since,  although 
half  the  people  in  town  complained  that  they  could 
not  keep  Avarm  during  the  severe  weather. 

Insist  on  Customers'  Satisfaction. 

I  understand  noAV  AA^hy  Smith,  coming  to  the  town 
as  a  stranger,  is  building  up  his  business  so  rapidly. 
When  he  kncAA^  I  AA"as  a  prospect  he  folloAved  me  up 
intelligently  and  persistently,  but  Avithout  giving  of- 

fence. Lots  of  business  men  are  learning  to  do  that, 
but  Smith  went  further:  after  the  sale  was  made, 
after  the  furnace  Avas  installed  and  paid  for,  he  still 
folloAved  me  up  just  the  same  to  make  sure  it  was  giv- 

ing satisfaction.  He  insists  that  fully  half  the  heat- 
ing troul)les  come  from  a  lack  of  knoAvledge  of  how 

to  "run"  the  furnace,  although  the  user  Avill  invariably 
lay  it  onto  the  furnace.  And  so  Smith  diplomatically 
coaches  his  customers  in  the  proper  care  of  a  furnace, 
and  stays  by  them  until  they  are  thoroughly  satisfied. 

"The  Follow  Up"— What  It  Is. 

"The  follow  up"  is  a  rather  mysterious  term  in- 
vented by  advertisers  to  designate  the  methods  by 
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which  a  house  can  keep  in  touch  with  prospective  cws- 
tomers.  But  there  i's  nothing  really  mysterious  about 
it  aside  from  the  name.  It  simply  means  keeping  on 

the  trail  of  prospects  until  they  are  sold — if  not  by 
vou,  by  someone  else. 

The  big  mail-order  houses  were  first  to  realize  the 

possibilities  of  a  systematic  follow  up;  then  the  manu- 
facturers and  wholesalers  availed  themselves  of  this 

modern  method,  and  slowly  the  retailers  are  learning 
to  apply  it. 

CURE  FOR  A  DEFECTIVE  HOT-WATER 
INSTALLATION. 

"No  water  can  be  drawn  from  the  hot-water  cocks 
at  the  different  fixtures,"  writes  a  correspondent  of 
"Domestic  Engineering,"  complaining  of  a  defective 
hot-water  installation.  In  offering  a  solution  of  the 
problem,  W.  L.  M.  remarks : — 

The  trouble  he  mentions  is  undoubtedly  due  to  the 
fact  that  the  hot-water  supply  pipe  becomes  air-bound 
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Fig.  1. 

at  a  point  at  or  near  the  top  of  the  range-boiler.  Of 
course,  there  is  the  possibility  of  the  existence  of  an 
obstruction  in  the  t'ipiiig  other  than  air,  but  consider- 

ing the  small  head  or  hydrostatic  pressure  of  the  sj^s- 
tem,  and  in  view  of  the  fact  that  piping  arranged  as 
shown  in  sketch  furnished  by  correspondent  is  partic- 

ularly apt  to  become  air-bound,  it  is  only  reasonable 

\  J.  

Fig.  2. 
to  suppose  that  trouble  such  as  he  describes  would 
occur  on  just  such  a  job  as  his  sketch  shows. 

Briefly  stated,  the  principle  governing  the  action  des- 
cribed is  that,  as  air  always  tends  to  rise  and  seeks  to 

escape,  it  naturally  would  accumulate  at  the  highest 
point,  unless  the  piping  is  arranged  so  as  to  permit  its 
escape.  The  escape  is  in  this  case  prevented  by  reason 
of  the  trap  in  the  piping  at  the  top  of  the  boiler,  the 

consequence  being  that  the  air  accumulates  in  sufficient 
quantities  to  overcome  the  pressure,  exerted  by  the 

supply,  thereby  holding  back  the  hot-water  and  pre- 
venting it  from  flowing  at  the  fixtures.  The  remedy 

is  obvious ;  being  a  tank  job,  simply  insert  a  tee  at 
the  point  marked  A  in  accompanying  sketch  and  from 
it  run  a  pipe  upwards,  avoiding  traps,  to  a  point  over 
the  top  of  the  tank  and  arranged  so  that  a  discharge 
from  it,  if  nay,  will  fall  into  the  tank,  but  this  pipe 
must  be  arranged  so  that  its  end  cannot  dip  into  the 
water.  This  done,  there  should  be  no  question  about 
the  water  flowing  from  the  cocks  at  the  fixtures. 

If  it  is  desired  that  the  hot-water  should  flow  al- 
most immediately  from  the  cocks  at  the  different  fix- 

tures, the  job  should  be  arranged  on  the  circulating 
system.  To  do  this  the  work  could  be  arranged  as 
shown  in  Fig.  2,  in  which  the  circulating  loop  is  shoAvn 
arranged  on  the  ceiling  of  the  room  in  which  the  fix- 

tures are  located,  the  pitch  given  to  the  pipes  forming 
the  loop  and  the  connections  to  the  fixtures  being 
made  as  shown;  note  that  the  supplies  to  the  fixtures 
are  connected  to  the  flow-pipe.  The  work  also  may 
be  arranged  so  that  the  flow-pipe  may  run  across  the 
ceiling,  then  drop  and  return  under  the  floor  to  the 
return-connection  at  the  bottom  of  the  boiler,  the  con- 

nections to  the  fixtures  being  made  as  shown  by  the 
dotted  lines.  In  the  opinion  of  the  writer,  the  first- 
described  circulating  job  is  much  to  be  preferred  for 
best  resiiltsi,  as  in  the  case  of  the  connections  being 
taken  from  the  return-pipe  less  satisfactory  service 
would  result,  and  under  certain  favorable  conditions 
there  is  a  possibility  that  a  reverse  circulation  would 
be  obtained,  thus  entirely  defeating  the  object  sought. 

HOME  WATERWORKS,  by  Carleton  J.  Lynde,  Pro- 
fess*or  of  Physics  in    Maodonald   College,  Quebec. 
Published  by  Stiirsis  &  Walton  Company,  31  East 

27th  Street,' New  York.    Cloth,  270  pages;  size  5  x 
71/j  inches;  illustrated.    Price..  75c.  net. 

"The  volume  in  its  subject  matter  in  which  that 
is  presented  is  a  valuable  guide  book  to  anyone  who 
is  thinking  of  installing  a  simple  water  system  or  of 

improving  one  already  in  existence."  says  Dr.  James W.  Bobertson  in  the  introduction  to  this  useful  and 

well-printed  vohime. 
Among  the  subjects  discussed  in  it  are  the  value  of 

water  indoors,  the  various  sources  of  water  supply, 
the  function,  action,  etc.,  of  different  tvpes  of  pumps, 
running  water,  and  the  siphon.  Five  chapters  are  de- 

voted to  methods  of  pumping,  and  one  each  to  water 
power,  and  plumbing  and  selvage  disposal.  The  text 
is  elucidated  by  over  100  cuts.  The  book  is  written 
in  a  simple  style  as  free  from  technicalities  as  possible, 
and  it  should  be  of  real  service  to  persons  in  small 
places  where  a  public  water  supply  is  not  ye  provided. 

A  METHOD  THAT  BRINGS  RESULTS. 

Geo.  Colegate,  dealer  in  timvare  and  furniture,  St. 
Catharines,  Ont.,  has  a  practical  method  of  selling  oil 
stoves  and  heaters.  When  a  customer  purchases  a 
stove,  Mr.  Colgate  makes  it  a  point  to  person allv  set 

it  up,  and,  if  possible,  arrives  at  the  customer's  house about  an  hour  before  meal  time.  After  getting  the 
stove  in  place,  he  asks  permission  to  cook  the  first  meal 
on  it,  fully  explaining  the  working  of  the  stove  to  the housewife. 

In  this  way  he  seciires  enthusiastic  customers  who 

talk  about  his  stoves,  and  the  six  dozen  sold  last  sea- 
son indicates  that  his  method  is  successful. 
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Paint  and  Varnish  Trades 

.A 

Profits  vs.  Quality  in  Paints 

Si,  E.  T.  Trigg 

Profit,  that  figtire  Avhich  represents  the  difference  be- 
tween cost  and  selling  price,  is,  in  the  mind  of  the  sub- 

stantial far-seeing  paint  dealer,  the  last  consideration. 
He,  naturally,  expects  to  buy  his  goods  at  the  same  rate 
as  other  dealers,  and  expects  the  price  to  be  reasonable. 
The  quality  and  the  co-operative  assistance  furnished 
by  the  producer  must  be  such  that  he  can  re-sell  the 
goods  at  a  price  which  will  leave  a  substantial  margin 
of  profit. 

The  salesman  should  make  it  his  business  to  discuss 
the  retail  selling  price  with  the  dealer,  seriously,  and 
insist  upon  a  consistent  retail  price  being  established. 
Unfortunately  some  dealers  are  weak  on  the  resale 
price  proposition,  allowing  themselves  to  be  frightened 
by  local  competition,  with  the  result,  oftentimes,  that 
their  own  profits  are  materially  curtailed. 

There  is  no  more  effective  way  of  creating  doubt  in 
the  mind  of  a  consumer  as  to  qtiality  than  for  the  dealer 
to  offer  his  goods  at  a  lower  price  than  someone  else. 
Human  nature  is  about  the  same  the  world  over.  We 

don't,  any  of  us,  expect  to  get  something  for  nothing, 
and  we  don't  expect  to  get  one  dollar  value  for  a 
ninety-cent  price.    Neither  do  we  get  it. 

To-day  the  dealer  who  spends  his  time  in  an  endeavor 
to  save  two  or  three  per  cent,  in  the  cost  price  of  his 
goods  is  a  back  number.  The  average  merchant  likes 
to  do  business  with  a  house  whose  prices  are  absolutely 
fixed,  thereby  feeling  sure,  himself,  that  he  is  always 
getting  just  as  low  a  price  as  any  other  dealer.  He 
further  realizes  that  to  spend  time  unnecessary  in  an 
attempt  to  get  price  concessions  is  robbing  the  selling 
end  of  his  business ;  perhaps,  thereby,  losing  one  or 
more  sales,  the  profit  on  which  in  actual  dollars  and 
cents  would  amount  to  much  more  than  the  concession 
looked  for  if  it  were  obtained. 

A  standard,  reputable  line  of  goods  representing 
quality  and  backed  up  by  effective  advertising  is  more 
profitable  for  the  dealer,  even  though  the  profit  per 
sale  is  a  little  less  than  on  a  cheap,  inferior  price  of 
goods  without  any  reputation  and  co-operative  assist- 

ance from  the  producer.  The  reason  for  this  is  obvi- 
ous. On  quality  backed  up  by  real  advertising  and 

push,  he  can  bank  on  holding  his  customers  for  all 
time  and  will  continually  add  new  customers.  The 
lack  of  quality  and  merit  in  inferior  products  loses 
customers,  not  only  for  that  product  itself,  but  other 
goods  which  he  may  be  handling  as  well,  while  the  lack 
of  advertising  assistance  minimizes  the  chances  of  se- 

curing new  customers,  even  for  the  one  purchase  which 
they  might  be  induced  to  make. 

ware  Trade.  Not  so  many  years  ago  labels  were  any- 
thing but  what  they  ought  to  have  been,  but  now-a- 

days  the  paint  maker  does  everything  he  can  to  make 
his  products  as  attractive  as  possible. 

Neat  and  prepossesing  labels  are  naturally  miich 
easier  to  display  than  the  other  kind,  and  it  is  up  to 
the  dealer  to  take  the  best  possible  advantage  of  what 
the  manufacturers  are  doing.  Trim  shelf  arrangement 
is  now  possible  with  very  little  effort  and  suggestive 
interior  store  display  can  be  secured  with  the  help  of 
color  cards  and  posters,  which  paint  makers  will  gladly 
send  on  application  by  their  customers. 

Some  little  time  ago  the  writer  was  in  the  store  of  a 
hardware  merchant  in  a  prosperous  country  town  draw- 

ing trade  from  one  of  the  best  and  most  fertile  mixed 
farming  districts  in  the  Northwest.  This  particular 
dealer  had  been  firmly  established  for  many  years  and 
handled  a  line  of  mixed  paints  noted  for  its  excellence, 
and  for  the  splendid  service  the  maker  rendered  the 
dealer. 

But,  alas,  Mr.  Hardware  Dealer  was  asleep  at  the 
switch.  His  paints  were  in  a  dark  corner  of  the  store. 
The  stock  was  covered  with  dust,  and  inquiry  brought 
forth  the  information  that  he  did  not  think  it  worth 

while  to  push  paints,  and  that  he  had  no  room  to  dis- 
play them  properly.  Yet  in  the  front  of  that  store 

were  three  ranges  of  the  same  size  and  style,  where  one 
would  have  been  a  plenty,  and  would  have  left  him 
room  for  a  showing  of  paints.  This  same  man  had  the 
second  floor  of  his  store  for  surplus  stock  only  half 
filled,  but  still  cluttered  his  ground  floor  with  goods 
that  should  have  been  upstairs. 

In  another  store  in  this:  same  town,  occupying  less 
ground  than  the  former,  space  in  the  centre  of  the 
store,  right  opposite  the  front  door,  was  arranged  with 
a  handsome  pyramid  made  of  paint  cans,  of  different 
colors,  and  on  and  around  them  were  color  cards  and 
other  advertising  matter.  This  dealer  had  practically 
a  cinch  on  the  paint  business  of  his  trade  territory, 
though  he  was  not  as  long  established  as  his  competi- 

tor, and  the  line  he  carried,  sold  at  the  same  price,  is 
not  as  well  known  generally  as  the  other. 

The  proposition  was  simply  this.  Half  or  more  of  the 
first  man's  hardware  customers  did  not  even  know  he 
carried  paint  and  he  did  nothing  to  tell  them  about  it. 
The  other  fellow  went  after  the  customer  with  window 
and  store  display  and  other  publicity  methods  and — 

He  got  the  business. 

PAINT  LABELS  AS  SALES  PRODUCERS. 

One  of  the  most  important  influences  in  the  increase 
diiring  recent  years  of  the  ready  mixed  paint  business 
has  been  the  improvement  in  the  labels  put  on  the 
cans  by  manufacturers,  remarks  a  writer  in  The  Hard 

KEEP  BRUSHES  IN  DAMP  COOL  PLACE. 

Dealers  should  be  careful  how  they  keep  paint  and 
varnish  brushes,  for  if  in  too  warm  or  dry  a  place  the 
bristles  are  apt  to  get  loose  and  maybe  the  brushes  will 
be  ruined,  says  an  exchange.  I  have  seen  them  dis- 

played in  a  show  case  near  the  stove,  and  in  the  win- 
dow under  a  hot  sun.  Better  keep  them  in  a  moderate- 

ly damp  or  cool  place,  and  if  a  brush  happens  to  get 
too  dry,  place  it  in  the  cellar  for  a  time,  but  never 
pour  water  on  it  in  the  effort  to  tighten  up  its  bristles. 
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Selling  Paint  to  the  Farmer 

The  retail  hardware  dealer  nowadays  is  apt  to  look 
upon  the  farmer  as  a  close-fisted,  money-grabbing 
shark,  who  cares  for  nothing  but  the  size  of  a  crop  his 
land  will  yield  and  the  amount  per  bushel  he  can  get 
for  his  Avheat,  oats,  barley,  etc.  Such  an  opinion  may 
have  been  justified  many  years  ago,  but  to-day,  the 
farmer  is  considered  by  all  wide-awake  retailers  to  be 
their  "one  best  bet."  No  longer  is  he  satisfied  to  live 
in  a  tumble-down  shack  and  have  dilapidated  barns 
and  out-buildings.  To-day  nothing  is  too  good  for  him 
and  he  wants  the  best,  though,  not  necessarily,  the 
highest  priced  stuff.  While  he  is  willing  to  pay  a  good 
price  for  an  article,  that  article  must  be  good  and  give 
value  for  the  money  spent.  Outside  of  a  Jew,  there  is 
no  man  knows  values  like  the  farmer.  Once  sell  a 

tiller  of  the  soil  an  article  that  gives  perfect  satisfac- 
tion and  you  have  him  for  a  permanent  customer,  pro- 

vided, of  course,  your  future  sales  are  equally  as  good 
value. 

Where  formerly  a  farmer  would  paint  his  house 
when  he  built  it  and  never  touch  it  again  during  a 
lifetime,  now  he  has  become  educated  to  the  fact  that 
it  is  economy  to  paint  his  biiildings  every  three  years 
or  so,  and  not  only  does  he  look  upon  the  work  from 
the  standpoint  of  economy,  but  he  has  learned  to  take 
a  personal  pride  in  the  appearance  of  his  place,  and 

to  irlake  the  whole  "a  thing  of  beauty  and  a  joy  for- 

ever." The  paint  department  of  every  well-organized  hard- 
ware store,  says  an  exchange,  should  always  make  a 

strong  showing  for  the  farm  trade  when  such  stores 
are  located  in  rural  centers  or  in  towns  which  are  fre- 

quented by  farmers.  A  good  deal  of  paint  is  sold  to 
this  particular  class  of  customers  and  the  interest  of 
the  farmer  is  M^ell  worth  securing  by  all  hardware 
shops  which  carry  a  paint  department  and  such  sec- 

tion should  be  completely  stocked  for  this  particular 
business. 

The  farmer  knowg  a  good  article  and  is  apt  to  Tie 

a  fair  judge  of  paint,  so  that  "the  best  is  none  too 
good"  to  offer  him.  More  than  most  people  he  under- 

stands the  effects  of  weather  and  of  the  need  for  re- 
liable paint  for  his  farm  buildings,  vehicles,  imple- 
ments, etc.  When  he  comes  to  town  an  attractive  dis- 

play of  paints,  varnishes  and  brushes  might  well  be  set 
forth  expressly  for  his  own  needs ;  while  the  carefully 
worded  circular,  calling  attention  to  some  particular 
line  and  hinting  the  advisability  to  paint,  might  be  a 
udicious  step  that  will  win  his  interest  and  secure  a  sale. 

His  purchases  are  varied,  but  the  following  may  be 
set  down  as  the  princix)al  articles  in  which  he  is  most 
likely  to  be  interested : — 

For  his  farm  house  there  are  ready  mixed  paints  oi 
white  lead  or  zinc  in  oil,  according  to  whether  he  pre- 

fers to  mix  his  own  paint  or  employ  one  of  the  several 
accredited  makes  of  ready-for-use  paint. 

For  his  out-buildings  there  are  barn  and  roof  paints, 
preferably  in  dark  red,  but  also  procurable  in  dark 
shades  of  green,  brown  and  gray. 

For  his  shingle  roofs  the  stains  now  so  effectively 
used  on  shingled  roofs. 

For  his  implements  and  tools  the  special  paints 
ground  in  varnish  and  known  as  Carriage  Paints. 

For  his  carts  and  wagons  the  paints  expressly  made 
for  this  purpose  in  four  or  five  bright  colors  and  known 
as  Farm  Wagon  Paints. 

He  should  also  be  interested  in  good,  durable  var- 
nishes, such  as  hard  oil  finish,  a  spar  varnish  and  a 

good  coach  varnish  for  general  purposes.    For  the  in- 

terior of  his  barns  and  stables  it  should  be  possible  to 
interest  him  in  one  of  the  cold  water  paints,  while  the 
same  might  be  employed  to  great  effect  in  the  interior 
of  the  farm  house  and  particularly  for  the  upper  rooms, 
in  place  of  wall  paper  or  the  antiquated  lime  wash. 

If  the  interest  of  his  women  folk  can  be  aroused — 
as  it  should  be  easy  to  do — there  are  other  articles  that 
might  be  readily  sold.  The  chief  of  these  are  bed- 

stead enamels,  varnish,  floor  paint  for  kitchen,  pantry 
and  passageways,  varnish  stains  for  parlor  and  dining- 
room  floors,  polishing  oil  for  furniture  and  the  piano, 
now  found  in  nearly  every  farm  house,  and  stove  ena- 

mel for  the  chief  article  of  the  kitchen. 
A  dealer  who  had  cornered  all  the  paint  business  in 

his  town,  and,  in  addition,  increased  his  sales  15  to  20 

per  cent.,  tells  how  he  did  it: — 
"Nearly  all  of  that  additional  business,"  he  said  not 

long  ago,  "has  come  from  the  farmers.  They  are  pretty 
hard  people  to  change,  and  many  have  an  idea  that 
effort  to  sell  them  paints  is  useless.  So  it  is — if  it  is 
abandoned  at  the  first  repulse.  Keeping  everlastingly 
at  it  is  as  necessary  to  sell  paints  as  it  is  to  succeed  in 

advertising.  That's  Avhat  we  have  done,  and  the  result is  that  we  have  nailed  down  the  farmer  trade  in  our territory. 

"Let  me  tell  you  of  one  stunt  that  we  pulled  off,  just 
to  show  you  that  we  didnt  wait  for  business  to  come  to 
us.  A  farmer  was  erecting  a  new  house  a  few  miles 
from  our  town.  It  ̂ as  located  on  a  pretty  prominent 
road,  and  in  addition  it  was  to  be  situated  on  top  of  a 
high  hill.  This  meant  that  it  could  be  seen  for  miles 
around.  I  and  my  partner  saw  right  away  that  this 
Avould  be  too  good  an  advertisement  to  overlook,  so  we 
determined  to  get  that  business,  no  matter  what  hap- 

pened. We  found  the  farmer  a  hard  man  to  sell.  He 
wanted  a  low  price,  and  he  wanted  good  stuff,  too. 
Finally  we  made  him  a  proposition  that  if  he  woiild 
use  our  paints  instead  of  those  offered  by  competitors, 
and  would  also  use  our  color  scheme  instead  of  the 
one  he  had  in  mind,  we  would  make  him  a  big  discount 
on  the  goods.  The  price  we  made  was  sufficient  to 

cover  the  cost  and  a  little  more,  but  didn't  expect  to 
make  any  profit  on  the  sale. 

"He  agreed  to  the  plan,  and  we  sold  the  order.  The 
results  were  all  that  we  had  anticipated,  and  more. 
That  house  set  upon  a  hill  could  certainly  be  seen  from 
afar,  and  with  the  color  scheme  we  had  worked  out  it 
was  like  a  painted  billboard  under  a  bunch  of  electric 
lights.  It  was  a  trifle  louder,  perhaps,  than  I  would 
have  ordered  for  a  town  house,  but  it  not  only  made  a 
hit  with  the  owner,  but  attracted  the  attention  of  other 
farmers  in  that  locality.  You  may  not  believe  it,  but 
we  sold  seven  others  within  a  month  after  the  job  was 
completed.  We  knew  that  every  sale  was  made  on 
the  strength  of  that  job,  because  each  customer  stated 
that  he  wanted  something  like  the  work  we  did  for 
Bill  Jones  out  on  the  Campbellsville  road. 

"A  line  of  goods  which  didn't  sell  much  in  our  part 
of  the  country  is  barn  paints.  The  average  farmer  may 
paint  his  house  rather  frequentl}^  but  he  allows  his 
barn  to  stand  unpainted,  and  ultimately  rot  because 
of  the  lack  of  attention.  One  of  the  reasons  for  this 
is  that  there  is  a  good  deal  of  timber  in  our  section, 

so  that  the  farmers  have  an  idea  that  it  doesn't  cost 
much  to  replace  a  barn.  We  saw  that  in  order  to  build 
up  a  trade  on  this  we  would  have  to  hit  at  this  feature. 

"We  ran  a  series  of  ads  in  our  county  papers  which 
we  knew  reached  the  farmer  thoroughly,  in  which  we 
made  points  like  this: 

"  'If  you  paint  your  barn  it  won't  cost  you  a  cent. 
Why?  IBeeause  the  cost  of  labor  and  lumber  is  ad- 
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vancing  so  rapidly  that  the  longer  life  of  your  barn, 
secured  through  the  use  of  a  good  paint,  more  than 
pays  for  it.  Every  dollar  spent  adds  $10  to  the  value 

of  your  barn.' 
"  'Don't  insure  your  barn — it  isn't  worth  it.  "Why not  just  let  it  burn  and  then  rebuild  You  know  the 

answer  to  that.  Make  the  same  kind  of  answer  to  the 

(juestion.  'Why  don't  you  paint?'  for  paint  is  the  best 
life  insurance  a  barn  ever  had.' 

"In  addition  to  these  and  other  similar  advertise- 
ments, we  used  our  mailing  list  with  good  elfect,  and 

though  it  took  time,  we  soon  had  the  farmers  buying 
paints  for  their  barns.  At  first  we  found  that  the 
regular  line  of  barn  paint  was  saleable  for  painting  the 

roofs  of  houses,  but  it  wasn't  long  before  this  material 
was  going  into  use  for  the  purpose  for  which  it  was 
originally  intended.  We  sold  a  good  deal  of  shingle 
stain,  which  contains  creosote  and  is  therefore  a  good 
preservative,  as  well,  this  going  to  farmers  who  want- 

ed to  paint  barns  which  were  built  of  rough  material 
for  which  ordinary  paints  would  not  be  suitable. 

' '  The  same  arguments  we  used  to  get  the  farmers  to 
paint  their  barns  were  applicable  for  their  fences  and 
other  outhouses,  and  we  used  them  with  good  effect. 

As  I  said  before,  the  farmer  doesn't  change  his  mind 
suddenly,  nor  does  he  become  convinced  the  first  time 
you  make  a  statement  in  his  presence.  On  the  other 
hand,  if  you  have  a  good  argument,  and  the  paint  deal- 

er certainly  has  that,  continued  presentation  of  the 
facts  finally  wins  him  over,  and  he  is  a  constant  and 
permanent  customer  ever  after. 

"I  referred  above  to  the  use  of  our  mailing  list.  I 
believe  that  without  exception  this  proved  to  be  one  of 
the  best  pullers  for  new  business  that  we  ever  had. 
We  had  a  machine  for  turning  out  form  letters,  such 
as  one  can  get  for  a  small  amount,  and  we  kept  it 
working  pretty  regularly.  All  of  the  letters  had  the 
names  written  in  at  the  top  on  the  typewriter,  and 
were  sent  out  under  first-class  postage.  We  had  a  list 
that  was  permanent  and  constantly  growing.  We  add- 

ed names  to  it  whenever  we  ran  across  a  farmer  who 

looked  like  a  good,  paying  customer.  We  were  con- 
stantly on  the  lookout  for  newcomers,  and  whenever 

sales  of  farms  were  made,  requiring  a  change  in  ad- 
dresses, these  were  inserted,  so  that  our  lists  were  con- 
stantly up-to-date.  The  books  of  the  assessor  and  the 

tax  lists  of  the  sheriff  were  good  sources  of  material 
for  names,  while  every  person  who  visited  the  store 
and  appeared  worth  while  as  a  permanent  customer 
also  went  onto  the  list,  as  we  usually  had  no  trouble  in 

getting  the  visitor  to  give  us  the  facts  we  wanted. 

"In  my  experience,  the  average  small-town  dealer, 
and  I  don't  know  but  that  the  same  thing  applies  to 
the  dealer  in  the  larger  community,  is  always  willing 
to  furnish  manufacturers  whose  goods  he  handles  with 
lists  of  names  to  be  used  in  sending  out  circular  letters 

and  other  advertising  matter.  The  trouble  is  the  when- 
ever there  is  a  necessity  for  the  use  of  a  mailing  list, 

it  can  be  put  to  work  without  the  need  for  working  up 
a  fresh  list  for  the  occasion.  When  this  has  to  be  ar- 

ranged hurriedly  it  is  always  incomplete  and  frequent- 
ly inaccurate,  whereas  when  it  is  always  at  hand  ready 

for  use,  it  is  complete,  correct  and  fills  the  bill  in  every 
particular. 

"Let  me  say  a  word,  too,  about  the  use  of  our  county 
newspapers.  The  county  paper,  in  my  opinion,  is  more 
closely  read  than  the  city  paper.  What  I  mean  to  say 

is  that  when  the  day's  work  is  over  and  the  farmer 
comes  in,  he  expects  to  secure  recreation  largely 

through  reading.  His  local  paper  furnishes  him  with 
news  of  interest,  and  he  goes  through  it  line  after  line, 

overlooking  nothing.  We  had  three  papers  in  our 
town,  which  circulated  all  over  the  country,  reaching 
probably  seven  or  eight  thousand  farmers.  We  had  an 
ad  in  one  of  them  every  issue,  and  varied  it,  so  that 
we  covered  the  entire  local  field  in  about  three  weeks, 
and  our  name  and  business  were  constantly  before  our 
customers.  This,  of  course,  helped  with  the  townspeo- 

ple as  well  as  the  farmers,  but  as  the  latter  were  the 
hardest  to  sell  I  am  talking  about  them  ehiefiy.  We 
found  that  the  use  of  small  space,  in  which  we  changed 
our  announcements  regularly,  always  having  something 
new  and  interesting  to  say,  did  us  more  good  than  the 
use  of  large  space  run  at  irregular  intervals.  That, 
again,  is  due  to  the  habit  of  mind  of  the  farmer,  who 
is  never  convinced  by  one  statement  of  a  thing,  but  has 
to  be  won  over  by  constantly  re-stating  the  argument 
and  dressing  it  ditferently  each  time  so  as  to  appeal  to 
him  from  difi:'erent  angles. 

"Another  point  that  we  found  to  be  worth  while  was 
to  keep  our  own  store  looking  spick  and  span,  always 
well  painted  and,  as  a  matter  of  fact,  a  live  demon- 

stration for  our  goods.  This  is  the  best  kind  of  an  ad- 
vertisement, and  is  always  noted,  and  I  have  come  to 

the  conclusion  that  like  charity,  paint  exploitation  be- 
gins at  home.  We  washed  all  our  wood-work  so  as  to 

keep  it  looking  fresh,  and  whenever  it  began  to  show 
signs  of  wear  we  painted  it,  so  that  visitors  saw  that 
we  believed  in  paint  for  ourselves  as  well  as  for  them. 
I  remember  one  day  an  old  farmer  named  Henry  John- 

son came  in  and  saw  that  we  had  recently  painted. 
"  'Look  here.  Bill,'  he  said  to  his  son,  who  was  with 

him.  'These  boys  have  gone  and  painted  up  their 
store.  If  they're  willing  to  take  their  own  medicine, 
by  Jinks  if  I  don't  begin  to  believe  it  must  be  some 

good.' 

"We  proved  to  him  that  it  was,  and  before  he  left 
the  store  he  bought  the  material  to  paint  his  house  and 
barn. 

"There  has  been  a  lot  said  on  the  subject  of  window 
displays,  and  everything  that  has  been  said  was  worth 
saying.  The  oftener  advice  of  that  kind  is  repeated, 
the  better.  I  found  out  by  experience  that  my  win- 

dows were  real  salesmen,  and  for  that  reason  I  kept 
them  busy  all  the  time.  I  had  two  big  windows,  and 
I  changed  one  of  them  every  day,  so  that  each  display 
remained  in  place  two  days.  You  will  be  astonished  to 
know  that  this  rapid  change  made  the  people  who 
passed  our  store  look  in  invariably  as  they  went  by  to 
see  what  we  had  to  offer. 

"I  didn't  attempt  any  particularly  elaborate  or  novel 
exhibits,  although  I  worked  in  this  kind  of  material 
whenever  I  could.  The  main  idea  was  to  show  the 
goods,  with  a  sign  or  some  other  way  of  telling  jiist 
what  they  were  to  be  used  for.  Thus  the  community 
was  apprised  in  an  effective  way  of  just  what  we  had 
to  sell  and  the  various  uses  to  which  the  different  lines 
could  be  put.  The  importance  of  this  may  be  realized 
when  it  is  remembered  that  the  average  person  knows 

little  about  paints  and  probably  doesn't  understand 
that  you  have  nearly  the  variety  of  stock  that  you  are 
carrying  on  your  shelves.  How  do  you  expect  possible 
buyers  to  find  it  out  unless  you  tell  them?  And  the 
windows  are  the  cheapest,  quickest,  and  surest  way  of 

doing  that." 

a  Poop  paint,  like  poor  clothes,  won't  wear  well.  g 
S      Our  paint  is  good.  g 

Suggestion  for  Window  or  Interior  Card 



78 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. September,  1912 

What  Trade  Associations 

The  Problem  of  Buying  Right 

Address  by  Henry  Kreuger  Before  the  lowa  Retail  Hardware Association. 

The  old  saying  that  goods  well  bought  are  half 
sold  is  more  true  to-day  than  it  was  before  we  had 
mail-order  house  competition.  We  often  feel  that  we 
are  paying  too  much  for  an  article;  at  the  same  time 
if  we  should  investigate  we, would  find  the  price  very 
reasonable.  The  main  thing  is  that  we  all  own  these 
goods  either  at  a  uniform  price,  or  at  least  as  low 
as  the  mail  order  proposition  owns  them  against  us. 

At  the  convention  in  Milwaukee  a  man  asked  what 
he  should  do  to  buy  his  goods  for  less  money.  I  asked 

him  tlie  size  of  his  town,  and'  he  said  about  2,500. 
"How  many  jobbers  do  vou  buy  of?"  "One,  two, 
three,  four,  five—"  "Hold  on,"  I  said.  "That  is 
enough.  You  have  too  many  travelling  men  on  your 

payroll."  He  said,  "I  don't  pay  the  travelling  man." 
"Forget  it,"  I  answered,  "every  travelling  man  with 
whom  you  do  business  you  help  to  pay  the  salary  and 

expenses  of.  Remember  that  the  travelling  man's  sal- ary and  expenses,  in  round  figures,  amount  to  $1  an 
hour;  so  if  he  spend  five  hours  in  your  store,  your 
store  is  charged  up  with  $5,  and  your  business  has  to 

pay  it  sooner  or  later,  if  you  do  business  with  him." The  first  thing  to  consider  is  the  man  who  gives  you 
the  best  goods,  the  best  service  and  the  best  price. 

Simmer  your  buying  down  to  two  or  three,  and  don't 
forget  to  let  those  two  or  three  know  that  you  have 
your  buying  confined  to  those  three  houses.  If  one  of 
them  gives  you  an  inside  price  keep  it  to  yourself.  Be- 

fore you  know  it,  these  two  or  three  men  will  be  bid- 
ding for  your  business.  If  one  of  them  has  an  extra 

five  or  ten  up  his  sleeve  you  are  going  to  get  it.  If 

you  buy  on  friendship  you  can't  get  the  price.  Busi- 
ness is  a  cold  blooded  proposition  which  involves  dol- 
lars and  cents,  and  that  is  what  you  and  I  are  work- 

ing for. 
Too  Many  Ranges  Shown. 

I  was  in  a  neighboring  state  last  November,  and  two 
other  hardwaremen  with  me.  We  went  into  a  store, 
and  there  were  five  baseburners  on  the  floor,  represent- 

ing five  factories.  I  don't  know  how  much  stove  busi- 
ness the  man  did;  I  hope  he  was  doing  well.  His  store 

looked  reasonably  well  and  clean.  But  there  was  a 
ease  where  a  man  had  five  different  stove  salesmen  on 

his  payroll,  when  one  would  be  a  great  plenty  in  the 
town  in  which  he  was  doing  business. 

All  of  our  friends  have  tried  to  tell  us  how  to  sell 

goods.  Some  years  ago  we  had  a  jobber  in  Milwaukee 
who  gave  us  a  talk,  and  his  idea  was  that  the  principal 
thing  needed  to  sell  goods  is  salesmanship ;  that  the 
money  ils  made  on  the  selling  end.  He  said  that  if  he 
compared  the  closest  bought  stock  in  Wisconsin  with 
the  easiest  bought  stock,  there  would  only  be  five  per 
cent,  difference.  Let  us  stop  and  see  what  that  means. 
Here  are  two  gentlemen — Mr.  Miles  and  Mr.  Abbott. 
Suppose  they  are  in  business  in  the  same  town,  each; 
one  buying  $40,000  worth  of  goods  during  the  year. 
We  will  say  that  Mr.  Miles  is  a  close  buyer  and  looks 

after  that  five  per  cent.  Mr.  Abbott  is  the  easy  buyer. 

That  means  that  Mr.  Miles  has  bought  his"  $40,000 worth  of  goods  for  $2,000  less  than  Mr.  Abbott.  That 
$2,000  is  net ;  there  is  no  expense  to  be  charged  up  to 
that.  I  would  ask  any  of  you  if  that  is  not  half  of  the 
net  profits  of  almost  any  $40,000  business. 

Every  merchant  who  sells  hardware  and  has  trouble 
in  competing  with  any  kind  of  competition,  should  take 
it  up  with  the  man  who  manufactures  the  goods 
through  a  campaign  of  letter  writing.  If  five  hundred 
retailers  should  write  letters  to  all  the  maniifaeturers 
of  wrenches,  for  instance,  asking  them  for  a  price  so 
that  they  could  meet  the  catalogue  house  competition, 
or  else  take  their  goods  out  of  the  catalogues,  some- 

thing would  happen.  We  must  get  busy  and  put  up 
our  troubles  to  the  man  who  causes  them. 

The  price  of  merchandise  has  been  talked  over  a 
great  deal.  One  thing  you  want  to  remember  is  that 
there  is  some  point  where  the  profit  ends  and  robbery 
begins.  Keep  inside  of  that  line.  Be  particular  that 
the  goods  which  you  sell  in  competition  with  the  mail 
order  competition  are  priced  right,  and  add  on  some- 

thing to  some  specialty  where  you  feel  that  you  can 

get  it. 
Good  Service  Satisfies  Customers. 

Last  November  I  went  into  a  dining  car  on  the  North- 
western road.  It  was  a  brand  new  car,  finished  up  in 

elegant  shape,  sparlding  glass,  clean  table  linen,  shin- 
ing chairs,  everything  slick  and  nice.  The  waiters 

were  polite.  When  I  got  through  with  my  meal  a 

waiter  bowed  me  out  and  said  "Thank  you,"  and 
"Good  night."  I  had  paid  him  about  three  times  as 
nuich  as  I  would  at  an  ordinary  restaurant,  and  yet  I 
went  away  satisfied.  What  was  it  that  satisfied  me? 
It  was  service. 

The  keynote  of  modern  business  is  service.  You 

can't  put  anything  into  your  store  that  will  yield  you 
the  profit  that  good,  first-class  service  will.  A  clean 
store,  Avell  arranged,  everything  plainl^y  priced,  every- 

thing to  the  front  and  on  exhibition,  means  service.  If 

an  order  comes  in  over  the  telephone,  it  doesn't  make 
any  difference  if  the  man  says  this  afternoon  will  do, 
send  it  now.  What  this  nation  needs  is  hardware  edu- 

cation. It  is  up  to  us  as  retailers  to  instill  in  the 
minds  of  the  consuming  public  a  des,ire  for  more  hard- 

ware and  better  hardware.  If  we  will  apply  good  buy- 
ing, careful  stock  keeping  and  high-class  service  to 

our  business,  we  will  meet  with  success. 
Mr.  Abbott :  In  writing  letters  to  the  manufacturers 

as  suggested  by  Mr.  Krueger,  let  each  dealer  write  on 
his  own  letterhead  in  his  own  personal  way.  Ignore 

any  association  whatsoever.  Don't  get  mixed  xip  with 
your  neighbor  in  making  protests,  but  make  yoiu'  com- 

plaint over  youx  own  signature  and  on  your  own  res- 
ponsibility. 

Mr.  Krueger:  Before  you  Avrite  those  letters,  make 
a  list  of  every  wrench  that  you  find  in  the  catalogues, 
and  tabulate  the  mail  order  prices  on  them.  At  the 
end  yovi  may  put  down  the  prices  you  pay,  if  you 
choose,  and  ask  them  what  they  expect  you  to  do  vdth 
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the  wrenches  under  those  conditions.  Put  down  every- 

thing very  plainly,  so  they  can  tell  at  a  glance  and 

don't  have  to  refer  to  a  catalogue.  The  manufacturers 

are  lazy ;  you  have  to  put  this  through  a  food-chopper 

and  season  it  up  or  they  won't  touch  it. 

MERCHANTS  AND  FARMERS  CONFER  FOR  THE 

TOWN'S  GOOD. 
There  is  a  commercial  club  in  a  western  town  with 

a  hardware  dealer  at  its  head  who  has  set  itself  to 
the  task  of  breaking  down  the  barriers  between  town 
and  country.  In  pursuance  of  this  policy  it  one  day 
last  winter  arranged  to  hold  a  reception  and  banquet 
and  invite  about  two  hundred  representative  farmers, 
most  of  whom  accepted  the  invitation.  The  night  ap- 

pointed for  the  occasion  was  cold  and  raw,  hxit  the 

farmers  came.  A  dozen  heavily  overcoated  club  mem- 
bers met  the  incoming  teams,  saw  that  they  were  com- 

fortably housed,  and  conducted  the  visitors  to  the  hall 
where  they  were  taken  charge  of  by  a  reception  com- 

mittee and  made  to  feel  at  home.  An  orchestra  was 
on  hand  to  add  zest  to  the  occasion ;  cigars  were  passed 
and  the  members  of  the  club  proceeded  to  show  them- 

selves friendly,  and  by  the  time  the  party  sat  down  to 
the  banquet,  the  best  of  good  feeling  prevailed. 

The  secretary  acted  as  toastmaster  and  arranged  a 
programme  of  addresses,  all  bearing  on  the  matter  of 
community  development,  and  incidently  assigned  most 
of  the  subects  to  prominent  farmers.  The  representa- 

tives of  the  club  spoke  first  by  way  of  breaking  the  ice. 
The  addresses  by  the  farmers  were  for  the  most  part 
a  revelation.  There  was  no  palaver.  Their  talks  were 

straightforward,  friendly  discussions  of  "how  can  we 
co-operate  for  the  upbuilding  of  this  community?" 
Even  the  dangerous  subject  of  mail  order  competition 
and  parcels  post  were  touched  upon  and  it  was  con- 

ceded that  they  might  be  injurious  to  the  welfare  of 
the  community. 

Two  or  three  of  the  farmers  gave  their  ideas  on  the 
kind  of  a  town  that  was  necessary  for  the  best  inter- 

ests of  the  rural  community.  In  addition  to  good 
schools,  churches,  repair  shops,  up-to-date  stores,  etc., 
particular  stress  was  laid  upon  the  farmers'  need  of  a 
good  market  for  their  produce.  The  ideas  expressed 
may  be  epitomized  in  the  utterance  of  one  of  the  farm- 

ers: "If  you  business  men  will  handle  our  produce 
you  will  make  yourself  prettv  near  indispensable  to 

us." The  members  of  the  club  are  emphatic  in  the  declar- 
ation that  this  banquet  was  the  best  investment  the 

town  has  ever  made,  and  the  effect  has  not  only  been 
noticeable  in  business,  but  in  other  ways.  A  good  road 
movement  took  shape  that  night;  the  farmers  them- 

selves taking  the  initiative.  Plans  are  being  perfected 
and  work  is  to  begin  as  soon  as  the  weather  will  per- 
mit. 

To  maintain  the  ground  it  has  gained,  the  club  later 

followed  up  the  banquet  with  a  lecture  on  "The  Ro- 
mance of  the  Reaper, "  and  an  harvester  company  fur- 
nished the  lecturer.  The  farmers  were  invited  to  at- 

tend without  charge.  The  attendance  was  large  and 
the  farmers  here  caught  the  spirit  and  voted  to  hold 
their  next  agricultural  institute  in  this  town.  The 
merchants  have  been  invited  and  some  have  been  asked 
to  speak  on  this  occasion. 

The  innovation  is  an  excellent  one  and  should  be 

emulated  by  country  merchants  in  all  parts  of  the  Do- 
minion. 

Aid.  Chown  Sent  off  With  a  Banquet 

Aid.  RusseU  C.  Chown,  of  the  hardware  firm  of  W. 

W.  Chown,  Ltd.,  Belleville,  was  tendered  an  official 

banquet  by  the  Mayor  and  corporation  prior  to  his  de- 
parture for  Edmonton,  where  he  will  in  future  carry 

on  business  with  his  brother,  Mr.  W.  A.  A.  Chown,  as 
announced  in  a  previous  issue  of  the  Hardware,  Stove 
and  Paint  Journal. 

The  high  esteem  in  which  Aid.  Chown  and  the 
Chown  family  are  held  in  Belleville  was  amply  testi- 

fied by  the  presence  of  that  city's  representative  men around  the  festive  board. 

Mr.  J.  W.  Johnson,  M.P.P.,  for  West  Hastings,  and 
a  former  mayor  of  Belleville,  said  he  had  knoAvn  the 

Chown  family  as  far  back  as  the  Alderman's  great 

grand  father.  "They  come  of  the  best  stock,"  he 
added,  and  concluded:  "The  Chown  family  cannot 
help  prospering  in  the  West.  We  will  often  think  of 

you  and  you  of  us." Mayor  Vermjlyea,  the  chairman,  stated  that  he  had 
heard  with  much  regret  of  the  departure  of  Aid.  Chown 

Ald.  R.  C.  Chown 
Of  Belleville,  who  with  his  father  and  hrother, 
W.  A.  A.,  is  going  into  business  in  Edmonton. 
He  left  for  Edmonton  September  9. 

and  Mr.  W.  A.  A.  Chown.  The  members  of  the  coun- 
cil will  "miss  his  kindly  face  around  the  council 

board."  "I  don't  mind  people  going  west,"  said  he, 
"but  I  do  not  like  our  young  men  to  leave  for  we  have 
a  goodly  heritage.  But  if  the  young  men  leave,  we 
shall  have  to  stay  and  take  care  of  Old  Ontario.  Many 
Bellevillians  have  located  in  Edmonton  and  all  have 
done  well.  We  all  hope  Aid.  Chown  will  make  his 
fortune  and  return  to  resiide  in  Belleville.  Every  citi- 

zen and  every  member  of  the  council  will  wish  him 

god-speed. " 
Aid.  Bogle,  vice-chairman,  said  he  had  known  the 

Chowns  for  many  years.  Such  people  are  an  honor 
and  a  credit  to  any  community.  They  have  been  good 
useful  citizens,  conferring  many  benefits  upon  the  muni- 

cipality by  giving  their  time  to  ,its  advancement.  Ex- 
Mayor  Chown  and  his  sons  have  done  everything  in 

their  power  to  improve  conditions  here.  "The  city 
cannot  afford  to  lose  good  citizens,  while  endeavoring 
to  make  it  bigger  Belleville.  But  those  who  are  going 

are  men  of  ambition  and  all  say,  'Go  and- do  better. 
It  is  your  privilege  and  your  right.'  Aid.  Chown 's 
success  in  the  west  is  guaranteed  by  his  work  here." 

This  was  only  a  sample  of  what  a  score  or  more  of 
others  said,  and  when  Aid.  Chown  arose  to  reply  he 
was  visibly  affected  by  these  manifestations  of  the 
esteem  in  which  he  is  held  by  those  who  know  him. 
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He  said  he  appreciated  the  kindness  of  those  gathered 
around  the  banquet  table,  and  had  not  expected  such 
a  sendoff.  His  purpose  in  going  to  the  west  is  not 
only  for  his  own  advantage  but  for  the  sake  of  his 
family.  He  trusted  that  he  and  his  brother  and  their 
families  would  be  spared  for  a  few  years  so  that  they 
might  meet  in  Belleville  again. 

Aid.  Chown,  who  has  for  some  years  taken  an  active 
interest  in  the  affairs  of  the  Retail  Hardware  and  Stove 

Dealers'  Association,  having  occupied  the  chair  last 
year,  will  be  greatly  missed  at  the  annual  gatherings. 

He  has  the  good  wishes  of  the  trade  in  Ontario  for 

his  future  success  in  the  "West. 
Until  the  Belleville  business  is  disposed  of  Mr.  W.  A. 

A.  Chown  will  remain  in  that  city.  Mr.  W.  W.  Chown, 
father  of  Messrs  R.  C.  and  W.  A.  A.  Chown,  is  at  present 
head  of  the  firm  of  the  Chown  Hardware  Co.,  Edmonton, 
and  on  Sept.  20  they  take  over  the  retail  hardware  busi- 

ness of  Ross  Bros.,  and  will  conduct  it  under  the  style  of 
the  Chown  Hardware  Co.,  Limited,  a  corporation  that 
has  been  formed  with  a  capital  of  $1 50,000  for  the  pur 

pose  of  doing-  so. 

RELATIONS  OF  JOBBERS  AND  RETAILERS. 

_  In  an  address  before  the  New  York  State  Associa- 
tion of  Hardware  Jobbers,  in  speaking  on  the  subject 

of  the  relation  of  the  retailer  to  the  jobber,  one  of  the 
members  said : — 

First:  Recognize  that  the  jobber  is  your  friend  and 
not  your  enemy.  That  he  really  is  your  partner  in 
the  present  economic  system.  Select  two  or  three 
jobbing  houses  in  your  vicinity,  inquire  into  their 
strength,  character,  visit  their  place  of  business,  look 
over  their  stock  and  their  facilities  for  quick  and  ac- 
tive_  service,  and,  above  all,  make  their  personal  ac- 

quaintance so  as  to  judge  of  the  men  who  direct  the 
policy  of  the  firm  Avith  whom  you  are  to  deal. 

Second:  Buy  frequently  of  the  jobber  and  in  such 
quantities  only  as  justify  the  belief  that  they  will  all 
be  sold  within  sixty  or  ninety  days  of  the  time  of 
shipment.  This  is  the  day  of  small  purchases,  quick 
sales,  keen  competition,  and  it  is  necessary  to  turn 
your  stock  several  times  a  year  if  you  are  to  make  good. 

While  you  may  secure  an  extra  21/0  or  5  per  cent, 
by  buying  a  large  quantity  of  certain  goods,  instead  of 
a  sixty  days'  supply,  which  you  may  be  urged  to  do 
by  manufacturers'  or  jobbers'  representatives,  it  is not  good  judgment  to  do  so,  and  the  dealer  who  does 
it  loses  in  the  long  run,  and  it  reflects  upon  his  judg- ment and  bu.siness  acumen. 

Third:  Keep  in  touch  with  the  jobbers  of  whom  vou 

buy  goods  and  their  representatives.  Put  it  up"  to them  to  keep  you  posted  on  prices,  new  lines  of  goods 
and  other  information,  if  necessary,  writing  you,  and 
then  give  the  jobber  the  same  trust  and  confidence  in 
purchasing  of  them  as  the  jobber  gives  you  when  he 
extends  to  yon  a  liberal  line  of  credit. 

Fourth :  Be  prompt  collectors  of  your  own  accounts, 
realizing  that  the  modern  tendency  is  to  work  towards 
a  cash  basis  and  that  you  are  competing  with  mail 
order  houses  who  insist  upon  cash  payments  in  ad- 

vance.   Short  credits  make  long  friends. 

8  Stick  to  your  Association  and  it  will  never  5 
8       forsake  you.  B 

Fifth :  It  is  generally  recognized  that  the  pitfalls 

which  lead  many  retailers  to  "go  to  the  wall"  are: 
First:  Overbuying,  from  the  various  reasons  and 

the  straining  of  credit. 
Second:  The  extension  of  credit  to  customers  longer 

than  should  be  granted  in  these  days  of  small  profits. 
Third :  The  failure  to  give  attention  to  working  off 

dead  or  slow  moving  stock. 
Fourth :  Ignorance  or  failure  to  recognize  that  the 

cost  of  doing  business  to-day  in  the  average  retail 
hardware  store  is  frorn  18  to  23  per  cent,  above  the 
cost,  and  so,  not  recognizing  this,  they  fail  to  add  a 
proper  amount  for  their  own  credit. 

OUTLOOK  IN  THE  WEST. 

Writing  from  Cranbrook,  B.C..  under  date  of  Aug. 

14,  F.  W.  Hollingsworth  says:  "I  have  just  come  over 
the  prairie  from  Winnipeg  straight  through  to  Fernie, 
and  it  may  interest  you  to  know  that  the  West  was 
never  more  enthusiastic  than  this  year.  The  grain  is 
in  some  localities  several  weeks  ahead  of  last  year,  and 
for  about  600  miles  back  of  Lethbridge  they  are  wait- 

ing for  10  days'  sunshine,  and  then  they  will  cut — if 
they  can  get  labor.  Farmers,  merchants,  land  specu- 

lators, automobile  agents,  etc.,  are  anxiously  watching 

the  weather.  Sunshine  is  worth  $100,000  a  daj'^  to  the 
West  ait  present. 

"As  an  indication  of  present  conditions  and  future 
prospects,  I  hear  that  the  lumber  mills  here  have  re- 

ceived sufficient  orders  in  the  last  two  weeks  to  fill 
them  up  for  the  year  and  lapping  well  into  next 

spring.  Last  year  they  'missed  it.'  for  their  trade 
here  depends  on  the  Alberta  and  Saskatchewan  wheat 
cut,  as  their  lumber  goes  east  to  these  two  points. 

"It  seems  to  me  that  the  hardware  business  is  going 
to  be  big  this  year  in  the  West." 

A  GOOD  COMBINATION. 

Garnier  &  Henderson,  one  of  Saskatoon's  young  and 
jiromising  firms,  make  a  combination  that  should  en- 

sure a  successful  future  for  the  firm.  Mr.  Garnier  had 

charge  of  the  tinsmithing  department  in  W.  Hopkin's 
hardware  store  for  a  number  of  years  previous  to  go- 

ing into  business  for  himself  in  the  spring  of  1911. 
Mr.  Henderson  had  been  with  the  Hub  Roofing  and 
Cornice  Co.,  Saskatoon,  and  is  a  capable  man  in  all 
departments. 

The  firm  have  just  moved  into  their  new  shop,  which 
is  one  of  the  most  complete  in  Western  Canada.  It 
is  60  feet  in  length  with  a  20  by  30  sample  room  fac- 

ing annex  C.  In  addition  they  have  a  large  ware- 
house in  connection  for  metals  and  furnaces.  The 

furnace  they  handle  is  the  "Good  Cheer." 
It  is  their  intention  to  handle  cornice  and  furnace 

work  on  a  large  scale,  as  their  shop  is  equipped  Avith 
the  latest  machinery. 

NEW  AGENCY. 

Henderson  &  Richardson,  Board  of  Trade  Building, 
^Montreal,  have  recently  been  appointed  agents  for  the 
Wilkie  Rubber  Manufacturing  Co.,  LAmn,  Mass..  manu- 

facturers of  highest  grade  hard  rubber  tubes,  rods, 
sheets,  and  molded  forms  for  the  electrical  trades.  This 
firni  also  makes  a  specialty  of  rubber  gloves  for  elec- tricians. 
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Quick  and  Profitable  Sales 

Baxter  Banner  Gas  Ranges 

Sell  quickly  and  profitably,  while  others  take  up  valuable  space  on  your  floor  and 

depreciate  in  value  from  month  to  month. 

These  Special  Features  and  Conveniences  will 

appeal  instantly  to  your  Prospective  Customers 

Patent  Divided  Glass  Oven  Door 

All  the  baking  always  in  sight.  No  more  food  "  burnt  to 
a  crisp" — everything  baked  exactly  right.  Glass  guaran- 

teed against  breakage. 
When  open,  the  upper  half  containing  the  glass  swings 
up  entirely  out  of  the  way.  The  lower  half  goes  down 
automatically  and  forms  a  perfect  shelf,  wide  enough  to 

pull  the  baking  out  upon  —  narrow  enough  so  that  a 
heavy  roast  can  be  put  into  the  oven  easily  without  hold- 

ing it  at  arm's  length  over  a  hot  oven  door. 

Sanitary  Baked  Japan  Finish 

Range  body  and  castings  have  special,  non-rusting, 
baked  Japan  finish.   Beautiful  and  sanitary.  Easy  to  clean. 

Guaranteed  Explosion-Proof 
The  oven  burner  cannot  be  lighted  without  opening  the 
oven  door.  No  cumbersome  or  dangerous  pilot  lights  to 
get  out  of  order,  fail  to  ignite,  or  confuse  the  operator. 

"  Safe  and  sane." 
Aluminized  Oven  and  Broiler 

All  the  oven  and  broiler  linings  are  covered  with  beautiful, 
silvery,  aluminum  bronze,  making  them  bright  and  attractive. 

One  Oven  Burner 

Our  single  oven  burner  uses  much  less  gas  and  does  better 
work  than  the  double  oven  burners  on  other  ranges.  This 
one  burner  serves  both  oven  and  broiler,  insuring  per- 

fect baking  and  broiling  at  lowest  cost. 

Get  our  Catalog  No.  39  and  decide  the  Gas  Range  question  right  this  Fall ! 

Notice  to  Jobbers 

We  are  now  looking  for  two  jobbers  to  repre- 
sent us — one  in  Eastern  and  one  in  Western 

Canada.  In  addition  to  Banner  Gas  Ranges,  we 
make  a  full  line  of  ranges  for  coal  and  wood, 
both  steel  and  cast,  and  a  complete  assortment 

of  heating  stoves  for  coal  and  wood — all  well 
suited  to  the  Canadian  trade.  Let  us  send  you 
full  details  of  our  special  jobbing  proposition. 

"  The  Banner  Line  will 

Boost  Your  Business" 

No.  518-528  Banner  Gas  Range 

The  Baxter  Stove  Co.,  Mansfield,  Ohio 

Minneapolis St.  Louis Lincoln Des  Moines 
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SALESPEOPLE 

SOME  THINGS  A  CLERK  SHOULD  KNOW. 

By  Gm  V.  Wells 
That  he  is  never  too  old  to  learn. 

That  his  employer's  success  is  his  success. 
That  his  advancement  depends  entirely  upon  his  own 

individual  efforts. 
That  success  is  never  attained  without  hard  work. 

That  he  will  never  get  something  for  nothing. 
That  he  should  never  be  ashamed  to  do  for  his  em- 

ployer what  he  would  have  another  do  for  him. 
That  he  is  not  paid  merely  for  his  presence,  but  for 

his  work— and  is  judged  accordingly. 
That  it  is  his  efforts  and  not  his  influence  which 

brings  promotion. 
That  the  bottom  of  the  ladder  is  the  best  place  to 

start. 
That  when  he  starts  at  the  bottom  and  works  up  he 

knows  more  than  the  man  who  starts  in  the  middle — 
and  usually  falls  down. 

That  persistency,  consistency  and  integrity  are  the 
three  virtues  of  success. 

That  our  best  retail  merchants  were  once  clerks  like 
himself. 

If  you  give  your  best  to  your  employer,  the  best  pos- 
sible comes  back  to  you  in  skill,  training,  shrewdness, 

acumen  and  power. 
If  you  Avork  with  this  spirit,  you  Avill  form  life  habits 

of  accuracy ;  of  close  observation ;  a  habit  of  reading 
human  nature;  a  habit  of  adjusting  means  to  ends;  a 
habit  of  thoroughness  of  system;  a  habit  of  putting 
your  best  into  everything  you  do,  which  means  the 
ultimate  attainment  of  your  maximum  efficiency. 

Resolve  that  you  ̂ will  call  upon  all  of  your  resource- 
fulness, your  ingenuity,  to  devise  new  and  better  ways 

of  doing  things;  that  you  will  be  progressive,  up-to- 
date  ;  that  you  will  enter  into  your  work  with  a  spirit 
of  enthusiasm  and  a  zest  which  knows  no  bounds,  and 
you  will  be  surprised  to  see  how  quickly  you  will  at- 

tract the  attention  of  those  above  you. 
There  is  nothing  that  will  hurt  your  business  more 

than  to  let  the  stickers  remain  too  long  and  accumu- 

laite  too  fast.  Like  the  barnacles  on  a  vessel's  bottom, 
they  will  impede  the  progress  of  your  trade.  Put  red 
mate  marks  on  them. 
Know  the  stock  from  the  front  door  to  the  back,  so 

as  to  be  able  instantly  to  put  your  hand  on  the  article 
Avanted.  No  customer  Avants  to  trade  with  a  clerk 
Avho  does  not  knoAv  the  stock. 

The  clerk  Avho  accomplishes  most  is  the  one  who 
makes  the  least  fuss. 

Many  a  man  can  tell  you  more  about  your  business 
in  ten  minutes  than  you  have  learned  in  ten  years. 
Listen  to  him;  he  may  give  you  a  quiet  tip  without 
knowing  it.    Only  fools  never  listen  to  advice. 

The  most  clever  man  is  the  one  who  surrounds  him- 
self with  people  more  clever  than  himself. 

Do  not  address  a  customer  as  "lady."  Say  "madam," 
unless  you  know  her  name. 
Remember  that  politeness  pays  the  biggest  dividends. 

Tt  is  nature's  free  capital.    Cultivate  it. 
The  individual  who  is  too  lazy  to  do  a  thing  Avill 

find  plenty  of  excuses  for  not  doing  it. 
Regard  every  hint  and  every  suggestion  Avhieh  you 

can  pick  up,  every  bit  of  kuoAvledge  you  can  absorb, 
as  part  of  your  future  capital. 
When  Ave  laugh  at  our  troubles  Ave  lessen  them. 

Troubles  and  smiles  can  never  Avalk  together. 
Ahvays  imbibe  and  retain  all  the  practical  new  ideas 

and  adopt  all  the  latest  improved  systems  that  you  can 
find  or  discover. 

It  is  a  poor  store,  indeed,  that  has  no  reputation  for 
being  the  best  place  to  buy  something.  Make  your 
store  the  best  place  in  AA'hich  to  buy  and  you  will  Aviu 
a  Avarmer  place  in  the  esteem  of  the  people  than  you 
can  expect  to  obtain  otherAAdse.  You  can  not  actually 
excel  in  every  respect,  but  if  yours  is  the  best  place 
to  buy  shoes  your  customers  Avill  be  apt  to  think  as 

you  do. A  real  salesman  is  one  part  talk  and  nine  parts  of 
judgment  to  tell  AA'hen  to  use  the  one  part  of  talk. 

The  clerk  wlio  takes  oi-ders  but  does  not  sell  goods. 

Get  the  idea  into  your  head  that  you  are  being 
Avronged  and  that  evei'ything  is  against  you,  and  you 
cut  your  earning  capacity  in  half. 

Good  help  is  costly,  but  not  so  expensive  as  poor 
clerks.  Good  serA'ice  is  Avorth  AA^hat  it  costs.  It  takes 
money  out  of  the  till,  but  it  puts  more  back  in. 

Keep  Avorking!  Forget  about  the  time  and  you  Avill 
find  that  closing  time  Avill  come  too  soon. 

You  a,re  only  useful  to  yourself  AA'hen  you  are  mak- 
ing yourself  useful  to  others. 

No  man  is  doAvn  and  out  until  he  has  lost  faith  in 
himself. 

Do  not  shoAV  many  different  kinds  of  goods  at  once 
— you  Avill  confuse  your  customers. 

One  afternoon  a  Avoman  rushed  into  the  store, 

grabbed  a  clerk,  and  left  her  message:  "I'll  be  right 
back  to  get  them ;  I  want  a  cookie  cutter,  a  pound  of 
nails,  a  beefsteak  pounder,  a  paper  of  tacks,  two  fly 
killers,  a  yard  of  blue  linoleum,  a  soap  dish,  an  egg 

beater,  a  corn  popper,  some  picture  AA'ire,  a  blue  wash 
basin  and  a  mop  ! ' '   Then  she  dashed  out. 
"What  did  she  Avant?"  asked  the  proprietor. 
"A — a  mop,"  answered  the  dazed  clerk. 
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"Just  a  Year  Ago 
Since  the  introduction  of  "High  Standard"  paint  in  Canada,  just  twelve 
months  ago,  it  has  sprung  with  one  bound  into  popular  favor.  It  has 

become  the  first  choice  of  discriminating  merchants — '^business  builders/' 

Big  successes  have  been  made  and  will  continue  to  be  made  with  the 

"High  Standard"  Agency  by  progressive  dealers,  those  who  see  a  little 
bit  farther  than  the  other  fellows,  and  clinch  forethought  with  action. 

Success  comes  in  cans — failures  in  can'ts.  The  "can't-find-time"  man, 
true  to  the  common  tendency  to  cling  to  old  things,  misses  opportunities 

by  his  indisposition  to  investigate  anything  new. 

Just  brush  out  some  "High  Standard"  in  comparison  with  other  paints 

and  you  will  come  pretty  close  to  guessing  why  "High  Standard"  has 
gained  such  tremendous  popularity  in  so  short  a  time. 

All  progressive  dealers  will  be  interested  in  having  our  representative 

present  the  evidence  and  outline  our  unique  and  effective  methods  of 

attracting  new  Fall  business  for  "High  Standard"  dealers. 

Send  him  an  invitation  to  call — don't  say  "To-morrow,"  but  write — 
right  now  while  the  mood  is  on. 

TORONTO 

Dayton New  York Boston Chicago         Kan&as  City 

LYON-MONKHOUSE,  LIMITED 
Salter  and  Flora  Sts>  Winnipeg 

1
^
 

^ 

When  writing  to  advertiittrs,  kindly  m6titioti  th*  Canadian  Hardwar*.  StOT*  k  PaiUt  Journal 
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Sell 

Green  Label 

Varnishes 

Endurance  Wood  Stains 

Endurance  Colorspar 

and 

Made  in  21  Colors 
and  Natural  (Clear) 

Renews  everything  from  Cellar  to  Garret 

Because  the  Quality 

Makes  Them  Stay  Sold 
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Sell 

Green  Label 

Varnishes 

Because  the  Quality  Makes  Them  Stay  Sold 

Ask 

Us 

About 

Glidden 

Endurance 

Wood 

Stains 

I  'HE  first  page  of  this  advertisement  tells  the  whole story. 

We  could  write  a  volume  about  Glidden  discounts  and 

Glidden  terms  and  we  could  show  you  in  plain  figures 

how  very  profitable  Glidden 's  Green  Label  Varnishes, 
Endurance  Wood  Stains,  Endurance  Colorspar  and 

JAP-A-LAC  are  for  you  to  handle.  We  could 

write  another  volume  about  Glidden  advertising  and 

Glidden  co-operation,  but  the  whole  milk  of  the  cocoa- 

nut  is  just  this:  It  is  good  business  for  you  to  sell 

Glidden  Green  Label  Varnishes,  Endurance  Wood 

Stains,  Endurance  Colorspar  and  JAP-A-LAC 

because  the  quality  makes  them  stay  sold. 

Write  for  full  information  on  our  unusual  offer  to  the 

trade.    Use  the  attached  coupon. 

The  Glidden  Varnish  Company 

Toronto,  Ontario 

Factories:  Tolfonlo,  Ontario  Cleveland,  Ohio 
Branches :    London  New  York  Chicago 

AddreSi.. 

/ 
/ 

/  The 

/  Glidden 
/       Varnish  Co. 

Toronto,  Ontario 

Gentlemen — Send  me  full information  concerning  your 
unusual  offer  to  the  trade  on 

Green  Label  Varnishes,  Endur- 
ance Wood  Stains,  Endurance  Color- 

spar and  JAP-A-LAC. 
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SALES— PROFITS— STEADY  DEMAND 

Insured  by  This  Pratt  &  Lambert  Campaign 

COVERING  the  whole  United  States  and  Canada,  reaching  consumer,  painter 

and  architect,  the  Pratt  &  Lambert  Advertising  Campaign,  is  creating  an  ever- 
increasing  profitable  demand  for  Pratt  &  Lambert  Varnishes. 

The  Pratt  &  Lambert  Quality  Varnish  story  is  told  in  large  space  in  the  great  magazines  of 
national  circulation,  such  as  the  Saturday  Evening  Post.  Handsome  store  signs,  window  trims,  slips, 
booklets,  newspaper  electros  and  lantern  slides,  link  this  advertising  to  your  store. 

Varnish  Talks,  the  Pratt  &  Lambert  Painters'  Magazine,  reaches  more  painters  than  are 
reached  by  the  combined  circulation  of  the  regular  trade  papers.  In  addition,  Pratt  &  Lambert 

Advertisements  also  appear  in  the  regular  painters'  papers.  A  special  department  gets  architects  to 
specify  Pratt  &  Lambert  Varnishes  on  new  building  work  and  this  results  in  nice  orders  for  Pratt  & 
Lambert  Dealers  from  painters. 

Pratt  &  Lambert  Varnishes  move  and  keep  on  moving,  because  the  goods  live  up  to  the 

advertising.  "Not  a  single  complaint  in  ten  years"  is  the  statement  of  a  Pratt  &  Lambert  Dealer  in  a 
large  city,  who  claims  that  he  sells  a  greater  quantity  of  Pratt  &  Lambert  Varnish  than 
any  other  brand  sold  in  that  city. 

Write  for  Our  Interesting  Selling  Proposition 

PRATT  &  LAMBERT-Inc. 
VARNISH  MAKERS 

30  COURTWRIGHT  STREET,  BRIDGEBURG.  ONTARIO 
FACTORIES 

BRIDGEBURG,  CANADA 
NEW  YORK  BUFFALO  CHICAGO 
LONDON  PARIS  HAMBURG 

When  vrritins  to  *dvarti(«rii,  kindly  mantinn  tb«     Canadian  Hardware.  Stora  k  Paint  Journal 
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Canadian  J^radeJ^lbp 

Joseph  E.  Wesoott,  a  hardware  merchant  at  Ailsa 
Craig,  died  a  feAv  days  ago.  He  had  been  in  failing 
health  for  some  time. 

A  new  building  is  to  be  erected  by  the  Moose  Jaw 
Hardware  Co.  It  is  to  be  on  the  comer  of  Fairford 
street  and  Seventh  avenue  and  will  cost  $30,000. 

Forbes  &  Van  Home,  Ltd.,  Vancouver,  have  re-opened 

their  store  at  the'corner  of  Broadway  West  and  Bridg;e  St. 
The  International  Malleable  Iron  Co.,  Limited,  has 

obtained  a  Canadian  charter  and  will  establish  works 

at  Guelph.  Their  output  will  be  fifteen  tons  of  east- 
ings a  day. 

Robert  Stanley,  Sault  Ste.  Marie,  Mich.,  was  in  Swift 
Current  recently  looking  for  a  site  on  wh^ch  to  locate 
a  hardware  store. 

J.  W.  Peant,  of  Peart  Bros.,  Regina,  Sask.,  was  re- 
cently in  the  East,  accompanied  by  Mrs.  Peart. 

Fred  A.  Fisher,  manager  of  the  Enterprise  Foundry 
Co.,  Sackville,  N.B.,  is  making  a  trip  to  the  Pacific 
Coast,  during  which  he  will  visit  all  the  principal  cen- 

ters of  trade  in  Ontario  and  the  Western  provinces. 
The  business  of  the  Colp  Hardware  Co.,  Bow  Island, 

Alberta,  is  advertised  for  sale.  Stock  and  fixtures  are 
valued  at  $5,000. 

Mr.  H.  Occomore,  Guelph,  was  in  Toronto  a  few 

days  during  the  Exhibition.  "Business,"  he  said  in 
reply  to  a  question,  "is  very  good.  Prices  in  stoves 
are  not  being  cut  as  much  as  they  were.  In  the  tin 
shop  I  have  50  per  cent,  more  hands  employed  and 

yet  we  are  taxed  to  our  full  capacity." 

NEW  BUYERS  AND  CHANGES. 

Alberta. 

A.  H.  Melville  is  starting  a  hardware  business  at 
Cereal. 

The  Vegreville  Hardware  Co.,  Vegreville,  have  been 
incorporated. 

Middleditch  &  Co.  have  opened  a  hardwaj*e  store  in 
Calgary. 

The  J.  P.  Powell  Hardware  Co.  have  established  a 
store  at  Calgary. 

Manitoba. 

McLaughlin  Bros.,  Plumas,  have  sold  out  to  J.  S. 
Kiteley. 

Geo.  Shortreed,  formerly  of  Morden,  has  bought  the 
hardware  business  of  Sparling  &  Shore.  Carndufi^. 

R.  &  A.  E.  Mansell  have  opened  a  hardware  store 
at  Leask. 

A  hardware  store  Avas  recently  opened  in  Dauphin 
by  the  Dauphin  Hardware  Company. 

Ontario. 

J.  S.  Allen,  Burlington,  has  sold  out  to  Gordon  Cotton 
and  H.  A.  Lorimer,  who  will  carry  on  the  business  under 
the  style  of  Cotton  &  Lorimer. 

Saskatchewan. 

Conlin  &  Evans,  hardware  and  implements,  Rose- 
town,  have  succeeded  the  Northwest  Land  Co. 
Rodgers  Bros.,  hardware  and  implements,  Strass- 

burg,  have  disposed  of  the  hardware  branch  of  their 
business  to  J.  A.  Howse. 

A  hardware  business  is  to  be  started  at  Saskatche- 

wan by  JolifEe  and  White. 
H.  C.  Dick  recently  opened  a  hardware  store  at  Hepburn. 

C.  A.  THOMAS'  APPOINTMENT. 
The  Sherwin-Williams  Co.  of  Canada,  Limited,  an- 

nounces the  appointment  of  Mr.  Charles  A.  Thomas  as 
manager  of  the  Ontario  Division,  a  new  sales  division, 
organized  with  headquarters  at  86  York  Street,  Toron- 

to, Ont.,  where  the  o.  .ces  and  warehouse  of  the  Com- 
pany are  located.  Mr.  Thomas  is  well  Imown  in  the 

]iaint  trade  in  Ontario,  and  he  is  one  of  the  most  suc- 
cessful paint  salesmen  in  that  territory,  so  that  he 

will  take  up  his  new  work  well  equipped  to  make  a 
splendid  success. 

The  appointment  of  a  sales  manager  to  take  charge 
of  the  Ontario  Division  of  The  Sherwin-Williams  Co. 

Charles  A.  Thomas 
Manaercr  of  the  Ontario  Division  of  the 

Sherwin-Williams  Co. 

has  become  necessary  on  account  of  the  rapid  growth 
of  the  business  in  Ontario. 

Mr.  Thomas  was  born  in  the  town  of  Waterloo  and 
started  in  a  hardware  store  as  clerk.  Later  on  he 
travelled  for  M.  &  L.  Samuel,  Benjamin  &  Co.  for 
about  ten  years  until  they  sold  out  the  hardware  part 
of  their  business.  He  then  travelled  for  H.  S.  How- 
land  Sons  &  Co.  for  two  years,  leaving  that  position 
to  go  with  the  Sherwin-Williams  Co.  twelve  years  ago, 
his  territory  at  that  time  being  Western  Ontario.  Mr. 
Thomas  took  up  his  new  duties  Sept.  1st,  and  his  many 
good  friends  throtighout  Ontario  certainly  wish  him 
success  in  his  new  work. 

ACCOUNTS  DEPARTMENT  IN  WINNIPEG. 

The  rapid  growth  of  their  business  in  the  West  has 
made  it  necessary  for  the  Sherwin-Williams  to  add  to 
their  Winnipeg  office  a  complete  accounts  department, 
which  will  be  in  charge  of  Mr.  J.  E.  Costigan,  who  for 
some  time  has  held  the  position  of  cashier  at  their 
Montreal  office.  This  new  department  went  into  oper- 

ation on  September  1. 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 

the  Canadian  Hardware,  Stove  &  Paint  Journal 

A-B  Stove  Company  of  Canada,  Ltd.,  Montreal,  is 

turning-  out  a  number  of  gas  ranges,  as  illustrated. 
On  account  of  location  of  the  ovens,  the  style  of  range 

shown  in  cut  has  proven  popular  with  housewives  de- 
siring to  get  away  from  the  low  oven  type  of  range. 

The  elevated  pastry  oven  is  large  enough  to  do  baking 

for  an  average  size  family,  and  baking,  broiling  or 

roasting  can  be  done  at  the  same  time,  with  the  same 

gas,  as  both  baking  and  broiler  or  roasting  oven  at 
left  side  of  range  are  operated  by  the  same  burner, 

thus  economizing  in  the  use  of  gas.  Dealers  desiring 

catalogue  and  full  particulars  concerning  the  line  can 
obtain  same  by  addressing  the  manufacturers. 

The  accompanying  illustration  shows  the  Eureka 
vacuum  cleaner,  reference  to  which  was  made  in  the 

last  issue  of  the  Journal.  This  machine,  Avhich  is  han- 

dled in  Canada  by  the  Onward  Manufacturing  Com- 
pany, Berlin,  Out.,  is  an  electric  suction  cleaner  of  such 

a  nroderate  price  that  hardwaremen  shoidd  find  a  good 
sale  for  it  among  tlieir  better  class  trade.  It  only 
weighs  nine  pounds  and  is  only  eight  inches  high. 
Hardwaremen  should  write  the  Onward  Company  in 
regard  to  the  matter. 

The  Chicago  Tubing  &  Braiding  Co.,  117-121  N.  Jef- 
ferson St.,  Chicago,  announce  an  important  addition 

to  their  lines.  This  is  a  tube  called  "Everlasting" 
(patent  applied  for)  ;  a  steel-center  tubing  for  stoves, 
hot-plates,  etc.,  tlie  steel  being  in  one  continuous  strip. 
Another  feature  is  the  substitution  of  a  special  com- 

position for  the  usual  rubber  or  asbestos  packing, 
which  dries  out.  Over  the  composition  (see  illustra- 

tion) is  braided  a  covering  of  lustrous  silkoline.  The 
Chicago  concern  is  the  sole  maker  of  this  tube,  and 

makes  strong  claims  for  it.  The  price  of  "Everlast- 
ing" is  moderate  and  the  profits  are  good.  An  agres- 

sive  selling  campaign  is  being  carried  forward,  and 
generous  samples  are  sent  on  request. 

The  Rice   Knight  Co.,  Richmond   Street,  Toronto, 
h'ave  just  placed  on  the  marlvet  a  new  i)ortable  gas 
lamp  that  is  finding  a  ready  sale  through  the  hardware 
dealers.  This  lamp  is  fitted  with  a  large  art  dome 
shade,  and  makes  and  burns  its  own  gas  with  a  mantle 

same  as  city  gas.  The  light  produced  is  pure  white 
and  of  intense  brillianc.v,  and  the  lamp  is  very  attrac- 

tive and  an  ornament  for  any  home.  For  the  farm 
trade,  and  for  the  smaller  tOAvns  where  no  electricity 
is  used  the  lamp  cannot  be  equalled.  It  does  away 
with  the  old  coal  oil  lamp,  and  the  constant  filling  and 
cleaning  necessary  Avhen  these  are  used.  Dealers  in 
towns  where  the  lamp  is  at  present  not  sold  are  re- 

(juested  to  get  in  touch  with  the  above  firm  as  this 
proi)osition  is  an  attractive  one,  with  good  profits  for 
the  dealer. 

The  Burrowes  Manufacturing  Co.,  611  King  St.  W., 
Toronto,  manufacturers  of  a  patent  dustless  ash  sifter, 
have  turned  over  their  line  to  the  JMcClary  IManufac- 
turing  Co.,  who  will  be  the  selling  agents  in  the  future. 
This  sifter,  cut  of  which  appears  herewith,  is  made 
with  double  rims,  which  permits  of  the  cinders  being 
dumped  from  the  screen  without  dust  escaping.  It 
works  on  rockers  and  the  ashes  can  be  sifted  cleanly 

and  without  waste.  The  firm's  exhibit  in  the  Manu- 
facturers' Annex,  under  the  grand  stand,  was  a  cen- 

tre of  interest  on  account  of  the  demonstrations  given 
there  daily.  Further  information  regarding  this  sifter 
may  be  had  by  writing  the  Burrows  IManufacturing 
Co.  'or  the  MeClary  IManufacturing  Co. 

The  Portland  Mfg.  Co.,  Portland,  Mich.,  state  that 

they  have  the  largest  plant  devoted  to  washing  ma- 

chines in  the  IT^nited  States.  They  make  but  one  ma- chine— the  one  here  illustrated.  This  machine  is  built 
entirely  in  their  own  factory  and  is  sent  to  the  trade 
with  the  legs,  cross-pieces,  wringer  board  and  motor 

Eureka  vacuum  cleaner. 
Handled  by  Onward 
Mfg.  Co.,  Berlin,  Ont. 

New  Kas  range  shown  by  A-B  Stove  Co., Montreal. New  Tubing,  by  Chicago  Tubing  &  Braiding Co.,  Chicago. 
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The  up-to-date  merchant  does  not  waste  his  time  in  pushing 
lines  of  goods  that  are  not  well  known.  If  there  is  a  leading, 

high  quality,  well  advertised  brand  on  the  market  he  stocks  it  and 

by  advertising  the  fact  attracts  to  his  store  possible  buyers  who 
have  become  mterested. 

This  means  easier  sales  and  lar  ger  sales.  This  is  the  exper- 

ience of  dealers  handling  Sherwin-Williams  Paints  and  Varnishes. 

Sherwin-Williams  advertising  attracts  the  customers.  Sherwin- 

Williams  quality  holds  them.  Are  you  selling  Sherwin-Williams 
Paints  and  Varnishes  ? 

PJIiNTS  &  ̂ A^NiSatS 

Address  all  inquiries  to  The.  Shtrwin-W illiams  Co.  of  Canada,  Limited,  Montreal,  Toronto,  Winnipeg,  Vancouver 

When  writing  to  advertisers,  kindly  mention  the   Canadian  Hardware,  Stove  &  Paint  Journal 
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all  attached,  so  that  the  dealer  has  nothing  to  do  but 

tear  off  the  crating  and  the  machine  is  ready  for  use. 
The  motor  used  in  this  machine  is  made  o,  olid  brass, 

all  parts  working  in  the  water,  and  the  mo_  ■  does  not 
need  oiling.    The  manufacturers  claim  it  wii.  ..  ash  any 

linen,  even  to  the  neck  bands  and  wrist  ba^ids  of  a 
shirt,  snow  white,  without  any  hard  rubbing,  ̂ nd  in 
the  shortest  time  possible  and  with  the  smallest  h<,ijQ0unt 
of  water  pressure.  Circulars  describing  this  machine 
may  be  had  on  request. 

HEAVY  HAMMERS  TO  ADVANCE. 

It  is  understood  that  the  prices  of  heavy  hammers  are 
to  be  advanced  shortly. 

Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

Henderson  &  Richardson,  Montreal,  are  issuing  an 
attractive  enamelled  tin  sign  (6I/2  x  14  inches)  sbow- 
ing  the  Handy  Die  Stock,  for  which  they  are  Canadian 
distributors.  These  signs  will  make  a  good  addition 
to  any  display  of  these  die  stocks  by  the  dealers  han- 

dling them. 

The  Sherwin-Williams  Co.,  Montreal,  Que.,  have 
started  their  Fall  campaign  to  help  the  dealers  who 
are  selling  their  line.  Sample  copie's  of  several  differ- 

ent advertisements  lare  being  sent  to  all  agents,  to- 
gether with  instructions  as  to  how  and  when  to  use 

same.  Electrotypes  of  advertisements  that  produce  re- 
sults will  be  sent  to  dealers  for  use  in  their  local  pap- 
ers. A  form  of  advertising  adopted  by  a  great  many 

dealers  in  small  towns  is  to  have  lantern  slides  shown 
in  the  local  moving  picture  shows  during  intermission. 
To  help  dealers  who  employ  this  method,  the  Sherwin- 
Williams  Co.  will  supply  prepared  lantern  slides  for 
this  particular  use.  On  top  of  these  plans,  the  com- 

pany is  running  large  advertisements  in  all  the  high- 
class  magazines  in  circulation  throughout  the  Domin- 

ion, and  they  look  forward  to  one  of  the  largest  sea- 
sons in  their  history. 

The  Enterprise  Foundry  Co.,  Sackville,  N.B.,  have 
just  issued  their  new  catalogue.  This  is  one  of  the 
most  handsome  books  that  has  reached  this  office.  It 
contains  92  pages  and  is  filled  with  clear  illustrations 
and  descriptions  of  all  the  high-class  lines  manufac- 

tured by  this  firm.  The  cover  is  done  in  a  pleasing 
shade  of  brown,  in  fancy  design  and  heavily  embossed. 
Besides  cast  and  steel  ranges,  cook  stoves,  heaters,  fur- 

naces, and  fireplace  fittings  are  listed.  Valuable  in- 
formation regarding  the  setting  up  of  stoves  and  fur-- 

naees  also  is  given,  showing  the  right  and  the  wrong 
way  in  which  to  install  these.  The  book  is  a  valuable 
one  and  should  be  in  the  hands  of  every  hardware 
dealer  desiring  to  handle  a  good  line  of  stoves. 

The  Hamilton  Stove  &  Heater  Co.,  Limited,  Hamil- 
ton, Ont.,  have  issued  a  magnificent  120-page  catalogue 

showing  cuts  and  giving  descriptions  of  their  well- 
known  lines,  together  with  prices  for  the  coming  sea- 

son. This  book  is  printed  in  black  and  a  tint,  giving 
it  a  handsome  appearance.  Not  only  are  the  stoves 
and  furnaces  shown,  but  cuts  show,ing  the  various  parts 
are  published,  which  will  prove  of  interest  to  all  hard- 

ware dealers  and  stove  men.  Gas  stoves  and  ranges, 

water  heaters,  side  wall  registers  and  the  famous  "New 
Idea"  and  "Souvenir"  furnaces  are  featured  through- 
cut.   A  copy  of  this  useful  book  may  be  had  for  the  askingf. 

The  D.  Moore  Co.,  Limited,  Hamilton,  Ont.,  have  is- 
sued a  supplement  to  their  1912  catalogue.  This  con- 

tains complete  descriptions  of  their  "Treasure"  base 
burners,  together  with  handsome  illustrations  of  same. 
Copies  may  be  had  free  on  request. 

The  Onward  Manufacturing  Co.,  Berlin,  Ont.,  are 
sending  to  the  trade  a  circular  giving  selling  points  on 
their  sliding  furniture  shoes.  It  is  well  illustrated  and 
should  be  called  for  by  every  dealer.  The  sale  of 
these  goods  is  going  ahead  by  leaps  and  bounds.  Une 
Winnipeg  jobber  recently  boiight  5,000  sets  and  the 
King  Edward  hotel  purchased,  through  a  Toronto 
house,  a  second  lot  of  75  sets. 

Gurney-Oxford  Grand  Heater  No.  10— One  of  a series  of  new  ranges  and  heaters  for  natural  gas 
just  being  introduced  by  the  Gurney  Foundry  Co. 
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Fall  Painting 

For  the  benefit  of  the  trade,  we  are  advocating-  fall  painting^. 
Our  advertising-  campaign  is  just  starting-.     From  this  campaig-n 

■we  turn  over  hundreds  of  orders  to  local  dealers.  Every 
pennys-worth  of  M.  L.  Lines  is  handled  by  our  dealers. 

Is  your  stock  of  our  goods  in  proper  condition  for 
this  business,   Mr.  Dealer?     Remember  to 

g-et  our  new  color  cards,  etc. 

Are  You  Stocked  Up 

In  Maple  Leaf  Lines 

For  Fall? 

See  that  you  carry  the  lines  that 
we  help  you  sell  through  our  organ- ized department  for  developing  sales for  the  retail  trade.  It  means  profit. 

M-L  Paints 

are  purest  and  best  pig- ments ground  in  best  oil, 
all  ready  for  use.  Good 
covering  power  and  long 
protection  in  every  tin. 

Floglaze 
a  finish  in  all  colors  for 
floors,  autos,  buggies, 
outdoor  furniture,  etc. 
Get  cards  and  prices. 
Good  for  indoors  or  out. 

Flat  Wall  Colors 
a  washable  non-streaking finish  for  interior  walls 
and  plaster.  Get  cards 
and  prices. 
Elastilite 
a  wonderful  varnish  for 
indoors  or  out,  except  for 
floors.  Flows  perfectly. 
Weather  proof  and  ex- 

ceptional in  finish. 

IMPERIAL 

VARNISH  &  COLOR  Co.,  Ltd. 

501 
6-24  Morse  St., 

Toronto 
108  Princess  St., 

Winnipeg 

365  Water  St., 
Vancouver 

r 
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I^TIN-SENOUI; 

QUALITy 

LINI« 

PAINT'
 

PROFIT
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Quality"  is  the  strongest  link  in  the  business  chain — high  quality 
is  the  link  that  holds  trade  —  that  binds  the  interest  of  the  buyer  and 
seller  together.    The  qualities  that  make 

MARTIN-SENOUR  PAINT 

lOO'To  PURE 

the  best  for  the  paint  man  to  sell,  make  it  the  best  also  for  paint  users  to  buy.  The 

first  sale  settles  the  question  of  quality  in  the  paint  user's  mind,  because  he  discovers 
the  other  links  —  economy  and  durability  —  are  as  strong  as  the  link  quality  and  his 
satisfaction  is  complete.  Sell  that  kind  of  paint  and  profit  by  the  satisfaction  that 
brings  the  buyer  back  again  and  again.    Write  today  for  the  agency. 

THE  MARTIN-SENOUR  CO.,  Limited 

MONTREAL 

Pioneers  of  Pure  Paints 

CHICAGO  WINNIPEG LINCOLN 

2ZS 3=Z 3 — C 3IZI 

zr 

When  writing  to  advertisers,  kmdiy  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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Market  Situatii^ 

Markets.  Trade  conditions  generally  are 
The  Hardware  in  excellent   shape,  and  job- 

bers are  busy  on  Fall  ship- 
ments. Prospects  look  excellent  for  a  big  season  and 

indications  are  that  ithis  year  will  be  far  ahead  of 
others. 

Prices  are  being  well  maintained  on  lall  lines  and  ad- 
vances are  daily  looked  for  in  wire  nails  and  all  ̂ ^dre 

products.  This  has  been  caused  by  the  exceptional  de- 

mand and  the  increased  price  of  raw  materials.  "  If 
we  had  to  base  our  selling  price  on  wire  nails  on  the 

present  price  of  raw  materials,"  said  one  manufacturer, 
"there  would  be  an  advance  immediately. 

Shot  has  advanced  two  cents  within  a  week  and  is 

now  quoted  at  IQi/ic.  f.o.l).,  Toronto.  Prospects  are 
that  it  will  go  even  higher. 

Ammunition,  guns  and  rifles  'are  going  out  freely. 
The  chances  are  that  there  will  be  a  shortage  on  the 

cheaper  grades  of  double-barrelled  shot  guns.  The  de- mand this  season  has  been  enormous.  Rugby  supplies 
and  'Other  Fall  sporting  goods  are  moving  well. 
Now  that  houses  are  nearing  completion  and  builders 

are  Ixisy  trimming  them  up,  there  is  a  brisk  demand 
for  locks,  sash  cord  and  pulleys,  mantels,  etc.  The 

past  year  has  seen  a  lot  of  new  buildings  erected  and 
retailers  all  over  the  country  are  having  a  big  sea- 

son. Building  papers  and  prepared  roofing  are  going 
out  fast. 

A  good  sorting  trade  is  being  done  in  threshing  tools. 
The  past  season  has  been  a  good  oue  and  dealers  have 
reaped  the  benefits. 

Pipe,  bar  iron,  galvanized  iron  and  other  lines  of 
heavy  hardware  are  having  a  big  run  at  present. 

Axes,  crosscut  saws  and  buck  saws  are  now  being 

shipped  in  large  qujintities.  Ax  makers  report  that 

they  are  away  behind  with  'orders,  and  it  is  predicted 

that  jobbers '  stocks  for  sorting  up  will  be  short.  One 
manufacturer  said  that  already  this  season  he  Avas  9,000 
dozen  behind  in  his  orders.  In  view  of  this,  it  would 
be  well  for  all  dealers  to  get  their  orders  in  right  away 
if  they  wish  delivery  in  any  decent  time. 

#    «    #  « 

Paints,  Oils  There  has  been  an  excellent 
and  Glass.  paint  trade  for  this  season  of 

the  year.  It  is  usual  for  busi- 
ness to  fall  off  during  exhibition  time,  particularly  in 

the  country,  and  while  this  year  has  been  no  exception, 
trade  was  better  than  last  year. 

The  market  shows  some  reductions,  more  particu- 
larly in  linseed  oil.  Prices  have  been  going  down  grad- 
ually for  some  time  past,  owing  to  excellent  crop  re- 
ports and  present  quotations  are  85  cents  for  raw  and 

88  for  boiled,  in  barrel  lots.  These  prices  are  lower 
than  is  warranted  when  the  conditions  in  the  English 
market  are  taken  into  consideration.  The  English 
price  is  based  on  crop  reports  and  other  features  all 
over  the  world,  and  the  Canadian  price  Ls  generally 
ruled  by  the  figures  over  there.  Prices  in  the  Old 
Country  are  fairly  high,  but  keen  competition  in  this 
country  has  forced  the  price  down. 

Turpentine  is  lower  than  it  was  and  is  now  selling 
at  64  and  65  cents,  in  single  barrel  lots.  There  is  a 
good  demand. 

White  lead,  on  the  other  hand,  is  firmer  than  ever. 
The  present  price  is  $8.15,  but  it  is  more  likely  there 

will  be  another  advance  right  away.  Although  lead 
is  becoming  less  scarce,  the  price  is  getting  firmer. 
Red  lead  is,  of  course,  higher,  in  sympathy  with  white. 

Putty  is  very  scarce  and  the  price  for  pure  is  now 
^^3.50  per  cwt. 

Glass  is  in  good  brisk  demand  owing  to  building- 
operations  closing  lip  'and  is  already  higher  in  price. 
Prospects  are  for  still  higher  figures. 

A  LIFE  LINE  TO  CANADIAN  WHEAT  GROWERS. 

"Some  things  can  be  done  as  well  as  others"  when 
everybody  pulls  together  to  meet  a  crisis,  and  a  very 
striking  example  of  what  can  be  done  is  the  story  of 
the  relief  train  that  went  whizzing  from  the  Atlantic 
Coast  out  to  Winnipeg  in  Manitoba,  carrying  600,000 
lbs.  of  binder  twine  to  relieve  a  desperate  shortage  of 
that  article  in  the  wheat  region.  Nearby  sources  of 
binder  twine  were  overtaxed  and  it  looked  as  though 
a  ({uarter  of  a  million  acres  of  fine  wheat  would  be 
lost  for  lack  of  twine  to  tie  it  up.  This  was  a  trying 
prospect  for  a  bumper  crop. 

Help  came  from  Nort'h  Plymouth,  Mass.,  way  out 
on  the  Atlantic  Coast,  some  2,000  miles  away.  The 
Plymouth  Cordage  Works  at  that  place  spent  a  week 
loading  a  solid  train  of  freight  cars  with  600,000  lbs. 
of  'l)inder  twine.  Agents  of  the  company  meanwhile, 
were  arranging  with  three  railroad  compan,ies  to  put 
that  trainload.  of  twine  through  to  Winnipeg  in  record 
time,  and  they  did  it.  The  express  passenger  time 
from  Boston  to  Winnipeg  is  about  sixty-two  hours  on 
tlie  fa.stest  through  train.  The  big  twine  train  had 
to  do  this  run  and  forty  miles  more. 

Everybody  pushed  that  train.  The  Canadian  cus- 
toms officers  put  it  through  inspection  in  one  hour's 

time.  It  left  Montreal  'the  first  morning  out  behind 
the  Canadian  Pacific  through  passenger  express  for 
Winnipeg  with  right  of  way  over  everything  else  on 
tlie  line.  It  reached  Winnipeg  only  four  hours  after 
the  through  passenger,  seventy  hours  and  forty-five 
minutes  from  Plymouth  to  Winnipeg,  practically  on 
passenger  schedule  for  the  entire  distance,  which  it 
made  in  forty-five  hours  less  time  than  the  railroads 
had  promised. 

From  Winnipeg  the  dealers  began  to  do  their  part 
and  distributed  the  all-important  twine  through  the 
districts  where  the  twine  famine  prevailed.  They  were 
the  last  link  in  a  chain  that  hauled  in  something  like 
a  quarter  of  a  million  acres  of  ripe  grajn  from  destruc- 

tion. It  is  probably  the  biggest  job  of  its  kind  on 
record. 

MAYOR  MOORE  OF  WILKIE. 

Mr.  Abe  Moore,  a  hardware  merchant  of  Wilkie, 

Sask.,  and  who,  between  times,  as  Mayor,  "runs"  the 
town  in  which  he  is  located,  Avas  in  Toronto  during 
the  Exhibition  for  the  fourth  time  this  year. 

"Business,"  he  remarked  to  the  Journal,  "has  been 
fairly  good,  particularly  when  we  take  into  account 
the  poor  crops  of  last  year.  Now  that  the  crops  are 
assured  business  will  be  good  and  bad  accounts  better. 

"Our  town,  which  had  a  population  of  500  last  year, 
has  now  one  of  1,600,  and  in  consequence  of  the  large 
number  of  buildings  which  have  been  erected  during 

the  year  our  trade  in  builders'  hardware  has  been  ex- 

cellent." 

Mr.  Moore  went  west  from  Teeswater,  Ontario, 
about  five  years  ago,  and  like  many  another  man  who 
has  gone  West,  has  made  good  both  in  business  and 
real  estate,  to  say  nothing  of  in  public  life. 
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Experience  Proves 

"QUEEN'S  HEAD" 

Galvanized  Iron 

to  be  without  an  equal. 

Have  your  jobber  supply  it. 

JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 

Makers  MONTREAL 
Bristol,  Newport  Managers  Canadian  Branch 

Quality  sells  our  Glass 
When  buying  Window  Glass,  see 

that  you  get  the  world-wide  brand 

Manufacturers  of  all  kinds  of  British 

Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 

Cajt,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 
MONTREAL 
WINNIPEG 

TORONTO 
VANCOUVER 

Works: — St.  Helens,  England 

You  Cannot  Make  a  High  Grade  Paint  Unless 

You  Use  High  Grade  Raw  Materials 

Every  can  of  B-H  "  ENGLISH  "  PAINT  carries  a  guarantee  label. 

This  label  shows  that  B-H  "ENGLISH"  White  is  made  from  70% 

Branclram's  B.B.  Genuine  White  Lead,  30%  Pure  White  Zinc,  Pure 
Linseed  Oil,  Turpentine  and  Dryer. 

This  label  shows  that  all  shades  of  B-H  "ENGLISH"  Paint  that 

can  be  made  on  a  white  base  are  made  on  a  base  of  70%  Brandram's 
B.B.  Genuine  White  Lead  and  30%  Pure  White  Zinc. 

Quality  counts. 
Address  our  nearest  office 

RRANDRAM-HENDERSON M^^^^m^^^^^^^^^mm  M,  Mmmammmmamt^^^  UMITED 

MONTREAL  HALIFAX  ST.  JOHN  TORONTO  WINNIPEG 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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PREVAILING  MARKET  PRICES. 

Toronto,  September  12th,  1912 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 

ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

METALS. 
Aluminum,    ingots    0  17i 
Antimony,  per  lb  0 
Brass  rods,  %  to  1  inch...  0  21 

Sheets,  up  to  20  gauge..  0  22 
Tubing,   1  inch,  base....  0  23 

Copper  ingots,  casting   0  ISl 
Sheets,  plain,  14  oz.  base  0  2h 
Slieets,  tinned,  14  oz.  base  0  27 
Sheets,   plenished,    14  oz. 
base    0  31 
Sheets,  braziers    0  2f; 
Bars,  round  %  to  2  in. .  .    0  24 

Black  Sheets,  28  gauge  base, 
Toronto   2  80 
Montreal    2  40 

Canada  Plates — 
Ordinary,    52    sheets,  To- 

ronto                                    2  9(1 

All  bright,  52  sheets             4  nO 
Galvanized      Apollo  Ordinary 
18x24x52                4  45           4  35 

60     ....  4  70          4  60 
20x28x80               8  90          8  70 
20x28x80     ....   9  40          9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  6  10 
24  gauge,  per  square  ....  5  00 
26  gauge,  per  square  ....  3  85 
28  gauge,  per  square  ....  3  Ho 

Galvanized  Sheets.  Fleur  Queen's de  Lis  Head 
16-20  gauge    3  45  3  70 
22-24  gauge    3  50  3  85 
26  gauge   3  90  4  10 
28  gauge   4  00  4  35 Case  lots  25  cents  less. 
Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet- Black,  base,  1  inch   i  54 
Galvanized,  base,  1  inch  .  6  19 

Iron  Pipe  Fittings — Canadian  malleable,  40 ;  cast 
iron,  70;  standard  bushings,  70  ; 
headers  60  and  10;  flanged,  unions, 
70;  malleable  bushings,  65;  nipples, 
75  and  10;  malleable  lipped  unions, 65. 

Soil  Pipe  and  Fittings — Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10 ;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 
Bar  Iron,  per  10(1  lb   2  00 

i'orged  iron    2  20 Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron  finished  steel,   2  15   2  25 
Fire  steel    2  35 
High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1  18  25 
Middlesboro,  No.  3   21  (10 
Radnor    (charcoal)    ....  32  50 

Lead,  Canadian  pig   6  75 
Imported  pig,  100  lb   6  75 
Bar  pig   7  00 
Sheets,  base,  2%  Ib.sq.  ft     7  .50 
Pipe  and  waste    9  35 
Traps  and  bends   30  p.c. 

Solder,  half  and  half,  lb.,  30 
Spelter,  foreign,  per  100  lb.  6  75 
Sheet  Zinc   8  50 
Tin,  ingots,  100  lb   50  00 
Tin  Plates,  charcoal — 
MLS,  Famous  (equal  Bradley) 

Per  box 
I  C,  14x20  base    7  00 
I  X,  14x20  base    8  25 
I  X  X,  14x20  base    9  75 

"Dominion     Crown     Best" — Ee- tinned. 
I    C,    14x20   base    5  60 
I  X,   14x20  base    6  SO 
I  X  Z.   14x20  base    7  60 

"AUaway's     Best"   —  Standard 
Quality. 
I  C,  14x20  base    4  60 
I  X,   14x20  base    5  50 
I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 
I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet bxs   7  00 

Tinned  Iron. 
72x30    up     to   24  gauge, 
case  lots    7  75 
72x30    up   to    26  gauge, 
case  lots   8  50 

Scrap     Metal,     Dealers'  Buying 

Prices — ■ Heavy  Copper  and  Wire  lb.  13 
Light  copper  bottoms   .  .  .  lOi 
Heavy    red    brass     .....  n 
Heavy  yellow  brass   
Light    brass    06% 
Tea  lead    02% 
Heavy    lead    3i 
Scrap    zinc    4i 
No.  1  wrought  iron  ....  S  00 
Machinery      cast  scrap. 
No.  1   14  50 
Stove    plate   13  00 Malleable    9  00 
Miscellaneous  steel    6  00 

PAINTS  AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins   1   00     1  10 
Chemicals,    in   casks,   per   lb. — 

Ai-senate  of  lead   (J  10} 
Sulphate   of   copper  (blue 
Stone)   0  06 
Litharge,  ground    0  5i 
Litharge,  flaked   0  06 
Green       copperas  (green 
vitriol)    0  01 
Sugar    of   Lead    0  09 

Colors  in  Oil — 
Venetian    red,    1-lb.  tins, 
pure    n  12 
Chrome,  yellow,  pure   ...    0  20 
Golden  ochre,  pure    (I  13 
French  ochre,  pure   0  12 
Clironie  green,  pure    0  10 
French    permanent  green, 
pure    0  ir, 
Marine  black,  25  lb.  irons  0  19 
Signwriters'  black,  puro.  .    0  17 

Glue,  in  sheets   0  10    0  15 
1  lb.  packages  (Brantford)  0  25 

Petroleum — Can.   Prime   white,   gal.  0  12 
U.S.  Water  white   ....  0  13  % 
U.S.  Pratt's  astral  ....  0  15% Castor   oil,    per   lb.,  in 
bbls   0  08    0  09 
Motor  Gasoline,  single 
bbls   0  17% 
Benzine,  per  gal,  single 
bbls   0  15  % 
Putty—  1st. 

Bulk  100  lb.  drums  2  90 
Bladders  in  barrels  3  50 

Beady  Mixed  Paints — 
Per  gallon,  qt.  tins.  1  65     2  00 

Red  Lead  (Dry)  — 
Genuine,    560    lb.  casks, 
per  cwt   5  50 
Genuine,     100     lb.  kegs, 
per  cwt   jj  00 

Shingle  Stains — In  5-galIon  buckets   0  95 
Turpentine  and  Linseed  Oil — 

Pure     Turpentine,  single 
barrels   o  64 
Linseed  Oil,  lingle  barrei, 
raw    0  85 
Linseed  Oil,  single  barrel, 
boiled    0  88 

Rosin,  "G"  grade,  bbl.  lots, 100  lbs   8  80 

Varnishes,  per  gal.  can»— Carriage,  No.  1    1  50 
Pale  durable  body    3  50 
Finest    elastic   gearing    .  .  3  00 
Elastic   Oak    1  50 
Furniture,    polishing    ....  2  00 
Furniture,  extra    1  20 
Furniture,  extra  No.  1   .  .  0  95 
Light  oil  finish    1  35 
Gold  size  japan    2  00 
Turps   brown  japan    ....  1  60 
Baking  black  japan    ....  1  35 
Crystal  Damar    2  50 
Pure  asphaltum    1  40 
Oilcloth    1  50 
Lightning  dryer    0  85 Stovepipe       varnish,  % 
pints,,   per  gross    8  00 
Pure    white    shellac  var- nish, in  barrels    1  75 
Pure    orange   shellac  var- nish, in  barrels    1  70 

White  Lead  ground  in  oil — Canadian  pure,  less  than  tons.  8  15 
Canadian  pure,  ton  lots   8  00 

White  Zinc — Extra    Red    Seal,  V.M. 

(
d
r
y
)
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 0  07% 

Pure,     in     25-lb.  irons 
(in  oil)   0  10 

Window  Glass — United  Inches 
Under   26  ... Star 
26    to  40   
41   to  50   
51    to  60   
61   to  70   
71    to  80   
81    to  85   
86    to  90   
91    to  95   
96   to  100   
Toronto,  15  p.c.  on Double. 

D.D. 
6  25 

6  75 7  50 
8  50 
9  75 11  00 

12  50 ....     15  00 
  17  50   20  50 

Star,  20  p.c.  on 

4  25 4  65 
5  10 
5  35 5  75 
6  25 
7  00 

Miscellaneous — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 
kegs    0  09% 
Pine  tar,  %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,   gilders,   bolted..  1  00 
Whiting,   plain    0  70 

HEAVY  HAEDWAEE. 
Anvils,   Taylor  Forbes    ..  0  05% 
Chain — Proof  coil,  per  100  lb.  i44 

in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  6 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 
Blacksmith's  portable,  135 lbs   9  85 

Horse  Nails — $2.80  per  box  base  No.  9  ard 
larger  ;  Samson  No.  10  base     2  25 

Horseshoes — Iron,  light  &  me- dium, No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $8.50;  snow 
pattern.  No. .  1  and  smaller, 
$4.00;  No.  2  and  larger,  $8.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  $6.00. 
Toecalks  Standard,  J.P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 

Wire  Nails,  base   2  20 
Cut  nails — Montreal,  $2.40  ;  To- ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'   nails,    33  1-3  p.c. Pressed  spikes,  %  diameter,  per 100    lbs.,  $2.85. 

Annealed  Wire,  base  .?2.50 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    13%,    $4.10;    No.  14, 
$4.25;    No.      15,      $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 lbs.  extra. 

Clothes  Line  Wire— No.  19,  $2.00  per 
100  ft. 

Coiled  Spring  Wire — High  Carbon,  No.  9,  $2.25;  No. 
12,  $2.40,  Montreal. Fine  Steel  Wire — 25     per  cent. 

Galvanized    Wire  —  From  stock, 
f.o.b.  Montreal — 100   lbs..  No. 
9,   $2.25,   base.     In     car  lot! 
straight  or  mixed. 

Poultry  Netting — 2-in.    mesh,  19 w.g.,  60  and  2%  p.c. 
Smooth  Steel  Wire — ^base,  $2.35. 
Wire  Fencing,  car  lots— Toronto. Galvanized,  barb    2  25 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- vanized, $2.85. 
Wire  Eope — Galvanized,  1st  grade, 6  strands,  24  wires,   %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 100   feet   f.o.b.  Toronto. 

Wrought  Staples — Galvanized    2  85 
Plain    2  60 

Vises,  per  lb   0  12 
Hinged  pipe  vise,  25  lbs.  8  55 Saw  vise    4  50     5  00 
Blacksmiths',  60;  parallel,  45 

per  cent. GENERAL  HAEDWAEE. 
Adzes  —  Carpenters',  per doz   12  50     14  00 Axes  —  Single  bit, 

per  doz   6  00       9  00 Double    bit,  per 
doz   10  00     12  00 
Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  6  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50      6  85 

Ammunition--"Dominion"  Rim  Fire Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 

less Powder,  "Imperial"  Shells, both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 

p.c 

Ordinary  drop  shot,  AAA  to 
dust  .S7..50  per  100  lbs.:  net  extras 
as  follows:  chilled  40c.;  buck  and 
seal  80c.;  No.  '28  ball  Sl.'20  per  100 lbs:  bags  less  than  25  lbs.  Ac.  per  lb. 
f.o.b.  Montreal.  Halifax"  and  St. John,  f.o.b.  Toronto,  Hamilton 
and  London,  add  25c.  per  100  lbs. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford'i 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — Double  straphangers,  doz. 
sets   6  50 
Standard  jointed  hangers, 
doz.  sets    6  45 
Steel,  track,  1  i  316  in. 
(100  ft.)    3  25 

Bolts  and  Nnts — Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts,  %  and  smaller, 70  p.c 

Carriage  Bolts,  7-16  and  up, 70  p.c. 

Carriage  Bolts,  Norway  Iron  ($3 list),  60  p.c. 
Machine  Bolts,  %  and  less,  60, 10  &  10  p.c. 
Machine  IJoIts,  716  and  up, 60  p.c. 

Plough  Bolts,   55,   5   &    10  p.c. Blank  Bolts,  60  p.c. 
Bolt  Ends,  6  Op.c. 
Sleigh  Shoe  Bolts,   %  and  less. 60  and  10  p.c. 
Sleigh    Shoe    Bolts,    7-16  and larger,   55   and  05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4%c  per 
lb.  off. Nuts,  hexagon,  all  sizes,  4%e 
per  lb.  off. Stove  rods,  par  lb.,  5  %c  to  0e. Stove   Bolts,  80. 
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You  know,  Mr.  Dealer — 

consumers  don't  use 

INTERNATIONAL 

VARNISHES 

and 

VARNISH  SPECIALITIES 

because  they  like  the  name  or 

because  they  Hke  you. 

No  !  They  use  them  because 

they  have  found  them  uni- 

form, rehable  and  satisfac- 
tory. 

You  can't  afford  to  be  with- 
out this  Hne  of  goods  on  your 

shelves. 

Write  for  particulars  and  ask 

for  our  policy  of  co-operation 
with  the  Dealer. 

Every  can  contains  full  Imperial 
measure. 

mfflfflmiEKiii 

Candian  Factory  of  Standard  Varnish  Works 

TORONTO WINNIPEG 

NEW  YORK  CHICAGO  LONDON 
BERLIN        BRUSSELS  MELBOURNE 

Largest  in  the  world  and  first  to  establish  definite  standards 
of  quality 1-14 

Lingerwett  Extra 

Varnish  Remover 

Fast  cutting,  slow  drying  with  wonder- 
ful solvent  power  for  rapidly  removing 

VARNISH.  PAINT,  ENAMEL, 
ETC. 

"LINGERWETT"  is  the  "LIVE 

WIRE"  for  quick  and  easy  stripping 
of  Varnished  or  Painted  Surfaces. 

It  is  the  "Minute  Man"  in  Remover. 

The  strongest   and    most  satisfying 

product  ever  offered. 

Write  for  Case  Lot  Proposition 
Assorted  Sizes 

Gallons — Halves — Quarts — Pints 

SANDERSON  PEARCY  &  CO. 

61-63-65  Adelaide  St.  West 

TORONTO 

J.  J.  TURNER  &  SONS 

The  Largest  Manufacturers  in  Canada  of 

Tents,  Flags,  Awnings,  Sails,  Horse  Blan- 
kets, Waterproof  Goods,  Coal  Bags  and 

every  description  of  Camping  Goods. 

Send  us  your  orders  for  Tents  and  l^eep  them  in 
stocl^.   The))  are  put  up  in  bags  to  ̂ eep  them  clean. 

J.  J.  TURNER  &  SONS 
Peterborough,  Ont.  Regina,  Sask. 

MONARC
H  ' 

TYPEWRITERS 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 

The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  Journal 
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Bells — Door  belU,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,  65  p.c. 
Sleigh  bells,   shaft   and  hames, pair,  22c.  up. 
Sleigh  bells,  body  straps,  each, 
$1.15  up. 
Farm  bells.  No.  1.  $1.65. 

Building  Paper,  Etc. — 
Tarred  slater's  paper,  per roll    0  '0 
O.K.  paper,  No.  1,  per  roll  0  75 Plain  Fibre,  No.  1,  per  400 
ft.  roll   0  45 
Tarred   Fibre,   No.   1,  per 
400  ft.  roll    0  55 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll    0  55 
Dry  Cyclone,  15  lbs  0  45 
Plain  Surprise,  per  roll..  0  40 Resin  sized  Fibre,  per  roll  0  40 
Asbestos  building  paper, 
per  100  lbs   ^  00 
Heavy  straw,  plain  &  tar- red, per  ton  87  00 
Carpet  Felt,  per  100  lbs..  2  50 Tarred  wool  roofing  felt, 
per  100  lb   1  80 Pitch,  Boston  or  Sydney, 
per  100  lbs   0  70 
Pitch,  Scotch,  per  100  lbs.  0  65 
Heavy  Fibre,  32  &  60,  per 
100  lbs   3  00 
2  ply  Beady  Roofing,  per 
square    0  70 
3  ply  Ready  Roofing,  per 
square    ® 
2  ply  complete,  per  roll.  1  15 
3  ply  complete,  per  roll.  1  85 Liquid  Roofing  Cement,  brls. 
per  gal   0  15 
Liquid     Roofing  Cement, 
tins    0  20 
Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 
doz   1  25 
Refined  Coal  Tar,  per  bar- rel   *  50 
Shingle  varnish,  per  barrel  4  50 
Caps,  per  lb   0  06 
Nails,  per  lb  0  05 
Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 
Wrought  brass,  45  p.c.  off  re- vised list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought   steel    fast   joint  and 
loose  pin,  65,  10  and  5  p.c. 

Cement — Portland,  bags  per 
bbl  1  65    1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,  doz. .  .  2  50 

Conductor  Pipe — 2  inch,  in  10  ft.  lengths..  3  30 
3  "  "  .  .  4  00 
4  "  ■'  .  .  5  28 
6  "  "  .  .  7  26 
6  "  "  .  .  8  80 

Door  Knobs — Canadian,  45  per  cent. 
Porcelain,  mineral  and  jet  knobs, net  list. 

Door  Sets— Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — Single  sets,  each    1  80 
Double  sets,  each    8  25 
Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 
Carpenters'  6  inch,  doz...  5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,     8  inch, 
doz   1  80 

Escutcheon  Fins — Steel,  discount 
50  per  cent.  Brass,  55  per cent. 

Eavetrough — 8  in.  in  100  ft.  lengths..  2  90 
10          ■■  ••           .  .  3  15 
12          "  ■■           .  .  8  68 
16          ••  "           .  .  5  25 

Factory  Milk  Cans — 
Milk   cans  and  pails.   40  p.c. 
Hand     delivery     and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery  trimmings,  75  and 
12%  p.c. 

Flies  and  Hasps — 
Disston's,  Great  Western  Amer- ican, Kearney   &   Foot,  Globe,  all 
75;  Black  Diamond  and  Xicholsoii 
fi6  2-3;  Jowett's  (Knglish  li.st).  27^ 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,    doz   1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,    doz   7  00 Farriers  hammers,  10  oz., 
doz  5  60 Tinners    setting,     %  lb., 
doz  4  50 
Machinists,  %  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. and  over    0  u6 
Sledge,  Masons,  5  lbs.  and over    0  08 
Sledge,  Napping,  up  to  2 
lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — t^ainson,  best  quality,  .50  per  cent. 
Sidewalk   and   stable  scrapers, 
net,  $2.25. 
Wood    hay    rakes,    45    and  10 
per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50   per  cent. 
Heavy  T  and   strap,   4-in.,  100 lbs.   net,   $7.25;   Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw  hook   and  hinge,  $3.50, 
$4.50. Crate  hinges  and  back  flaps,  65 and  5  p.c. 
Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. Hooks — Bright  wire  screw  eyes,  60 

p.c. 

Bright  steel  gate  hooks  and staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove  pipe   eyes,   kitchen  and 
square  hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — -No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 
Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 and  5. 
Locks  and  Keys— Canadian  50  and 

19  per  cenc. 
Mallets —  Tinsmith",    2%  x 

5]^  in.,  per  doz   1  25 
Carpenters',    round  hick- ory,,  6   in   1  95 
Lignum   Yitae,    round,  6 
inch    2  40 
Caulking,  No.  8,  oak  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% cents  per  lb. 
Drilling  hammers,  6  cents  per lb. 

Crowbars,    3  %    cents   per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,   5  gallon,   per  doz., 
$10.00. Davidson   oilers,   40  p.c. 
Zinc  and  tin,   50  p.c. 
Coppered  oilers,   50  p.c. Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,    fancy,      30    to     35  per cent. 

Rope  and  Twine — Sisal  rope   0  09J 
Pure  Manilla  rope    0  14^ 
'•British"    Manilla    ...   0  11 
Cotton,   3-16    inch  and 
larger    0  24 
Russia   Deep   sea    ....  0  16 
Jute    0  09i 
Lath  Yarn,  single....  0  08 
Lath   Yarn,   double    ...  0  08} 

Sisal    bed   cord,    48  feet, 
per   doz   0  65 

Sisal    bed    cord,    60  feet, 
per   doz   0  80 

Sisal    bed    cord,    72  feet, 
per   doz   0  95 

Cotton  clothes  line,    18  off. 
Bag,  Russian  twine,  per lb  0  27 
Wrapping,  cotton,  3-ply twine    0  26 
Wrapping,    cotton  4-ply twine    0  30 
Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 10. 
Iron  Burrs,  60  and  10  and  10 

per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Bivet  Sets — Canadian,  35  to  37% 

per  cent. Sad  Irons — Mrs.    Potts,  No. 
55,  poli.shed,  per  set  0  90 
Mrs.  Potts,  No.  50,  nickle- plated,  per  set   1  00 
Mrs.    Potts,    handles,  jap- 
aned,  per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  60 
Asbestos,   per   set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  1^  lb.  each,  per 
100    lbs  2  40 
Solid,  3  to  30  lbs   1  65 

Sash  Cord — No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   85  10  and  124 
Wood,  R.H.,  bright  80  10  and  12i 
Wood.  F.H.,  brass  ..75  10  and  12i 
Wood.  R.H.,  bra.ss  .  .70  10  and  12i 
Wood,  F.H.,  bronze  70  10  and  12^ 
Wood.  R.H.,  bronze  65  10  and  m 
Drive  screws   85  10  and  12? 
Set,   case  hardened.  .60 
Square  cap   50  and  05 
Hexagon    cap   45 
Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws  (Machine)  — Flat  head,  iron  and  brass,  35 
per  cent. Fillister  head,  iron.  30;  brass, 
25  per  cent. 

Shovels  and  Spades — Canadian,  No.  1  and  2  grade,  60 and   2V>  pc. 
Xo.  3  and  4  grade.  50,  45  and  25 
per  cent. 

Soldering  Irons — Base,   per  lb.,   28  cents. 

Sap  Spouts — 
Bronzed  Iron  with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs..  .  5  70 
Bed,  100  lbs.,  No.  14   6  75 
Blind,  per  lb   0  12 
Coopers'  staples,  45  per  cent. Bright  spear  point,  76  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable,  40  per  cent. 
5  and  6'inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz..  .  1  35 Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned.  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  U4  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', bulk.  90 ;  brush,  blued  and  tinn- ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tscks,  35;  leather  car- pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10:  trunk  nails,  tin- ned and  blued,  65  and  10:  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk.  15; 
lining  tacks,  solid  heads,  in  bulk, 75:  saddle  nails,  in  papers.  10; 
saddle  nails,  in  bulk,  15;  tufting 
buttons,  22  line  in  dozens  onlv, 
60;  zinc  gluziers'  points,  5: double  pointed  tacks,  papers.  90 
and  10:  double  pointed  tacks,  bulk. 
65 ;   clinch  point  shoe  rivets,  45 

and  10;  cheese  box  tacks,  87%; 
trunk  tacks,   80   and  20;  straw- berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent 

Plain    and     retinned,     75  and 

Traps    (steel   game) — Newhouse, 30  per  cent. 
Hawley  &  Norton,  40,  10  and  5 
per  cent. Victor,  60  ̂ nd  5  per  cent. Oneida    JuSp    (Star),    60,  10, 
and  5  per  tent. 

Wheelbarrows — Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  32  40 

Wrought  Iron  Washers — Canadian, 
50  per  cent. 

Wire   Cloth — Painted    Screen,  in lOO  ft.  rolls,  $1.65  per  100  sq. 
ft.;    in    50-ft.   rolls,    $1.70  per 
100  sq.  ft. 

Wire  Door  Mats — 16  z  24,  doz., 

$9.00. HOUSEFUBNISHINOS. 

Stoves  and  Ranges — Gas  ranges,  50  per  cent. 
Stoves   and   ranges,    50    and  6 

per  cent. Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Range  Boilers — 30-gallon,  Stan- dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15:  18x36,  $1.95. 
Flat  rim  enameled  sinks  16x24 
$2.65;  18x30,  §3.10;  18x36,  $  .  5 

Enameled  Ware — White  ware,  76 

per  cent. London  and  Princess,  60  per 
cent. 
Canada,  Diamond,  Premier,  60 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  .steel,  60  and  10  per  cent Premier  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. 
Hollow  ware,  tinned  cast,  50 
per  cent.  off. Enamelled  street  signs,  40  per cent. 

Copper  Ware — Copper  boilers,  ket- tles, 50  p.c. 
Copper  tea  and  coffee  pots,  45 
per  cent. Copper  pitts,  40  per  cent. 

Galvanized  Ware — Dufferin  pat- tern pails,  50  per  cent. 
Flaring  pattern,   50  per  cent. Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  35  per  cent.— 
Copper  bottom   tea   kettles  and boilers,   35  p.c. 
Coal  hods,  40  per  cent. 
Boiler  and  tea  kettle  pitts, 

per  cent. Stamped    Ware — Plain,     76  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Chums — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $18; 
No.  5,  $16;  f.o.b.  Toronto, 
Hamilton,  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  Ot- tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machmei — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re-act.   per   doz.  77  50 Dowswell    52  60 
New  Century,   Style  A..  101  26 Ideal  Power   180  00 
Daisy    73  25 
Stephenson    74  00 Puritan  Motor   165  00 
Connor,  improved    52  50 Ottawa    55  00 
Connor  Ball  Bearing.  ...  112  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 
Royal   Canadian,    11  in., 
doz   47  75 
Eze,  10  in.,  per  doz.    .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 
to  per  cent. 
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NEARLY  400 

ITEMS 

Are  listed  m  the  index  of  our  Catalogue.  We 

mention  this  just  to  give  you  an  idea  of  how 

absolutely  complete  our  line  of  Paints, Varnishes, 

Stains,  Enamels,  etc.  We  can  take  care  of 

every  paint  and  varnish  need.  We  are  particu- 

larly well  able  to  stock  the  dealer  with  a  com- 

plete line  of  everything  that  he  can  possibly  sell 

to  his  customers.  We  manufacture  every  finish 

needed  by  the  large  railways,  steamship  com- 

panies, and  by  the  large  manufacturers. 

If  you  have  not  a  Canada  Paint  Co.  Cata- 

logue, write  for  one  to-day.  It  should  be  on 

the  desk  of  every  paint  and  varnish  dealer. 

The  Canada  Paint  Co. 

LIMITED 

Paint,  Varnish  and  Dry  Color  Makers,  Linseed  Oil  Crushers 

Factories  and  Offices — Montreal,  Toronto,  Winnipeg.    Oxide  Mines — Red  Mill,  P.Q. 

Wbeu  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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BUYER'S  DIRECTOR
Y 

When  writing  to  advertisers  kindly  menti
on  the 

Canadian  Hardware  Stove  and  Paint  J
ournal 

ACCOUNT  REGISTERS 
Dominion  Register  Co.,  Toronto 

ALUMINUM  WAEE. 
Northern  Aluminum  Co.  Toronto. 
^'-•^  ̂ "^aAt/itioT     ^  ̂ 
Dominion  ̂ Ca^tr.d|e^C.,  Montreal. Tnllins  Mf".  Co.,  Toronto. 
E  T   Wright  Co.,  Hamilton. ^  AUGER  BITS. 

Tohin  Arms  Mfg.  Co.,  Woodstock, 

AUTOMOBILE  ACCESSORIES 

CanYdiT  Fairbanks,    Ltd.,  Mont
- 

AXES. 
Allan  Hills  Edge  Tool  Co.,  Gait 

Smar^  «.^Co.  Brockv
Ule. 

Canada"^  S^'eel  °Goods  Co.  Hamaton. Louden  Machinery  Co.,  Guelpn. 
Taylor-Forbes  Co..  Guelph. 

BATHROOM  FITTINGS. 
«-^-^E^*#l/G-(Learr). 

Sadler      Ha^--th.  «al. 
Pollock  Mfg.  Co.,  Berlin. 

,  BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- 

BOLTS  AND  NUTS. 
Steel  Co.  of  Canada  Hamilton. BAR  IRON. 
A  C   Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co  Preston 
Gurney  Foundry  Co.,  Toronto. 

Hamilton    Stoy'e     &     Heater  Co., Hamilton.  „ 
Pease  Foundry  Co.,  Toronto. 
Tavlor  Forbes  Co.,  Guelph. BRACES. 
E.  C.  Atkins  &  Co.,  Indianapolis, 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- 

Penb^rthy  Injector  Co.,  Windsor. Dart  Union  Co.,  Toronto 
BROOMS  AND  BRUSHES. 

Boeckh  Bros.  Co.,  Toronto. 
Thomas  Bryan,  Ltd.,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE 
Belleville   Hardware   &   Lock  Mfg. Co.,  Belleville. 
Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton    Stove    &     Heater  Co., Hamilton. 
Jas.  Smart  Mfg.  Co.,  BrockviUe. 
Taylor  Forbes  Co.,  Guelph. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O.  „  a* 
Canadian  Yale  &  Towne   Co.,  St. Catharines. 

BURNERS. 
Ontario     Lantern     &     Lamp  Co., Hamilton. 

CANS  (Milk). 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.    Davidson    Mfg.    Co.,  Mont- 

CARBORUNDUM. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 

CASH  REGISTERS. 
Dominion  Register  Co.,  Toronto. CEMENT. 

■  B.  &  S.  H.  Thompson,  Montreal. 
CHURNS. 

J  H.  Connor  &  Sons,  Ottawa. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 

CLIPPING  MACHINES. 
B.  &  S.  H.  Thompson  Co.,  Mont- 

Chicago   Flexible   Shaft   Co.,  Chi- cago. 
CLOCKS. 

Western  Clock  Mfg.  Co.,  La  Salle, 111. 
CLOTHES  DRYERS. 

Oummer-Dowswell  Ltd.,  Hamilton 
CLOTHES  MANGLES  AND 

WRINGERS. 
Cummer  Dowswell,  Ltd.,  Hamilton. 

D   Maxwell  &  Sons,  St.  Marys. 
Taylor  Forhen  Co..  Guelph. COAL  SHUTES. 
Clare  Bros..  Preston. 
Gait    Stove    &   Furnace   Co.,  Gait. 

CONTRACTORS'  TOOLS. Allan  Hills  Edge  Tool  Co.,  Gait 
Gait  Stove  &  Furnace  Co.,  Gait. 

CORDAGE  AND  TWINE. 
Scythes  &  Co.,  Toronto. 

CORRUGATED  IRON. 
Gait  Art  Metal  Co.,  Gait. 
A   C.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. „ 

Metallic  Roofing  Co.,  Toronto. 
COTTON  DUCK. 

Scythes  &  Co.,  Toronto. 
COW  TIES  AND  CHAINS. 

B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. ,  , 

Oneida   Community,   Ltd.,  Niagara Falls,  Ont. 
Dorken  Bros.,  Montreal. 

CUTLERY. 
H.   S.   Howland,   Sons   &   Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. DE-HORNERS. 
R.  W.  McKenna.  Toronto. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. Taylor  Forbes  Co.,  Guelph. 
Louden  Machinery  Co.,  Guelph 

DRILLS    (Hand  and  Power). 
Canadian  Buffalo  Forge   Co.,  Buf- falo. 

EAVETEOUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- real. 
McClarv  Mfg.  Co.,  London. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 

Sheet' Metal  Products  Co.,  Toronto. Gait  Art  Metal  Co..  Gait. 
EDGE  TOOLS. 

Allan  Hills  Edge  Tool  Co.,  Gait. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

EGG  CRATES 
Cummer-Dowswell  Ltd.,  Hamilton 

ENAMELED  WARE. 
Thos.    Davidson    Mfg.    Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 

ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. 

FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 
FEED  AND  LITTER  CARRIERS. Louden  Machinery  Co.,  Guelph. 

FILES. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Barnett  Co.,  Philadelphia, 

P». 
FIRE    PLACE    BASKETS,  AND- IRONS, ETC. 
Enterprise     Foundry     Co.,  Sack- ville,  N.  B.  „  ̂ 

James    Stewart    Mfg.    Co.,  Wood- ^'"fi'shing  equipment. 
Marble  Arms  Mfg.  Co.,  Gladstone, 

Mich. 
FOOD  CHOPPERS. 

D.  Maxwell  &  Sons,  St.  Marys. FORGES. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

FRUIT  JARS. 
Consolidated    Fruit   Jar   Co.,  New 

Brunswick,  N.  J. 
FURNACES  (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &   Milne,  Hamil- ton. 
Can.    Heat.    &    Vent.    Co.,  Owen 

Sound. Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place 

Gurney  Foundry  Co.,  Toronto. Hamilton    Stove     &    Heater  Co., 
Hamilton. 

Hall  Zryd  Foundry  Co.,  Grimsby. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.    S.    Norsworthy   Mfg.    Co..  St. Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. FURNITURE  SHOES  (Sliding). 
Onward  Mfg.  Co..  Berlin. GALVANIZED  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClarv  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto 
B.  &  S.  H.  Thompson,  Montreal. 
U.  S.  Steel  Products  Export  Co. 

Montreal. GAS  RANGES. 
Burrow,   Stewart  &  Milne,  Hamil 

ton. 
Gurney  Foundry  Co.,  Toronto. Hamilton    Stove    &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 
GAS  STOVES  AND  HEATERS. 

Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 
Collins  Mfg.  Co.,  Toronto. GATES. 
Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal. GLASS. 
Consolidated  Plate  Glass  Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcy  &  Co.,  Toronto. GO-CARTS. 
Gendron  Mfe.  Co..  Toronto. 

GRINDSTONES. 
Cleveland  Stone  Co.,  Cleveland,  0. 

GUNS. Tobin  Arms  Mfe.   Co.,  Woodstock. HAMMOCKS. 
Gait  Robe  Co.,  Gait. 

HANDLES. 
W.  C.  Crawford,  Tilbury,  Ont. 
J.  H.  Still  Mfe.  Co..  St.  Thomas. 

HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. HOCKEY  STICKS. 
J.  H.  Still  Mfe.  Co..  St.  Thomas. 

HORSE  SHOES. 
Steel  Co.  of  Canada,  Hamilton. ICE  CREAM  FREEZERS. 
McClary  Mfg.  Co.,  I^ondon. North  Bros.,  Philadelphia,  Pa. 
Sheet  Metal  Products  Co..  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthv  Injector  Co.,  Windsor. JOIST  HANGERS. 
Taylor  Forbes  Co..  Guelph. KALSOiaiNE. 
A   Ramsay  &  Son,  Montreal. KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait. 

LADDERS. 
Stratford  Mfg.  Co.,  Stratford. LAMPS  AND  BURNERS. Ontario     Lantern     &     Lamp  Co., 

Hamilton. 
Collins  Mfg.  Co.,  Toronto. 

LANTERNS. 
Thos.    Davidson   Mfg.    Co.,  Mont- real. 
Ontario    Lantern     &    Lamp  Co., 

Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E   T.  Wright  &  Co..  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  4  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co.,  Ltd.,  Stratford. LEVELS. 
Stanley   Rule    &   Level    Co.,  New 

Britain,  Conn. LIGHTNING  RODS. 
Empire   Lightning   Rod   Co.,  Win- 

nipeg. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Rice-Knight  Co.,  Toronto 

MANGLES. 
Taylor  Forbes  Co..  Guelph. METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. 

METAL  POLISHES. 
Wondershine,  Limited,  Toronto. 
Nickle    Plate    Stove    Polish  Co., Windsor,  Ont. 

LOCKS,  KNOBS,  ETC. 
Belleville   Hardware  &   Lock  Mfg. 

Co.,  Belleville. Hamilton     Stove     &     Heater  Co., 
Hamilton. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LUBRICATORS. 
Penberthy  Injector  Co.,  Windsor. 

LUMBERING  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait 

METAL  SHINGLES,  SIDING,  Etc. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

MOPS  (Self -wringing). 
Tarbox  Bros.,  Toronto. MOTOR  ACCESSORIES. 
Canadian     Fairbanks     Co.,  Ltd., 

Montreal. 
Pollock  Mfg.  Co.,  Berlin. NAILS  (Wire). 

H.   S.  Howland,   Sons  &   Co.,  To- ronto. 

Imperial    Steel   &   Wire  Co.,  Col- lingwood,  Ont. 
Laidlaw  Bale-Tie  Co.,  Hamilton. 
U.  S.  Steel  Products  Co.,  Montreal. 
Parmenter  &  Bullock,  Gananoque. 
Steel  Co.  of  Canada,  Hamilton. 

OFFICE  EQUIPMENT. 
Dominion  Register  Co.,  Toronto. 
Goldie  &  McCulloch,  Gait. 
Monarch  Typewriter  Co.,  Toronto. 
National    Cash    Register    Co.,  To- ronto. 

OILED  CLOTHING. 
Scythes  &  Co.,  Toronto. 

OILERS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Hero  Mfg.  Co.,  Philadelphia,  Pa. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

OIL  STONES. 
Carborundum  Co.,  Niagara  Falls, 

N.  Y. 
Pike  Mfg.  Co.,  Pike,  N.  H. 

OIL  STOVES. 
Thos.  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

OIL  STORAGE  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 
National  Equipment  Co.,  Toronto. 

OVEN  DOOR  SPRINGS. 
U.  S.  Steel  Products  Co..  Montreal. 

PAINTS  AND  VARNISHES. 
Brandram  Henderson,  Ltd.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 
International  Varnish  Co.,  Toronto. 
Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Pratt  &  Lambert,  Buffalo. 
Pinchin  Johnston  Co.,  Toronto. 
A  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel   &   Wire   Co.,  Col- 

lingwood. John  Lysaght,  Ltd.,  Bristol,  Eng., 
and  Montreal. 

POST  HOLE  DIGGERS. 
Erie  Iron  Works,  St.  Thomas. 

PLUMBING  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 

Dart  Union  Co.,  Toronto 
Hamilton   &   Stott,    St.  Thomas. 

PROPELLER  FANS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

RAKES  (Lawn). 
Erie  Iron  Works,  St.  Thomas. 

RASPS. Nicholson  File  Co.,  Port  Hope. 
RAZORS. 

Gillette   Safety   Razor  Co.,  Mont real. 
International      Distributing  Co., 

Montreal. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

RAZOR  HONES. 
Carborundum    Co.,   Niagara  Falls, 

Pike  Mfg.  Co.,  Pike.  N.  H. 
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WHY  ARE  SO  MANY  PROMINENT  DEALERS 

AGENTS  FOR  MINERVA  PAINTS? 

Because  they  are  convinced  that  MINERVA  PAINT,  the  famous  British  Brand  covers 
better  and  wears  longer. 

And  that  our  entire  effort  is  directed  to  increase  the  Agents'  volume  of  business. 

Put  the  success  of  your  Paint  Department  in  our  hands.    You  vv^ill  never  regret  it. 

Ask  any  Minerva  Agent  for  his  opinion  of  the  MINERVA  PROPOSITION 

377-387  Carlaw  Avenue 
128  Princess  Street 

Toronto Winnipeg 

DISTRIBUTORS  AT  CONVENIENT  SHIPPING  POINTS 

REGINA— Peart  Bros.  Hardware  Co.,  Ltd.,  Distributors  for Southern  Saskatchewan. 
SASKATOON— The  Saskatoon  Hardware  Co.,  Ltd.,  Distri- butors for  Northern  Saskatchewan. 

Buffalo  Ball  Bearing  Post  DrOls.  We  make  a  complete 
line  for  Blacksmiths,  Horse  Shoers,  Farmers,  etc. 

Buffalo  Forge  No.  650  with  the  Famous 
"200  Silent  Blower,"  1911  model. 

No.  625 

The  World's  Standard  Rivt.. 
Forge.  Has  full  size  12-inch 
blower,  operated  by  crank. 
Will  last  and  do  good  work 
years  after  other  forges  are 
worn  out. 

"MADE  IN  CANADA" 

Catalogue  No.  144 
on  request 

Forges,  Blowers,  Drills 
and  Exhaust  Heads 
The  eyes  of  every  user  of 
black.sniitli  tools  are  upon  the 
"Buffalo"  line.  If  you  want 
to  travel  along  the  line  of 
least  resistance,  offer  your 
customer  the  "Buffalo" forpres,  drills,  blowers, 

punches,  shears  and  other  blacksmith  tools.  Ask  us  for 
catalogue  and  information  which  will  bring  to  you  trade 
which  may  now  be  passing  by  your  door. 

Canadian  Buffalo  Forge  Co.,  Limited 
MONTREAL Buffalo  Exhaust  Head 

When  writing  to  advertisers,  kindly  mention  the   Canadian  Hardware,  Stove  &  Faint  Jonrnal 
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RAZOR  STROPS. 
Carborundum  Co.,  Niagara  Falls, Ont. 
J.  Wiss  &  Sons,  Newark.  N.  J. 

REGISTERS  (Warm  Air). 
Canadian  Heating  &  Ventilating 

Co.,  Owen  Sound. 
Clare  Bros.,  Preston. 
Ferrosteel  Co..  of  Canada,  Bridge- burg. 
Gurnev  Foundry  Co.,  Toronto. 
Hamilton  &  Stott,  St.  Thomas. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co.,  Wood- stock. 
James  Smart  Mfg.  Co.,  Brockville. 
Tuttlc  &  Bailey  Mfg.  Co.,  Bridge- burg. 

ROOFING  (Metal). 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Winnipeg  Ceiling  &  Roofing  Co., 

Winnipes. 
ROOFING  (Prepared). 

Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Hoofing  Co.,  Toronto. 
H.   S.  Rowland,   Sons  &  Co.,  To- ronto. 
Canadian  H.  W.  Johns-iManville 

Co.,  Toronto. 
REFRIGERATORS  AND  ICE 

CHESTS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

RUBBER  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., 

Toronto. 
RULES  AND  TAPES. 

Lufkin  Rule  Co.  of  Canada,  Wind- sor. 
Stanley  Rule  &  Level  Co.,  New 

Britain,  Conn. 
SAD  IRONS. 

Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McClary  Mfg.  C'^-,  London. Taylor  Forbes  Cv  ,  Guelph. SAFES. 
Goldie-'MeCulloch  Co.,  Gait. 

SANITARY  CLOSETS. 
N.  iM.  Walker,  Grimsby. 

SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 

SCREEN  CLOTH. 
B.  Greening  Wire  Mfg.  Cb.,  Hamil- ton. 

SCREWS. 
Steel  Co.  of  Canada,  Hamilton. 

SHEARS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

SHOVELS  AND  SPADES. 
Lundy   Shovel   &   Tool   Co.,  Peter- boro. 
Canadian     Shovel     &     Tool  Co., 

Hamilton. 
Erie  Iron  Works,  St.  Thomas. 

SILVER  POLISH. 
Wondershine,  Limited,  Toronto. 

SILVERWARE. 
Oneida   Community,   Ltd.,  Niagara 

Falls,  Ont. 
Toronto  Silver  Plate  Co.,  Toronto. 

SHEET  METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  (Montreal. 

SPORTING  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  Cartridge  Co.,  Montreal. 
H.    S.    Howland   Sons   &   Co.,  To- ronto. 
Marble  Arms  Mfg.  Co.,  Gladstone, 

Mich. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRAYERS. 
Collins  Mfg.  Co.,  Toronto. 

SPRINGS  AND  AXLES. 
Guelph  Spring  &  A.xle  Co.,  Guelph. 

STEEL  TROUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STORE  EQUIPMENT. 
S.  G.  Bowser  &  Co.,  Toronto. 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. National  Equipment  Co.,  Toronto. 

STOVES  AND  RANGES. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 
Canadian    Heating    &  Ventilating 

Co..  Owen  Soimd. 
Copp  Stove  Co.,  Fort  William. Collins  Mfg.  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Doherty  Mfg.  Co.,  Sarnia. 
Gait  Stove  &  Fiu'iiace  Co.,  Gait. Enterprise  Foundry  Co.,  Sackville, N.  B. 

Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 'Mll-/ryd  Foundry  Co.,  Hespeler. 
Hamilton     Stove     &     Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. Mofifat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mff.  Co.,  Woodstock. 

STOVE  CEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 
U.   S.   S.teel  Products  Export  Co., 

Montreal. 
TENTS  AND  AWNINGS. 

J.  J.  Tui'ner  &  Son,  Peterboro. TIN  PLATE. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. U.  S.   Steel  Products  Export  Co., Montreal. 

TOOL  GRINDERS. 
Cleveland  Stone  Co.,  Cleveland 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TOOLS  (Mechanics). 
Dorken  Bros.,  Montreal. IH      H  lis  Edge  Tool  Co..  Gait. 
North  Bros.,  Philadelphia,  Pa. 

TRAPS. 
Oneida   Community,    Ltd.,  Niagara 

Falls,  Ont. 
VACUUM  CLEANERS. 

Onward  Mfg.  Co.,  Berlin. 
Pollock  Mfg.  To.,  Berlin. 

VALVES  AND  UNIONS 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  In.iector  Co.,  Windsor. 
Dart  Union  Co.,  Toronto 

VENTILATORS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
Henderson    &    Richardson,  Mont- real. 

WATER  SERVICE  SYSTEMS. 
National  Equipment  Co.,  Toronto. 

WATER  GAGES. 
Penberthy  In,iector  Co.,  Windsor. 

METAL  WASHBOARDS. 
Meakins  &  Sons,  Hamilton. 

WHIFFLE  TREES  (Steel). 
Canada  Steel  Goods  Co.,  Hamilton. 

WHOLESALE  HARDWARE. 
H.   S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 

WHITE  LEAD. 
Brandram- Henderson     Co.,  Mont- real. 

Canada  Paint  Co.,  Montreal. 
WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  0. 

WIRE  FENCING. 
U.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &   Wire    Co.,  Col- lingwood. 

WIRE  ROPE. 
B.  Greening  Wire  Co.,  Hamilton. 

WOODENWARE. 
Meakins  &  Sons,  Hamilton. 

Here's  a  Good  Seller 
A  dealer  who  can  offer  an  Al  Varnish,  which  can  be 

used  for  outside  as  well  as  inside  work,  is  always  in 
line  for  profitable  sales.    When  he  handles 

Ramsay's  Universal  Varnish 

he  knows  he  has  one  which  carries  "consumer  satisfaction" 
in  every  drop.  This  is  the  kind  we  offer  and  which 
carries  a  good  margin  of  profit  for  the  dealer  who  sells  it. 

IV e  Want  You  to  Sell  it  and  Invite 

You  to  Become  a  Ramsay  Agent. 

A.  Ramsay  &  Son  Co. 

Paint  Makers  Since  '42 

Montreal 

WhM  wrltlnc  to  »dT«rti««ri,  kindly  mcBtlon  U*  Oaudiui  Haidwar*,  Mat*  *  F»iiit  JomrBal 
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WANTED  and  FOR  SALE 

Ads  under  this  head  ten  cents  per  line.    Five  lines 
once  for  50  cents,  three  times  for  $1.00.    Cash  must 
accompany  order.    No  accounts  booked. 
SPECIAL  TO  SUBSCRIBERS-Every  subscriber  is allowed  one  five  line  ad  free  each  year. 

BUSINESS  CHANCES 

XTARDWARE  BUSINESS  FOR  SALE-that  flourishingr  and  money- 
making  hardware  business  of  tjie  late  Chas.  A.  Purvis,  in  Webbwood, 

a  going  concern,  with  liorses,  drays  and  all  appliances  necessary  tor  con- ducting a  successful  business.  Stock  estimated  from  $8,000  to  $9,(100.  Store 
and  storehouses  can  be  bought  or  rented.  This  has  been  one  of  the  best 
monev-niaking  hardware  businesses  in  Ontario.  Appl.v  to  James  Purvis, 
Executor,  Box  125,  CANADIAN  HARDWARE,  STOVE  &  PAINT 
JOURNAL,  Toronto. 

"POR  SALE-HARDWARE  AND  TINSMITHING  business,  established 17  years,  in  a  village  in  Eastern  Ontario.   Good  farming  country.  Good 
reasons  for  selling.  Address  Box  126,  CANADIAN  HARDWARE,  STOVE 
&  PAINT  JOURNAL,  Toronto. 

CLERKS  WANTED 

XrARDWARE  CLERKS  with  a  few  years'  experience.  Must  be  capable •f^-*-  of  looking  after  stock  and  good  salesmen,  reliable,  temperate  and  not 
afraid  of  work.  Apply  to  THE  A\'ELLS  HARDWARE  CO.,  Ltd.,  Fort Frances,  Ont. 

TINSMITHS'  TOOLS 

xrOR  SALE— COMPLETE  SET  TI\SMITHS'  TOOLS,  |135. ^  127,  CANADIAN  HARDWARE,  STOVE  &  PAINT Toronto. 
Apply  Box JOURNAL, 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
15  }4  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

The  PARMENTER  BULLOCH  CO.  Limited 
GANANOQUE,  ONT. 

Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs»  Bifurcated  and 
Tubular  Rivets*  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

THE  IMPROVED    KEYSTONE  DEHORNER 
A  4-sided,  sliding,  shear  cutting,  Dehorning  Knife  that  does  its 
work  in  an  instant  with  but  an  instant's  pain.  Agricultural Colleges  and  Veterinary  Surgeons  commend  the  KEY 
STONE— The  quickest,  cleanest  and  easiest  dehomer  made. 
If  your  Jobber  cannot  supply  you.  write  me,  and  1  will  send  full 
particulars  of  my  special  proposihon  to  retailers. 

R.  H.  McKENNA,  219  Robert  Street,  Toronto. 

ROSS  &  WRIGHT 
Insurance  Counsellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET.  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 

us  when  your  loss  occurs 

We  Ship  Promptly 

Try  us  for 
Cordage 

Wrapping  Twines 
Cotton  Duck 
Oiled  Clothing 

We  are  sole  selling  agents 
The  Hopkins  Mfg.  Co.,  Limited 

Mfrs.  of  Bags,  Tents, 
Tarpaulins,  Flags 

and 
The  Domioion  Waste  Mfg.  Co., 

Limited 
Mfrs.  of  Cotton  and Wool  Waste 

Scythes  &  Company  Limited 
TORONTO MONTREAL 

HEAVY  GALVANIZED  STEEL 

No  trough  to  compare  with  this  on  the  market. 
Capacity  of  standard  size  about  1 0  imperial 
gallons  to  the  foot.    Other  sizes  made  to  order. 
Lengths,  6,  7,  8,  10,  12  ft.,  without  a  seam. 

A  Fast  Seller  to  Farmers 

STOCK  WATERING  TROUGH 

No  rivets  to  rust  out;  the  end  is  fastened  by 
our  patented  device.  Stands  I  3  inches  high  and 
measures  18/2  across  top.  Weight,  about  1  4 
lbs.  per  lineal  foot. 

Write  Now  for  Quotations 

ERIE   IRON   WORKS,  Limited,  Makers,  ST.  THOMAS,  ONTARIO 

DOMINION  BOLT  AND  SCREW  COMPANY,  LIMITED,  TORONTO,  CANADA 

Independent  Manufacturers  of  High-Grade 

MACHINE  BOLTS  CARRIAGE  BOLTS  &  COACH  SCREWS 

If  your  trade  demands  the  best,  then  your  source  of  supply  should  be  our  factory.      Write  for  prices.  Pleased  to  quote 

easeico. 

UbUj  PEASE  WALDON  ZO.,LiMiTeD  ,  FEASE  FOUNDRY  COMPANY  ^  PEASE  PACIFIC  FOUNDRy^/.^/rfz) WI\MPEG TOR ONT  O 
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Lufkin  Rule  Co  103 
Lundy  Shovel  &  Tool  Co   6 

M 
Marble  Arms  Mfg.  Co   32 
Martin-Senour  Co   91 
D.  Maxwell  &  Sons   11 
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R.  H.  McKenna  101 
Monarch  Typewriter  Co   95 
D.  Moore  Co.,  Limited  27 
Jas.  Morrison  Brass  Mfg.  Co —  35 
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National  Cash  Reg.  Co  Cover 
Nickel  Plate  Co   28 
North  Bros   32 
C.  Nors worthy  &  Co.  Ltd   35 
Northern  Aluminum  Co   17 
Nicholson  File  Co   8 

0 
Onward  Mfg.  Co   34 
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Penberthy  Injector  Co  Cover 
Pike  Mfg.  Co   32 
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Pollock  Mfg.  Co   26 
Pratt  &  Lambert  86 

R 

A.  Ramsay  &  Son  ■  100 
Rice-Knight  Co  102 
Rice,  Lewis  &  Son   3 
Ross  &  Wright  101 

S 
Sadler  &  Haworth   10 
Sanderson  Pearcy  &  Co   95 
Scythes  &  Co  101 
Sheet  Metal  Products  Co   18 
Sherwin-Williams  Co   89 
J.  H.  Still  Mfg.  Co   12 
Jas.  Stewart  Mfg.  Co   33 
Stratford  Mfg.  Co   12 
Steel  Co.  of  Canada   20 

T 
Taylor  &  Boggis   8 
Taylor-Forbes  &  Co   7 
Tobin  Arms  Mfg.  Co   24 
Toronto  Plate  Glass  Importing  Co.l03 
B.  &  S.  H.  Thompson   14 
J.  J.  Turner  &  Son   95 
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E.  T.  Wright  &  Co  24 

"OAKVILLE"  PURE  ALUMINIUM 
COOKING  UTENSILS 

"WILL  OUTWEAR  ANY  WARE" 
Each  article  made  from  a  single  piece  of  Aluminium.     No  cracks  cr  seams,  will  not 
scorch  or  burn.    Heat  passes  through  aluminium  two  or  three  times  as  fast  as  through 
tin  or  iron,  cooking  food  more  quickly.     Highlv  polished  finish,  making  excellent 

displays  on  windows  or  shelves.    Their  fine  appearance  backed  by  their  finer  quaHty,  make  them  quick  sellers. 
Our  Guarantee — If  the  goods  are  not  satisfactory,  return  them  at  our  expense  and  we  will  return  your  money,  or  credit  your  account. 

WRITE  FOR  TERMS  AND  FULL  PARTICULARS.    PROMPT  SHIPMENT. 

THE  WARE  MFG.  CO.,  LIMITED,  Offices  :  220  King  St.  W.,  Toronto     Factory  at  Oakville,  Ont. 

The  R-K  Portable  Table  Lamp 
This  beautiful  table  lamp  makes  and  burns  its 
own  gas  using  a  mantle  same  as  city  gas.  It  is 
neat,  clean  and  simple,  cannot  explode,  makes  no 
smoke  or  smell  and  is  an  ornament  in  any  home. 
Is  fitted  with  large  art  glass  dome  shade  giving  it 
a  very  neat  and  rich  appearence. 
Mr.  Dealer: — Thousands  of  these  lamps  are 
now  being  sold.  They  are  just  the  thing  that 

A  post  card  brings  our  catalogue,  and 

RICE-KNIGHT  LIMITED 

your  customers  have  been  looking  for.  Five 
hundred  hardware  dealers  in  the  West  are  now 
featuring  and  selling  these  lamps.  Why  not  you? 
The  profit  is  large,  and  they  will  eventually  be 
sold  in  your  town.  Better  write  to-day  and  get 
the  exclusive  selling  rights  and  be  prepared  for 
the  Xmas  trade.  Your  customers  will  buy  from 
sample,  no  need  of  carrying  a  large  stock. 

circulars  of  this  lamp  in  original  colors. 

Toronto,  Ont. 

WhM  wrltinc  to  adrtrtiMrs,  kindly  mention  tht  Canadian  Hardwai*,  StOT*  *  Faint  Journal 
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DOMINION 
MADE 

IS  A  NAME  AND  TRADE-MARK 
STANDING  FOR  THE  VERY  BEST 

IN  THE  LINE  OF 

Measuring  Tapes  and  Rules 

Our  extensive  advertising  in  Canada  has  created  a  demand 

that  every  progressive  dealer  should  be  able  to  satisfy. 

m£/i/FKiNRuLEt?0'  ofQanada^Itj). 

W/ND30R.0Nr. 

BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863 

Twelve  Medals  of  Award  at 

INTERNATIONAL 

Expositions 

INCORPORATED  1895 

Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

Copy  of  Catalog-lie  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 

RED 

BRAND 
WINDOW 
GLASS 

GLASS 
BENDERS TO 

THE 

TRADE 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

TORONTO DON  ROADWAY 
Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 

and  Ornamental  Glass 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Cati.  Screws 

and  Stove  Urns. 

Write  for  Prices 

The  Consolidated  Fruit  Jar  Col 

New  Brunswick,  N.  J. 

Sell  the  Cleveland 
The  Grindstone  With  This  Trademark 

Protects  you  from  the  unfair  competition  of  in- ferior Krindstonc,  Protects  your  lustomei  s.  All 
sizes— fine  or  course  grit-  power,  hand  or  treadle— the  line  is  complete,  and 
your  profits  are  gener- ous. 

Our  advertising  campaign  now  running  makes 
this  the  time  to  go  after  increased  grindstone business  in  earnest.  Cleveland  Grindstones 
are  genuine  Berea  or  Huron  stone  unequalled 
for  uniform  grit  and  necessary  grinding  hard- 
IICSS. 

iaoeI  Imai 

The  Cleveland  Stone  Cothpany 
Cleveland,  Ohio 
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BETTER  CLERICS  AND 

PR 

'T'HIS  National  Cash  Register 
enforces  records  which  show 

the  sales  of  each  of  your  clerks. 

It  makes  them  more  efficient 

because  it  promotes  interest  in  the 

work.  They  know  you  can  reward 

according  to  proven  merit. 

Its  enforced  records  protect  your 

profits  by  fixing  responsibility  f 

every  transaction. 

or 

It  stops  mistakes,  removes  temp- 

tation and  increases  trade. 

It  keeps  you  in  every-minute 

touch  with  the  sales  end  of  your 

business,  frees  you  from  uncertainty 

and  saves  your  time  and  energy. 

Increased  earnings  and  greater 

efficiency  immediately  result  from 

its  use. 

PROFITS 

Highest  Type  of  Cash  Register  Made. 
The  rugistei-  sliown  above  is  one  of  the  latest  improved 

multiple-drawer  N'atiniials. They  are  built  to  stand  on  the  floor  or  set  on  counter  or stand. 
They  may  be  built  with  any  number  of  cash  drawers  and 

corresponding  counters  up  to  nine. 

THE  NATIONAL  CASH  REaSTER  COMPANY 

Headquartem  for  Canada:  285  Yonge  St. Canadian  Factory  :  TORONTO 
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For  Fall  and  Holiday  Trade 

TRADE 

I  Kennedy] 

MARK 

Pocket  Cutlery 

Butcher  Knives 

and  47-11  Razors 

THE  KENNEDY 

HARDWARE  CO. 
UWBS 

TOROMTO.  OMT. 

r 

We  Can  Supply  All  of 

These  High  Grade  Lines : 

POCKET  KNIVES— Kennedy  Brand,  Jos.  Rodgers  &  Sons, 
Henry  Boker  &  Co..  NonXll,  W.  H.  Morley  &  Son, 
Edwards  Sons  Co.,  A.  W.  Wads  worth  &  Son. 

BUTCHER  KNIVES— Kennedy  Brand,  Jos.  Rodgers  &  Sons. 

TABLE  CUTLERY— Maleham  &  Yeomans,  Joseph  Rodgers 
&  Sons,  Nixon  &  Winterbottom,  Jos.  Fenton  &  Sons. 

CARVERS — Maleham  &  Yeomans,  Jos.  Rodgers  &  Sons. 

PLATED  FLATWARE— Oneida,  Reliance,  Pate,  Wildwood 
and  Tipped  Patterns,  Rogers  Bros.  1847  Tipped  Pat- 

tern, Oxford,  Lexington. 

PEARL  HANDLES— Dessert  Knives  and  Forks  and  Fruit 
Knives. 

We  will  include  one  of  our  new  catalogues 

with  the  first  order  received  from  any 

hardware  merchant  in  any  part  of  Canada 

Kennedy  Hardware 

Company  Limited 

51-53-55  Colborne  Street 

Toronto  Canada 

Exclusively  Wholesale 
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Are  You  a  Speculator— 

or  a  Level- Headed  Business  Man? 

You  know  that  the  sales  of  the  GILLETTE  have  for  years 

far  exceeded  those  of  any  other  razor,  and  that  with  each  suc- 

ceeding year  the  GILLETTE'S  lead  increases.  Over  six  million 
are  now  in  use,  and  sales  exceed  a  million  a  year. 

Place  an  order  for  GILLETTE  Safety  Razors  and  you  are 

not  speculating  in  an  uncertain  proposition — you  are  investing  in 
perhaps  the  most  staple  article  that  ever  comes  into  your  store. 

For  you  can  be  very  sure  that  if  there  is  any  change  in  the 

quality  of  razors  or  blades  it  will  be  still  further  improvement — 
that  GILLETTE  users  will  continue  to  recommend  it  to  their 

friends  as  the  best — that  GILLETTE  advertising  will  keep 
right  on  dominating  all  razor  advertising,  and  strengthening  the 

demand — and  that  whatever  fluctuation  there  may  be  in  the 
market  prices  of  other  goods,  or  however  competitors  may  cut 

other  prices,  you  are  absolutely  certain  of  getting  the  full  price 

for  every  GILLETTE  you  handle. 
4 

Concentrate  you  energies  on  the  one  sure  thing  in  the  razor 

trade — the  GILLETTE.  It's  made  best — shaves  best — sells  best 
—PAYS  best. 

The  Gillette  Safety  Razor  Co, 

of  Canada,  Limited 

Office  and  Factory: 

The  New  Gillette  Building 

Montreal 

KNOWN  THE WORLD  OVER, 

Wban  writing  to  aATtrtiMrt,  kindly  mentioQ  tb*  CanaAian  Har4w»r«,  Mot*  Ji  Falmt  Joanal 
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Sportsmen  s  Supplies 

That  will  pay  you  to  stock 

For  years  we  have  been  favorably  known  for  high-grade  stocks  suitable  for 
sportsmen.  At  present  we  have  a  most  comprehensive  collection  of  lines  that 
would  prove  profitable  to  handle  and  further  enhance  your  reputation  for 

"quality."    We  name  a  few  appropriate  articles  below. 

GUNS— RIFLES— AMMUNITION 

All  the  1912  Models  are  represented 

The  New  Remington  1912  Model 

The  new  Remington  Repeating  Rifle  with  the  slide  action  is  meeting  with  the  pronounced 
approval  of  sportsmen. 

The  Browning  Automatic  35  Calibre  Rifle  is  a  most  likely  looking  arm  and  much 
appreciated  this  season. 

The  J.  Stevens  New  Repeating  Shot  Gun  20  Bore  is  nicely  balanced  and  a 
likely  seller — in  fact  the  entire  Stevens  line  is  having  a  great  amount  of  attention  bestowed  on 
it  by  men  interested  in  fire  arms. 

Hammerless  Double  Barrel  Guns.  We  carry  a  good  variety  of  these  including : — 
Tobin  Simplex  Guns,  L.  C.  Smith,  W.  W.  Greener,  Claborough  &  Johnstone. 

Repeating  Guns :  Winchester,  Remington,  and  Stevens. 

Single  Barrel  Guns:  Iver  Johnson's  "Champion"  also  the  "New  Victor" 
Repeating  Rifles:  Winchester,  all  models  and  calibres.  MarUn,  model  27,  25/20  and 
32/20.  Savage,  model  99  all  calibres  and  styles.  Remington,  model  I4A  new  slide 
action  in  25,  30  and  32  calibre. 

Ammunition.    We  carry  the  following,  which  is  only  a  partial  list  of  our  stocks : 

Union  Metallic  Cartridges  all  sizes  in  black  and  smokeless  powder.    Dominion  Cartridges, 

all  sizes.  Shot  Shells  Dominion  "Crown"  Black  Powder.  Shot  Shells  Dominion  "Sovereign" 
Smokeless  Powder.   Shot  Shells  Dominion  "Regal"  Dense  Smokeless  Powder. 

We  invite  your  enquiries  for  particulars  and  prices 

RICE  LEWIS  &  SON 

Toronto 

LIMITED 

Established  1847 Ontario 

WIren  writing  to  advertigcn,  kindly  mention  tbe  Canadian  Hardware,  Stove  &  Faint  Journai 
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COBBLER  OUTFITS 

It's  Time  to  Stock  up  This  Fast  Selling 
and  Profitable  Line 

And  in  ordering  for  your  winter's  trade  profit  from  the 
experience  of  others  who  thought  they  would  save  money 

by  ordering  imported  lines.  They  found,  however,  that  the 

quahty  wasn't  there — that  the  goods  were  light  weight  and 
did  not  give  their  customers  satisfaction. 

You  are  safe  in  ordering  "T.  F."  Goods  as  they  are  backed 
up  with  our  guarantee  of  quality  and  our  long  time  reputa- 

tion for  manufacturing  the  highest  grades  of  hardware  sold 

on  the  Canadian  market.  "T.  F."  stands  for  "the  finest" 

in  builders'  hardware,  lawn  mowers,  barn  door  hangers, 
vises,  waffle  irons,  mangles,  and  scores  of  other  hardware 
articles  we  manufacture. 

For  a  handy  and  low  priced  set  contain- 
ing all  the  tools  necessary  for  the  repair 

of  all  kinds  of  boots  and  shoes  we 

recommend  the  "T.  F."  Cobbler  outfit. 

This  is  a  line  which  any  hardware  store 

can  adverrise  and  sell  rapidly.  A  gross 

won't  last  long  if  they  are  properly 
displayed  and  advertised. 

The  "Household"  Cobbler  Outfit  is 
more  complete,  and  harness  and  tinware 

can  be  as  readily  repaired  with  it  as 
boots  and  shoes. 

Every  farmer  and  handy  man  ought  to 
have  one  of  these  outfits  and  if  the  hard- 

ware store  doesn't  push  this  line  the 
mail  order  houses  will  get  the  business. 

If  your  jobber  hasn't  been  selling  these  outfits  to 
you  write  us  direct  and  we'll  serve  you  promptly 

TAYLOR-FORBES  CO.,  LIMITED Taylor-Forbes  Co.,  246  Craig  St.,  Montreal 
H.  G.  Rogers,  53  1-2  Dock  St.,  St.  John,  N.  B. 
Canadian  United  Mfrs.  Agency,  London,  Eng. 

Head  Office  and  Works: 

GUELPH,  ONT. 
H.  F.  Moulden  &  Son.Travellers'  Bldg.,Winnipeg 
W.  A.  MacLellan,  Vancouver,  B.C. 
J.  B.  H.  Rickaby,  Victoria,  B.C. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Joseph  Elliot  &  Sons 

Joseph  Elliot  &  Sons,  Carvers,  represent  the 

highest  type  of  cutlery  it  is  possible  to  produce, 

and  shovv^  at  a  glance  superior  quality  and  finish. 

The  stores  that  aim  to  secure  the  better  part  of 

the  cutlery  trade  should  feature  this  line.  We 

carry  a  sufficiently  large  stock  of  Case  Carvers, 

Fish  and  Game  Carvers,  etc.,  to  insure  prompt 

shipment. 

Send  Us  Your  Orders 

H.  S.  Howland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY  XORONXO  OUR  PRICES  ARE  RIGHT 

GRAHAM  NAILS  ARE  THE  BEST 

WbMi  vriting  to  advartiiari,  kindly  mention  tbe  Oanadian  Hardware,  Stove  It  Paint  Journal 
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ITS 

NICHOLSON 

MADE 

Enough  said.  The  fact  that  we 

are  making  3500  different  styles 

and  sizes — a  file  for  every  pur- 

pose— is  proof  positive  of  their 

popularity.  They  are  so  popu- 

lar because  of  their  quality. 

Blacksmiths,  Machinists, 

Locksmiths,  Wheel- 

wrights, Plumbers,  Car- 
penters, Jewelers,  and 

others  will  come  to  you 

if  you  sell 

NICHOLSON-MADE 
FILES  and  RASPS. 

Eagle,  Globe, 
Great  Western, 

American, 

Kearney  &  Foot, 

Arcade,  McCIellan, 
J.  B.  Smith. 

Made  in  Canada  and  sold 

by  all  Hardware  Jobbers. 

NICHOLSON 

FILE  COMPANY 

Port  Hope,  Ont. 

LUNDY 

SHOVELS 

are  known  from  coast  to 

coast  for  their  strong  con- 
struction and  durability  and 

are  in  use  on  the  largest 

construction  works  in  all 

parts  of  Canada. 

TRADE  MARK 

because  experience  proves  anc 

the  trade  demands.  Shovels  that 

are  stronger  and  more  durable  than 
other  makes. 

Order  from  ̂ our  nearest 
Jobber  or  direct  from  us 

Write  for  Catalogue  and  Prices,  address 

The  Lundy  Shovel 

and  Tool  Co.,  Limited 

PETERBOROUGH      -  ONTARIO 

or  any  of  our  Selling  Agents 

Ontario 

Quebec Manitoba  and 
Saskatchewan 
Alberta 
British  Columbia 

N.  B.  Misener,  Toronto 
Delorme  Bros.,  Montreal 

Tees  &  Persse,  Limited,  Winnipeg 

Tees  &  Persse,  Limited,  Calgary 
E.  E.  Crandall,  Vancouver 

Wbsn  writing  to  adT«rtis«rg,  kindly  mention tlia  Canadian  Hardware,  Stove  &  Faint  Joarmil 
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We  Have  a  Complete  Stock  of 

CHOPPING  AXES 

Handled  or  Unhandled 

We  are  in  the  fortunate  position 

of  being  able  to  ship  at  once  orders 

for  all  kinds  of  Chopping  Axes. 

Order  From  Your  Nearest  Jobbing  House  or  Direct 

Allan  Hills  Edge  Tool  Co 
LIMITED 

GsJt        -  Canada 

Western  Representative :    N.  J.  DINNEN,  141  Bannantyne  Ave.,  Winnipeg,  Man. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware.  Stove  &  Paint  Journal 
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DOMINION  GUARANTEED  AMMUNITION 

Always 

Ready 

The 

Game 

Getting 

Kind 

Always 

Reliable 

The 

Favorite 

of 

Sportsmen 

CANADIANS  SWEAR  BY  IT SO  WILL  YOU 

The  Portland  Power  Washer 

Has  a  3-Year  Gilt  Edge  Guarantee. 

Requires  Only  18  to  20  lbs.  Pressure 

to  drive  the  direct  drive  motor. 

There  is  no  Gearing — hence  no  Friction  or  Lost 

Motion — No  Oiling — Price  within  reach  of  all. 

A  profitable  line  for  the  dealer.    Let  us  ship  you 
a  trial  lot. 

Sole  Canadian  Agents  for 

Portland  Mfg.  Co.,  Portland,  Mich. 

The  Largest  Manufacturers  of  Washing 
Machines  in  the  World. 

Immediate  Shipments  From  Stock 

Henderson  &  Richardson 

Formerly  J.  A.  HENDERSON 

Board  of  Trade  Building,  MONTREAL 

When  writisf  to  sdT«rtii«ri,  kindly  msntion  the  Canadian  Hardwaxo,  StOTO  ft  Faint  Journal 
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Automobile  a„d  Motor 

Boat  Accessories  of 

Standard  Quality 

For  the  Hardware  Dealer 

The  owners  of  automobiles  and  motor  boats  are  good  customers 

to  have.  They  are  quality  buyers  and  don't  kick  at  price  when  it 
comes  to  getting  what  they  want.  They  are  continually  in  need  of 
supplies,  such  as  spark  plugs,  carburetors,  batteries,  magnetos,  etc. 

Besides  the  fittings  and  accessories  that  we  manufacture  ourselves, 
we  are  sole  Canadian  Agents  for  Schebler  Carburetors,  New 
York  Coils,  Bosch  Spark  Plugs,  Reliance  Spark  Plugs,  Bosch 

Magnetos,  Wizard  Low  Tension  Magnetos,  Aplco  Launch  Light- 
ing Outfits,  Edison  Storage  Batteries,  Paragon  Reverse  Gears  and 

Baldridge  Reverse  Gears. 

The  Edison  Storage  Battery  represents  to-day  the  nearest  approach 
to  perfection  ever  attained  in  storage  battery  manufacture.  It  is  as 
great  an  advance  in  world  progress  as  was  the  Edison  Incandescent 
Lamp,  and  is  the  only  storage  battery  in  the  world  whose  capacity 
is  guaranteed  for  five  years. 

It  will  pay  you  to  deal  with  a  house  that  stands  back  of  its  goods. 

Every  dealer  who  handles  our  supplies  is  protected  by  our  iron-clad 

guarantee. 
Our  Guarantee 

We  guarantee  everything  shown  in  catalogs  Nos.  24  and  25,  whether 
of  our  own  manufacture  or  not,  to  be  of  the  very  highest  grade,  and 

should  any  article  bought  from  us  show  defective  material  or  work- 
manship within  one  year,  upon  return  of  said  part  to  us,  charges 

prepaid,  we  will  gladly  replace  same  at  our  nearest  warehouse. 

Edison  Storage  Battery 

Type  A-4  Cell.  Completely  as- sembled ready  to  be  connected 

up. 

Schebler  Curburetor 

In  recommending  the  Schebler 
Carburetor  to  the  public,  we 
know  that  we  are  offering;  the 
best  carburetor  for  all  purposes 
and  conditions  that  has  yet  been 
placed  on  the  market. 

Write  for  Catalog*  Noa.  24  and  25 

The  Canadian  Fairbanks-Morse  Co. 

MONTREAL 
ST.  JOHN 
OTTAWA 

Limited 

TORONTO 
WINNIPEG 
CALGARY 

SASKATOON 
VANCOUVER 
VICTORIA 



30 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. October,  1912. 

PERFECTION 

Ankle  Support 

All  Skaters  Need  Them 

All  Skaters   Like  Them 

A  Seasonable  and  Fast 

Selling  Line 

Made  of  steel  and  so  constructed  that 

by  means  of  a  hinge  and  sliding 

attachment  the  ankles  may  bend  for- 
ward or  backward  while  it  is  impos- 

sible for  them  to  go  sideways. 

Order  a  sample  dozen  and  show 
them  to  your  customers — those  who 
sf^ate  and  those  who  would  like  to 

— and  you'll  soon  want  more. 
Write  for  Prices  and  Circular. 

Owen  Sound  Steel  Press  Works 

Owen  Sound Ontario 

BUILDER
S' HARDWAR
E 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  FurRace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 

Bungs,  etc.,  etc. 

Send  for  complete  Jescriplioe 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

(MpM^  Ohio
 

When  writing  to  advertisers,  kindly  mention  the  OaaAAija  H*r4wur«,  ItoT*  *  ?aimk  Jomnal 
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MAXWELL'S  CHAMPION 

Highspeed    -     »  Washer 

Maxwell's  "CHAMPION"  is  the  simplest  and  most  easily  operated  of  all  high  speed  washing  machines. 
Most  people  find  the  hand  lever  the  most  convenient  way  of  working  it,  but  we  also  supply  with  every 
machme  a  crank  to  fit  on  the  end  of  the  balance  wheel  shaft,  thus  giving  the  user  a  choice  of  methods, 

or  a  change.    The  heavy  balance  wheel  adds  wonderfully  to  the  ease  and  smoothness  of  operation. 

The  "CHAMPION"  tub  is  of  Louisiana  Red  Cypress,  finished  in  natural  wood,  mahogany  color. 
Note  the  Wringer  Board  held  clear  of  the  top  in  galvanized  iron  fittings.  This  allows  almost  the 

whole  top  to  open — a  convenience  which  is  much  appreciated. 

The  "CHAMPION"  catches  a  woman's  fancy  at  first  sight,  and  earns  her  warm  recommendations  as 
she  uses  it.    And  that's  good  for  your  business. 

Write  for  Catalogue  of  Labor-Saving  Machines  to 

DAVID  MAXWELL  &  SONS,  St.  Mary's,  Ont. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  U  Faint  Journal 
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Ike 

Wea
r-E

ver
" 

Magazine 

"Cooking  Utensils  of  Many  Lands"  by  B.  H.  Smith  "How  to  Make  the  Business  Grow"  by  B.  C.  Bean 
"Courtesies  That  Have  Sold  Me  Goods"  by  Agnes  Athol 

If  you  have  not  received  your  copy  of  the  The  "Wear-Ever"  Mag^azine — which 
you  will  think  worth  reading",  we  believe — fill  in  and  mail  the  following'  coupon  to 

The  Aluminum  Cooking  Utensil  Co. 
Department  27 New  Kensington,  Pa. 

Please  send  The  "Wear-Ever"  Magazine  to 

Name   Home  Address 

City       State  

Firm    

When  wiiting  to  advertiiers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Jonrnal 
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"Wear-Ever  Aluminum  Roaster 

1.  Steaming  fruit  in  jars 
2.  Baking  on  top  of  stove 
3.  Baking  bread,  biscuits  or  apples 
4.  Baking  or  steaming  fish 
5.  Steaming  asparagus  or  corn 

6.  Baking  bacon 
7.  Frying  food 
8.  A  food  warmer 
9.  A  drip  pan 

10.  A  bread  box  or  a  cake  box 

Ten  Every  Day  Uses 

of  the 

Wear-Ever  Aluminum  Roaster 

will  be  featured  in  an  advertisement  to  appear  about  October  1  9 

in  the  following  November  magazines : 

The  Ladies'  Home  Journal,  Woman's  Home  Companion,  Good 

Housekeeping,  Delineator,  McCall's,  Christian  Herald  and 
Saturday  Evening  Post. 

Two  Columns  in  the  same  magazines — out  about  November  20 — 

will  suggest  that  "Wear-ever"  utensils  be  purchased  in  "Sets " 
for  Christmas  gifts. 

Ask  for  $S0  and  $100  Department  Order 

The  Aluminum  Cooking  Utensil  Co. 

New  Kensington,  Pa. ALUMINUM 

Warehomes :  ^vJP  L-^ 
New  Kensington,  Pa.  East  St.  Louis,  III.  Portland,  Ore.  TRAL.*;  MARK 

Distributing  Agents  and  Warehouses  for  Canada:  Northern  Aluminum  Co.,  Limited,  Toronto,  Ont. 
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If  there  are 

factories  in  or 

near  your  town 

you  could  "t
urn 

over"  a  stock  of 

LEATHER 

LTING 

two  or  three  times 

a  year,— easily. 4 

It  will  cost  you  nothing 

hut  postage  to  get  our 

proposition. 

Will  You  Spend 

Postage  ? 

Tanners  and  Manufacturers 

MONTREAL 
511  William  St. 

ST.  JOHN,  N.  B. 
89  Prince  William  St. 

TORONTO 
27  Melinda  St. 

VANCOUVER 
27  Columbia  Ave. 

WINNIPEG 
244  Princess  St. 

For  over  35  years  the  makers 
of  the   best    leather  belts. 

HIGH  GRADE 

BUILDERS'
 HARDWARE 

The  Kind 
That  Brings 

Repeat 
Orders 

We  manufacture  a  complete  line  of 

guaranteed 

BUTTS  HINGES 

HASPS  STAPLES 

NAILS  ETC. 

and  our  long  established  reputation 
stands  behind  our  guarantee.  Send 
us  a  trial  order  and  test  the  selling 

qualities  of  our  goods. 

Write  for  a  Catalogue  to-day 

COWAN  &  BRITTON 

GANANOQUE,  ONTARIO 

Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 

you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 
THE 

Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 
BELLEVILLE,  CAN. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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THE 

"GOOD 

CHEER" 

DOUBLE 

HEATER 

OAK 

A  little  better  than  the 

rest.  Moderate  in  price 

and  a  splendid  seller.  . 

Made  in  Two  Sizes: 

No.  154,  14  in.  Pot       No.  156,  16  in.  Pot 

The  James  Stewart  Mfg.  Company,  Limited 
Western  Warehouse: 
156  Lombard  Street 

WINNIPEG,  MAN. 

WOODSTOCK 

ONT. 

Wbra  writing  to  adrcrtiMn,  kiadly  mention  tha  Canadian  Hardware,  Stove  &  Faint  Journal 
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A  Mighty  Good  Line  for  Fall  and  Winter 

Everyone  who  drives  in  cold  weather  in  any  kind  of  a  rig  from  an  Ox  Team  to  an 

Automobile  is  a  prospective  buyer  of 

CLARK 

INDESTRUCTIBLE  STEEL 

HEATERS 

They  come  at  all  prices — from  those  with  plain  galvanized  iron  finish  to  the  nickle  plated  velvet  carpet 
covered  ones.  Order  from  your  jobber  and  be  sure  you  get  the  Clark — the  kind  that  has  stood  the 
test  of  21  winters. 

CLARK  COAL  is  guaranteed  to  give  25  per  cent,  more  heat  than  any 
other  fuel  bricks  made.    It  ignites  easier,  heats  more  and  lasts  longer. 

Your  jobber  can  supply  you. 
Send  for  our  latest  Catalog. 

Chicago  Flexible  Shaft  Company 

250  Ontario  Street 
CHICAGO 

BURMAN'S CLIPPERS 

Bring  Repeat  Orders 

and  are  rapid  sellers  on  account 
of  construction,  finish  and  price. 
A  sale  of  one  of  these  clippers 

represents  another  satisfied 
customer  —  who  will  come  back 

again  for  this   and    other  lines. 

It  Pays  to  Handle  Burman's 

Hand  Clippers,  Power  Clippers,  Clippers  of  all  Kinds 

Large  Stock        Prompt  Shipments        Spare  Parts 

Order  through  })our  jobber  or  direct. 

Sole  Agents  for  Canada 

B.  &  S.  H.  THOMPSON  &  CO.,  Limited,  Montreal 

WhM  wrltinf  to  •ArtrtUtri,  kindly  mtntlon  th«  Canadiw  Hudwart,  Hot*  *  Paint  Journal 
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When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  S.  M.  P.  Seamless  Round  Gem  Roasters 

Made  in  Pearlware  and  Black  Steel 

Self-Basting  Self-Browning  Satisfactory 

Perfectly  smooth  and  seamless — that's  easy  to  clean 

Sanitary 

Fitted  with 
^•J  Steamer 

in  Pearlware  only 

Requires  absolutely  no  attention.  Have  a  look  at  them 

Size  -  -  12  in.  X  8  in. 

,  Prices  on  Application. 

The  SHEET  METAL  PRODUCTS  CO.  of  Canada,  Limited 
Successors  to  KEMP  MANUFACTURING  COMPANY 

Montreal  TORONTO  Winnipeg 

Everlastingly 
Waterproof 

CAS€@ 

PRODUCTS Cannot  be  Beaten 
for  Price 

"Sankote"  Asphalt  Roofing 
Every  general  merchant  should  stock  a  certain  amount  of  Roofing,  but  when  doing  this  he 

must  get  a  product  that  is  strong  and  durable  yet  low  m  price  if  he  is  to  please  his  builder 
and  farmer  customers. 

"  Sankote "  weatherproof  roofing  is  the  most  satisfactory  roofing  made  for  Canadian  climatic 
conditions.  It  can  be  used  over  old  shingles,  etc.,  and  is  the  best  value  for  the  price  on  the 

market.  Full  directions,  also  Roofing  Nails  and  Liquid  Cement  packed  in  every  roll.  Can 

be  successfully  laid  by  anyone. 

Write  us  at  once  for  full  particulars  about  our  "  Sankote "  and  "  Leeknott "  Weatherproof 
Roofing,  and  also  other  Waterproof  Casco  Products. 

Agents  Wanted 

CANADIAN  SUPPLY  COMPANY 

220  King  Street  West,  Toronto 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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HAMILTON  SECTION 

About  Forty  Manufacturers  of  Hardware  and  Stoves  have  their  Factories 
and  Foundries  located  at  Hamilton,  every  operation  from  the  smelting  of 
the  iron  to  the  making  of  nails,  screws,  shovels,  saws,  etc.,  being  done  in  the 

"Hardware  City." 

The  Eighth  Annual  Convention  and  Exhibition  of  the  Ontario  Retail  Hard- 

ware and  Stove  Dealers'  Association  is  to  be  held  at  Hamilton  in  February, 
1913.      Make  your  plans  to  attend  it. 

WIRE  NAILS 

Laidlaw  Wire  Nails  and 

Staples  (made  in  all  sizes)  are 
the  Standard  for  Canada. 

If  you  want  to  build  up  a 
trade  in  goods  of  superior 

quality  write  us  for  prices. 

BALE  TIES 

We  have  facilities  for  turn- 

ing out  the  highest  grade  Bal- 
ing Wire  and  Bale  Ties.  Our 

goods  allow  the  dealer  a  good 

profit  and  guarantee  satisfac- 
tion to  your  customer. 

THE  LAIDLAW  BALE-TIE  CO.,  HAMILTON,  ONT. 
Geo.  W.  Laidlaw,  Vancouver,  B.C. Harry  F.  Moulden,  Winnipeg,  Man. 

Crescent  Brand  Hardware 

CORRUGATED  HINGES,  1  Pr.  in  a  Box 

Butt  Hinges 

Tee  Hinges 

Strap  Hinges 

Trolley  Hangers 

Barn  Door  Hangers 

Parlor  Door  Hangers 

Hinged  Hasps Shelf  Brackets 

Wagon  Hardware  Gate  Hooks 

Wrought  Staples  Etc. 

Wire  Steel  Bands 

Steel  Bars  Steel  Rods 

Steel  Sheets  Steel  Hoops 

CANADA  STEEL  GOODS  CO.,  Limited 

HAMILTON,  -  -  CANADA 

Wban  writinc  to  mdv*rtU«ri.  kindly  mantion  th*  Csioadian  Hardware.  StoT*  k  Paint  Journal 
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ATKINS 

STERUNG 

MADE  IN 
CANADA 

SAWS 

The  profitable  line.  HIGHEST  QUALITY^- 

They  stand  a  fair  profit  and  give  satisfaction. 

Send  for  fall  information  on  Saws  and  Selling  Helps 

Factory 

HAMILTON,  ONT. 

E.  C.  ATKINS  &  CO. 

Makers  of  Sterling  Saws Branch 
VANCOUVER,  B.C. 

The  Steel  Company  of  Canada 
Limited 

Prompt  Shipment 

Hay  Baling  Wire      Bale  Ties 

Stove  Pipe  Wire    Clothes  Line  Wire 

Wrought  Pipe 

White  Lead        Shot  Putty 

DISTRICT  SALES  OFFICES: 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLennan,  Vancouver,  B.  C. 
J.  B.  H.  Rickaby,  Victoria,  B.C. 

H.  G.  Rogers,  St.  John,  N.B. 
Geo.  D.  Hatfield,  Halifax,  N.S. 

When  writing  to  advertisers,  kindly  mention  the   Canadian  Hardware.  Stove  &  Paint  Journal 
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Every  Housekeeper  Must 

Wash  Clothes 

And  is  a  Sure  Customer  for  a  Good  Labo^ 

Saving  Machine  that  is  Simple  and  will  do 

the  work. 

Cummer-Dowswell  Machines 

are  recognized  leaders.  They  have  passed  the 

experimental  stage  and  are  the  IDEAL  of 

what  Houshold  Laundry  Apparatus  should  be. 

The  Handiest  Thing  about  the  House 

There  is 

Nothing  that 

Quite  Compares 

with  Them 

The  Hardware  dealer  is  the  Natural  Source 

of  Supply  and  the  sale  by  you  of  a 

Machine,  fixes  your  Reputation  as 

a  distributor  of 

Up-to-date  and  Dependable  Merchandise 

They  have 

always  been 

Big  Sellers 
and  are  now 

Bigger  Sellers 
than  ever 

Eastern  Agents  : 
W.  L.  HALDIMAND  &  SON 

MONTREAL 

Western  Agents  : 
H.  F.  MOULDEN  &  SON 

WINNIPEG 

Cummer-Dowswell 

Makers 
Limited 

Hamilton,  Canada 

writing  to  a4T«rtia«Ti,  kindly  mention  the  Canadian  Hardware.  Stove  &  Paint  Journal 
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SPECIALTIES  WITH  MERIT 

Applepickers* Blouses  or  Aprons 
Made  of  Strongest  Duck 

All  Metal 

Sanitary  Washboards 

HICKORY 

APPLE 

BASKETS 

ALL  SIZES  IN  STOCK 

Send  for  Particulars  and 
Prices  to 

No  Dirt Can  Lodge 

in  the 

'All-Metal " 

MEAKINS  &  SONS Hamilton,  Ont. 

Window  Guards 

For  Stores,  Warehouses  Factories, 

Basement  Windows,  etc. 

and  all  kinds  of 

Wire  Work 

Manufactured  by 

The  B.  Greening  Wire  Co.,  Limited 

HAMILTON,  ONT.  MONTREAL.  QUE. 

When  writing  to  »dvertii«ri,  kindly  mention  tka  Canadiui  Hardwara,  StoT*  k  Paiat  Jonmal 
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At  an 

Attractive 

Price 

In  Stock  for  Prompt  Shipment 

THE  "THRIFTY  SOUVENIR"  built  on 

plain  lines,  with  smooth  castings  and  removable 

nickle,  has  proven  itself  a  thoroughly  reliable 

range  in  past  seasons  and  on  account  of  its 

rapid  selling  qualities  we  made  a  special  effort 

to  produce  a  large  enough  stock  this  season  to 

supply  all  demands. 

We're  in  that  happy  position  now.    How  many  shall  we  send  you? 

Our  NetD  Catalogue  of  Souvenir  Stoves  and  Ranges,  No.  69,  is 

just  off  the  press.     Send  a  Post  Card  for  a  Copy. 

Hamilton  Stove  &  Heater  Co.,  Limited 
(Successors  to  Gurney,  Tilden  &  Company,  Limited) 

Hamilton,  Ontario 

TILDEN,  GURNEY  &  CO.,  LTD.,  Winnipeg,  Calgary,  Vancouver 

Wbra  writing  to  adTcrtiieri,  kindly  mention  the  Canadian  Hardware,  Stove      Paint  Journal 
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THIS  IS  WHERE  WE  SHINE 

As  the  producers  of 

Lanterns  of  Quality 

All  Kinds — For  all  Purposes 

For  class,  burning  qualities  and  value,  our  No.  4  Cold  Blast 
with  Undetachable  Patent  Bail  Handle  and  airtight  tubes 
has  been  accepted  by  the  trade  throughout  Canada  as  unequalled. 

This  fact  alone  is  a  positive  guarantee  to  your  customer,  and  a 
personal  examination  of  the  Lantern  will  convince  the  most  dubious 
buyer  that  no  better  light-giving  Lantern  is  offered  to-day  at  the  price. 

Our  "Comet"  Hot  Blast  Lantern  is  a  nev^  departure  and 
has  proved  so  successful  that  v^^e  are  running  it  this  year  with 
Reflector,  in  all  Brass  and  Brass  Nickel-Plated. 

The  "Comet"  has  side  lift  and  pressed  tubes,  being  in  many 
respects  a  replica  of  the  No.  4  on  a  slightly  smaller  scale. 

Send  for  our  Lantern  Catalog,  or  order  ̂ 4  doz.  Lanterns  with  your  next  order 
of  Tinware.    Once  you  handle  IV right 's  Lanterns  other  maizes  will  not  interest  you. 

E.  T.  Wright  &  Co.,  Hamilton,  Canada 
(H.  G.  WRIGHT) 

Agencies  at  Vancouver,  Winnipeg  and  Toronto 

CONNOR  BALL  BEARING  WASHER 

is  a  profit  earner 

It  pays  big  dividends  to  dealers  who  take  an 
active  interest  in  it.  Many  wide-awake  merchants 
have  doubled  their  washing  machine  sales  since 
taking  hold  of  the  Connor  Ball  Bearing  Washer. The  many 

Exclusive  Features  Make 

it  Easy  to  Sell 

as  they  attract  unusual  attention  and  create  a 
strong  desire  for  the  washer.  Just  what  these 
features  are  will  be  fully  explained  to  you  when 
we  receive  your  name  and  address. 

Drop  as  a  card.  Send  for  a  cop^ 
of  our  new  catalogue,  now  ready. 

J.  H.  Connor  &  Son 
Limited 

OTTAWA,  ONTARIO 
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Jewel  Stoves  and  Ranges 

Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Every  modern  improvement  is  embodied  in  the  Royal  Jewel 
Range. 

They  are  made  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
and  922,  with  or  without  Reservoir,  and  with  any  equipment 
of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied. 

The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 

The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once  sold 

it  never  comes  back,  but  is  always  a  work- 
ing advertisement.  One  sale  makes  another 

and  the  demand  is  constantly  increasing. 

Make  the  Royal  Jewel  Steel  Range 

your  leader  and  you  are  sure  of  the 

best  stove  trade  in  your  locality 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 

Jewel. 

STYLE  R.  F. 

We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ind  the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 

country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels, 

Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 

The  Burrow,  Stewart  and  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 
Offices  also  at  MONTREAL,  TORONTO  and  WINNIPEG 

Western  customers  please  write  for  information  and  send  orders  to  our 

Winnipeg  Branch,  No.  130  James  Avenue 
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The  Empire  Canopy 

REMOVABLE 
NICKEL 

Either  Dust,  Ash  or 

Duplex  Grates 

Smooth  Castings 
made  from. 

Pure  Pig  Iron 

Molded  in 

00  Albany  Sand  from 
Aluminum  Plates 

Our  New 

Cast  Range 

A   strictly  up-to-the- minute   Range,  and, 

we  believe,  the  very 

best  value  on 

the  market. 

Made 

in  two  sizes, 

8x18  and  9x18. 

Square  and  extended. 

This  range  caused  much  favorable  comment  at  the  Canadian 

National  Exhibition  and  it  will  pay  every  hardwareman  to  have 

a  sample  on  his  floor.    Write  us  for  prices  to-day. 

Canadian  Heating  &  Ventilating  Co. 

Owen  Sound,  Ontario 

Limited 

CHRISTIE  BROS..  Limited 
1824  Dundas  St.,  Toronto 

M.  C.  DREW  &  SON 
Vancouver CHRISTIE  BROS.  CO.,  Umited 

Park  &  Henry  Sts.,  Winnipeg 

When  writing  to  adrertifers,  kindly  mention  tb«   Canadian  Hardware,  Stove  &  Faint  Journal 
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A  NEW  LINE  OF  PENINSULAR  OAKS 

THE  HERO  OAK 

Plain  Finish Nickelled  FIni*h 

This  new  line  of  OAK  Stoves  follows  the  popular  fancy  for  castings  without  any  deep  carving. 

The  illustrations  display  the  attractive  character  of  the  design.  The  doors  are  large  and  the 

durable  bar  grate  is  used.    The  price  is  equally  as  attractive  as  the  design. 

No.  Diameter  of  Body  Weight  Plain  Weight  Nickelled 
12                   12                        100  110 

14                  14                      120  130 

16                  16                       140  150 

Clare  Brothers  &  Co.,  Ltd,  P
reston,  Ont. 

BRANCHES  : 

CLARE  &  BROSKEST,  Limited,  Winnipeg  REYNOLDS  &  JACKSON,  Calgary 

RACE,  HUNT  &  GIDDY.  Edmonton  J-  M.  KAINS  &  CO.,  Vancouver 

The  MECHANICS'  SUPPLY  CO.,  Quebec 

Wli.n  writmg  to  adT.rtU.rs,  kindly  mention  tUe  Canadian  Hardware,  StoY.  k  Paint 
 Journil 
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THE 

MAPLE  LEAF 

WARM  AIR 

FURNACE 

Built  upon  lines  that 

appeal  to  the  practical 
furnace  man  and  give 

the  user  genuine  satis- 
faction. 

Low  down  radiator  with  wide  flue  space  provided  with  baffle  plate,  giving  double  length  of  fire  travel ;  heavy  sectional  ribbed  firepots ;  square 
ash  pit  allowing  ample  air  to  back  of  fire  pot ;  triangular  bar  grates  of  new  pattern  ;  large  feed  door ;  straight  casing ;  and  many  more  features 
not  seen  in  everyday  furnaces;    This  exceptionally  good  furnace  sold  at  a  price  which  allows  the  dealer  to  get  a  good  profit  on  his  material  and 

time  for  installation  and  beat  out  competitors  with  quality. 

BUTTERWORTH  FOUNDRY  LIMITED 

Established  1874 OTTAWA,  ONTARIO Incorporated  I  909 

"OVEN  DOOR" 

"SPRINGS" 

JTAVING  trouble  ?
 

Well,  try  us— 

THAT'S  all. 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

ORDER  ASH 

SIFTERS  NOW 

They  will  soon  be 
in  demand  and  the 

price  of  coal  will  be 
higrh  this  winter. 

Cinder Sifter 
Shovel 

PRICES SENT  ON 

REQUEST 

These  two  types  of  ash  sifters  are  fast 
sellers  and  we  have  more  like  them. 

Write  for  circulars  describing-  our  full  line 
of  specialties  for  fall  and  winter  trade. 

The  COLLINS  MFG.  CO. 

413-415  Symington  Avenue 

TORONTO  ONTARIO 
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Easy  to  Work-Easy  to  Clean-Perfectly  Sanitary 

Seamless — Retinned 

When  your  customers  understand  that 

perfection  m  bread  making  coupled 

with  absolute  cleanliness  is  assured 

by  using 

Our  Sanitary 

Bread  Maker 

Then  you  will  have  no  difficulty  in 

selling  it. 

RIGHT  NOW  is  the  time  to 

get  a  stock  of 

Farmers'  Boilers 

on  your  floor. 

Made  in  three  sizes,  strongly 

constructed,  burns  coal,  coke 

or  wood.  Shipped  for  wood 

only  unless  otherwise  speci- 
fied. 

Farmers  need  no  urging  to  buy. 

They  are  quick  to  appreciate  its 

advantages. 

Order  Now 

For  Further  Particulars  See  Our 

Circulars. 

"McClary" 
on  Goods 

is  a  Quality 
Name 

MXIar/S 

McClary's 

Ship 

Quick Toronto       Montreal        London       Vancouver       St.  John,  N.B.        Hamilton       Winnipeg        Calgary  Saskatoon 
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Hamilton  &  Stott 

Consulting,  Heating  and 
Plumbing  Engineers 

PLANS  AND  ESTIMATES  MADE 

FOR  CENTRAL  HEATING  PLANTS 

Selling  Agents  in  Canada  for  the 

VERMONT  LOW 

DOWN  CLOSETS 

Every  outfit  guaranteed  for  three  years.  Once  in- 
stalled there  will  be  no  lost  time  in  fixing  ball  cocks 

We  are  also 
successors  to  the 

Jones  Register 

Company 

and  can  promptly 
fill  all  orders  for 

SIDE  WALL 

REGISTERS 

Howard  Hot  Air  Furnaces  and 

Howard    Hot   Water  Boilers 

Write  us  for  quotations 

ST.  THOMAS,  ONTARIO 

"Quality  pays  handsomely.  The  cus- 
tomer you  hold  by  the  slender  thread  of 

low  price  is  here  today  and  gone  tomorrow. 

The  customer  you  hold  by  Service  and 

Quality  is  bound  to  you,  a  permanent  asset 

to  your  business." — The  Business  Builder. 

DART 

UNION 

PIPE 

COUPUNGS 

Are  Quality  Goods 

You  guarantee  your  customer 

that  these  unions  will  give 

him  absolute  satisfaction  or 

be  replaced  two  for  one. 

Dart  Union  Co.,  Limited 

Toronto 

Wh«n  writing  to  adTartisers,  kindly  mention the  Canadlu  Hardwaxe,  StOT*  ft  Paint  Journal 
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Time  to  Stock  Lighting  Fixtures 

and 

Table  Lamps 

are 

Popular  Sellers 

Put  half  a  dozen  Electric 
Portable  Table  Lamps  in  your 
window  and  light  them  at  night. 
They  will  soon  sell  themselves 
besides  bringing  customers  to 

your  store. 
We  make  a  full  line  of  high- 

grade  Electric,  Gas  and  com- 
bination F"ixtures,  Showers, 

Domes,  Wall  Brackets,  etc.,  be- 
sides Plumbing  and  Engineers 

Brass  Goods,  Plumbing  Sup- 

plies, etc. 

Write  us  for  prices  on  a  quick, 
selling  line  of  Electric 

Table  Lamps. 

No.  3/2t)S No.  1497 

James  Morrison  Brass  Manufacturing  Company,  Limited 

93-97  Adelaide  St.  West  Toronto  Ontario 

"CANADIAN  HOWARD 
Not  a  Cheap  Furnace 

But  a  Dependable  Heater 

The  main  idea  of  the  "  Canadian  Howard  "  Furnace  is  as  a  fuel 
saver,  the  perfection  of  the  down  draft  principle  as  applied  to  this 
furnace  retaining  the  combustion  and  gases  longer  than  the 
ordinary  furnace. 

As  illustrated,  the  long  fire  travel  from  the  top  of  the  dome,  through 
the  upper  and  lower  radiators,  in  order  to  reach  the  smoke  exit, 
provides 

AN  ENORMOUS  RADIATING  SURFACE 

The  "  Canadian  Howard  "  is  the  only  furnace  on  the  market  having 
an  outside  jacket  for  heating  a  kitchen  boiler.  The  jacket  is  entirely 
separate  m  itself,  and  trouble  caused  by  coils  in  the  fire  pot  burning 
out  through  becoming  clogged  with  lime  is  entirely  eliminated. 

Built  entirely  of  cast  iron  the  "  Canadian  Howard  "  is  guaranteed 
to  heat  any  house  inside  of  capacity,  if  properly  installed. 

Write  for  a  copy  of  our  furnace  catalogue 

Double 

Radiator FURNACE 

THE  C.  NORSWORTHY  CO.,  LIMITED 
ST.  THOMAS ONTARIO 

When  writing  to  advertiierg,  kindly  mention  th*    Canadian  Hardware,  StoT*  b  Faiat  Journal 
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HOCKEY 

STICKS 

The  name 

'J.  H.  Still" 
stands  for 

quality. 

ii 

STILL'S  SPECIAL 

A  nicely  shaped  and  well  finished 
stick,  made  of  the  best  Rock  Elm,  is 

the  best  stick  on  the  market  in  the 

opinion  of  all  hockey  players  who 
have  used  it.    Our  other  makes,  the 

"EMPIRE,"  "IMPERIAL" 

and  "  CHAMPION  " 

are  also  popular  and  rapid  sellers. 

Get  our  prices  before 
placing  your  orders. 

J.  H.  STILL  MFG.  CO.,  LIMITED 

ST.  THOMAS,   -  ONTARIO 

Knowing  Buyers 

Demand  a  Tobin 

If  you  are  not  a  Tobin  agent  you 
may  not  realize  the  importance  of 
selling  these  superfine  guns. 

Simplex:  Guns 

have  made  the  gun  business  of 

many  a  prosperous  agent  who 
never  could  sell  guns  before.  Simply 
because  each  gun  he  sold  won  a 
dozen  more  buyers. 

Tobin  Arms  Manufacturing  Co. Limited 

Woodstock  Ontario 

The  Hercules  Step  Ladder 

No  other  ladder  made  of  equal  strength 

A  splendid  line  for  retailers  to  push — one  they  can 
guarantee  to  give  satisfaction,  it  being  made  right,  by 

experienced  men. 

The  "Hercules"  is  made  in 
lengths  from  4  to  1 0  feet  and 
in  extra  heavy  stock  up  to  16 
feet. 

For  the  housewife,  electrician 
or  mill  owner  it  has 

no  equal  on  any  mar- 
ket. 

Stratford 

Manufacturing 

Co.,  Limited 

STATFORD 
ONTARIO 

MANUFACTURERS  OF 

Children's  Vehicles  and  Reed  Furniture 

No.  14  Sleigh  No.  1149  Flexible 

Write  for  Our  Sleigh  Catalogue. 

No.  1275  Sidewalk  Sulky 

Full  Line  Shown  in  Grade  "A"  Catalogue. 

The  Gendron  Mfg.  Co.,  Limited 
TORONTO 
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A  Pike  Salesman  for  YOU 

— always  on  the  Job 

Pike's  Stock  and  Display  Cabinets  are  real  salesmen— everlastingly on  the  job.     They  keep  your  Pike  Stones  in  plain  view  of  your 
customers  all  the  time.  They 
provide  a  clean  and  conven- 

ient place  for  the  many  fast- sellers  in  the  famous  line 
of 

PIKE  SHARPENING 

STONES 

The  only  line  that  includes  every  sharpening  sub- 
stance natural  or  artificial  each  the  best  for 

some  sharpening  need. 

Cabinet  "C",  pictured  here,  is  handsomely  finished  in  golden  oak. It  is  supplied  free  on  memorandum  agreement  to  nil  dealers  carry- 
ing Pike  goods  or  with  an  order  of  $25.  This  cabinet  measures  28" 

high— 18i"  wide— 14t"  deep.  Its  door  opens  in  front.  Vou  can specify  stones  you  wish  displayed— all India,  Crystolon,  Natural  or  a  miscellaneous 
assortment.  Two  larger  styles,  "A"  and 
"  B  "  are  furnished  on  same  memorandum agreement  or  with  orders  of  $"10. 
You  certainly  need  one  of  these  cabinets. 
It's  so  easy  to  get.  why  delay?  Write 
now  and  we'll  send  you  this  big  dealer help  and  also  the  striking  Pike  Window 
Display,  Store  Cards,  Car  Cards,  and 
Selling  Scheme.  They  are  free.  Write  us now. 

PIKE  MANUFACTURING  CO. 
23  Main  St.  Pike,  N.H.,  U.S.A 

Tal^e  a  Look  the 

New  "Yankee" Plain  Driver 

No.  90 Strong, 

durable, 

well  balanced 
tools,    of  the 
same  high  quality 

of    material  and 
workmanship  as 

other  "Yankee"  Tools, 
which  today  are  without 
equal.     The    Blade  and 
ferrule  are  highly  polished, 
the  handle  of  hardwood  finish- 

ed in  dully  black,  making  a  hand- 
some appear2uice.    Each  tool  is 

thoroughly  tested  and  the  blades 
are  POSITIVELY  GUARANTEED 
not  to  turn  in  the  handle. 

Your  jobber  will  supply  you 

North  Bros.  Mfg.  Co. 
Philadelphia,  Pa.,  U.S.A. 

Standard  Style 
14  Sizes, 

2  to  30  in.  Blade 

No.  95 

Cabinet  Style 

Slim  Blade 

2%  to  15 

Increase  Your  Profits,'  You  Can  Guarantee 

The  Burrowes'  Patent  Dustless  Rocker  Ash  Sifter 
to  be  dust  proof,  quick,  clean  and  easy  to  'work. 
Scuttle  fitting  dust-tight  and  double  rims  will  not 
permit  dust  to  escape. 
The  large  space  for  ashes  and  rocking  motion  both  tend  to 
make  the  ashes  spread  rapidly  and  sift  freely. 
Double  screens,  fine  and  course  save  extra  fuel  without  extra 
work. 

Write  the  Jobbing  Trade  for  Fuller  Parliculars  and  Prices,  or 

The  Burr  owes  Manufacturing  Company 

TORONTO,  CANADA 

MONARCH  ^
''^  ̂" 

TYPEWRITERS 

JUST  THE  THING  FOR  THE 

UP-TO-DATE  HARDWARE  MAN 

The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screws 
and  Stove  Urns. 

Write  for  Prices 

The  Consolidated  Fruit  Jar  Co. 

New  Brunswick,  N.  J. 
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HARVEST 

Our  Stocks 
are  at  yovr 
service  in 
Large 
Assortment 

will  soon  be  finished. 

Your  customers  will 

be  making  improve- 
ments requiring 

Siding,  Shingles, 

v^orrugcuea  iron, 

Metal  Ceilings, 

etc.,  etc. 

Send  Your 
Orders 

You  will  require 

Galvanized  Iron,  Tin 

and  Canada  Plate 

quickly. 

Winnipeg  Ceiling  and  Roofing 

Company 

P.O.  Box  2186S.     WINNIPEG,  MAN. 

The  "Handy  Andy 

Improved  Force  Cup 

For  household  use, 

enables  anyone  to 

keep  the  drain  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  safe 

and  sanitary  condition. 

There's  a  Good 
Sale  For  Them 

Manufactured  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO        MONTREAL        HAUFAX  WINNIPEG 
CALGARY  VANCOUVER 

The 

PEERLESS 

AUTOMATIC 

CLOTHES 

LINE 

We  are  now  making  a  full  line  of  brass  nickle 

plated  towel  bars  as  well  as  the  "  Peerless 
Automatic  Clothes  line,"  an  article  indispensable 
for  the  laundry  and  bathroom. 

We  are  also  manufacturers 
of  the   celebrated  line  of 

"OLD  SOL"  Motorcycle,  Bicycle  and  Carriage 
Lamps,  Traction  Engine  and  Motor  Boat  Search 
Lights  and  Generators,  Pennant  Holders  for 

Automobiles,  "  Vulco "  Mending  Compound, 
Towel  Bars,  Clothes  Line  Devices  and  Metal 

Specialties. Wrife  for  Descriptive  Catalogue 
•  and  Prices  to  Dealers. 

The  Pollock  Manufacturing 

Company,  Limited 

Columbia  Place  Berlin,  Ontario 

Black  Jack 

3/4  lb.  tint 3  doz.  in  case 

Quick    Clean  Handy 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  b  Faint  Journal 
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We  Create  the  Demand :   You  Can  Reap  the  Profits 

We  manufacture  and 

sell  Lightning  Rod 

Material.  The  v  e  r  y 
best  of  its  kind. 

The  numerous  orders 

we  are  receiving  for 

1913  shipment  indic- 
ates the  ever  increas- 

ing demand  for  our 

products,  which  proves 

that  it  is  policy  to  sell 

only  the  best. 

Investigate 

PATENT  BRACKETS— These  are  the  very  Latest 
Improvement  in  Lighnting  Protection.  They  are 
made  of  pure  Copper  Tubing,  and  are  sold  exclus- 

ively by  ourselves.  Therefore,  we  can  and  do,  give 
three  times  the  protection  given  by  our  competitors, 
and  at  no  additional  cost  to  the  dealer  or  consumer. 

Made  in  Canada 

It  will  Pay  You  to 

handle  our  Goods. 

All  kinds  of 

Advertising  Help 

supplied. 

Ask  our  salesman 

to  call  and  show 

you. 

Empire  Lightning  Rod  Co., 

Write  Us  To-day 

Limited 

Winnipeg,  Canada 

Twill  Do  Your  Advertising 
This  new  book  on  advertising  will  tell  you  all 
you  want  to  know  about  advertising  in  the  store. 

Here's  the  Book  that 
will  be  Your  Ad.  Man Retail  Advertising 

Complete 
By  FRANK  FARRINGTON 

$1.00  Postpaid 
With  this  book  on  your  desk  you  are 
never  at  a  loss  what  kind  of  advertising 
to  do,  or  how  to  do  it.  Every  kind  of 
advertising  is  treated  fully : 
Chapters  on  Newspaper  Advertising 
Making  an  Advertisement 
Good  Specimen  Ready-made  Ads. 
Mail  Advertising 
Window  Trimming 
Advertising  Novelties 
Outdoor  Advertising 
Inside  the  Store  Advertising 
Advertising  Schemes 
Special  Sales 
Mail  Orders,  etc.,  etc. 

There  is  no  better  book  of  the  kind  at  any  price.  You  can't  afford to  get  along  without  it. 
Absolutely  New  Just  Published 
Send  us  a  dollar  for  this  book  and  a  six 
months  trial  subscription  for  this  paper 

Commercial  Press,  Limited 
Publishers 

Canadian  Hardware,  Stove  and  Paint  Journal 
Toronto,  Ontario 

272  pages 
Bound  in  Cloth 

Store  Management 

Complete 

16  Full-Page 
Illustrations 

ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 
A  Companion  Book  'o 

Retail  Advertising  Complete 

$1.00  POSTPAID 

"Store  Management — Complete" tells  all  about  the  management  of  a 
store  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample  : 
CHAPTER  v.— THE  STORE  POLICY- 
What  it  should  be  to  hold  trade.  The 

money -back  plan.  Taking  back  goods.  MectinEcutrates.  Selling- remnants.  Deliveringgoods.  Substitution.  Handling  telephone 
calls.  Courtesy.  Rebating  railroad  fare.  Courtesy  to  customers. 

Absolutely  New  Just  Published 
Send  us  $1.00  for  the  book  and  a  six  months  trial 

subscription  to  this  paper. 

Commercial  Press,  Limited 
Publishers 

Canadian  Hardware,  Stove  &  Paint  Journal 

Toronto,  Ontario 

272  Pages 
Bound  in  Cloth 

WkM  writinc  to  aArcrtiMri,  klsdly  maatioa  tka  Canadian  Hardware,  Stove  &  Paint  Jonmal 
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Push  the  Sale  of 

Vacuum  Cleaners 

Let  us 

you one 
on 
approval. 

Make  a  select 
list  of  probable 
customers  and 
ask  them  to  let 

you  demonstrate the 

"Eureka' 
Electric 

Cleaner 

the  lightest  and 
most  compact 
Suction  Cleaner 
made.  It  weighs 

only  9  pounds  and  is  only  8 

inches  high.  The  "Eureka" was  selected  by  us  as  the 

fastest  selling  and  most  satis- 
faction giving  electric  cleaner 

on  the  market. 

Retails  for  only  $45.00 

Where  Electric  Power  is  not  available 

recommend  the  ever-popular 

"Onward" 
Automatic  Hand, 
Power  Cleaner 

which  is  superior  to 
any  other  hand  pow- 

er cleaner  made. 
The  thousands 
already  sold  by 
Canadian  hard- 
waremen  guar- 

antee Its  worth. 
We  are  selling  this 
machine  to  the  trade 
at  a  special  discount 
for  a  short  time  only. 

WRITE  FOR  BOOKLETS  and  ask  u*  to  tell  you  how  several 
hardware  merchants  made  hundreds  of  dollars  profit  last  fall 
and  spring  selling  our  cleaners. 

ONWARD  MANUFACTURING  CO. 

BERLIN    -  ONTARIO 

Toronto  Retail  Branch,  423  Yonge  St. 
Western  Distributing  Agents 

Moncrieff  &  Endress,  Ltd.,  Scott  Block,  Winnipeg 

DAVIDSON'
S 

"PREMIER  CORONA" 
STEEL  RANGE 

Now  placed  on  the  market  to  especially  meet  the 
increasing  demand  for  a  well  made  Popular  Priced 
steel  range. 

It  is  just  a  little  lighter  and  therefore  just  a  little 

cheaper  than  our  well  known  "Premier 
Marathon"  but  is  just  as  fully  guaranteed  as 
to  its  dependability  and  economical  operatmg 

qualities. 
With  or 
Without 

Reservoir 

For  Coal 

or  Wood 

It  has  a  beautiful  heavy  polished  steel  body,  well 
protected  with  asbestos,  and  hand  rivetted  with 
neat  cone  headed  rivets. 

The  fire  box  is  perfect,  and  is  the  equal  of  that 
found  in  any  of  the  higher  priced  ranges. 
All  the  nickel  trimmings  are  buffed  to  a  great 

brilliancy  and  being  semi  plain  are  Easily  Cleaned. 

Write  at  once  for  Descriptive  Leaflet  with  Prices. 

THE  THOS.  DAVIDSON  MFG.  CO. 
Limited 

MONTREAL  WINNIPEG  TORONTO 
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THE  REGAL  FAVORITE 

Has  class  and  individuality  and  is  specially  built  to  meet  the  requirements  of  the  rural 

districts  of  Canada.  It  has  a  large  roomy  top,  large  square  oven.  The  fire- 

box for  wood  is  long  and  spacious.  The  firebox  for  coal  is  constructed  to  keep 
a  continuous  coal  fire  night  and  day  with  a  minimum  amount  of  fuel. 

Burns  Either  Coal  or  Wood 

The  Regal  Favorite  is  distinctively  a  farmer's  range  and  the  dealer  w^ho 
secures  the  sale  of  it  is  sure  to  command  the  country  trade  for  his  district. 

There  is  nothing  on  the  market  to  compare  w^ith  it  for  the  purpose  for  which  it 
was  built.  Dealers  who  bought  a  sample  range  early  in  the  season  are  writing  and 

wiring  orders  every  day  for  more  of  them. 

Made  in  Two  Sizes,  19  and  21  Inch  Ovens 

FINDLAY  BROS.  CO.,  LIMITED 

Carleton  Place,  Ont.  and  Winnipeg 
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V 

morn — |j ''"^  Ben. 

Big  Ben  Store  Helps 

In  order  to  enable  ■  Canadian  dealers  to 

get  the  maximum  benefit  from  the  Big  Ben 

campaign  now  running  in  Canadian  mag- 
azines, we  are  packing  Big  Ben  specially 

for  Canadian  trade,  six  in  a  carton  with  a 

full  set  of  store  selling  helps  (two  posters, 
two  show  cards,  two  metal  signs. ) 

On  an  order  for  12  we  add  a  solid  ma- 

hogany display  stand.    On  an  order  for  24 

In  broken  and  dozen  lots,  $2.05 

The  Western  Clock 

or  more,  we  print  your  name  on  dials,  give 

the  posters,  display  stand,  and  a  beautiful 
metal  sign  lithographed  in  five  colors. 

Big  Ben  and  his  selling  helps  are  being 
carried  in  stock  by  54  wholesale  Canadian 
distributors.  We  will  be  glad  to  let  you 
have  their  names  upon  request.  Any  will 

tell  you  Big  Ben  is  the  best  made  and  the 

best  selling  alarm  that's  ever  been  put  out. 
In  lots  of  24,  $1.95 

Co.,  La  Salle,  111. 

Whan  writing  to  •dTertU«ri,  kindly  mention  tbe  Canadian  Hardware  Stove  b  Faint  Journal 
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Hardwaremen  and 
Sporting  Goods. 

The    season    is  approaching 
when  the   usual  demand  for 

seasonable  sporting  goods  man- 
ifests itself  in  all  parts  of  the  country. 

Most  hardwaremen  are  interested  to  a  more  or  less 

extent  in  the  sporting  goods  trade.  The  hardware- 
men  who  are  interested  to  a  "less  extent"  might  be- 

come interested  to  a  greater  extent  if  they  were  to 
meditate  upon  the  subject  for  awhile. 

The  sporting  goods  trade  is  a  fairly  profitable  one 
if  looked  after  properly.  But  like  every  branch  of 
trade  the  maximum  of  results  cannot  be  obtained  from 
the  minimum  of  attention.  A  good  many  hardware- 
men  seem  inclined  to  give  it  the  minimum  of  atten- 

tion. If  the  business  comes  all  right.  If  it  doesn't, 
why  then  it  is  no  use  worrying  over  the  matter.  That, 
in  effect,  is  apparently  the  attitude  of  some  hardAvare- 
men. 

That  which  is  worth  having  is  worth  going  after. 
And  the  sporting  goods  business  is  certainly  worth 
going  after. 

In  this  issue  we  are  featuring  sporting  goods,  paying 
particular  attention  to  selling  methods,  from,  a  perusal 
of  which  our  readers  Avill  doubtless  obtain  at  least 
some  helpful  suggestions. 

Carry  a  note  book  in  ivhich  to  enter  business- 
getting  ideas.  Memory  is  too  fickle  to  be 
trusted. 

Interesting  Not  for  a  long  time  has  the 
Situation  in  situation   in   iron,   steel  and 

Iron  and  Steel.  metals  generally  been  as  inter- 
esting! as  it  is  to-day.  The 

world  over  a  tightening  up  process  is  at  work. 
Although  for  some  time  general  trade  conditions  in 

Canada  have  been  so  healthy,  the  iron  and  steel  indus- 

try in  this  country  was  up  to  within  the  last  few 
mouths,  in  anything  but  a  satisfactory  state.  There 
Avas  plenty  of  business  to  be  had,  but  prices  were  so 
badly  cut  owing  to  American  competition,  that  profits 
were  not  infrequently  dissipated.  During  the  last  few 
months  these  disturbing  features  have  practically  dis- 

appeared. In  the  United  States  to-day  iron,  steel  and  metals 
of  all  kinds  are  in  active  demand  at  advancing  prices. 
Pig  iron  is  from  50  cents  to  $1.50  above  the  Ioav  point 
of  1911.  Bars  are  15  cents  higher.  Plates  are  30  cents, 
black  sheets  25  cents,  galvanized  sheets  35  cents  and 
wire  nails  20  cents  above  the  minimum  figures  of  last 
year.  Tin  is  about  10  cents,  copper  5i/>  cents,  lead 
51/^  cents  and  spelter  5  1-3  cents  higher  than  the  low- 

est figures  of  1911. 
The  remarkable  thing  about  the  activity  of  the  mar- 

ket in  the  United  States  is  that  it  should  be  so  pro- 
nounced in  a  presidential  election  year.  To  one  view- 

ing the  situation  from  the  outside  the  present  condi- 
tion of  the  iron,  steel  and  metal  market  appears  to  be 

all  the  more  reassuring.  It  shoAVS  that  the  improve- 
ment has  taken  place  in  spite  of  the  influence  of  poli- 
tical disturbances. 

At  the  same  time,  hoAvever,  there  are  not  wanting 
those  Avho  are  skeptical  in  regard  to  the  future.  They 
premise  that  as  the  orders  on  Avhich  the  furnaces  and 
mills  are  noAv  engaged  in  filling  were  placed  when 
prices  were  much  loAver  than  they  are  at  present  there 
may  not  be  a  great  deal  doing  next  year.  In  support 
of  this  assumption  they  draw  attention  to  the  fact 
that  there  has  not  yet  been  any  great  disposition  to 
place  orders  for  steel  for  1913. 

But  while  this  may  all  be  true,  it  should  not  be 
forgotten  that  prices  on  iron  and  steel  are  still  below 
the  ruling  figures  of  tAVO  years  ago. 

There  may  be  occasio7is  when  integrity  in  busi- 
ness may  not  apparently  pay,  but  it  certainly 

has  greater  paying  potentialities  than  dis- honesty. 

The  Key  to  As  the  iron  and  steel  trade  in 
the  Situation.  the  United  States  is,  so  must 

it  necessarily  be  to  some  ex- 
tent in  Canada.  The  situation  in  the  States  is  the  key 

to  the  situation  in  Canada.  The  experiences  of  the 
]iast  year  are  alone  in  themselves  sufficient  evidence 
of  this. 

Taking  it  all  round  Canada  is  the  best  customer  the 
United  States  has  for  iron  and  steel  and  their  pro- 

ducts. The  trade  returns  show  how  in  our  imports 
iron  and  steel  from  the  United  States  preponderate. 

F'or  example,  during  the  last  fiscal  year,  out  of  a  total 

of  $96,140,200  Avorth  imported,  $78",579,063  Avere  from 
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the  United  States.  Of  the  balance  only  $13,856,077 
came  from  Great  Britain. 
How  easily  the  iron  and  steel  trade  of  Canada  can 

be  inflneneed  by  conditions  in  the  States  can  be  gath- 
ered from  these  figures. 

Another  significant  feature  in  regard  to  the  iron  and 
steel  situation  is  the  condition  of  the  market  in  Great 
Britain  and  Germany.  In  Great  Britain  the  iron  trade 
is  enjoying  an  unusual  period  of  prosperity,  with  the 
production  the  best  for  eighteen  months  or  two  years. 
Every  available  furnace  is  in  operation,  and  as  the  de- 

mand continues  strong,  prices  are  appreciating.  The 
exceptional  activity  at  the  shipyards  naturally  means 
a  heavy  home  consumption  of  iron  and  steel.  On  the 
Clyde  the  shipyards  in  August  turned  out  22  vessels  of 
87,000  tons,  which  is  a  new  record,  while  the  output  for 
the  eight  months  is  the  largest  since  1907. 

In  Germany  there  has  been  a  boom  in  the  iron  and 

steel  trade  *for  some  time,  and  there  are  no  evidences of  a  reaction.    Prices  there,  too,  are  appreciating. 

The  healthy  condition  of  the  world's  iron  and  steel 
trade  is  doubly  significant.  It  not  only  means  a  good 
condition  of  business  in  this  particular  line.  Being 
the  acknowledged  index  of  tracle  conditions  generally, 
a  healthy  iron  and  steel  trade  means  a  healthy  state 
of  alf  airs  all  round. 

•      Vacatio7is  give  the  human  machine  an  op- 
portunity to  Inbricate. 

Hardwaremen  A  few  months  ago  the  Hard- 
and  Vacuum  ware    Journal    published  a 
Cleaners.  number  of  interviews  with  re- 

tail hardware  dealers  regard- 
ing their  experience  with  vacuum  cleaners.  Their  ex- 

])eriences  were  uniformly  favorable.  They  not  only 
made  money  by  renting  them,  biit  they  found  that  to 
rent  was  to  subsequently  sell  the  machine. 

In  spite  of  the  satisfactory  experience  of  those  Avho 
are  -handling  vacupn  cleaners  there  are  still  a  great 
many  hai'dwaremen  who  are  giving  practically  no  at- 

tention to  this  line.  The  loss  will  undoubtedly  be 
theirs. 
Vacuum  cleaners  are  no  longer  an  experiment.  They 

are  no  longer  even  a  luxury.  Nearly  every  ordinary 
home  can  afford  one.  The  time  is  not  far  distant  when 
a  vacuum  cleaner  of  some  sort  will  be  as  common  in 

the  average  home  as  the  ordinary  broom  is  to-day. 
People  are  not  going  to  sweat  with  a  broom  when, 

l)y  the  expenditure  of  a  comparatively  small  amount 
of  money  they  can  get  a  machine  that  will  enable  them 
to  do  their  housecleaning  with  little  or  no  labor. 

If  the  hardwareman  does  not  eater  to  this  want 
others  will.  The  time  for  hardwaremen  to  take  this 
matter  up  is  not  some  time  in  the  future.  It  is  now. 
The  longer  it  is  deferred  the  more  difficult  will  it  be 

to  "get  in  on  the  ground  floor." 
The  water  that  has  passed  cannot  be  brought  back. 

Customers,  like  vegetables,  should  be  cultivated. 

Business  Men  In  another  few  months  muni- 
and  Municipal  cipalities  throughout  Ontario 
Matters.  will  be  in  the  midst  of  their 

annual  municipal  election  cam- 
paign. The  present  is  none  too  soon  for  the  business 

men  throughout  the  province  to  put  on  their  thinking 
caps  in  regard  to  the  matter. 

IMany  merchants  think  much  of  their  duties  in  re- 
gard to  their  own  immediate  business.  The  manage- 
ment of  the  affairs  of  the  municipality  on  business  lines 

is  something  they  seldom  take  seriously.  This  ought 
not  to  be.  The  underlying  principles  of  business  apply 
just  as  much  to  the  conduct  of  a  municipality  as  to  an 
ordinary  municipal  concern.  This  principle  is  not  al- 

ways recognized,  in  practice  at  any  rate.  Mayors, 
reeves,  councilmen  and  aldermen  are  frequently  in  con- 
seciuence  selected  from  the  ranks  of  men  utterly  lack- 

ing in  business  experience  and  acumen. 
A  business-like  council  can  do  a  great  deal  to  ad- 

vance the  interests  of  a  municipality.  It  can  also  do 
a  great  deal,  through  ignorance,  detrimental  to  the  in- 

terests of  the  town. 
If  business  men  fall  asleep  when  they  should  be  wide 

awake  they  have  themselves  to  blame  when  their  muni- 
cipal council  is  composed  of  men  deficient  in  the  essen- 

tial business  qualifications. 
Every  dollar  of  unnecessary  taxes  adds  to  the  cost  of 

doing  business.  But  taxation  is  not  the  only  thing  to 
be  considered.  There  are  wise  and  necessary  expendi- 

tures to  be  made  for  the  general  Avelfare  of  the  town 
which  only  those  who  possess  the  business  experience 
and  instinct  can  appreciate. 

The  clerk  7vho  is  not  at  least  up  to  par^^ should  be  given  the  opportunity  of  adopting 
another  vocation. 

Team  Work  The  highest  degree  of  success 
in  the  Store.  in  business  is  not  won  by  the 

individual  efforts  of  one  man 
in  the  store.   It  is  won  by  team  Avork. 
Much  of  the  success  of  any  business  naturally  de- 

nends  on  the  manager.  If  he  is  incapable  there  cannot 
be  adequate  organization.  And  it  is  the  quality  of 
organization  that  determ,ines  the  effectiveness  of  the 
team  work.  He  is  indeed  a  capable  manager  who  not 

only  recognizes  this  but  possesses  the  faculty  of  bring- 
ing it  about.  It  may  not  be  an  easy  task,  but  where 

there  is  the  will  there's  the  way. 
Team  work  or  co-operation  implies  that  each  factor 

in  the  business  is  pulling  together  for  the  general  good. 
The  employer  or  manager  must  deal  squarely  with  his 
clerks  as  well  as  with  his  customers.  He  must  do  the 
best  he  can  for  them.  The  clerks  must,  on  the  other 
hand,  do  the  best  they  can  for  their  employer. 

It  is  a  case  all  round  of  "doing  unto  others  as  you 
would  they  should  do  unto  you." 
Where  the  spirit  of  loyalty  obtains  it  is  not  difficult 

to  secure  team  work.  But  the  initial  move  must  ne- 
cessarily be  made  by  the  head  of  the  business. 

It  pays  to  be  tactful  and  just  imth  salesman 
as  ivell  as  with  customers. 

A  Reflection  At  the  annual  meeting  of  the 
on  Retailers.  Associated  Ad  Clubs  of  Amer- 

ica in  Dallas.  Texas,  one  of 

the  speakers  complained  that  "the  retailers  are  with- 
out efficient  organization  in  their  advertising  depart- 

ments. ' ' 

While  advertising  by  retailers  is  gradually  being 
done  on  a  more  systematic  and  intelligent  basis,  and 
compared  Avith  even  a  few  years  ago  shows  a  marked 
improvement,  yet  it  is  still  far  from  being  what  it 
should  be.  Consequently  the  criticism  of  the  expert 
at  Dallas  was  Avell  founded. 

There  is  too  mtich  hap-hazard  advertising.  To  be 
effective  advertis'ng  must  be  Avell  thought  out.  The 
smallest  retailer  in  Canada  can  think  just  as  Avell  as 
the  biggest.  The  only  difference  is  the  extent  to  Avhieh 
each  can  carry  on  an  advertising  campaign. 
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Sporting  Goods  in  Hardware  Stores 

Some  Seasonable  Suggestions  and  Kxperiences  that  may  be  Help- 
ful to  Dealers  who  are  Interested  in  this  Branch  of  the  Trade 

HINTS  ON  CREATING  A  TRADE  IN  GUNS. 

J.  G.  T.  Spink 

It  has  often  occurred  to  the  writer  that  in  some  sec- 
tions of  the  country  where  hunting  and  trap-shooting 

do  not  prevail  to  any  great  extent,  that  steps  should 
be  taken  by  dealers  handling  a  small  line  of  firearms, 
and  carrying  a  large  stock  of  fishing  tackle,  bicycles, 
etc..  to  create  a  demand  for  rifles,  shotguns,  ammun- 

ition, firearms  accessories,  etc.  Indeed,  a  demand 
strong  enough  to  warrant  a  store  carrying  complete 
lines  may  not  apparently  exist  in  any  particular  lo- 

cation, but  it  must  be  a  very  exceptional  place  that 
offers  no  opportunity  for  the  dealer  to  stimulate  a 
more  profitable  call  than  he  is  enjoying  under  the 
existing  circumstances.  The  days  are  gone  by  when 
a  dealer  simply  sat  down  and  waited  for  trade  to  come 
to  him.  He  must  go  out  now  and  fight  his  competitors 
with  clever  trade-bringing  methods  if  he  wishes  to 
capture  the  trade.  There  are  various  ways  for  those 
dealers  living  in  sections  not  densely  populated  with 
game  to  make  rifles  and  ammunition  a  very  profitable 
department  of  his  store.  He  can  attend  the  nearby 
shooting  meets  and  get  acquainted  with  possible  clients. 
He  can  introduce  to  them  a  particular  rifle  and  ask 
the  members  to  try  it  and  express  their  opinions  as 
to  its  capabilities ;  distribute  a  few  samples  of  am- 

munition for  trial ;  or  show  a  shooting  accessory  which 
may  be  unknown  to  their  competitors  or  their  friends. 

If  there  is  no  such  meet  in  existence,  he  can  en- 
deavor to  fan  local  enthusiasm  into  forming  one.  In 

country  districts  where  amusements  are  few  and  far 
lietween,  it  is  astonishing  how  popular  such  an  organ- 

ization becomes.  Rifle  and  revolver  clubs,  too,  are 
getting  increasingly  popular  throughout  the  country. 
Here  there  are  possibilities  likewise,  of  which  the  pro- 

gressive man  should  not  lose  sight.  He  can,  with  a 
little  ingenuity,  take  a  leading  position  in  the  concep- 

tion of  such  clubs,  and  kill  two  birds  with  one  stone 
by  creating  a  demand  and  at  the  same  time  advertising 
his  wares. 

If  such  a  dealer  Avishes  to  carry  rifles  and  ammuni- 
tion with  profit — and  they  can  be  carried  with  good 

profit — he  must  not  only  foster  the  demand  by  going 
outside  his  business  premises,  but  he  must  have  effec- 

tive window  displays.  To  keep  the  lines  hidden  away 
in  a  dark  corner  of  the  store  is  to  turn  profitable  art- 

icles into  dead  stock.  Rifles,  revolvers  and  ammunition 
lielp  in  the  attraction  of  a  window,  even  thougli  the 
hunting  season  may  not  be  at  hand,  and  there  is  this 
advantage  that  their  employment  will  continually  dir- 

ect people's  attention  to  the  fact  that  such  lines  are 
carried.  Then,  of  course,  in  the  spring  and  fall,  full 
Avindow  displays  can  be  made.  If  is  not  necessary  for  a 
dealer  to  carry  a  wide  range  of  guns.  The  more  ex- 

pensive grades  can  be  selected  from  catalogues  and 
expressed  at  once  from  the  jobbers.  At  the  same  time 
he  must  carry  sufficient  lines  to  make  a  creditable  dis- 

play, and  what  is  equally  important,  he  must  keep  up 
the  quality  of  his  goods.  An  inferior  article  Avill  kill 
all  chance  of  a  repeat  order.  If  the  mainspring,  or 
any  other  working  part  of  a  gun  fails  to  do  its  duty, 
as  is  likely  in  the  case  of  a  low-grade  article,  the  pur- 

chaser of  the  article  will  nut  only  discredit  the  store, 
but  will  prejudice  his  friends  likewise. 

Cartridge  belts,  canvas   clothing,  gun   covers,  also 

give  profitable  returns.  There  is  one  mistake  which 
dealers  often  make,  and  it  is  an  expensive  one,  too, 
and  that  is  in  ordering  coats  and  vests,  they  specify 
a  size  that  is  too  small  for  practical  use.  A  hunter 
does  not  want  a  close-fitting  coat,  and  the  dealer  is 
well  advised  who  does  not  go  below  the  38-inch  size 
in  ordering.  Smaller  than  this  the  line  will  probably 
become  dead  stock.  There  is  another  point  which 
should  not  be  forgotten,  and  that  is  to  pay  careful 
attention  to  the  care  of  weapons.  Each  time  a  gun  is 
handled  in  a  store  it  should  be  carefully  wiped.  Finger 
marks  soon  create  rust,  and  no  customer  would  think 
of  i)uying  a  Aveapon  that  is  not  as  bright  in  appear- 

ance as  it  Avas  AA'hen  turned  out  of  the  factory. 

SPORTING  GOODS  FOR  FARMERS. 

There  is  no  reason  Avhy  the  dealer  Avho  Imndles 
sporting  goods  should  confine  his  business  solely  to  the 
city  or  toAvn  in  Avhieh  his  store  happens  to  be  located. 
If  business  does  not  come  to  him  in  satisfactory  vol- 

ume, he  should  improve  his  methods  and  go  after  it. 
The  natural  place  for  sports,  and  where  they  are  most- 

A  simple  and  easily  constructed  gun  rack. 

Iv  pursued,  is  the  country;  amid  the  fields  and  AA^oods^ 
Avhere  the  game  abound  and  the  fish  jump  in  the  Avat- 
ers.  This  is  one  of  those  things  that  make  the  selling 
of  sporting  goods  someAvhat  different  from  other 
trades;  and  the  up-to-date  dealer  Avill  not  fail  to  note 
the  fact,  and  act  accordingly. 

There  are  thousands  of  farmers  scattered  all  over 
the  country,  and  the  demand  for  guns  and  fishing 
tackle  from  this  direction  alone  amounts  to  a  prodig- 

ious sum,  annually. 
The  dealer  in  a  substantial  Avay  of  business,  Avho  is 

really  familiar  Avith  the  goods  he  carries,  and  is  in  a 
iinsition  to  meet  all  fair  competition,  might  with  con- 
sitk^rable  advantage  to  himself  make  a  spec-ial  feature 
of  developing  a  mail  order  business,  in  connection  Avith 
his  OAvn  store.  The  big  mail  order  houses  do  an  enor- 

mous business  in  all  kinds  of  sporting  goods  among 
farmers,  Avhich.  Avith  a  little  energy,  might  be  easily 
diverted  in  the  direction  of  those  who  specialize  along 
that  line.    In  this  matter,  there  are  several  things  that 
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tell  iu  favor  of  the  expert  trader,  and  the  modern  farm- 
er is  for  the  most  part  an  enlightened  indi vicinal,  who 

is  qnite  capable  of  approaching  a  proposition  when 
it  is  properly  presented  to  him. 

One  thing"  that  is  against  the  big  mail  order  houses, remarks  The  Sporting  Goods  Dealer,  is  precisely  that 
which  is  most  often  urged  in  its  favor;  it  undertakes 
to  sell  too  much  of  everything.  As  a  result,  the  cata- 

logues sent  out  by  these  houses  run  to  an  unmanage- 
able size,  and  tend  to  confuse  by  their  very  complete- 

ness. Now,  the  up-to-date  farmer  knows  enough  to-  be 
aware  that  the  house  that  undertakes  to  furnish  every- 

thing is  apt  to  fall  down  somewhere,  especially  when 
it  comes  to  the  specialties — such  as  sporting  goods  cer- 

A  well-arranged  window  by  Roy  Gilmour  in  the  store  of 
Flett,  Limited,  Vancouver. 

tainly  are.  The  farmer  who  is  of  necessity  a  good 
deal  of  a  specialist  himself,  and  in  the  way  of  becom- 

ing more  and  more  so  every  day,  has  only  to  be  ap- 
proached in  the  right  manner  to  understand  the  situ- 

ation here  outlined ;  and  in  this  the  sporting  goods 
dealer  can  assist  him  to  mutual  advantage. 

There  are  lots  of  orders  direct  from  the  country 
awaiting  the  dealer  who  knows  how  to  go  after  them, 
in  the  right  way. 

What  is  known  as  the  mail  order  system  is  no  longer 
a  mystery.  It  is  being  successfully  pursued  by  thou- 

sands outside  of  the  big  houses,  and  is  available  to 
anyone  who  cares  to  apply  it.  A  well  gotten  up  cata- 

logue, the  postal  service  that  Uncle  Sam  places  equally 
at  the  disposal  of  all,  and  plenty  of  vim  are  all  that 
are  necessary. 

The  first  thing  that  the  dealer,  who  would  try  mail 
order  methods,  must  do  is  to  carefully  consider  the 
territory  most  available  for  his  purpose.  He  should 
not  begin  too  ambitiously,  rather  to  do  well  and  thor- 

oughly that  which  he  sets  out  to  accomplish.  The 
next  step  is  to  get  a  list  of  the  most  desirable  names. 
Meanwhile,  let  him  get  out  some  attractive  literature. 
This,  without  being  bulky,  should  cover  all  he  has  to 
say,  so  that  all  points  be  made  strongly,  and  clearly. 
All  literature  should  be  very  carefully  worded,  and  if 

necessary  an  expert  should  be  called  in  to  give  the  fin- 
ishing touches.  In  this  line  of  business  the  catalogue 

and  follow-up  letter  take  the  place  of  the  salesman; 
their  drawing  power  is  therefore  vital. 
When  customers  are  attracted  use  them  to  bring 

more.  Use  the  follow-up  letter  for  this  purpose.  Hu- 
man nature,  all  the  world  over,  has  this  peculiarity  in 

common :  Where  a  man  buys  he  wants  others  to  buy 
also.  It  is  a  matter  of  pride ;  another  form  of  the  fam- 

iliar saying,  "I  told  you  so."  It  is  by  skillfully  work- 
ing upon  this  side  of  human  nature  that  the  big  mail 

order  houses  owe  most  of  their  success.  They  have 
trained  the  multitude  to  believe  because  they  sell  every- 

thing and  in  enormous  quantities,  therefore  they  sell 
well  and  cheaply.  There  never  was  a  greater  de- 

lusion, but  for  a  time,  at  least,  it  was  popular;  though 
there  is  reason  to  believe  that  popularity  is  on  the 
wane. 

The  sporting  goods  dealer  must  go  on  quite  another 

tack.  His  strong  point  is  that  he  is  a  specialist.  "Buy 
of  the  expert  in  sporting  goods,  and  get  the  right  and 

(l('])eiulable  article"  is  his  greatest  talking  point;  and 
lie  sluinld  keep  using  it  until  it  is  driven  right  home, 
so  that  it  sticks  for  all  time. 

There  is  a  large  and  growing  trade  open  to  the 
up-to-date  dealer,  who  adopts  mail  order  methods  for 
the  purpose  of  reaching  farmers,  and  other  outside 
customers ;  especially  in  the  direction  of  guns,  ammuni- 

tion, fishing  tackle,  etc. 

A  letter  prepared  along  the  lines  of  that  which  ac- 
companies this  article  would  be  a  good  one  to  intro- 

duce VDur  line.  There  may  be  no  reason  why  you 
shouhl  wait  for  the  farmer  to  send  in  for  a  catalogue, 
so  send  it  to  him  immediately  with  a  letter  calling  his 
attention  to  the  fact  that  you  are  sending  him  a  copy 
of  your  latest  book,  and  that  you  would  like  to  have 
]]im  keep  it  for  future  reference  in  buying  guns,  fish- 

ing tackle,  etc. 
The  farmer  has  need  of  sporting  goods.  He  is  lo- 

cated in  the  country  Avhere  game  of  all  kinds  abound. 
There  is  no  reason  why  he  should  send  his  orders  for 

spoi'ting  goods  to  the  mail  order  houses. 
Get  after  this  trade  right  now  and  get  a  list  of  the 

farmers  in  your  vicinity,  if  you  are  so  located,  and 
send  all  on  it  a  letter  telling  them  that  you  want  their 
business  and  you  ̂ yi\l  do  anything  within  reason  to 

get  it. 
VALUE  OF  A  "SPORT"  IN  THE  STORE. 

Every  hardware  dealer  who  handles  sporting  goods 
and  who  wants  to  make  the  most  out  of  that  depart- 

ment, should  have  at  least  one  clerk  who  is  interested 
in  one  or  more  branches  of  sport.  AVhere  a  dealer  has 
a  large  sporting  goods  department  he  should  try  to 
arrange  to  have  each  of  his  clerks  interested  in  a 

difi'erent  line  of  sport,  i.e.,  one  fellow  who  likes  foot- 
ball, another  partial  to  baseball,  another  to  hockey, 

and  so  on.  It  may  be  that  the  dealer  only  has  one  or 
two  clerks  and  he  asks  how  he  is  going  to  cover  all 

the  games  with  only  two  men.  That's  all  right.  If 
he  can't  get  a  clerk  that  plays  all  sports,  get  one  that 
is  interested  in  two  or  three.  The  main  thing  is  to 
get  them.  There  are  few  fellows  who  confine  their 
sporting  proclivities  to  one  branch. 

Of  course,  the  dealer,  when  selecting  a  clerk  who  is 
somewhat  of  an  athlete,  would  like  him  to  have  some 
knowledge  of  salesmanship.  This  is  desirable,  but  not 
essential.  A  young  feliow  can  be  brought  in  and 
taught  the  lesson  of  selling,  and  while  it  may  seem 
inadvisable  to  pay  an  inexperienced  clerk  an  exper- 
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ienced  man's  salary,  the  dealer  who  is  inclined  to  think 
this  way  will  soon  And  out  that  the  increased  business 
will  warrant  the  extra  expense. 

The  writer  knows  of  a  dealer  who  took  a  young  fel- 
low into  his  store  and  put  him  in  the  sporting  goods 

department.  This  fellow,  whom  we  will  .call  Joe, 
knew  absolutely  nothing  about  the  selling  end  of  the 
game,  but  he  did  have  a  wonderful  knowledge  of  the 

"tools"  used  in  the  dilferent  games.  The  dealer  paid 
this  fellow  an  experienced  clerk's  salary  and  when  a 
brother  merchant  found  out  and  asked  him  why  he 

did  so,  he  said,  "I'm  taking  the  chance,  but  I  think 
it's  a  good  one.  I'll  win  out,  watch  me."  And  he  did, 
for  during  the  time  Joe  was  in  that  department  the 
business  done  was  many  times  larger  than  had  been 
done  in  the  past. 

Although  Joe  played  three  or  four  different  games, 

he  "shon"  at  baseball.  He  was  known  throughout 
the  locality  as  a  crack  pitcher  and,  as  a  result,  he  re- 

ceived letters  from  the  managers  of  several  teams,  in- 
forming him  when  the  organisation  meeting  of  a  club 

was  to  be  held,  and  asking  him  to  be  present.  He 
would  always  make  an  effort  to  attend  these,  and  when 

dift'erent  subjects  were  being  discussed  and  the  topic 
of  outfitting  the  club  came  up,  Joe  was  always  there 
with  a  gentle  reminder  that  Squaredeal  &  Co.  were  in 

a  position  to  supply  everything  "from  soup  to  nuts." 
Before  the  season  opened  Joe  had  signed  up  with 

four  teams.  He  impressed  upon  each  manager  separ- 
ately that  he  would  not  be  able  to  pitch  every  game 

for  that  particular  man's  team,  but  would  only  be  able 
to  "work"  in  one  game.  In  most  leagues  the  man- 

ager of  a  team  is  allowed  to  sign  up  enough  extra  men 
to  make  two  teams  so  Joe  went  in  as  an  "extra"  for 
each  of  the  four  teams. 

As  a  result  of  his  baseball  ability  and  his  promise 
to  work  at  least  one  game  during  the  season,  and  on 
account  of  his  pursuasion  that  the  firm  he  worked  for 
were  good  outfitters,  Squaredeal  &  Co.  sold  four  com- 

plete sets  of  suits,  besides  a  large  number  of  balls, 
gloves,  bats,  chest  protectors,  masks,  etc. 

By  mixing  with  various  clul>s  this  way,  much  busi- 
ness can  be  picked  up  by  a  good  clerk.  One  large 

store  the  writer  knows  of  has  two  clerks'  who  are  ac- 
tive Y.M.C.A.  members,  two  more  belong  to  a  tobog- 
gan and  ski  club,  another  is  an  enthusiastic  rugby  and 

hockey  player,  while  the  boss  is  himself  a  member  of 

the  city's  largest  gun  club. 
Through  being  a  member  of  the  local  gun  club,  the 

proprietor  secures  all  the  business  in  ammunition  for 
the  meets  and  all  repairs  the  different  members  need 
on  their  guns.  Then,  too,  when  the  shooting  season 
comes  around,  he  gets  all  the  trade  of  the  individual 
members. 

The  members  of  the  Y.M.C.A.  will  quite  often  get  a 
call  from  a  fellow  member  to  bring  along  a  gymnas- 

ium suit,  a  pair  of  shoes,  or  some  other  article  needed 
in  that  work.  The  members  of  the  toboggan  and  ski 
clubs  wear  the  store's  best  stock  to  show  them  to 
other  members. 

The  hockey  and  football  player  is  well  knoA^^l 
throughout  the  district  as  a  capable  referee  and  is 
often  asked  to  umpire  a  game.  The  proprietor,  no 
matter  how  busy  they  may  be  in  the  store,  always 
allows  him  to  get  away,  for  he  feels  that  in  this  way 

he  will  get  a  "stand  in"  with  the  players  and  get 
much  business  in  the  various  lines  required  by  them. 

The  main  thing  in  getting  business  this  way,  is  to 

get  out  with  "the  boys"  before  the  season  has  started 
— just  when  organization  meetings  are  on.     If  you 

wait  till  the  season  has  commenced,  it  will  be  too  late 
for  the  various  teams  will  be  fitted  out.  "Beat  the 
gun"  and  get  a  start  on  the  other  fellow. 

Baseball  is  now  over  and  with  the  cool  evenings 
come  football  talk.  Now  is  the  time  to  get  out  among 

the  long-haired  "huskies"  and  finds  out  what's  what. 
Maybe  you  or  your  clerks  don't  play  rugby,  but  that 
shouldn't  stop  you  from  mingling  with  the  other  fel- 

lows that  do.  If  you  can't  play,  get  out  and  attend 
the  organization  meeting  and  maybe  they'll  appoint 
you  secretary,  treasurer,  or  to  some  other  office.  Get 
a  line  on  who  is  going  to  play  this  year  and  canvass 
these  fellows,  either  personally  or  by  letter,  and  find 
ovit  about  their  requirements.  Tell  them  of  all  the 
new  lines  you  have  and  how  well  you  are  able  to 

supply  their  wants. 
Above  all,  don't  wait.  The  man  who  invented  wait- 

ing died  many  years  ago.  Keep  ahead  of  the  season, 

go  out  and  do  some  "missionary  work"  and  watch 
the  result. 

ATTRACTIVE  SPORTING  GOODS  WINDOW. 

An  effective  window  display  of  hunting  supplies 
was  seen  last  week  in  the  store  of  the  Alexander  Hard- 

ware Co.,  Hamilton,  Out.  Guns  and  rifles  were  fea- 
tured and  were  shown  stacked  as  the  soldiers  do.  Sev- 

eral guns  were  suspended  from  the  ceiling  by  invisible 
wire,  with  the  barrels  pointing  to  the  centre  of  the 
window.  The  rifle  most  shown  was  a  Stevens'  "River- 

side," No.  90,  on  Avhich  thev  gave  a  special  price  of 

$5.50. 
A  novel  idea  was  shown  in  the  shape  of  a  fort  made 

of  boxes  of  Winchester  and  U.-M.-C.  ammunition.  Each 
box  supposed  to  represent  a  brjck.  Behind  this  and 
trained  over  the  top  was  a  rifle,  and  the  effect  was 
both  unique  and  attractive. 

•  Manufacturers  cut-outs  and  hangers  were  used  to 
set  off  the  display. 

A  SEASONABLE  WINDOW  DISPLAY. 

Wood,  Vallance  &  Co.,  Hamilton,  Ont.,  had  an  ex- 
cellent sporting  goods  Mdndow  last  week,  in  which  they 

featured  Winchester  and  Stevens'  rifles  and  shot  guns, 
and  Dominion  and  Eley  ammunition.  Fishing  tackle 
of  all  descriptions,  decoys,  belts,  caps,  lawn  bowls,  in- 

door baseballs,  and  other  seasonable  lines  also  were 
shown  in  neat  array. 

Suninier  Spoit  on  a  Carpenters'  Saw. 
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HOW  TO  MAKE  MONEY  IN  SPORTING  SUPPLIES. 

To  successfully  eouduct  a  sporting  goods  department 
the  dealer  must,  as  in  all  other  lines,  first  study  the 
class  of  trade  he  has  to  cater  to.  For  instance,  he  may 

be  doijig  business  in  a  town  where  there  is  very  little 
baseball,  football  or  hockey  played,  but  where  the 

"natives"  go  in  a  lot  for  fishhig  and  shooting.  In 

places  like  this,  guns,  rifles,  ammunition  and  fishing 
tackle  would  have  to  be  featured.  Where  these  lines 

are  the  leaders  the  dealer  should  familiarize  himself 

with  the  various  game  laws  in  order  that  he  may  talk 

intelligently  to  customers  and  prospective  customers. 

Then,  too,  the  success  of  the  department  will  depend 

S  There  is  money  in  sporting'  goods  for  hardware-  g 

«  men  who  are  "sporty"  enough  to  "toe  the  « 

g      scratch."  8 

in  a  large  measure  on  the  individuality  of  the  dealer 
himself.  If  he  is  wideawake  and  keeps  everlastingly 
after  the  business,  he  will  make  money,  provided,  of 
course,  he  buys  in  a  proper  manner. 

Great  care  must  be  exercised  in  the  lines  stocked. 

Th^  dealer  may  be  catering  to  a  class  who  do  not  want 
the  best  rifle  or  the  best  shot  gun.  There  are  many 

good  arms  on  the  market  at  a  moderate  price.  In  this 
connection  let  me  say  that  the  dealer  who  tries  to  sell 
a  poor  g\m  will  regret  it.  So  will  the  purchaser.  To 
the  real  sportsman,  nothing  is  more  unsatisfactory  than 
a  low  quality  gun  or  rifle,  or  defective  ammunition. 
His  fun  is  spoiled  and  he  naturally  blames  the  man 
who  sold  him  the  goods.  This  means  that  he  Avill  go 
elsewhere  for  his  next  supply  and  it  is  altogether  like- 

ly he  will  tell  his  friends,  "Oh,  don't  go  to  So-and-So 

for  your  stuff.  He  sold  me  some  and  it  was  rotten." 
Then,  too,  when  hg's  in  the  bush,  he's  sure  to  curse 
your  stuff  and  create  a  bad  impression  on  the  rest  of 
the  party.  No  dealer  wants  testimonials  of  this  kind 
so  he  should  push  the  sale  of  quality  goods  and  watch 
that  the  standard  of  his  stock  is  kept  up.  Do  not  lay 

in  too  large  a  stock  of  ammunition  or  you'll  have  to 
carry  it  over  from  year  to  year,  with  the  quality  de- 

teriorating all  the  time. 

Tile  hardwareman  in  a  large  city  is  "up  against  it" 
to  a  certain  extent  in  the  matter  of  selling  sporting 
goods,  on  account  of  there  being  department  stores  and 
exclusive  sporting  goods  stores.  But  the  man  in  the 
town  has  a  grand  chance  to  work  up  a  good  trade  if 
he  will  only  go  after  it  in  the  proper  manner.  Keep 
in  close  touch  with  your  trade  and  let  your  customers 
know  the  various  lines  you  have  in  stock.  Otherwise, 
the  business  will  go  out  of  the  town  to  some  nearby 
city.  Do  some  advertising.  The  wholesale  jobbers 
and  manufacturers  will  supply  electros,  either  free  of 
charge  or  at  very  small  cost,  and  the  expense  of  run- 

ning an  ad.  in  the  local  paper,  or  getting  out  some 
hand  bills  would  not  be  large. 

Dealers  who  have  gone  into  these  goods  in  earnest 
have  all  made  money,  and  a  trial  is  all  that  is  needed 
to  convince  non-believers. 

MAIL  ORDER  HOUSE  METHODS. 

A  representative  of  the  Journal  was  recently  talking 
lo  the  manager  of  the  sporting  goods  section  of  a  large 
department  store  and  asked  him  how  he  thought  a 

sporting  goods  department  should  be  conducted  in  an 
up-to-date  hardware  store. 

"I  don't  know,"  he  said,  "for  I've  never  had  any 
experience  in  a  hardware  store.  And  anyway,  why 
should  I  tell  hardwaremen  how  to  make  the  most 

money  out  of  the  line?  They  are  continually  'knock- 
ing' us,  calling  us  price-cutters,  etc.  But,  let  me  tell 

you.  if  these  fellows  who  talk  that  way  would  only 
conduct  business  along  the  same  lines  as  we  do,  they 
would  make  more  money  and  have  less  time  for  wailing. 

"There  are  a  few  lines  which  a  hardware  merchant 
can  afford  to  carry  over  from  season  to  season,  but 
the  large  ma.iority  cannot  be  sold  after  one  season. 
This  is  particularly  true  of  sporting  goods.  The  ath- 

lete generally  wants  everything  new  and  up-to-date, 
and  if  he  cannot  get  it  at  one  store,  he'll  go  elsewhere. 
You  would  not  buy,  say,  a  hat  that  was  a  couple  of 
seasons  old.  Therefore,  the  stock  must  be  of  the  new- 

est lines,  or  the  department  will  lose  money.  A  great 
many  hardwaremen  cannot  see  this,  however.  They 
over-estimate  the  trade  they  will  do  in  a  certain  line 
of  athletic  supplies,  or  they  may  have  a  bad  season, 
with  the  result  that  they  have  quite  large  stocks  on 
their  hands  at  the  end  of  the  season. 

"Then,  rather  than  dispose  of  these  at  a  sacrifice, 
they  prefer  to  carry  them  over  for  two  or  three  years 
and  have  them  become  practically  unsalable.  They 
want  to  get  the  same  price  at  the  end  of  the  season  as 
they  did  at  the  start.  They  never  stop  to  think  of  the 
good  profit  they  have  made  on  the  same  articles,  sold 
early  in  the  season,  and  that  they  can  afford  to  sell 

the  'fog-end'  of  the  stock  at  a  reduction  and  still 
come  out  ahead.  If  a  man  sells  80  per  cent,  of  his 
stock  at  a  fair  margin  of  profit,  he  can  afford  to  dis- 

pose of  the  other  20  per  cent,  at  a  good-sized  reduc- 
tion. 

"As  an  instance.  See  those  launches  over  there? 
'^Pointing  to  some  good  specimens.)  Well,  we  sold  a 
large  number  of  those  this  season  at  $225.  They  cost 
us  $190.  Now,  look  at  the  price  on  the  card.  (It  was 

$125.)  That's  what  we're  selling  them  for  this  month 
('September).  This  is  a  big  reduction,  but  you  can 
bet  your  life  we  haven't  lost  money  on  this  line  during 
the  season.    We're  not  in  business  for  fun." 

While  it  is  not  likely  any  hardware  dealer  is  hand- 
ling launches,  the  case  cited  is  a  good  lesson  and  a 

fair  example  of  the  methods  adopted  by  the  bigger 
stores. 

The  same  firm  were  selling  at  the  time  $15  canoes 
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8      Success  in  handling  sporting  goods  comes  from  g 
8      buying  right,  selling  right  and  advertising  and  § 

g      displaying  well.  8 

for  $35,  and  .$2  bicycle  tires  for  $1.25.  This  latter  art- 
icle is  one  that  certainly  cannot  be  carried  with  safety 

from  one  season  to  another.  Every  one  knows  that 
rubber,  even  when  not  in  use,  deteriorates.  If  left 
exposed  to  the  air,  the  rubber  is  injured  considerably 
and  if  sold  the  following  season,  the  purchaser  finds 
the  tire  starts  to  crumple  after  very  short  Avear.  He 
becomes  dissatisfied  and  his  future  trade  is  lost  to  the 
merchant  who  sold  him  the  tire. 

Poor  quality  goods  never  built  up  a  man's  business, and  the  stock  must  be  kept  right,  even  though  some 
of  it  goes  at  a  loss.  It  Avill  pay  in  the  long  run,  but  a 
merchant  must  be  careful  in  his  buying. 
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USING  FOLLOW-UP  SYSTEM. 

The  wide-awake  hardware  retailer  can  use  a  follow- 
np  system  to  great  advantage.  How  it  may  be  utilized 
in  the  building  trade  is  shown  by  a  progres.sive  mer- 

chant in  the  "west  who  has  made  his  store  known  for 
20  miles.  Wm.  W.  Loomis,  writing  in  a  recent  issue 

of  The  Zenith,  on  this  man's  methods,  says: — 
"This  hardwareman  has  the  news  instinct  of  a  re- 

porter and  every  event  is  mea.sured  in  terms  of  hard- 
ware. If  he  learns  of  an  approaching  marriage,  he 

gets  in  touch  Avith  the  man  in  the  case,  either  person- 
ally or  by  mail,  calling  attention  to  the  things  from  his 

store  that  will  be  needed  in  hoiisekeeping :  stoves,  re- 
frigerators, cooking  utensils,  cutlery,  washing  machine, 

garden  tools,  cooker,  meat  grinders,  etc.  He  makes  it 
a  point  to  find  out  whether  the  man  is  worthy  of 

credit  and  if  he  is  'all  right'  the  fact  is  mentioned 
that  an  outfit  can  be  purchased  on  monthly  payments. 
Many  a  young  fellow  hesitates  to  ask  for  credit  but 
is  glad  to  avail  himself  of  such  an  arrangement.  When 
the  proposition  comes  from  the  dealer,  the  sting  of 
humiliation  is  removed  and  it  is  then  looked  upon,  not 
as  a  kind  of  charity,  but  as  a  straight  business  transaction. 

"He  also  mails  advertising  to  the  prospective  bride 
and  where  there  is  no  special  reason  for  going  else- 

where, his  store  secures  most  of  the  business,  for  peo- 
ple like  to  deal  where  they  knoAV  their  trade  is  wanted 

and  Avhere  it  will  be  appreciated. 

"Should  he  hear  of  someone  Avho  is  going  to  put  up 
a  new  house,  he  immediately  gets  in  touch  Avith  the 
OAvner  and  tells  him  hoAv  well  stocked  he  is  Avith  every- 

thing in  the  line  of  builders'  hardAvare,  door  knobs, 
door  lock  sets,  sash  Aveights,  hinges,  latches,  sash  cord, 
nails,  and  Avhatever  is  needed.  If  he  learns  that  Jones 
expects  to  build,  but  not  for  three  or  four  months,  he 
immediately  makes  a  note  on  his  desk  calendar  to  go 
and  see  Jones  ten  or  t.Avclve  Aveeks  later. 

"Granted  that  other  dealers  give  just  as  good  ser- 
Adce  and  handle  an  equally  desirable  line  of  hardAA^are, 
the  chances  are  that  Jones  Avill  buy  of  the  man  avIio 
Avrote  him  because  he  (the  dealer)  had  come  out  and 
asked  for  his  business,  not  once  but  several  times. 
There  are  other  elements  that  enter  into  sales — per- 

sonal relations,  old  friendships  and  the  loose  credit 
system  of  easy-going  merchants — ^but  folloAving  up 
every  prospect  has  given  this  dealer  a  business  Avhich 
equals  that  of  all  the  other  hardware  dealers  in  his  dis- 
trict. 

"He  keeps  in  close  touch  with  lumbermen  and  car- 
penters in  order  to  learn  the  names  of  prospective 

ijuilders  and  sometimes  he  begins  soliciting  trade  a 
year  or  more  before  a  man  is  ready  to  build,  but  as  a 
result,  when  that  time  does  come  Macy  usually  has  a 
first  mortgage  on  the  business.  Nor  does  he  confine 
his  efforts  to  large  sales.  If  a  farmer  is  putting  up  a 
hay  shed,  Macy  is  out  after  the  sale  of  cables,  hay 
forks  and  carriers.  If  a  farmer  is  doing  Avell  Avith  his 
chickens,  Macy  makes  it  a  point  to  inquire  Avhether 
or  not  he  AAdll  soon  be  needing  more  poultry  netting. 

If  a  man's  family  is  groAving,  Macy  takes  opportunity 
to  ask  the  good  Avife  if  she  Avill  not  require  a  larger 
cook  stove  or  a  new  washing  machine.    If  the  boy  is 

stretching  into  a  man,  Macy  reminds  him  that  he  needs 
a  safety  raror. 

"It  Avould  be  very  easy  to  overdo  soliciting  of  this 
kind  and  become  a  nuisance,  but  Macy  is  shrcAvd 
enough  not  to  injure  his  cause  in  that  way.  When 
he  meets  a  prospect  he  never  begins  by  talking  about 
selling  him  anything.  He  opens  up  on  something  the 
man  is  interested  in — crops,  Aveather,  hogs,  butter,  eggs, 
a  new  wagon,  an  improved  cultivator,  the  roads,  his 

family,  whatever  is  nearest  the  man's  heart.  And  the 
interest  he  shoAvs  is  not  perfunctory;  it  is  genuine  for 
he  counts  friendship  his  greatest  asset,  and  he  pro- 

motes that  friendship  by  keeping  just  as  close  to  the 
life  of  his  customers  as  possible. 

His  folloAV-up  (probably  he  never  calls  it  that  or 
thinks  of  it  as  a  system)  continues  after  the  sale  is 
made,  and  for  years  he  has  drilled  himself  to  remem- 

ber not  only  the  faces  and  names  of  his  customers,  but 
also  what  purchases  they  have  made.  If  he  meets  Mrs. 
Jenkins  of  Pine  Ridge  he  inq\iir,ies : 

"  'By  the  Avay,  Mrs.  Jenkins,  how  do  you  like  that 
butcher  knife  you  bought  last  fall?  Remember  you 
Avere  going  to  take  a  thirty  cent  knife  and  I  induced 
you  to  take  the  better  grade  at  fifty  cents.  Was  sure 

you  Avould  get  an  extra  tAventy  cents'  Avorth  of  ser- 

vice out  of  it.' 
"Now  Mrs.  Jenkins  may  have  forgotten  all  about 

the  butcher  knife  but  this  recalls  to  her  mind  the  cir- 
cumstances connected  with  its  purchase  and  she  is 

flattered.  People  like  to  be  noticed— it's  human  na- 
ture, and  to  knoAV  that  a  busy  merchant  Avith  hundreds 

and  probably  thousands  of  customers  remembers  about 
the  knife  you  bought  several  months  ago  and  is  suffi- 

ciently interested  to  ask  about  it,  touches  a  tender 
spot  and  Mrs.  Jenkins  assures  Macy  that  the  knife  is 
the  best  she  ever  used. 

"The  big  mail-order  houses  could  send  Mrs.  Jen- 
kins a  carload  of  catalogues,  circulars  and  printed 

'inducements'  AAdthout  getting  a  cent  of  her  money  for 
anything  in  the  hardAvare  line.  That  personal  inter- 

est is  irresistable ;  it  is  a  connecting  link  betAveen  re- 
tailer and  customer  that  cannot  be  broken  by  distant 

catalogue  houses.  Macy  is  one  of  the  dealers  Avho  long 
ago  realized  this  fact  and  has  studied  to  supply  this 
one  feature  which  his  mail-order  competitor  cannot 
supply,  and  the  result  is  a  hold  on  the  business  that 

the  catalogue  houses  can  never  break." 

STRETCHING  THE  CAPITAL. 

An  American  furnishing  goods  concern  Avent  out  of 
business  a  fcAV  months  ago.  When  the  stock  Avas  in- 
A'entoried  some  caps  Avere  found  Avhich  were  made  es- 

pecially for  a  Presidential  campaign  held  in  1872. 
Think  of  that !   Stock  forty  years  old. 
The  caps  cost  about  25  cents  each,  and  there  were 

three  dozen  of  them,  costing  $9  in  all,  Avholesale. 
Charge  up  a  per  centage  equal  to  the  cost  of  doing 

business  against  that  $9  Avorth  of  dead  stock  for  forty 
years  and  see  Avhat  it  cost  the  merchant  to  keep  it  on 
his  shelves. 

Ask  the  banana  man  Avho  stands  at  the  corner  hoAV 



46 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. October,  1912. 

iiuK'h  he  could  make  on  that  $9  in  forty  years  in  his 
liusiness.  Then  you  will  know  what  it  would  have 
profited  this  clothing  concern  had  it  not  kept  that 
stock  on  the  shelves — if  it  had  used  the  capital  right. 

This  banana  man  buys  a  cart  load  of  bananas  every 
morning,  costing  him  about  $9,  and  sells  them  before 

night  for  $20'. 
Since  he  works  every  day,  holidays  and  Sundays,  he 

turns  his  capital  every  day  thirty  times  a  month. 
On  a  capital  of  $9  he  does  a  gross  business  of  more 

than  $5,000  in  the  nine  months  he  is  able  to  work. 
In  forty  years  he  could  do  a  gross  business  of  nearly 

*300,000  on  that  little  capital — without  increasing  his 
capital  a  single  penny  over  that  original  $9. 
What  would  he  make  if  he  had  $9,000  capital  and 

applied  the  same  principles? 
Any  wonder  the  chain  store  fellows  can  keep  buy- 

ing more  store  and  under-sell  the  "  good-enough-f or- 
me^'  one-man  store? The  owner  of  a  chain  of  six  stores  has  never  put  a 
single  dollar  of  his  own  money  into  the  last  four  stores 
he  opened. 
When  he  opened  his  second  store,  he  began  buying 

But  isn't  jt  better  to  stand  the  expense  of  adequate 
records  and  do  a  big.  profitable  business  on  little  capi- 

tal, than  to  worry  along  without  records  and  do  a 
small  unprofitable  business  on  the  most  capital  you 
can  rake  and  scrape  ? 

CHECK  THE  INVOICES. 

The  question  of  goods  claimed  to  be  short  in  a  ship- 
ment is  the  source  of  a  great  deal  of  trouble  between 

the  jobber  and  the  retail  merchant,  and  it  should  be 
the  aim  of  everyone  who  handles  the  goods,  to  elim- 

inate this  evil. 

As  the  goods  pass  through  so  many  hands  it  is  very 
easy  for  mistakes  to  occur.  Have  a  good  system  of 
checking,  packing,  shipping  and  receiving,  and  see 
that  it  is  properly  carried  out.  Be  on  the  lookout  for 
mistakes,  and  investigate  anything  that  might  give 

ground  for  complaint.  Don't  close  your  eyes  to  a  pos- 
sible error  because  it  won't  reflect  on  you  or  your 

department,  but  rather  look  up  anything  that  might 
reflect  on  your  firm. 

When  cheeking  an  order  it  is  better  for  the  checker 

Two  views  of  the  interior  of  Brake  Bros,  hardware  store,  Edmonton.   .Judging  from  the  palms  shown  the  firm  have  an  artistic  taste. Note  that  the  firm  handle  fire  extinguishers. 

in  small  quantities,  stocking  up  every  day  and  selling 
the  goods  before  the  bills  came  due. 

In  a  short  time  he  opened  his  third  store,  without 
putting  any  of  his  own  money  into  it.  Soon  he  in- 

creased his  chain  to  six  stores. 
Now  he  is  doing  business  almost  entirely  on  the 

other  man's  capital.  He  buys  in  very  small  quantities 
and  discounts  his  bills  with  the  proceeds  from  the  sales 
of  the  goods. 

If  the  retailer  provides  himself  with  accurate  and 
complete  detail  information  about  his  sales  and  his 
stock  on  hand,  he  can  practically  do  business  entirely 
on  the  capital  of  the  houses  from  which  he  buys — and 
make  those  houses  glad  to  let  him  do  it. 

Buying  in  small  quantities  may  make  the  cost  price 
a  little  higher,  but  the  increased  sales  will  make  the 
expenses  lower  and  the  reduced  profits  on  each  sale 
will  rapidly  multiply  into  a  bigger  dividend  at  the  end 
of  the  year. 

One  per  cent,  profit  52  or  100  times  is  better  than 
10  per  cent,  five  or  six  times. 

Of  course  this  is  possible  only  by  keeping  such  close 
tab  on  sales  and  purchases  that  the  merchant  can  buy 
in  very  small  quantities. 

to  see  the  different  lines  as  they  are  written  in  the 
order,  as  the  clerk  ,in  getting  up  an  order  may  take 
a  wrong  meaning  out  of  a  line,  or  even  read  a  line  in- 

correctly, and  afterwards  be  blind  to  the  proper  reading. 
When  getting  out  au  order  read  each  line  carefully, 

as  many  mistakes  are  due  to  mere  carelessness. 

In  packing,  good  sense  and  expei-ience  go  together. 
Pack  goods  of  the  same  class  together,  and  avoid  plac- 

ing small  packages  in  full  cases  if  possible,  as  they  are 
very  apt  to  be  lost  or  overlooked  at  the  other  end. 
Often  an  article  claimed  short  turns  up  later  in  a 
washing  machine,  or  a  full  case  of  goods  not  opened 
at  the  time.  Some  houses  send  out  packing  slips  with 
their  invoices;  this  certa,inly  is  a  great  convenience, 
but  it  involves  a  lot  of  extra  work. 

A  shipment  should  be  checked  as  soon  as  opened. 

If  the  invoice  is  not  at  hand  don't  unpack  the  goods. 
If  any  shortage  or  errors  are  found,  carefully  recheck 
and  examine  packages  and  packing  before  making  a  claim. 
When  full  packages  are  short  it  is  generally  the 

fault  of  the  transportation  companies,  so  get  after  the 
shippers  and  have  tracer  issued  A^dthout  delay.  If  the 
shippers  are  to  blame  they  will  then  have  a  chance  to 
straighten  the  matter  out. 
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Proper  Way  to  Figure  Costs 

fiy  Fred  C.  Lariviere,  Montreal 

I  noticed  in  the  article  entitled  "Figuring  the  pro- 
fit on  an  invoice  of  paint,  etc.,"  by  Mr.  Frank  E. 

Goodwin  in  August  issue  of  Canadian  Hardware, 
Stove  &  Paint  Journal,  two  problems  which  at  first 
thought  would  lead  you  to  believe  that  they  were  made 
out  with  the  intention  of  wrongly  advising  your  read- 

ers in  order  to  show  a  great  difference  in  the  two 
ways  of  figuring  the  proper  advances  on  cost  to  estab- 

lish the  selling  price. 

For  example:  "If  ten  gallons  of  mixed  paints  cost 
$1.45  each,  laid- doAvn,  and  the  cost  of  doing  business 
on  wholesale  cost  was  18  per  cent.,  with  a  desired  net 
profit  of  five  per  cent.,  the  method  of  figuring  would 
be:  $14.50  plus  $2.71,  plus  $0.86  equals  $18.07  to  sell 

for.    Divided  by  10,  makes  price  per  gallon  $1.87." 
I  am  pleased  to  see  that  Mr.  Goodwin  is  willing  to 

allow  the  merchant  to  make  his  profit  on  the  cost  of 
doing  business. 

The  other  method — figured  on  the  sales — and  the 
wrong  method,  too,  as  fully  exposed  in  the  June  Amer- 

ican Paint  and  Oil  Dealer,  would  be  to  find  the  cost  of 

doing  business  and  the  desired  net  profit  on  the  vol- 
ume of  sales,  and  add  these  percents  together.  Then 

Fked  C.  LARiviERii,  Montreal, 

this  would  be  subtracted  from  a  base  of  100.  and  the 
wholesale  or  delivered  cost  would  be  divided  by  that 
amount.  Thus :  delivered  cost,  $1.45 ;  cost  of  doing 
business,  22  per  cent. ;  net  profit  5  per  cent.  Add  22 
and  5  equals  27;  100  minus  27  leaves  73;  $1.45  divid- 

ed by  73  equals  $1.98,  the  selling  price. 
Mr.  Goodwin  knows  very  well  that  when  he  is  fig- 

uring the  cost  of  doing  business  at  22  per  cent,  on  sell- 
ing price,  instead  of  18  per  cent,  on  cost  prices,  that 

he  is  very  far  from  giving  justice  to  the  persons  who 
adopt  the  principle  of  figuring  the  cost  of  doing  bvLsi- 
ness  on  the  selling  price  rather  than  on  the  cost  of 
the  goods.  I  hope  this  has  slipped  the  attention  of 
Mr.  Goodwin,  because  I  cannot  suppose  that  a  man  of 
his  position  and  rank  would  dare  to  put  before  the 

public  willingly  or  knowingly  such  a  false  and  mis- 
leading statement. 

To  make  the  second  problem  on  the  same  basis  of 
cost  of  doing  business  as  Mr.  Goodwin  is  figuring  the 
first  one,  the  following  figures  should  be  used:  18 
per  cent,  on  the  cost  of  goods,  as  cost  of  doing  busi- 

ness, is  equal  to  $15.25  on  selling.  Consequently  if  you 
take  100.  less  15.25  and  less  the  5  per  cent,  profit, 
would  make  a  total  of  $20.25;  to  deduct  from 
100.  would  leave  79.75.    If  you  divide  14.50  by  79.75 

you  will  get  for  answer,  as  the  selling  price,  $18.18  for 

10  gallons,  which  is  a'  difference  of  .11  cents  and  not 
over  $1.80  as  represented  by  Mr.  Goodwin's  figures. 
When  there  will  be  only  this  small  difference  of  .11 
cents  for  each  $18.00  sale  to  cause  damage  to  the  mer- 

chant, I  think  it  so  small  that  to  use  Mr.  Goodwin's 
own  expression,  I  really  think  he  is  splitting  hairs. 

Another  statement  which  leads  you  to  believe  that 
Mr.  Goodwin  has  never  managed  a  hardware  or  paint 
store  is  his  total  ignorance  of  margin  that  can  be  se- 

cured on  the  goods  which  are  used  for  the  illustration 
of  proper  accounting  methods. 

Those  in  business  know  that  when  we  can  make  .05 
cents  per  gallon  on  turpentine  or  linseed  oil  by  the 
barrel,  and  .10  cents  to  .12  cents  when  we  sell  it  by 
the  gallon,  without  any  allowance  whatever  for  waste 
in  measuring,  we  are  getting  all  we  can.  This  is  very 
far  from  covering  18  per  cent,  of  cost  of  doing  busi- 

ness, phis  the  5  per  cent,  profit. 
G.  W.  paint  and  mixed  colors  could  be  sold  over 

$1.50  and  $2.00  a  gallon,  which  would  show  a  better 
margin  than  those  exposed  in  the  statement. 

Assorted  l)rushes  should  show  at  least  a  net  profit 
of  50  per  cent,  to  75  per  cent.,  as  they  are  profitable 
goods,  and  artist  colors  would  easily  pay  a  net  profit 
of  25  per  cent.  It  safely  shows  that  in  giving  the 
selling  prices  of  any  article,  the  cost  of  doing  busi- 

ness is  only  a  safeguard  against  selling  it  too  cheap, 
when  it  can  be  avoided. 

I  also  note  in  one  of  the  paragraphs  which  begins 

"And  again  how  simple  is  this  method  of  figuring. 
First  the  net  profit  on  the  investment  is  found ;  then 
the  cost  of  selling  the  goods  based  on  the  wholesale 
cost.  Then  the  wholesale  cost,  the  net  profit  and  the 
amount  of  expense,  or  selling  cost  are  needed  to  make 
up  a  fair,  legitimate  and  equable  price  and  profit,  with- 

out taking  advantage  of  any  opportunity  to  make  a 
cent  that  the  dealer  is  not  entitled  to.  On  the  other 
hand,  the  dealer  knows  if  his  figures  are  accurately 
made,  that  he  has  priced  his  goods  to  cover  Avhat  the 
wholesaler  charges  him  for  the  merchandise,  his  legit- 

imate net  profit  and  the  cost  of  doing  business. 
The  investment  in  a  business  is  not  only  the  amount 

of  goods  in  stock,  but  sufficient  funds  must  also  be 
provided  to  carry  the  accounts  when  you  sell  on  cred- 

it. Consequently  the  investment  is  not  only  what  the 
goods  cost  from  the  wholesaler,  but  also  the  necessary 
capital  to  conduct  the  business. 

Now,  as  far  as  the  public  is  concerned,  the  figures 

to  be  used  by  Mr.  Goodwin's  way  of  figuring  must 
necessarily  be  higher  than  tho.se  used  by  Mr.  Fernley's 
method,  and  I  think  that  if  exposed,  the  higher  per- 

centage to  be  added  to  the  cost  to  make  the  equivalent 
amount  based  on  the  selling  price  will  more  than  coun- 

terbalance any  criticism  which  may  arise,  from  the 

fact  that  by  Mr.  Fernley's  method,  a  certain  percen- 
tage is  added  to  profit  which  is  expected  to  be  made. 

In  conclusion  I  will  say  that  it  is  very  interesting  to 
know  and  to  be  able  to  appreciate  both  ways  of  figur- 

ing profits  and  this  discussion  has  contributed,  I  hope, 
to  make  matters  still  more  clear  in  the  mind  of  your 
readers. 

ERROR  IN  ADVERTISEMENT 

In  the  Canadian  Heating  and  Ventilating  Company's 
advertisement  on  page  26  of  this  issue  the  announcement 

should  read  "  Munro  &  Arnett,"  as  agents  at  Vancouver, 
and  the  words  "dust,  ash"  should  read  as  follows: 
"  Either  Dockash  or  Duplex  Grates." 
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SALESPEOPLE 

H.ELP  THE  UNSUCCESSFUL  SALESMAN. 

Sp  /.  E.  Steedman 
From  time  immemorial  salesmen  of  a  certain  class 

have  wondered  why  they  were  not  making  a  success 

of  selling,  though  knowing  and  admitting  to  themselves 

that  they  had  the  best  goods  on  the  market,  contain- 
ing more  meritorous  features  than  any  other,  and  a 

price  that  ought  to  be  attractive  to  the  buyer.  Have 
any  of  these  men  ever  given  serious  thought  to  their 

personal  appearance  as  a  possible  reason  for  their 
failure? 

Imagine  a  gentleman  buyer  in  the  midst  of  a  busy 
day  have  a  card  presented  to  him  by  his  .  office  boy, 
and  looking  up  behold  standing  in  the  doorway  a 
slovenly  dressed  salesman,  linen  soiled,  face  unshaven, 
shoes  dirty,  etc.  What  impression  do  you  suppose  the 
buyer  received?  Would  it  surprise  you  if  his  thoughts 

ran  in  these  channels:  "Well,  he  can't  be  very  im- 
])ortant,  and  furthermore  he  can't  represent  a  very 
Jiigh  class  article  or  house.  Tell  him  (to  the  office  boy) 
I'm  busy."  And  it  is  seldom  that  the  high  class  eon- 
cerfi  on  the  business  card  will  bear  sufficient  Aveight  to 
give  the  necessary  entree. 

You  know  there  is  an  old  saying  that  clothes  do  not 
make  the  man,  and  soiled  linen  may  cover  the  cleanest 
lieart  in  the  Avorld — but  it  seldom  covers  a  clean  skin. 

Again,  suppose  this  gentleman  buyer  finds  a  sales- 
man awaiting  an  interview  with  his  hat  perched  on  the 

side  of  his  head  instead  of  in  his  hand,  where  it  be- 
longs, and  a  cigarette  or  cigar  in  his  mouth.  No  need 

for  further  comment.  In  the  somewhat  slangy  but 

expressive  language  of  the  dav,  "You've  got  me, 

Steve!" When  a  salesman  has  eliminated  these  elementary 
faults  and  has  poslred  himself  thoroughly  on  the  merits 
of  his  goods  he  has  taken  steps  in  the  right  direction 
to  secure  results.  These  selling  points,  by  the  way, 
must  not  be  rattling  around  loose  in  your  head  and 
getting  all  mixed  up,  but  must  be  all  properly  boxed 
and  crated  for  convenient  handling  and  immediate  de- 
livery. 

Some  of  these  criticisms  do  not  apply  to  every  un- 
successful salesman,  but  it  will  do  no  harm  for  those 

who  are  not  as  successful  as  they  should  be,  to  make 
sure.  Most  of  us  get  cross-eyed  when  we  attempt  to 
size  ourselves  up ;  we  see  ourselves  from  an  angle  in- 

stead of  straight  in  the  face.  Remember  there's  noth- 
ing that  tells  a  woman  the  truth  like  a  mirror  or  that 

lies  more  to  a  man. 
Speaking  of  confidence,  it  is  very  easy  to  have  the 

confidence  of  the  company  and  also  of  the  buyer,  but 
you  must  have  both  to  be  a  successful  salesman,  for, 
first,  the  company  pays  your  salary,  and  second,  the 
buyer  helps  you  earn  it.  If  you  skin  the  latter  you 
lose  your  trade,  and  if  you  sldn  the  former  you  lose 
your  job,  so  the  straight  and  narrow  path  is  by  far 
the  most  desirable. 

Remember,  the  worst  game  to  play  at  cards  or  any- 
thing else  is  the  game  where  you  stand  no  chance  to 

win  and  are  sure  to  lose.  Whenever  you  find  business 
good,  that  is  the  time  to  force  it,  because  it  will  natur- 

ally come  easy;  and  when  it  is  bad,  that  is  the  time 
to  force  it,  too,  as  you  will  need  the  commissions  at 
the  end  of  the  month.  Incidentally  this  last  idea 
should  be  realized  by  the  salesman  without  being  ne- 

cessary for  the  company  to  call  it  to  his  attention,  and 
will  ofttimes  save  some  very  embarrassing  conversa- 

tions.— The  Royal  Standard. 

A  PLEA  FOR  THE  BEGINNER. 

By  a  Hardware  Clerk. 
When  a  man  first  starts  his  career  in  the  hardware 

world,  it  doesn't  matter  what  position  he  holds,  he 
seldom  shows  an  immediate  instinct  of  a  nature  show- 

ing that  he  is  or  Avill  become  a  good  hardAvareman. 
The  making  of  a  good  hardAvareman  is  study  and 

experience ;  it  is  not  inherited,  neither  can  it  be  thor- 
oughly learned  from  a  book.  The  main  essential  is  ex- 

perience, and  a  man  cannot  get  the  right  kind  of  ex- 
perience if  he  is  not  given  the  proper  chance. 

I  haA^e  knoAvn  the  old  heads  in  the  business  to  have 
certain  methods  AAiiich  they  Avould  not  impart  to  the 
A^ounger  employees;  again  I  have  knoAvn  managers  who 
kept  the  price  lists  and  descriptions  of  certain  special 
order  goods  securely  locked  in  a  draAver  to  Avhich 
themselves  only  had  access. 
Why  not  give  the  under  man  a  chance?  If  there  is 

anything  in  him  he  Avill  grasp  it  and  be  glad  of  the 
opportunity.  Give  him  such  Avork  as  he  can  do  at 
first,  and  AA'hen  he  has  mastered  this,  adA'ance  him  to 
something  higher,  something  AA^hich  aahII  let  his  brain 
AA'Ork.  Let  him  study  the  firm's  price-lists,  catalogues 
and  magazines;  giA'e  him  pointers  on  CA^erA^thing  pos- 

sible, and  aboA^e  all  invite  him  to  ask  questions  and 
make  a  study  of  the  firm's  entire  bvisiness.  Any  pro- 

gressive firm  should  be  able  to  do  this,  and  should 
feel  justified  in  aiding'  a  beg'inner  in  any  way  they  could. 
Many  young  and  energetic  men  are  being  yearly 

discouraged  by  not  being  given  the  proper  chance  for 
advancement  in  the  hardware  business,  and  are  led 

to  quit  and  try  their  luck  at  something  else.  I  am  sat- 
isfied that  a  large  per  cent,  of  these  so-called  quitters, 

if  given  the  proper  chance  and  encouragement,  would 
in  time  make  a  mark  for  themselves,  and  be  a  credit 

to  the  commercial  world  at  large. — HardAvare  Dealers' 
Magazine. 

MAKING  A  SUCCESSFUL  SALESMAN. 

By  Joseph  Basch A  salesman  is  the  center  of  activity  in  any  retail business. 

He  is  the  visible  representatiA-e  of  the  store,  and 
stands  between  the  management  and  the  customer. 

Stores  are  judged  by  the  impression  created  by  in- 
diA'idual  salespeople. 

A  successful  salesman  knoAvs  his  business  so  thor- 
oughly that  he  has  the  respect  and  confidence  of  his 

customers,  speaks  Avith  authority,  and  commands  the 
situation. 

Unless  a  capable  salesman  is  connected  with  the  pro- 
per soi't  of  concern  his  capability  Avill  never  develop into  real  breadth. 

A  good  salesman  endeavors  to  make  sales  that  AA'ill 
be  permanently  satisfactory  to  the  purchaser. 
He  must  be  genial,  attentiA'e,  and  respectful,  but not  subservient. 

Good  health  is  one  of  the  most  important  requisites 
of  successful  salesmanship. 

Every  salesman  needs  recreation,  but  it  must  be  sane 
recreation — the  kind  that  Avill  add  vitality,  and  not 
sap  it. 

In  addition  to  all  this  every  successful  salesman  must 
have  intelligence,  honestj',  faithfulness,  good  nature, 
tact,  courtesy,  and  patience. 
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Window  and  Newspaper  Advertising 

HOW  TO  DISPLAY  SPORTING  GOODS. 

Sporting  goods  offer  the  hardware  dealer  excellent 
chance  to  make  up  innumerable  window  displays.  The 
line  is  a  varied  one  and  is  made  up  of  such  articles  as 
are  bound  to  attract  attention.  There  is  a  different 
line  for  each  season  and  no  matter  what  the  time  may 
be,  a  seasonable  display  can  be  put  in. 

The  arrangement  of  a  window  display  depends  en- 

tirely on  the  dealer's  individuality,  and  the  size  and 
general  layout  of  his  display  space. 

The  main  thing  in  window  dressing  is  to  have  the 
goods  arranged  in  such  a  manner  as  to  first  attract 
attention  and  then  arouse  desire  to  purchase.  This  is 
not  at  all  difficult  with  sporting  goods. 

In  putting  in  a  window  of  sporting  guocis,  try  and 
arrange  to  secure  a  trophy  that  has  been  won  by  some 
club  in  your  town  or  is  being  put  up  for  competition 
in  some  league.  This  serves  to  attract  attention  and 
will  cause  people  to  stop  and  look  when  they  would 
otherwise  pass  by. 

The  use  of  a  dummy  fitted  up  in  the  goods  required 
for  the  game  being  featured  is  an  excellent  drawing 
card.  There  is  only  one  drawback  to  this,  however, 
and  that  is  that  a  figure  takes  up  considerable  room 
and  many  hardware  stores  do  not  possess  extra  large 
windows. 

Just  now  football  supplies  should  be  featured.  A 
good  plan  is  to  get  a  dummy  and  fit  it  up  with  all  the 
football  togs — suit,  stockings,  head  guard,  rugby  shoes, 
etc.,  and  with  a  football  tucked  under  its  arm.  The 

goods  can  be  displayed  around  this  in  a  manner  to 
suit  the  layout  of  the  window.  The  window  should 
be  arranged  so  that  the  figure  will  attract  first  atten- 

tion and  then  lead  the  passerby's  eye  to  the  other 
goods  shown  in  the  display.  Price  tickets  should  be 
used ;  not  necessarily  large  ones,  but  neatly  written 
ones  that  vnll  show  clearly  the  prices  on  the  different 
articles.  f  ,> 

Baseball  requisites  can  be  shown  in  the  same  rxia^y 
ner  in  their  season.  The  writer  once  saw  a  good  dis- 

play made  up  in  the  form  of  a  baseball  diamond.  Gloves 
constituted  the  bases,  a  mask  served  as  home  plate, 
and  bats,  balls,  chest  protectors  and  other  necessities 
were  arranged  around  the  diamond.  If  you  sell  uni- 

forms and  have  not  got  a  suitable  dummy,  they  can 
be  hung  around  on  the  walls  of  the  window. 

Fishing  and  shooting  supplies  probably  offer  more 
scope  for  display  than  any  other  line.  Excellent  wood- 

land scenes  can  be  made  up  and  suggestions  may  be; 
secured  from  the  displays  reproduced  elsewhere  in  this issue. 

Hockey  time  will  soon  be  here  and  skates,  stieks, 
pucks,  goal  nets  and  pads,  shin  guards,  etc.,  will  be 

featured.  Put  in  a  good  window  and  get  a  "stand 
in''  with  the  managers  of  the  clubs  in  your  town. 

Other  winter  sports  that  have  become  immensely 

popular  during  the  last  few  years  are  skiing,  snowshoe- 
ing  and  tobogganing.  A  window  display  of  these  goods 
is  very  easy  to  make  up.  Snowshoes  can  be  hung  on 
the  wall,  with  toboggans  standing  upright  against  the 
back.    Moccasins,  stockings,  mitts  and  other  articles 
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essential  to  these  sports  may  occupy  the  floor  of  the 
window. 

During  the  summer  months  there  is  a  steady  demand 
for  tennis  goods,  lawn  bowling  supplies,  cricket  and 
baseball  goods,  lacrosse  requisites,  etc.,  and  many  in- 

teresting displays  may  be  made  from  these.  A  good 
window  of  tennis  supplies  will  attract  the  fair  sex  to 
the  store. 

A  few  minutes  spent  every  once  in  a  while  thinking 

out  sporting  goods  displays  will  result  in  increased 

protits  for  the  wide-awake  hardware  dealer. 

A  NOVEL  WINDOW  DISPLAY. 

Quite  recently  a  hardware  firm  not  a  thousand  miles 
from  Toronto  conducted  a  special  tool  sale.  To  pro- 

mote the  sale  of  these  a  novel  method  was  adopted  in 
window  display.    A  real  live  carpenter  was  put  in  the 

A  GOOD  WINDOW  DISPLAY. 

The  Aikenhead  Hardware  Co.,  Toronto,  recently  put 
in  a  fine  window  display  of  Wiss  shears.  Samples  of 

many  different  lines  w^ere  shown,  from  the  small  house- 
hold variety  to  the  largest  cutters'  shears.  Several  of 

the  larger  sizes  were  suspended  by  brass  chains  from 
a  brass  rod  which  ran  across  the  top  of  the  window, 
while  a  large  variety  of  styles  and  sizes  were  neatly 
arranged  on  a  green  background. 

An  educational  feature  was  added  by  having  at  the 
back  of  the  display  large  cards  showing  four  different 
processes  in  the  manufacture  of  Wiss  shears.  The 
Wiss  guarantee  also  was  prominently  displayed. 

In  conjunction  with  the  displaj'  advertisements  were 
run  in  several  of  the  Toronto  daily  papers,  and,  as  a 
result,  an  excellent  business  was  done  during  the  week, 
and  it  is  safe  to  say  that  the  advertising  secured  will 
be  productive  of  much  future  business. 

A  striking  and  artistic  window  display  in  the  store  of  tlie  Bond  Hardware  Co.,  Gnelph.    Tiie  window  was  dressed  by  A.  T.  Black. 

window  and  allowed  to  make  as  much  litter  as  he  de- 
sired. He  was  equipped  with  a  chest  of  tools  the  firm 

was  boosting  and  told  to  go  as  far  as  he  liked. 
He  was  provided  with  as  much  lumber  as  he  wished 

and  carried  out  his  instructions  faithfully  by  sawing 
and  hammering  away  conscientiously  for  the  full  eight 
hours  a  day.  During  the  entire  time  a  crowd  hung 
about  the  windows  and  watched  the  mechanic  perform. 
The  workman  turned  out  all  sorts  of  things,  boxes 
cleverly  made  to  open  by  pressure  of  the  hand,  and 
other  devices  which  are  attractive  to  the  ordinary 
mortal. 

The  idea  was,  of  course,  to  advertise  the  tools,  and 
the  plain  was  highly  successful  in  that  respect.  They 
worked  to  perfection  in  the  hands  of  the  expert,  who 
soon  had  the  floor  covered  with  shavings  and  bits  of 
material.  The  practical  workmen  who  watched  the 
performance  were  greatly  impressed  by  the  tools,  and 
the  firm  discovered  that  it  had  picked  out  the  best 
method  of  exploiting  this  line. 

FEATURING  CURTAIN  STRETCHERS  AND  STEP 
LADDERS. 

A  retailer  in  Sparks  Street,  Ottawa,  had  a  wdndow 
display  of  step  ladders,  curtain  stretchers  and  similar 
lines  the  other  day  which,  although  simple  in  arrange- 

ment, was  quite  effective.  The  intention  was  evidently 
to  feature  curtain  stretchers,  these  beting  piled  up  in 
the  most  conspicuous  part  of  the  window  with  a  large 

card  in  front  worded:  "Regular  Price  $1.50.  Special 

Price  $1." 

E.  S.  Jenison,  formerly  with  the  Henion  &  Hubbell 
Co.,  of  Chicago,  111.,  has  been  appointed  manager  of 
the  Pump  Department  of  The  Canadian  Fairbanks- 
Morse  Co..  Limited,  who  are  now  the  exclusive  sales 
agents  in  Canada  for  the  Triplex  and  Power  Pumps  as 
well  as  the  other  lines  manufactixred  by  The  Goulds 
Manufacturing  Co.,  of  Seneca  Falls,  N.T. 
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Retail  Hardware  Advertising 

Some  Suggestions  and 

Examples  for  Pro- 
gressive Merchants 

SOME  "WHY'S"  AND  "WHEREFORES." 

By  George  W.  Allen,  Adv.  Mgr.  Consumers'  Gas  Co.,  Toronto 

Where's  that  c-ustomer  you  had  a  year  ago  who  came 
in  response  to  your  newspaper  advertising  ?  What  be- 

came of  him?  Why  didn't  he  continue  to  buy  from 
you?  How  many  moire  of  your  possible  prospective 
customers  has  he  succeeded  in  keeping  from  you?  Is 

this  the  position  you  are  in?  Then  why  haven't  you been  true  to  them? 

Do  you  yourself  remain  true  to  your  grocer,  your 
liuteher  or  your  clothing  man?    If  your  grocer  of  a 

Watch  for  our  Big  Window  Display 

Ammunition,  Shot  Guns,  Rifles. 

Revolvers,    Hunting  Coats,  Belts, 

Rifle  and  Gun  Cases, 

Cleaning  Implements. 
We  have  a  very  large  stock  of  these  goods.  Get  our  prices  before 

you  buy-    It  will  save  you  money 

/?.  Chestnut  &  Sons 

WHOLESALE  — THE  HARDWARE  PEOPLE  ^ RETAIL 

A  good  example  of  eo-operation  of  the  advertising  and  window 
display  departments.   Original  61x61. 

year  ago  isn't  your  grocer  to-day,  there's  a  reason. 
What  is  it?  It  can  all  be  summed  up  in  one  word — 
service. 

Poor  service.  Poor  policy.  Poor  business.  Some- 
thing is  wrong  with  business  when  the  customer  of 

yesterday  isn't  the  customer  of  to-day.  Something 
is  wrong  with  business  when  the  business  i. either  goes 
ahead  nor  behind. 

Yes,  it  is  true — ^something  is  wrong.  Go  into  any 
store  you  have  a  mind  to :  ask  the  clerk  for  some  trivial 

thing — what's  the  result?  "Haven't  got  it,  haven't 
any  sale  for  it,  do  not  sell  it  in  so  small  cjuantities,  etc., 

etc."  No  effort  is  put  forward  to  get  it  or  to  offer 
to  get  it  if  the  customer  will  but  wait  a  few  moments. 

There  is  none  of  that  "I'll  be  pleased  to  have  it  sent 
up,  I'm  sorry  we  are  out  of  it,  couldn't  I  get  it  for 
you,  no  trouble  at  all,  we're  only  tO'O  pleased  to  do  it. 
Take  a  seat  and  make  yourself  at  home." 

These  and  many  other  seeming  trifles  are  what  make 
the  successful  business  man  more  successful. 

Too  many  business  men,  wrongly  titled,  put  on  a 

"hope  you'll  soon  be  through"  attitude  which  cannot 
help  but  be  felt  by  the  customer,  and  what's  the  re- 

sult?— loss  of  custom. 
If  a  customer  patron,izes  you  it  ought  to  make  you 

feel  honored.  Millions  are  spent  in  the  endeavor  to 
get  custom,  and  when  it  comes  there  is  no  effort  to 

l\eep  it.  Just  thoughtlessness,  that's  all.  Oh,  that 
more  business  men  would  wake  up.  Thousands  of 
people  are  longing  to  find  the  ideal  place  of  business. 

Are  you  the  man  for  the  job.  If  so — then  remem- 
ber— nothing  is  too  good  for  your  customer.  No  cus- 

tomer, no  business — so  then  remember  again,  lasting 
good-will  between  customer  and  dealer  is  only  gained 
by  good  and  lasting  service. 

To  give  your  customer  good  measure  for  good  meas- 
ure is  profitable  advertising.  The  newspaper  will  co- 

operate with  you  to  get  the  best  out  of  your  advertis- 
ing— see  you  to  it  afterwards  that  service  is  rendered. 

WASTE  OF  ADVERTISING  MATTER. 

By  an  Observing  Traveller 

Speaking  of  advertising  matter,  the  writer's  atten- 
tion has  often  been  drawn  to  the  half-hearted  way  that 

costly  advertis,ing  matter  is  put  under  counter  or  in 

HUNTING  SUPPLIES 

To  secure  best  results  on  your  hunting  trip,  '"to  get"  your moose  and  add  to  your  record  as  a  sportsman  you  need  the 
best  equipment  obtamable.  We  believe  we  can  fit  you  out 
for  a  successful  trip.    Look  over  this  list. 
Ross  Rifles,  303  Cal  $25.00 
Uevens  Rifles,  32,  35  Cal   $25.00. . 
Savage,  3240,  38-55,  303  Ql  $25.09 
Martin  and  Winchester  Rifles  in  30-30,  32,  33,  35,  38-55 

40-72,  47-50,  30  Govt.  303  Cal„  prices. . .  .$17  to  $30 
Also  Winchester  Antooutics,  35,  351  and  401  Calibre, 

A  full  line  of  RiHe  Covers,  [^Cleaning  Sets,  Hunting 
Knives,  Compasses  and  Gamp  Stoves. 

Ammunition  to  Fit  All  Standard 
Bore  Rifles. 

SUMNER  COMPANY 

The  Quality  Hardware  Store. 

A  well-balanced  and  and  well- written  ad.   Original  1^  x  oA 

some  out-of-way  place  which  is  never  put  in  proper 
circulation.  Very  often,  too,  clerks  will  use'  back  of 
good  show  cards  to  make  price  tickets  on,  or  window 
card  for  some  line.  Only  last  week  the  writer  came 
across  six  expensive  show  cards  which  had  been  abused 
in  this  way.  They  were  put  away  on  a  shelf  while,  if 
used  as  intended  by  manufacturer  to  keep  their  line 
of  goods  before  the  public,  may  have  increased  their 
sales  on  this  particular  line. 
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As  you  say,  some  dealers  do  not  deserve  a  supply 
of  advertising  matter.  The  writer  came  across  two 
big-  bundles  nearly  a  year  old,  which,  of  course,  was 
out  of  season.  The  store  in  question  does  a  big  farm 
trade  as  well  as  a  good  factory  trade  in  all  lines  they 
handle. 

How  can  they  expect  to  get  concessions  from  manu- 
facturers if  they  do  not  use  the  material  sent  for  the 

purpose  of  increasing  their  particular  branch  of  trade. 

BANG!  BING!  BANG! 

w HAT'S  tho  use  -of  having"  a  good 

gun  and  using-  poor  aihniuiiitioii? 

!F  you  do  you  can  t  have  iniicli  fun 
or  luck  or  oven  satisfaction,  and 

it  takes  all  of  these  to  constitute 

good  sport. 

We  are  headquarters  for  shells,  cartridges,  powder, 

shot  and  all  k'inds  of  ammunition  supplies, 

See  our  20  gauge  Pump  Gun.   It's  a  beauty. 

A  striking  advertisement.  Nearly  all  advertising  is  enhanced  by 
illustrations,  and  particularly  that  regarding  sporting 

goods.   Original  45x8. 

Some  dealers  are  up  to  date  and  have  packets  all 
ready  tied  up  to  suit  the  particular  season. 

A  large  number  of  paint  manufacturers  are  sending 
out  their  own  advertising,  with  dealer's  name  on  bot- 

tom of  cards,  not  only  once  but  two  or  three  times  a 
year.  In  some  cases  merchants  supply  list  of  names 
and  othei-s  use  latest  copy  of  voters'  list  which,  as  a 
rule,  is  fairly  accurate. 

If  you  loan  a  catalogue  to  a  farmer  or  a  local  factory 
foreman,  keep  a  file  giving  name  and  all  particulars, 
such  as  date  on  which  catalogue  was  loaned,  date  re- 

turned and  signed  for  by  person  receiving  as  well  as 
initialed  })y  clerk  loaning,  and  you  will  have  no  trouble, 
knowing  exactly  where  the  catalogue  has  gone. 

If  the  average  dealer  knew  the  cost  of  illustrated 
catalogues  he  would  be  more  careful  with  them. 

SELLING  KITCHEN  CABINETS. 

A  large  department  store  which  sells  quite  a  num- 
ber of  kitchen  cabinets  during  a  year,  advertised  them 

this  spring  in  the  following  manner: — 

"Do  you  realize  the  advantages  of  a  kitchen  cab- 
inet? Suppose,  for  instance,  you  kept  your  note  paper 

in  a  box  on  your  wardrobe  shelf,  your  pen  in  a  vase  on 
the  mantelpiece,  your  ink  on  the  top  of  the  bookcase, 
and  your  unan.swered  letters  in  your  bureau  drawer, 
it  would  require  little  argument  to  convince  you  that 
the  possession  of  a  well-appointed  writing  desk  would 
prove  a  distinct  acquisition.  Well,  then,  the  introduc- 

tion of  a  kitchen  cabinet  will  make  just  as  marked 
a  difference  in  the  matter  of  cooking  utensils.  In- 

stead of  those  innumerable  jounieys  back  and  forth 
from  pantry  to  kitchen  table  in  the  gathering  together 
of  the  sundry  ingredients  and  various  dishes  essential 
in  the  concoction  of  a  cake  or  a  pie,  everything  neces- 

sary is  there  before  you  within  easy  arm's  reach  above 
the  bake  board,  ready  for  the  mere  lifting  down  or 
lifting  up  when  required.  The  cabinet  illustrated  is 
one  of  the  best  in  the  market,  representing  the  latest 
word  in  convenience  and  utility.  The  case  is  of  quar- 

ter-cut oak,  the  interior  equipped  with  self-emptying 
flour  bin ;  glass  jars  for  currants,  spices,  baking  pow- 

der, etc.,  canisters  for  tea,  coffee,  cocoa,  shelves  for 
dishes,  cupboards  for  dishes  and  drawers  for  cutlery 
— as  someone  has  put  it,  everything  under  cover  in  an 
open  cabinet.  The  table  portion  is  covered  with  a 
nickelized  metal,  easily  kept  in  a  state  of  absolute 
cleanliness  and  bright  shine.  The  price  of  this  cab- 

inet is  $25.00,  with  one  slightly  larger  at  $28. .50  and  a 

third,  lined  with  enamel,  at  $30.00." 

CURIOSITY  SOLD  THE  GOODS. 

Human  curiosity  is  one  of  the  baits  the  progressive 
merchant  can  count  upon  to  help  sell  his  goods,  says 
an  exchange.  The  hunter  in  the  forest  and  the  fisher- 

man on  lake  or  stream  count  upon  the  curiosity  of  the 
four-legged  and  finny  tribes  and  the  two-legged  animal 
can  be  caught  by  the  same  method. 

A  certain  hardware  merchant  tried  this  plan  out  re- 
cently, and  while  the  actual  resiilts  in  sales  were  pro- 

blematical, still  he  felt  that  he  created  a  great  deal 
of  talk  among  the  people  of  his  community  that  could 
not  help  but  advertise  his  store. 

He  covered  his  plate  glass  window  with  bon  ami,  or 
some  such  cleaning  preparation,  which,  when  on  the 
glass,  renders  it  non  ̂ transparent.  In  the  center  of  the 
glass  he  left  a  large  round  clear  space  and  just  above 

this  space  he  hung  a  sign,  reading:  "Do  not  look 

through  this  hole." People  passed  the  store,  saw  the  sign,  hesitated,  and 
many  of  them  came  back  to  peer  through  the  opening. 
What  they  saw  in  the  window  was  merely  a  display  of 
household  articles,  including  a  kitchen  range,  kitchen 
\itensils,  etc.,  but  the  window  display  probably  made 
an  impression  upon  them. 

It  wouldn't  do  for  the  merchant  to  employ  such  tac- 
tics frequently,  but  an  occasional  freak  window  display 

has  been  found  by  some  merchants  to  be  a  paying  pro- 
position. Others  adliere  to  a  more  conservative  policy 

and  only  experience  will  prove  which  is  right. 

H.  Dinsdale,  for  a  number  of  years  with  the  Peter- 
borough Hardware  Co.,  Peterborough,  Out.,  has  left 

that  firm  to  become  office  manager  of  the  Fife  Hard- 
ware Co.  Fort  William,  Ont. 
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The  Art  of  Card  Writing 
By  L.  Smeby 

The  author  is  a  well-known  in- 
structor in  card  Writing,  and  will 

answer  and  inquiry  directed  to  this 
office,  and  pertaining  to  this  work,. 

Spacing,  layout  and  arrangement  o£  the  reading  mat- 
ter for  your  card  is  one  of  the  most  important  things 

to  study  in  show-card  writing.  As  a  matter  of  fact, 
the  lay-out  is  so  important  that  although  a  person  may 
be  a  perfect  letterer  the  work  is  often  commonplace  or 
inferior  because  of  lack  of  ability  and  neglect  to  study 
this  phase  of  the  work.  It  has  marred  the  work  of 
ijiany  a  card-writer  who  have  otherwise  shown  marked 
ability  in  execution  of  the  brush. 

Spacing  and  arrangement  requires  more  study  than 
actual  lettering,  perfection  in  lettering  will  come  with 

practice,  but  no  amount  of  work  or  practice  will  give 
you  skill  as  a  show-card  writer,  unless  you  make  an 
effort  to  study  layouts  and  arrangement  from  every 

^S/IDI/EJZTISED 

angle  and  view  po,int.  Poorly  executed  lettering  will 

show  up  well,  even  attractive,  providing  the  reading 
matter  has  been  tastefully  arranged. 

Little  imperfections  indicate  hand  work.  If  letter- 
ing were  absolutely  correct  the  card  would  have  the 

appearance  and  monotony  of  a  printed  show-card,  and 
a  show-card  printed  from  type  lacks  originality  and 
a  free-hand  touch. 

The  first  thing  to  be  considered  is  purpose  of  card, 
where  it  is  to  be  placed  and  space  to  occupy.  Second, 
size  of  card  board  to  use.  Third,  style  of  lettering. 
Fourth,  arrangement  of  reading  matter. 

The  arrangement  or  layout  depends  on  the  quantity 

of  the  text  matter  to  be  put  on  the  card,  and  the  size 
of  the  card  you  are  to  use. 

The  style  of  work  and  the  purpose  for  which  the 
card  is  to  be  used  must  also  be  taken  into  consideration. 

Your  copy  will  most  likely  have  some  word  or  art- 
icle that  should  be  emphasized,  some  word  or  head- 
line to  stand  out  more  prominently  than  the  rest  and 

to  serve  the  double  purpose  of  attracting  the  eye  and 
adding  to  its  appearance. 

Allow  plenty  of  space  and  margin  for  heading  and 
never  eroAvd  the  reading  matter — the  more  margin  the 
better  your  card  will  look  besides  directing  attention 
to  the  reading  matter.  Plenty  of  white  space  around 
several  lines  of  small  lettering,  or  a  large  amount  of 
reading  matter  will  make  it  stand  out  fully  as  promin- 

ent and  strong  and  as  easily  read  even  at  a  distance, 
as  if  you  were  using  large  lettering  and  had  the  matter 
closely  lettered  with  small  margin.  Remember  this — 
small  letters  with  plenty  of  white  space  around  it  show 
up  better  and  is  plainer  to  read  than  large  lettering 
crowded  and  without  border. 

Study  closely  all  work  you  see  elsewhere.  If  a  card 
pleases  you,  you  may  be  sure  it  is  the  harmony  of  ar- 

rangement and  the  pleasing  layout  that  attract  your  eye. 
After  you  have  decided  on  the  size  of  your  card  and 

have  reeeived  copy  of  reading  matter,  begin  your  lay- 
out by  making  a  rough  outline  on  a  sheet  of  paper, 

sketch  the  letters  in  space  rtiled  and  you  will  easily 
discern  any  mistake  you  have  made,  such  as  crowding 
and  taking  too  much  space,  or  too  large  lettering. 

After  you  have  satisfied  yourself  that  you  cannot 
improve  upon  the  arrangement  get  your  card  ready. 
Use  a  hard  pencil  for  ruling  so  as  to  make  faint  marks 
that  are  hardly  noticed  when  card  is  finished.  Never 
rule  your  lines  clear  across  the  card,  nothing  spoils  a 
card  more  than  to  see  ruled  lines  across  the  margin ; 
rule  only  for  space  you  expect  to  use  for  the  words. 
If  any  pencil  lines  show  too  plainly  use  art  gum  for 
erasing — ^it  is  the  only  eraser  that  leaves  no  mark — 
the  ordinary  erasers  take  the  gloss  off  the  cardboard 
and  leaves  a  smudge  that  spoils  the  card.  Be  sure 
that  the  paint  is  dry  before  erasing  lines. 

Do  not  hurry  your  layout — it  will  invariably  show 
the  m,iBtake  before  you  are  through — there  is  nothing 
more  exasperating  than  to  find  that  you  have  not 
enough  space  and  must  encroach  upon  the  border  and 
margin  to  fill  out  your  word. 

Spacing  and  proportion:  You  rule  your  lines  for 
the  height  of  the  letters,  and  the  width  of  the  letter 

FOR  RENT 
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must  be  judged  according  to  the  number  of  words  to 

go  in  the  space.  Be  careful  in  this  respect  as  here  is 
where  you  make  or  mar  yonr  work.  If  you  are  to  make 
a  elassy  card  you  should  make  a  rough  outline  on  a 
proof  sheet.  For  the  distance  between  letters  allow  a 
space  of  about  the  width  of  the  stem  or  upright  stroke 
of  the  letter.  If  a  spurred  letter  is  used,  the  spurs 
sliould  be  about  one-eighth  of  an  inch  apart.  Between 
words  leave  a  space  of  about  the  w.idth  of  a  letter. 

The  tops  of  the  lower  case  ascending  letters,  such 
as  "b"  or  "d"  shonld  be  one-third  above  the  line- of 
the  body  of  the  letter,  and  the  items  of  descending 
styles  same  space  below  the  line. 
Owing  to  their  construction,  space  between  letters 

"L"  and  "Y"  is  a  little  narrower  than  the  spaces  be- 
tween straight  stemmed  letters.  The  space  between 

them  would  become  too  wide  if  the  same  rule  of  dis- 
tance had  been  followed. 

Twenty  letters  of  the  alphabet  are  proportioned 

alike,  the  exception  being  letters  "  A,  I,  J,  M,  P,  and 
W. "   "I"  is  made  like  the  single  stem  of  letter  "H. " 

Saturday  Only 

"J"  and  "P"  are  slightly  narrower  than  the  regular 
letters.  "M"  is  one-fourth  larger  and  "W"  is  made 
one-third  larger  than  the  regialar  letters. 

Very  few  get  the  exact  proportions  and  it  is  safe  to 
say  that  not  one  observer  in  a  thousand  will  notice  the 
difference  unless  a  very  big  error  has  been  made. 

Study  the  layouts  of  cards  accompanying  this  art- 
icle. These  styles  are  acceptable  for  all  purposes  and, 

if  desired,  can  be  elaborated  upon  by  shading  or  flourishes. 

WRITING  BUSINESS  LETTERS. 
By  A.  E.  Edgar 

The  letters  a  merchant  writes  should  in  every  way 
reflect  the  character  of  his  establishment.  If  the  cor- 

respondence is  attended  to  in  a  haphazard,  happy-go- 
lucky  manner,  the  ones  who  receive  the  letters  have  a 

perfect  right  to  presume  that  the  writer's  business  is 
conducted  along  the  same  lines.  Some  men  think  that 
as  long  as  the  letters  are  understood  that  is  really  all 
there  is  to  it.  As  far  as  the  business  details  mentioned 
in  the  letter  go,  this  is  so,  bnt  the  impression  it  makes 
on  the  receiver  can  never  be  wholly  effaced,  be  that 
impression  good  or  bad.  A  hastily  written  letter  indi- 

cates to  some  extent  a  state  of  disorder  on  the  part  of 
the  writer,  and  the  recipient  may  be  excused  for  feel- 

ing unsafe  in  dealing  with  such  a  merchant. 
For  the  sake  of  appearance,  if  for  no  other  reason, 

most  merchants  should  awn  typevmters.    These  may 

be  purchased  all  the  way  from  ten  dollars  up  for  re- 
built machines,  while  a  first-class  make  of  typewriter  is 

sold  for  $50  on  a  partial-payment  plan.  It  is  no  trick 
to  learn  to  use  one  properly,  although  it  requires  some 
practice  to  get  speed. 

The  address  should  consist  of  the  name  of  the  per- 
son or  firm  to  whom  the  letter  is  sent  and  the  postoffice 

address  necessary  to  carry  the  letter  to  him  or  them. 
Some  firms  vary  this  somewhat  and  thereby  weaken 
their  correspondence.  The  full  name  and  address 
should  be  given.  The  name  of  the  person  addressed 

should  be  prefixed  with  the  abbreviation  "Mr.," 
"Mrs."  or  "Miss"  as  the  case  may  be.  The  word 
"Messrs."  is  practically  forgotten  in  these  latter  days, 
and  it  is  a  good  thing  that  it  is. 

The  salutation  is  very  important.  This  is  usually, 

"Dear  Sir,"  or  "Gentlemen."  "Dear  Sirs"  is  not  con- 
sidered as  good  form  as  "Gentlemen."  If  there  is  any 

degree  of  intimacy  between  the  correspondents  the 

salutation  may  be  made  more  familiar  and  read,  "My 

Dear  Mr.   ." The  body  of  the  letter  consists  of  the  message  to  be 
conveyed,  and,  as  before  stated,  should  be  as  direct  to 
the  point  as  possible. 

The  following  "Dont's"  are  among  general  direc- 
tions that  a  large  wholesale  concern  has  had  printed 

for  the  use  of  its  employes : 
Carefully  avoid  such  words  and  stock  phrases  as : 

"Beg  to  acknowledge,"  "beg  to  enquire,"  "beg  to 
advise,"  etc.    Don't  "beg"  at  all. 
Don't  say  "kindly"  for  "please."  Avoid  "the 

same"  as  you  would  a  plague. 
Don't  write:  "Would  say."  Go  right  ahead  and  say 

it.  Don't  say:  "Enclosed  herewith."  "Herewith"  is 
superfluous. 

Don't  "reply"  to  a  letter;  "answer  it."  You  an- 
swer a  letter  and  reply  to  an  argument. 

Don't  use  a  long  or  a  big  word  where  a  short  one will  do  as  well  or  better. 

The  complimentary  close  is  a  relic  of  olden  times 
and  by  some  is  said  to  be  the  boAving  out  of  the  writer 
from  the  presence  of  the  reader.  It  is  necessary  that 
there  be  some  kind  of  complimentary  close,  because  we 
have  been  so  long  accustomed  to  see  it  that  it  would 
come  rather  as  a  shock  if  it  were  omitted.  However, 
the  best  close  is  the  one  that  finds  the  most  favor, 
' '  Yours  truly. ' '  In  the  Old  Country  it  is  customary  to 
say,  "We  are,  dear  sir,  yours  truly,"  or  "In  the  mean- 

time we  remain,  dear  sir,  yours  truly-"  The  "Yours 
truly"  is  better.  There  are  occasions  Avhen  this  might 
be  varied  to  "Truly  yours,"  "Sincerely  yours,"  "Cor- 

dially yours,"  etc. 
The  letter  paper  used  should  be  of  good  quality  and 

preferably  white.  The  envelope  should  match  it  in 
color  and  texture.  The  printing  should  be  the  very 
best  the  merchant  can  secure  wdthout  being  unduly 
extravagant.  The  printing  should  be  in  black  or  very 
dark  blue.  This  applies  especially  to  paper  and  enve- 

lopes to  be  used  exclusively  in  correspondence. 
In  advertising  letters  it  is  a  good  plan  to  use  tinted 

stock  and  to  vary  the  colors  used  from  time  to  time. 
In  conclusion,  w^e  might  urge  that  a  careful  system 

of  filing  all  letters  of  any  importance  should  be  installed. 
Not  long  ago  the  writer  saw  a  merchant  pawing  over 

a  littered-up  desk.  He  was  in  a  "stew";  an  important 
letter  was  missing.  Had  he  had  a  filing  envelope  or  file 
of  any  kind  it  would  have  been  an  easy  matter  to  have 
kept  track  of  all  his  letters. 

A  simple,  alphabetically  arranged  file  can  be  pur- 
chased for  25  cents.  One  can  be  used  for  each  year, 

and  it  would  be  no  trouble  to  locate  letters  that  have 
been  safeguarded  for  years 
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SUING  INSURANCE  COMPANIES  TO  RECOVER 
INSURANCE  MONEY 

Insurance  companies,  as  a  general  thing,  don't  like 
law  suits.  They'would  much  rather  create  the  impres- 

sion that  they  are  easy  to  deal  with,  because  that  has 
a  directly  helpful  effect  on  business,  while  a  reputation 
for  contentiousness  has  the  opposite. 

Nevertheless,  if  the  amount  at  stake  is  substantial, 
the  average  insurance  company  will  fight  rather  than 
pay,  if  it  considers  that  it  has  a  good  defence,  and 
Avhen  an  insurance  company  sets  itself  against  the 
payment  of  a  claim  nobody  on  earth  takes  fuller  ad- 

vantage of  every  known  technicality.  It  deliberately 
lays  the  foundation  for  that  in  its  complicated  policy, 
which  imposes  all  sorts  of  duties  on  the  holder,  the 

ignoring  of  any  of  which — without  the  company's  con- 
sent— is  ground  for  refusing  to  pay. 

The  Company's  Policy  in  Disputed  Cases. 

Nevertheless,  the  company's  policy  in  most  disputed 
cases  is  to  settle,  if  it  can  do  so  on  terms  that  it  con- 

siders reasonable.  It  can  be  laid  down  as  a  rule  that  in 

most  cases  it  als'o  pays  the  holder  of  the  policy  to  settle, 
rather  than  fight  the  company  in  court,  even  though  he 
has  to  take  less  than  he  thinks  himself  entitled  to.  I 
am  looking  at  the  matter  now  not  as  one  of  principle, 
but  as  one  of  cold  business — dollars  and  cents  in  other 
words. 

Every  one  of  the  large  insurance  companies  main- 
tains a  legal  bureau  of  high-salaried  lawyers  retained 

by  the  year.  The  company  has  every  advantage  in 
litigation — unlimited  means,  the  best  counsel,  unlim- 

ited time  and  the  possession  of  the  plaintiff's  insurance 
money.  In  the  average  case  it  can  tire  out  the  ordinary 
man  so  far  that  he  will  be  weary  unto  death,  and  even 
if  he  finally  gets  his  money  he  will  have  spent  a  large 
part  of  it,  or  possibly  all,  in  the  court. 
With  other  men  I  should  like  to  be  able  to  look  at 

these  matters  from  the  standpoint  of  pure  principle. 

"No  matter  if  the  sum  at  stake  is  only  5  cents,  and  it 
will  take  $500  to  recover  it,  I  will  still  go  ahead,  for 

my  cause  is  right."  If  a  man  has  the  $500  to  spare, and  can  afford  to  assume  the  burden  of  a  worrisome 

and  time-iconsuming  lawsuit,  very  well,  then. let  prin- 
ciple be  vindicated.  The  average  man.  however,  has 

to  view  the  matter  as  one  of  financial  expediency — 
which  course  will  yield  the  most  money  in  the  end? 

As  a  Rule  It  Pays  the  Insured  to  Settle. 

I  cannot  refrain  from  referring  to  a  case  in  which 
I  was  recently  retained  to  bring  action  against  an  in- 

surance company.  My  client  claimed  that  his  loss  was 
$2,800,  but  the  company  disputed  this  and  contended 

that  it  was  only  $2,100.'  They  offered,  however,  $2,400 to  settle  the  case. 

I  advised  my  client  to  accept  it,  for  two  reasons : 
First,  because  though  the  case  seemed  strong,  litiga- 

tion is  always  uncertain,  and  he  might  lose  entirely; 
second,  even  if  he  won  all  he  claimed  the  company 
would  undoubtedly  appeal,  and  by  the  time  the  case 

was  concluded  in  the  highest  court  he  would  have 
spent  far  more  than  the  $400  difference  between  his 

claim  and  the  company's  offer. 
I  could  not  convince  the  client  of  the  wisdom  of  the 

advice,  and  he  instructed  me  to  refuse  the  offer  and 
bring  suit.  A  verdict  was  rendered  in  the  lower  court 
for  $2,600  and  interest,  from  which  the  company  ap- 

pealed. To  make  a  long  story  short,  three  years  elapsed 
between  the  time  suit  was  brought  and  the  day  when 
the  Supreme  Court  finally  upheld  the  verdict  of  the 

lower  court,  and  my  client  had  spent  $800  in  "ways 
which  he  could  not  tax  against  the  company  as  costs. 
His  accoimt  with  the  case  therefore  stood  like  this: — 

Amount  of  verdict   $2,600 
Interest  three  years   ,  488 

$3,088 

Expenses   800 

Net  return  $2,288 

In  other  words  he  had  fussed  and  fought  for  three 
years,  and  was  $122  worse  off  than  when  he  started. 
To  be  sure  he  had  the  satisfaction  of  having  made  the 
company  pay  out  considerably  more  than  it  had  offered 
to,  but  I  question  whether  it  was  worth  Avhat  it  cost. 

Every  Insurance  Policy  Prescribes  Certain  Things 

which  must  be  done  by  the  holder  before  suit  can  be 
brought.  If  even  one  of  these  conditions  is  ignored 
the  courts  will  hold  the  suit  prematurely  brought  and 
throw  it  out. 

For  instance,  there  is  always  a  condition  that  suit 
shall  not  be  brought  until  notice  and  proof  of  loss  are 

S  Those  who  are  not  orthodox  in  regard  to  fire  S 
g  insurance  matters  may  have  a  hot  time  when  a 
8      they  least  expect  it.  8 

furnished.  As  stated  in  a  preceding  article,  however, 
both  notice  and  proofs  can  be  waived  by  the  company. 
But  if  not  waived  they  must  be  forthcoming  before  suit 
can  be  brought. 

Some  policies  also  contain  a  condition  that  suit  shall 
not  be  brought  until  the  approximate  amovmt  of  loss 
srhall  have  been  ascertained  by  some  form  of  appraisal 
or  arbitration.  This,  too,  will  be  binding  on  the  policy- 

holder in  the  majority  of  eases. 
Practically  all  policies  provide  that  no  suit  shall  be 

brought  until  after  a  certain  time,  usually  60  or  90 
days.  Unless  there  is  something  in  the  case  to  take 
it  out  of  the  fire,  any  policyholder  beginning  suit  in 
advance  of  the  time  named  Avill  be  thrown  out  of 
court.  This  condition,  like  others,  can  be  waived  by 

the  company — not  only  by  words  but  by  actions.  For 
instance,  under  the  law,  if  the  company  denies  all  lia- 



56 CANADIAN  HARDWARE.  STOVE  &  PAINT  JOURNAL. 
October,  1912. 

bility  for  the  loss,  it  is  a  waiver  of  the  time  limit  and 
suit  can  be  brought  at  once. 

There  is  also  another  condition  that  suit  cannot  be 
brought  after  a  certain  time.  This  has  always  been 
upheld  by  the  courts  unless  the  time  limit  prescribed 
is  unreasonably  small. 

Some  insurance  companies  have  endeavored  to  go 
even  further  than  this,  by  compelling  a  policyholder, 
through  a  condition  in  the  policy,  to  bring  suit  only 
in  such  courts  as  the  company  chose.  This  condition 
has  always  been  overthrown,  because  it  unduly  fetters 
a  citizen  in  his  right  to  use  whatever  court  would  have 
jurisdiction  over  his  case. 

A  Trick  Sometimes  Tried. 

In  my  own  experience  I  have  known  insurance  com- 
panies— not  the  largest  and  best,  however — to  endeavor 

to  trick  a  policyholder  into  going  past  the  time  limit 
without  bringing  suit.  For  instance,  they  would  open 
negotiations  with  a  policyholder  who  had  had  a  loss, 
thus  leading  him  to  believe  they  were  going  to  pay. 
Of  course  we  would  not  bring  suit,  and  when  the  time 
limit  had  expired  they  would  abruptly  cease  the  nego- 

tiations and  figuratively  put  their  thumb  to  their  nose. 
Whenever  the  policyholder  carries  a  case  like  this 

into  the  courts  he  will  win,  for  all  courts  refuse  to 
uphold  the  company  in  any  such  course. 

'^hen  sued  on  an  insurance  claim,  the  company  can 
defend  on  the  ground  that  the  policyholder  failed  to 
comply  with  some  condition  in  the  policy.  The  policy- 

holder must  then  prove  one  of  two  things:  First,  he 
did  not  violate  the  condition ;  or  second,  if  he  did 
violate  it,  the  company  consented.  If  he  is  helpless  on 
both  these  points  he  will  lose  his  ease. — Iron  Age. 

Editor's  Comment. — While  this  article  contains  much 
truth,  it  misses  the  great  point,  the  trouble  in  these 
losses  usually  arises  through  the  assured  being  ignorant 
of  the  proper  procedure  to  take  in  case  of  loss  or  in 
his  having  a  badly  drawn  contract.  Prevent  all  this 
by  having  your  policies  put  in  proper  shape  to  fully 
protect  you,  and  when  you  have  a  loss  recognize  that 
you  are  dealing  with  a  subject  of  which  you  knoAV 
nothing,  not  the  hardware  business,  but  fire  loss  ad- 

justment.— ^Editor  Hardware,  Stove  and  Paint  Jour- 
nal. 

ARRANGING  FOR  HAMILTON  CONVENTION. 
The  executive  committees  of  the  Ontario  Retail 

Hardware  &  Stove  Dealers'  Association  and  Hardware 
Exhibitors,  Limited,  have  been  getting  busy  during  the 
past  month  discussing  plans  for  the  big  hardware  con- 

vention and  exhibition  to  be  held  at  Hamilton  next 
February. 

Arrangements  are  fairly  well  advanced  and  meet- 
ings will  be  held  shortly,  probably  on  Thanksgiving 

Day,  to  complete  plans  for  the  big  gathering. 
Plans  for  the  exhibition  spaces  in  the  armories  will 

shortly  be  sent  out  by  Secretary  Tobin  of  the  manu- 
facturers organization,  and  the  85  spaces  available 

will  probably  be  taken  up  in  short  order,  many  in- 
quiries having  already  been  received  for  space. 

Everything  points  to  the  next  convention  and  ex- 
hibition at  Hamilton  having  the  largest  attendance  of 

retailers  of  any  similar  convention  ever  held  by  Can- 
adian retailers. 

WHOLESALE  HARDWAREMEN  TO  MEET. 
The  fourteenth  annual  convention  of  the  Canadian 

Wholesale  Hardware  Association  has  been  called  to 
meet  at  Montreal  on  Tuesday,  October  15,  on  the  even- 

ing of  which  date  a  banquet  will  be  held  Avith  Presi- 
dent Alfred  Jeanotte  presiding.  Business  of  a  routine 

character  will  be  transacted  and  the  advanced  cost  of 
many  lines  of  hardware  will  be  discussed. 

As  the  joint  conventions  of  the  hardware  jobbers 
and  manufacturers  of  the  United  States  are  to  be 
held  at  Atlantic  City,  October  22  to  25,  many  of  those 
attending  the  Montreal  convention  will  probably  spend 
the  intervening  week  in  New  England  and  New  York. 

A  face  which  will  be  missed  this  year  will  be  that 
of  the  late  Thomas  G.  Dexter,  an  ex-president  of  the 
Canadian  Wholesale  Hardware  Association,  and  one 
who  will  be  long  remembered  as  one  of  the  most  warm- 

hearted and  kindest  men  in  the  Canadian  hardware 
trade. 

CUT  PRICES  ON  JONES  SHOVELS. 

J.  N.  McGregor,  Oakville,  has  brought  forward  a 
question  which  should  be  discussed  at  the  Hamilton 
convention  of  the  Ontario  Retail  Hardware  and  Stove 
Dealers'  Association. 

Oakville  has  been  growing  considerably  of  late,  and 
a  lot  of  drainage  work  has  been  done  this  year.  The 
contractor  for  the  drains  asked  Mr.  McGregor  for  a 
price  on  several  hundred  Jones  shovels  and  was  given 
a  very  clo.se  quotation.  The  order  went  to  Aiken- 
head's,  Limited,  Toronto,  however,  at  the  exact  figure 
at  which  the  shovels  were  quoted  to  Mr.  McGregor  by 
the  Avholesale  house  he  deals  with.  Aikenheads  are 

apparently  on  the  jobbers'  list  and  the  extra  discount 
they  get  allows  them  to  make  a  profit  and  still  under- 

sell the  local  retailers. 

The  wholesalers,  cannot,  of  course,  take  any  action 
to  enhance  the  prices  but  jobbers  and  retailers  alike 
can,  if  they  have  sufficient  spirit  to  act  in  defence  of 
their  interests,  make  things  pretty  imcomfortable  for 
the  manufacturer  of  Jones  shovels  or  any  other  line 
of  hardware  on  Avhich  a  minimum  re-sale  price  is  not 
placed  when  the  goods  are  sold. 

It  is  manifestly  unfair  that  retail- jobbers  should  be 
given  special  discounts  enabling  them  to  take  away 
from  local  merchants  trade  which  naturally  belongs 
to  their  community,  especially  Avhere  the  local  dealers 
are  alive  to  their  opportunities  and  prepared  to  do 
business  on  a  small  margin  of  profit. 
A  strong  committee  should  be  appointed  by  the 

Retail  Hardware  Association  to  seek  for  other  ex- 
amples of  unfair  dealing,  and  to  make  reports  regard- 

ing same  not  only  to  their  fellow  retailers  but  also  to 
the  Wholesale  Plardware  Association,  as  it  is  as  much 
in  the  jobbers  as  in  the  retailers  interests  to  take  de- 

finite action  which  Avill  prevent  the  further  develop- 
ment of  trade  outside  regular  channels. 

A  DISCOVERY  IN  COSTS. 

The  retail  hardware  men  are  recognizing  more  than 
ever  the  importance  of  knowing  the  cost  of  doing  busi- 

ness and  as  a  result  a  good  many  of  them  are  making 
Fome  astonishing  discoveries.  One  retailer  who  has 
been  making  a  very  close  study  of  costs  during  the 
year  informs  the  Journal  that  lie  has  discovered  that 
his  percentage  of  cost  is  much  larger  than  he  had 
estimated  when  he  was  not  so  careful  in  ascertaining 
it  before.  He  found  that  the  actual  cost  was  17  per 
cent.,  and  when  he  discovered  this  he  immediately  in- 

creased the  price  of  his  goods  in  order  to  yield  him  an adequate  profit. 

It  is  better  by  self-criticism  to  find  and  correct  our 
own  faults  than  to  have  our  customers  do  it  for  us. 
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THANKSGIVING    EXCUSE    FOR  INCREASING 
STOVE  SALES. 

Zero  temperature  is  often  reached  in  the  territory 
where  I  have  been  conducting  business  for  a  greater 
number  of  years  than  some  people  would  be  willing  to 

acknowledge  they  had  lived,  writes  "Stoveman"  in Metal  Worker.  Before  the  middle  of  November  the 
stove  business  on  the  average  falls  off  with  me  and 
with  everybody  else  in  the  same  field.  Formerly  I 
accepted  this  as  natural  and  made  no  attempt  to  hustle 
for  more  stove  business.  Several  years  ago  I  read  an 
article  recommending  that  the  store  be  cleaned  up,  all 
of  the  stoves  be  put  in  first-class  order  and  some  dis- 

play made  in  view  of  the  approaching  Thanksgiving 
Day  dinner.  When  I  read  the  article  I  was  too  slow  to 
take  advantage  of  it  for  the  first  year,  but  I  did  enough 
to  realize  that  if  the  stove  dealer  kept  it  in  mind  and 
prepared  for  it,  he  could  reap  some  benefit  from  it. 

I  am  now  speaking  from  a  number  of  years'  experi- 
ence and  I  know  that  the  stove  dealer  who  neglects 

to  get  his  sample  fioor  in  attractive  shape,  who  neglects 
to  make  some  display  in  his  show  window,  who  neg- 

lects to  place  some  kind  of  advertisement  in  his  local 
paper,  or  who  neglects  to  distribute  a  circular  or  some 
printed  matter  among  the  people,  particularly  the 
farmers  who  come  to  town  for  their  weekly  shopping, 
is  overlooking  ap  opportunity  to  derive  a  profit  which 
he  needs  to  make  the  balance  at  the  end  of  the  year 
more  satisfactory  than  it  otherwise  would  be. 

A  man  in  the  stove  business  should  make  his  stove 
display  the  central  feature  of  any  attempt  to  attract 
special  attention  to  his  store.  There  is  no  reason  why 
he  should  not  have  a  turkey  strutting  in  his  show  win- 

dow if  he  desires.  There  is  an  advantage  in  having  an 
array  of  pumpkins  suggestive  of  the  pumpkin  pies  for 
the  Thanksgiving  dinner.  He  may  go  so  far  as  to 
have  some  one  of  his  employees  dressed  up  like  one  of 
the  original  Puritans,  who  were  in  a  large  measure  res- 

ponsible for  the  Thanksgiving  Day  observance.  A  man 
walking  around  the  street  with  a  banner  saying  that 
the  best  stoves  to  be  had  can  be  bought  at  your  place 
and  garbed  like  one  of  these  old  Pilgrims  or  Puritans 
is  sure  to  attract  enough  attention  to  pay  his  wages 

for  the  day's  outing.  If  he  is  provided  with  circulars 
or  small  picture  cards  giving  the  address  and  showing 
a  stove  or  calling  attention  to  the  general  line  of  busi- 

ness conducted,  it  will  have  a  still  further  effect  on 

the  people  with  whom  he  comes  in  contact,  particu- 
larly the  school  children,  who  will  take  their  cards 

home  and  show  to  their  parents. 
I  have  found  this  season  is  a  good  time  to  sell  the 

second-hand  stoves  which  have  been  taken  in  exchange 
for  new  ones  and  which  have  been  repaired  and  put  in 
order  for  sale.  There  are  a  great  many  people  who 
are  willing  to  buy  a  good,  well-repaired  second-hand 
stove  instead  of  a  new  one. 

All  these  preparations  require  that  the  stove  dealer 
shall  be  on  the  alert  and  have  everything  in  readiness 
so  that  not  only  the  stove  is  ready  for  sale,  but  to  have 

the  man  ready  to  deliver  it  at  the  customer's  house  and 
connect  it  with  the  chimney.  This  last  Thanksgiving 
Day  dinner  stove  selling  is  a  rush  business  and  needs 
some  more  activity  than  possibly  has  been  used  during 

the  fall.  It  needs  good-tempered,  capable  workmen, 
and  if  the  whole  plan  has  been  properly  put  in  oper- 

ation it  will  bring  in  more  profit  than  will  be  required 
to  offset  the  cost,  to  say  nothing  of  the  increased  pres- 

tige which  it  gives  to  the  man  who  shows  to  the  people 
that  they  are  alive  and  worthy  of  their  patronage. 

A  TASTY  STOVE  DISPLAY. 

The  accompanying  illustration  shows  a  display  in 
one  of  the  windows  of  Lewis  &  Company,  Belleville. 

The  range  in  the  window  is  a  149-18  Imperial  Oxford 
Square.  On  the  large  easel  is  an  affidavit  card  stating 
how  long  this  range  would  hold  fire  with  one  filling  of 
coal,  and  on  the  small  easel  is  a  large  colored  feature 

card  describing  the  "Economizer."  On  the  fioor  in 
front  of  the  range  is  an  Economizer,  beside  the  easel 
and  connecting  these  feature  cards  together  are  a  ser- 

Neat  Window  in  Lew  is  &  Go's  store,  Belleville,  arranged  by  W.  J.  Doyle. 

ies  of  bright  red  ribbons  from  the  cat-ds  to  the  point 
described  and  from  the  point  described  to  the  transfer 
trade  mark  in  colors  on  the  window  above  the  top  of 
the  range.  The  four  corner  pieces  are  lithograph  Avin- 
dow  dress  in  four  colors,  the  predominating  color  be- 

ing red,  supplied  by  the  manufacturers,  the  Gurney 
Foundry  Co.,  Limited. 

Lewis  &  Co.,  traced  several  range  sales  direct  to  this 

window,  and  in  the  writer's  opinion  it  was  as  tasty  a 
window  as  he  has  seen  this  year. 

An  attendant  at  an  institute  for  the  deaf  and  dumb 

was  undergoing  a  pointless  rapid-fire  inquisition  at 
the  hands  of  a  female  visitor. 

"But  how  do  you  summon  these  poor  mutes  to 
church?"  she  asked  finally,  with  what  was  meant  to 
be  a  pitying  glance  at  the  inmates  near  by. 

"By  ringing  the  dumb-bells,  madam,"  retorted  the 
exasperated  attendant. — Judge. 
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MAIL  ORDER  CATALOGUE  VALUABLE. 

The  purchase  of  a  stove  is  quite  a  big  event  in  any 
househoki  and  the  housewife  is  bound  to  look  over 
many  lines  before  making  her  selection.  In  this  she 
will  not  forget  the  mail  order  house  catalogues,  and 
these  are  gotten  up  in  such  a  way  as  to  make  her  be- 

lieve she  is  getting  great  bargains. 
The  mail  order  house  affects  the  hardware  retailer 

on  stoves  more  than  on  any  other  line  he  handles. 
Therefore,  he  should  secure  a  copy  of  all  the  catalogues 
that  come  into  his  town  and  make  a  study  of  the  stove 

department  particularly.  He  will  then  be  able  to 
quote  figures  and  make  a  good  comparison  of  the  lines 
offered  by  the  mail  order  houses  and  those  he  is  sell- ing. 

A  retailer,  writing  in  an  exchange,  says  he  likes  to 
study  the  mail  order  catalogue  the  minute  it  strikes 
the  town.  "If  the  mail  order  house  is  my  deadly 
rival,"  he  says,  then  this  is  my  rival's  salesman.  I 
have  a  chance  to  get  next  to  his  line  of  talk,  while  he 
never  gets  a  look-in  at  mine. 

"For  instance,  a  customer  comes  in  to  look  at  some 
heaters.  I  play  up  the  selling  points  of  my  line  and 
he  asks  the  price  of  an  article  that  strikes  his  fancy. 

T  tell  him,  $44.  'Why,'  he  says,  'So-and-So  in  Chicago 
offers  the  identical  stove  for  $28.50.' 

"  'If  it's  the  identical  stove  at  that  price  I'll  order 
a  cargo  myself,'  I  shoot  back  at  him  cheerfully — for 
it  doesn't  do  to  get  hot  under  the  collar  first  thing  and 
call  the  mail  order  man  a  cheat  and  a  swindler.  While 

I'm  jollying  along  that  line  I  run  over  the  pages  of 
' So-and-So 's'  catalogue.  'I'll  bet  this  is  the  stove  you 
mean !'  I  exclaim. 

"  'The  very  same,'  says  Mr.  Customer.  'See,  there's 
the  price,  $28.50.    I  told  you  so.' 

"  'And  how  much  does  it  weigh?'  I  ask,  impressive- ly. 

"  'The  catalogue  says' — I  let  him  look  it  up  for  him- 
self— '360  pounds.' 
"Then  I  proceed  'to  show  him  that  the  catalogue 

stove  at  $28.50  costs  him  7.9  cents  a  pound.  Mine,  550 
pounds  or  over,  at  $44.  costs  practically  the  sam.e. 

"  'So,'  I  add,  'you  are  paying  the  identical  price  in 
each  case.  But  if  you  buy  this  stove  of  mine  you  get 
a  great  deal  better  value.  Of  course  you  know  a  heav- 

ier stove  holds  the  heat  longer,  warms  the  room  more 

uniformly  and  doesn't  need  to  be  kept  at  its  full  capa- 
city to  do  either  or  both.  Then,  the  heavy  stove  lasts 

longer;  at  the  very  least  it  will  outlast  two  or  three 
light  stoves.  Mr.  Blank  bought  one  19  years  ago,  not 

as  pretty  as  this  one,  and  it's  still  in  use,  giving  good 
service,  and  it  hasn't  cost  half  a  dollar  for  repairs  all 
that  time.  To  get  the  service  my  stove  gives  you  for 
$44  you  would  have  to  buy  at  least  three  mail  order 
stoves  one  after  another,  paying  $85.50 — nearly  twice 
as  much.' 
"Then  I  dissect  that  mail  order  stove,  bit  by  bit, 

comparing  it  here,  there  and  the  other  place  with  the 

heater  I'm  offering.  Mine  has  more  bright  metal  work, 
it  has  a  better  lid  equipment,  the  oven  is  more  up  to 

date — well,  to  cut  it  short,  I've  studied  that  catalogue 
stove  and  I've  studied  my  own  and  I  know  the  weak 
points  of  the  other  article  and  the  strong  points  of 
mine.  And  in  95  cases  out  of  100  I  not  only  make  the 
sale,  but  enlist  a  missionary  in  my  cause  who  under- 

stands the  why  and  wherefore  of  a  lot  of  cheap  mail 
order  'bargains.' 

"I  just  give  the  buyer  a  fair  comparison  of  values, 
and  let  it  go  at  that.   Abuse  of  the  other  fellow  doesn't 

A  NEW  NATURAL  GAS  RANGE. 

Districts  in  which  natural  gas  is  used  as  a  means 
of  heating  and  lighting  are  springing  up  every  day. 
This  is  particularly  true  in  the  west  and  in  sections  of 
Ontario.  Realizing  this,  the  Gurney  Foundry  Co., 
Limited,  Toronto,  have  gotten  out  already  this  year 
several  new  lines  of  gas  ranges  and  heaters. 

Cooking  with  natural  gas  calls'  for  special  apparatus 
des,igned  specially  for  natural  gas.  To  burn  this  kind 
of  gas  a  stove  must  have  extra  thick  linings  and  parts 
which  will  not  quickly  burn  out  under  the  heavy  pres- 

sure put  on  by  natural  gas.  Then,  too,  the  flue  must 
be  properly  constructed  to  carry  off  the  disagreeable 
odor  which  arises. 

The  new  Gurney-Oxford  natural  gas  range  has  been 
built  specially  for  the  natural  gas  fields.  It  has  four 
top  burners  and  a  simmerer,  and  the  baking  or  broiling 
ovens  are  18  inches  wide.  The  oven  is  lined  with  east 

iron  and  has  a  cast  iron  oven  bottom  lined  with  34-inch 
fire  brick,  thiLS  preventing  warping.  The  top  is  fitted 
with  sectional  covers  and  each  hole  will  take  either 
an  8  or  9-inch  cooking  vessel.  The  large  flues  through- 

out the  stove  insure  complete  freedom  from  any  odor 

from  burning  natural  gas.  The  burners  are  designed 
for  natural  gas,  as  are  the  valves  which  are  adjust- 

able, so  that  when  the  pressure  at  your  house  varies 
as  the  result  of  an  uneven  pressure  from  the  gas  field 
it  is  a  matter  of  only  a  minute  to  change  the  valves 
to  meet  existing  conditions. 

Four  new  natural  gas  heaters  have  been  put  on  the 
market.  One  of  these  is  the  No.  2A  Gurney-Oxford 
Grand,  here  illustrated.  This  is  a  low  priced  heater 
and  well  adapted  to  natural  gas  sections. 

Fix  that  "scratchy"  bath  tub.  It's  an  extremely 
easy  matter  to  make  it  comfortable.  You  can  do  it 
yourself  at  a  cost  of  next  to  nothing.  Just  give  it  a 

coat  of  Harrison's  bath  tub  enamel.  Made  just  for 
the  purpose.  Resists  the  action  of  hot  water;  gives 
a  tub  a  smooth  durable  surface,  eliminating  all  the 
scratchy  spots.  A  pint  is  enough  to  cover  a  tub  thor- 

oughly.— P.  H.  Matthews  Paint  House,  Los  Angeles, Gal. 
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TINSMITHING 

STANDING  SEAM  ROOFS. 

B\)  H.  M.  Sanders  in  Engineering  Review 

We  have  spoken  of  the  tin  roof  where  the  roof  is 
comparatively  flat,  where  all  the  seams  are  flat  seams. 
We  have  here  presented  the  other  class  of  tin  roof, 

which  applies  to  a  steep  roof,  and  is  called  the  stand- 
ing seam  roof,  as  all  the  seams  running  lengthways 

T777. 

Fig.  8— Part  of  Roof  Elevation 

with  the  run  of  the  roof  are  standing  upright  seams, 
as  shown  in  Fig.  11. 

Fig.  8  shows  a  part  of  the  roof  elevation  with  lines 
of  standing  seams  shown  at  points  1  2,  3,  4,  5,  etc. 
These  standing  seams  extend  from  the  gutter  at  the 
bottom  to  the  top  of  the  roof  as  shown. 

Fig.  9  shows  a  section  of  the  roof. 
Fig.  10  shows  how  the  two  edges  of  the  roof  strip 

come  together,  with  the  cleats  between  to  hold  them 
down, to  the  roof.  These  cleats  are  placed  from  8  to 
10  inches  apart,  split  in  the  center  down  from  the 
top,  one-half  being  folded  down  over  the  1-ineh  edge 
A  and  the  other  half  of  the  cleat  folded  in  the  op- 

posite direction  over  the  is/g  inches  of  the  turned-up 
side  (Fig.  10).    These  two  edges  A  and  B  are  then 

locked  together  with  a  double  seam  lock  and  complete 
the  seam  as  shown  in  Fig.  11.  Fig.  12  shows  one  of 
the  cleats  full  size. 

M  I  .1 
Fig.  13— Roofing  Machine 

Now  the  standing  seam  roof  is  not  put  on  a  sheet  at 
a  time,  as  is  the  case  with  the  flat  tin  roof.  Each  sec- 

tion between  ribs  or  standing  seams  is  put  together  in 
suitable  lengths  to  meet  the  requirements  of  their 
lengths  for  specific  roofs.  Though  for  convenience  in 
handling  for  general  commercial  use,  they  are  put  to- 

gether in  lengths  of  50  feet  each.  The  width  of  these 
rolls  in  general  use  are  28  inches,  20  inches  and  14 inches. 

When  the  20-ineh  width  for  standing  seam  roofs  is 
used  and  the  roof  is  more  than  quarter  pitch,  as  shown 

,  Fig.  12-Cleat 

in  Fig.  9,  the  cross  seams  only  need  be  tacked  on  either 
side  with  solder,  as  it  is  not  necessary  to  solder  the 
whole  width. 
When  the  rolls  of  any  of  the  three  widths,  28-inch, 

20-ineh  and  14-inch,  are  used  for  gutters  or  valleys, 
it  is  necessary  to  solder  all  cross  seams. 

The  old  way  of  putting  these  rolls  together  is  either 
on  a  long  bench,  40  or  50  feet  long,  fitted  up  for  that 
purpose,  or  laid  to  a  chalk  line  on  the  floor.  But  this 
is  a  great  handicap  to  most  shops,  because  of  a  lack  of 
room.  Hence  the  introduction  of  a  machine  in  many 
large  shops  that  will  accomplish  the  work  in  as  small 
space  as  possible. 
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In  Fig.  13  we  have  roughly  outlined  such  a  machine, 
which  takes  up  no  more  floor  space  than  6x3  feet. 
Referring  to  Fig.  13,  A  is  the  grooving  machine  that 
flattens  down  the  lock  smooth  without  the  use  of  a 
mallet.  B  is  the  iron  cylinder  around  which  the  roll 
is  formed  after  being  grooved  together ;  CC  is  the  back 
line  of  the  roll  straight. 

The  different  widths  of  the  rolls  put  together  on  this 
machine  are  shown  by  dotted  lines,  b  c  is  the  front  line 
of  the  14-inch  roll,  £  g  the  front  line  of  the  20-inch 
tin,  and  h  k  the  front  line  of  the  28-inch  tin. 

Fig.  9— Section  of  Roof 

This  gives  us  all  of  the  different  size  rolls  of  50  feet 
each  practically  of  the  same  si?e,  as  shown  at  H,  I 
and  J. 

To  take  the  roll  of  tin  off  the  cylinder,  after  it  is 
completed,  lift  the  end  D  of  the  cylinder  up  off  its 
socket  and  then  the  roll  will  draw  off. 

PLUMBING  IN  FARM  HOUSES. 

J.  R.  Hambly,  Barrie,  reports  a  steadily  increasing 
trade  in  his  tin  and  plumbing  shop,  this  department 
being  now  a  large  factor  in  his  business.  Already  this 
season  he  has  installed  a  number  of  furnaces  and  plumb- 

ing systems  not  only  in  town  residences,  but  also  in farm  houses. 

Smith  '&  Schaefer,  Bolton,  are  another  hardware 
firm  who  report  a  growth  of  their  plumbing  trade,  two 
plumbing  systems  having  been  installed  in  farm  houses 
by  them  this  season,  one  of  these  running  over  $200 in  cost. 

There  is  a  big  opening  for  an  extension  of  the  work 
of  tinshops  in  hardware  stores.  Farm  papers  and  gov- 

ernment circulars  are  preaching  the  gospel  of  better 
sanitation  and  hardwaremen  should  prepare  them- 

selves to  assist  in  making  life  in  country  homes  as 
modern  and  comfortable  as  in  town  and  city  houses. 

PRICE  OF  GAS  IN  DIFFERENT  CITIES. 

The  frequent  reference  of  the  newspapers  latelv,  to 
the  coal  situation,  brings  to  mind  the  fact  that  gas  is 
much  cheaper  in  Toronto  than  in  cities  situated  almost 
in  the  heart  of  the  coal  district.  Take  Buffalo,  for  in- 

stance, gas  is  .95  cents  there,  and  they  are  within  a 
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very  few  miles  of  the  big  mines.  Pittsburgers  pay 
$1.00  for  their  gas,  and  they  are  right  in  the  middle  of 
coal  lands.  No  Canadian  city  sells  gas  anywhere  near 
the  price  at  which  it  is  marketed  in  Toronto.  Winni- 

peg pays  $1.20,  and  Vancouver  $1.15  to  $1.75.  Even 
New  York,  Boston  and  Brooklyn  are  higher  at  .80  cents, 
while  Philadelphia  and  Columbus  have  $1.00  gas. 

In  this  column  are  some  American  and  Canadian 

prices  of  gas.  The  price  is  for  one  thousand  cubic  feet 
of  manufactured  gas: — 
Montreal  $1.00 
Hamilton   1.00 

Winnipeg   1.20 
Toronto  70 
Vancouver  1.15  to  1.75 
Ottawa  1.00 
New  York  80 
Buffalo  95 
Philadelphia   1-00 
Boston  80 
Columbus   1.00 
Brooklyn  80 
Denver  90 
Portland  95 
Seattle   1.00 
Pittsburg   1.00 
San  Francisco  90 
New  Orleans  80 
Cleveland  80 

Oakland  ■   1.25 
Chicago  85 

BATEMAN  AS  A  BALL  PLAYER. 

Friends  of  Walter  Bateman,  who  covers  Western  On- 
tario for  the  Gendron  Llanufaeturing  Co..  Toronto, 

know  "Wally"  as  a  live  salesman,  but  few  are  aware 
of  his  abilities  as  a  baseball  pitcher.  But  the  secret 
cannot  be  kept  much  longer  as  the  camera  has  caught 

Walter  Bateman  in  his  Baseball  Clothes. 

him  in  uniform — and  he  wears  the  outfit  as  well  as  he 

acquits  himself  on  the  field  on  those  days  when  he  fore- 

goes selling  rattan  goods  and  children's  vehicles  in 
order  to  help  his  team  add  another  game  to  the  good 

in  its  percentage  column.  It  is  possible  that  "  Wally 's" 
bush  league  days  are  nearly  over  as  he  may  accept  an 
offer  to  try  out  with  one  of  the  Canadian  Leagiie  teams next  spring. 

CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. 
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Canadian  Trade 

Grant  &  Co.,  H-alifax,  N.S.,  recently  suffered  fire  loss. 
Wm.  Padget,  of  Padget  &  Hay,  Unionville,  Ont.,  died 

recently. 
A.  B.  Browne,  hardware,  Grimsby.  Ont.,  has  moved 

into  his  new  store. 
The  Canada  Paint  Co.  will  erect  a  $35,000  addition 

to  their  Winnipeg  plant. 
Gordon  &  Son,  Ebnrne,  B.C.,  have  opened  a  branch 

store  at  Kerrisdale,  B.C. 
Wm.  Homes,  of  the  Canada  Wire  &  Iron  Goods  Co., 

Hamilton,  Ont.,  died  recently. 

M.  S.  Stevens,  Blaine  Lake,  Man.,  has  been  succeed- 
ed by  Hopkins  &  Trenholme. 

The  McClary  Manufacturing  Co.  will,  next  spring, 
erect  a  fine  new  building  at  St.  John,  N.B. 

The  St.  Lawrence  Steel  &  Wire  Co.'s  plant  at  Gan- 
anoque,  Ont.,  was  slightly  damaged  by  fire  recently. 

A.  A.  Diekson,  hardware  dealer,  Irma,  Sask.,  has 
sold  out  to  W.  Wilson,  general  merchant,  of  that  town. 

The  store  of  McDowell  &  Russell,  hardware  mer- 

chants, Dundalk,  Ont.,  was  destroyed  by  fire  on  Oct.  1. 

Prank  Milburn  has  purchased  the  hardware  stock 

of  Hart  Bros.,  Virden,  Man.,  and  will  more  into  a  new 
store. 
An  eastern  hardware  firm  has  purchased  a  large 

site  in  Moosejaw.  The  names  of  the  buyers  are  not 
divulged. 

C.  G.  Johnson  &  Co.,  Vancouver,  B.C.,  have  sold  their 

paint,  varnish  and  oil  department  to  Johnson  Paint  & 
Varnish  Co. 

The  Cochrane  Hardware  Co.,  Cochrane,  Ont.,  are 

erecting  a  new  store  and  have  sold  their  old  one  to  a 
large  dry  goods  firm. 

Larsen  Bros.  &  Hinck,  Grassy  Lake,  Alta.,  have 

bought  out  McNicol  Hardware  &  Furniture,  Limited, 
and  the  two  firms  will  be  merged. 

E.  A.  Dykes,  of  Dykes  &  Rutley,  Kindersley,  Sask., 

has  sold  his  interest" in  the  firm  to  C.  S.  Rutley.  Mr. 
Dykes  will  make  Winnipeg  his  future  home. 

At  a  meeting  of  the  directors  of  the  Alberta  Linseed 

Oil  Mills,  Limited,  held  at  Medicine  Hat,  it  was  decided 

to  increase  the  capacity  of  their  present  plant. 

Robt.  Reid,  formerly  of  Reid  &  Ross,  Guelph,  Ont., 

has  purchased  a  hardware  business  in  Outlook,  Sask. 
He  has  turned  over  the  management  of  the  store  to  his 

son,  Fred  S.,  who  was  formerly  connected  with  the 
Bond  Hardware  Co.,  Guelph,  but  more  recently  with 
Peart  Bros.,  Regina,  Sask. 
Damage  to  the  extent  of  $150,000  was  done  by  fire 

on  Oct.  1  to  the  plant  of  the  Gait  Robe  Co.,  Gait,  Ont. 

The  extra  heavy  loss  is  accounted  for  by  weak  water 

pressure,  the  firemen  being  unable  to  cope  with  the 
flames.  The  firm  recently  pvit  up  a  new  addition  to 

their  plant  and  this,  together  with  a  quantity  of  new 
machinery,  was  destroyed. 

NEW  BUYERS  AND  CHANGES. 
Ontario. 

Orangeville. — Gillespie  Bros,  suffered  fire  loss. 

Cobourg. — The  Provincial  Steel  Co.  had  a  small  fire 
recently. 

Manitoba. 

Winnipeg.— St.  John  Sheet  Metal  Works  started. 
Brandon.— Knechtel  &  Co.  removing  to  Saskatoon. 

Belmont.— Box  Bros.,  succeed  C.  Drummond-Hay. 

Saskatchewan. 

Regina. — Saskatchewan  Stove  &  Hardware  Co.  in- 
corporated. 

Bounty. — Greensides  &  Hanna  succeeded  by  the 
Bounty  Supply  Co. 

Griffin. — Sutcliffe  &  Smith  opened  store. 
Allan. — Joe  Heisler  succeeds  E.  Plyley. 
Sovereign. — Ells  &  Hossum  succeed  — Meren. 
Plunkett. — J.  W.  Peart  succeeds  J.  C.  Syming-tou  &  Co. 

Alberta. 

Bow  Island. — Willmot  Bros.,  commenced. 
Calgary. — A.  H.  Powell,  commenced. 
Calgary. — A.  McBride  Co.,  Ltd.,  wholesale  and  retail 

hardware ;  disposed  of  retail  business  to  Marshall  Wells 

Co.,  Ltd. 
Calgary. — J.  B.  Powell  Hardware  and  Heating  Co. 

commenced. 
Cereal. — A.  H.  Melville  commenced. 
Chauvin. — A.  &  M.  C.  Burke  commenced. 
Consort. — Alex.  Bush,  hardware,  reported  commenced. 
Hanna.: — Campbell  &  Horner  opened  store. 

British  Columbia. 
Kelowna. — Dalgleish  &  Harding  succeed  Kelowna 

Hardware  Specialty  Co. 
Vancouver. — W.  A.  Wood  succeeds  Bigelow  Hard- 

ware Co. 

HARDWARE  MAN  IN  NEW  ROLE 

A  new  enterprise  has  been  started  in  Forest,  Ont.,  by 
the  taking  over  by  a  number  of  the  most  prominent  busi- 

ness men  of  the  town  of  the  basket  manufacturing  business 
of  F.  W.  Flater  &  Son.  The  concern  has  been  made  into 
a  joint  stock  company  and  the  present  plant  will  be 
greatly  enlarged  and  the  business  gone  into  on  a  much 
larger  scale. 

Reg.  F.  Scott,  a  leading  hardware  man  of  the  town, 
has  been  selected  to  fill  the  office  of  sales  manager. 
However,  he  will  not,  for  the  present  at  least,  give  up 
his  retail  store. 

WHERE  PRICE  TICKETS  SELL  HARDWARE. 

Harland  Bros.,  hardware  merchants,  Clinton,  Ont., 
are  great  believers  in  the  use  of  price  tickets.  Every- 

thing that  is  displayed  in  the  store  bears  a  price 
ticket.  A  member  of  the  firm  explained  to  the  Journal 

their  reasons  for  this.  "In  the  first  place,"  he  said, 
"we  believe  we  get  increased  sales  and  save  a  lot  of 
time.  On  Saturday  nights,  and,  in  fact,  all  day  Satur- 

day, our  store  is  pretty  well  filled  with  people  and  we 
all  are  kept  busy  supplying  their  wants.  While  wait- 

ing to  be  served,  they  look  around  the  store  and  often 
see  something  they  need  but  which  they  had  no  inten- 

tion of  buying  when  first  they  entered  the  store.  They 
will  pick  up  the  article  wanted  and  bring  it  to  the 

counter  to  be  wrapped  up,  thus  saving  a  clerk's  time 
in  making  the  sale. 

"Some  people,"  continued  Mr.  Harland,  "use  no 
price  tickets  at  all,  while  others  use  a  private  mark. 
When  either  of  these  methods  is  followed,  a  per>son  will 
often  come  in,  ask  the  price  of  an  article,  and,  on  being 
told  that  it  sells  for,  say  80  cents,  offer  75  cents,  and 
generally  get  it  at  that  figure.  Then  when  another  man 
comes  in  and  buys  something  else,  you  have  to  put  the 
price  up  5  cents  to  make  up,  and  take  the  chance  of 
making  him  think  he  is  paying  more  than  the  article  is 
worth.  If  a  man  thinks  this  way  and  goes  to  another 
store  and  has  his  thoughts  confirmed,  it  is  certain  that 
from  then  on  he  is  no  customer  of  yours.  We  have  only 
one  price  and  never  vary  from  it  nnless  we  have  a 

special  sale." 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

The  Marlin  Firearms 
Co.,  New  Haven,  Conn.,  is 
placing  on  the  market  a 
new  6  shot  hammer!  ess  re- 

peating sboitgUD.  This  gun 
is  known  as  Model  28  and 
is  furnished  in  12  gauge 
only,  regularly  furnished 
with  30  or  32-ineh  full 
choke  barrel,  but,  on  spe- 

cial order,  furnished  with 

26,  28,  30  or  32-inch  bar- 
rel, full  choke,  modified 

choke  or  cylinder  bore, 
wiliiout  extra  charge.  The 
retail  price  is  $22.60. 
Some  of  the  up-to-date 

features  of  this  gun  are : 
Hammerless,  all  operating 
parts  contained  inside  the 
frame  or  receiver ;  solid 
steel  breech,  inside  as  well 
as  outside,  so  that  a  defec- 

tive cartridge  could  not 
possibly  break  the  grip  of 
buttstoek  and  hurt  the 

-shooter's  hand;  solid  top 
receiver  and  side  ejec- 

tion, important  features 
of  all  modern  repeating  arms,  and  many  others, 
details  of  which  will  be  furnished  on  request.  The 

breechbolt,  firing  p'in  and  other  important  Avorking 
parte  are  made  of  Chrome  nickel  steel,  specially  treat- 

ed, with  an  elastic  limit  of  over  100,000  pounds  to  the 
square  inch.  Price  lists  and  circulars  for  distribution 
will  be  sent  to  any  dealer 

The  Theo  J.  Ely  Manufacturing  Co.,  Erie,  Penn.,  are 
turning  out  the  "Surehold"  blanket  fastener  here  illus- 

trated.   This  fastener  is  attached  to  the  horse  blanket 

-l-r-  ^  J  —  ,.tl 
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on  the  under  side,  and  is  to  prevent  the  blanket  from 
blowing  ol¥  or  getting  out  from  under  the  surcingle. 
When  the  fastener  is  once  adjusted  it  is  not  necessary 
to  detach  it  from  the  blanket.  When  the  driver  of 
the  horse  stops  on  the  streets  and  puts  the  blanket  on 
he  simply  drops  the  tug  or  breeching  into  this  fastener. 
Then  it  is  impossible  for  the  wind  to  blow  the  blanket 
from  the  rear.  Aside  from  the  humane  treatment 
afforded  the  horse  by  the  use  of  this  device  it  will 
keep  the  blankets  from  being  stepped  on  and  torn. 

The  fasteners  are  packed  3  doz.  in  a  box,  with  a  coun- 
ter display  card. 

The  Owen  Sound  Steel  Press  Works,  Owen  Sound, 

Ont.,  are  putting  on  the  market  the  "Perfection"  steel 
ankle  support  and  it  is  meeting  with  great  favor  among 
the  hardware  and  sporting  goods  trade.  The  support 
is  made  from  best  quality  steel  and  is  so  devised  that 
by  means  of  a  hinge  and  sliding  attachment,  the  ankles 

may  bend  forAvard  or  backward,  but  not  sideways. 
The  method  of  attaching  the  support  to  the  skate  and 
shoe  is  so  simple  as  to  make  it  a  boon  to  skaters  who 
suffer  from  Aveak  ankles.  Write  the  manufacturers 
for  free  descriptive  matter. 

Clayton  &  Lambert's  (Detroit,  Mich.)  No.  1  fire  pot, 
here  illustrated,  is  designed  specially  for  general  util- 

ity work,  and  the  makers  claim  that  it  has  become  a 
standard  tool  among  the  users  of  gasoline  fire  pots. 
The  base  is  constructed  of  heavy  galvanized  iron,  thor- 

oughly braced  to  withstand  hard  usage,  and  is  fitted 
with  a  patented  automatic  brass  pump,  supplied  with 
double  spring  check  value,  to  insure  constant  air  pres- 

sure. The  burner  is  of  flat  construction,  produces  a 
perfect  blue  flame  which  burns  steadily  with  great 
heat  and  which  Avill  melt  a  kettle  of  lead  or  babbitt 

while  heating  a  pair  of  12-lb.  coppers.  The  top  sec- 
tion is  removable  and  is  constructed  of  heavy  gauge 

iron  and  fitted  Avith  a  cover  AA'hich  protects  the  flame 
from  cold  and  storm. 

F.  E.  Myers  &  Bro.,  Ashland,  Ohio,  are  manufactur- 
ing a  ncAA'  hay  unloader,  Avith  extra  long  truck,  7-ineh 

rope  sheaves  and  steel  roller  bearings.  The  long  truck 
distributes  the  load  on  the  track  and  adapts  the  car 
for  using  two  forks  or  slings.  The  unloader,  combin- 

ation, reversible,  as  here  illustrated,  is  made  to  be  used 

in  connection  with  the  company's  double  angle  steel 
track.    This  carrjer  embodies  all  the. features  of  the 

straight  reversible  and  sAvivel  rcA^ersible  carrier.  It  is 
fitted  with  the  company's  double  lock,  referred  to  as 
old  and  reliable,  Avhich  engages  the  fork  pulley  on  each 
side,  thus  to  insure  a  perfect  locking  device.   The  wide 
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DRAWING  CARDS 

GET  THE  PEOPLE  OH 

TO  COME.  \V\ 

"Several  thousand  people  pass  my  store  daily"  said  one  Hardware  Dealer  to 
another.  "1  have  a  grand  location." 

"  My  friend"  said  his  wideawake  competitor  "Very  few  people  pass  my  store — 

they  come  in." Any  location  is  poor  if  your  drawing  cards  are  poor,  and  likewise  any  location  is 
good  if  your  drawing  cards  are  good. 

Lowe  Brothers  "High  Standard"  Liquid  Paint  is  a  good  drawing  card — the 
magnetic  influence  of  Lowe  Brothers  advertising  attracts  new  customers  to  your 

store.  The  uniformly  "High  Standard "  quality  gives  such  splendid  satisfaction  as 
to  keep  their  continued  patronage.  "Get  them  coming,  then  keep  them  coming" — 
that's  the  "High  Standard"  way. 

Are  you  looking  for  something  to  make  passers  by  "come  in" — something  to  keep 
them  coming  ?   If  so,  our  traveller's  visit  to  your  town  will  interest  you. 

TORONTO 

Dayton New  York Boston 
Chicago Kansas  City 

LYON-MONKHOUSE,  LIMITED 
WINNIPEG,  MAN. 
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Patent  Divided  Glass  Oven  Door 

The  Pilgrim  Banner  Cast  Range 
For  Hard  Coal,  Soft  Coal  or  Wood 

Your  Competitor  Can  Get  Nothing  to  Compare  With  It 

This  patent  divided  glass  oven  door  gives  you  a  special  talking  point, 

entirely  different  from  anything  your  competitor  can  offer,  as  it  can  be 
had  only  on  stoves  of  our  make.  It  enables  you  to  get  your  price,  and 
a  handsome  profit  on  every  sale. 

"Cake  Like  Mother  Used  To  Make" 
Is  easy  with  this  patent  oven  door 

All  the  baking  in  sight.  Everything  baked  exactly  right.  Your 

customers  will  never  have  a  cake  "  fall "  with  this  divided  glass  door. 
No  more  food  "  burnt  to  a  crisp  "  because  they  forgot  to  open  the 
oven  door  soon  enough. 

The  Greatest  Selling  Feature  Ever  Placed  on  Any  Range 

These  special  features  and  conveniences  of 

BAXTER  BANNER  GAS  RANGES 

Will  appeal  strongly  to  your  prospective  customers 

Patent  Divided  Glass  Oven  Door 

A  feature  which  distinguishes  Banner  Gas  Ranges  from  ail 
other  makes  of  gas  ranges  and  which  of  itself  will  make  the 
sale  in  face  of  the  sharpest  competition. 
When  open,  the  upper  half  containing  the  glass  swings  up  en- 

tirely out  of  the  way.  The  lower  half  goes  down  automatically 
and  forms  a  perfect  shelf,  wide  enough  to  pull  the  baking  out 

upon — narrow  enough  so  that  a  heavy  roast  can  be  put  into  the 

oven  easily  without  holding  it  at  arm's  length  over  a  hot  oven door. 

Sanitary  Baked  Enamel  Finish 

Range  body  and  castings  have  special,  non-rusting,  baked 
Japan  finish.    Beautiful  and  sanitary.    Easy  to  clean. 

One  Oven  Burner 

Our  single  oven  burner  uses  much  less  gas  and  does  better  work 
than  the  double  oven  burners  on  other  ranges.  This  one 
burner  serves  both  oven  and  broiler,  insuring  perfect  baking 
and  broiling  at  lowest  cost. 

Notice  to  The  Trade 

We  are  now  perfecting  arrangements  with  two  Canadian 
jobbers — one  east  and  one  west — to  handle  Banner  Gas 
Ranges  and  also  Banner  Stoves  for  coal  and  wood.  Their 
names  we  will  give  in  our  next  advertisement. 

"The  Banner  Line  will 

Boost   Your  Business" 

Guaranteed  Explosion-Proof 
The  oven  burner  cannot  be  lighted  without  opening  the 
oven  door.  No  cumbersome  or  dangerous  pilot  lights  to 
get  out  of  order,  fail  to  ignite,  or  confuse  the  operator. 

"  Safe  and  sane." 

Aluminized  Oven  and  Broiler 

All  the  oven  and  broiler  linings  are  covered  with  beauti- 
ful, silvery,  aluminum  bronze,  making  them  bright  and 

attractive. 

No.  518-528  Banner  Gas  Range 

The  Baxter  Stove  Co.,  Mansfield,  Ohio 

Minneapolis St.  L OUIS Lincoln Des  Moines 
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Paint  Oa  Profits 

Depend  Upon 

Proper  Storage  Methods 

Anybody  can  sell  paint  oils  but  comparatively  few 
dealers  sell  them  at  a  profit. 

Why? 

Because  of  the  tremendous  waste  under  the  old  methods. 
Just  stop  and  think  how  much  time  and  labor  is  lost  in 

drawing-  oil  from  a  barrel  or  tin  tank.  Look  at  the 
measures,  funnels,  floors  and  faucets — you  can  see  the 
oil  that  is  wasted  there.  Then  think  how  much  oil  is 
absorbed  by  the  barrel  and  how  this  absorption  affects 
the  quality  of  the  oil  that  you  do  sell. 

Ever)'  cent  of  this  loss  can  be  stopped  and  turned  into 
your  pocket  as  clear  profit  by  using-  a 

Expansion Chamber 

Plunger  with PlungerValve 

-Inle-t Valve 

Bowser  Paint  Oil  System 

Paint  Oil  Storage  Systems 
Listed  by 

Board  of  Underwriters 

The  question  of  proper  oil  storag-e 
has  been  one  of  great  importance 
with  insurance  companies  and  the 
National  Board  of  Underwriters. 
There  are  certain  specifications  in 
the  storage  of  linseed  oils,  varnishes, 
dryers  and  kindred  liquids  that  must 
be  complied  with  in  a  storage  system 
in  order  to  insure  safety  and  to  main- 

tain the  quality  of  the  oil. 
At  the  present  time  there  is  but  one 
"paint  oil"  storage  system  in  the Dominion  of  Canada  that  is  listed 
b}-  the  Board  of  Underwriters  and that  is  the  one  manufactured  and 
sold  by  S.  F.  Bowser  &  Co.,  Inc., 
Toronto,  Ont.  The  specially  con- 

structed pump  with  the  automatic 
venting  system  makes  it  an  ideal 
arrangement  for  this  purpose. 
The  pump  is  so  arranged  that  the 
valves  and  interior  of  the  measuring- 
cylinder  are  submerged  in  oil  at  all 
times,  making  it  impossible  for  these 
vital  parts  to  gum  or  corrode.  The 
discharge  nozzle  has  an  air-tight 
shut-ofF  and  the  plunger  rod  oper- 

ates through  a  stuffing  box,  making 
it  absolutely  air-tight. 

Study  the  diagram — It  shows  the 
method  of  construction  and  why  the 
Bowser  has  won  international  favor. 

This  system  is  the  only  equipment  for  paint  oils  sold 

in  the  Dominion  of  Canada  that  has  been  passed  by 

the  National  Board  of  Underwriters — This  fact 

demonstrates  its  safety. 

While  the  safety  feature  is  very  essential  in  a  storage 

system  and  is  found  in  its  highest  degree  in  the 

Bowser,  still  the  economic  and  profit-paying  ad- 

vantages alone  are  sufficient  to  recommend  its  instal- 
lation. 

The  Bowser  System  has  been  installed  by  hardware 

and  paint  dealers  from  Nova  Scotia  to  Vancouver — 

Why — because  it  pays  a  profit  impossible  to  get  in 

any  other  manner. 

It  will  pay  you  the  same  as  it  has  paid  others — Let 
us  send  you  details. 

Our  Free  Book  No.  5-N 
explains.     Write  today 

S.  F.  Bowser  &  Co.,  Inc. 

66-68  Frazer  Avenue,  Toronto 
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opeu  mouth  permits  the  foi'k  pulley  to  enter  when 
swinging  at  any  angle,  thus  insuring  a  satisfactory 
working  carrier  under  all  conditions. 

The  Pollock  Manufacturing  Co.,  Berlin,  Ont.,  have 
put  a  new  automatic  clothes  line  on  the  market.  This 
device  is  made  along  the  lines  of  a  measuring  tape  and 
is  fastened  on  a  post  or  wall.  When  not  in  use,  the 
rope  is  wound  up  by  means  of  a  spring  and  is  thus 
protected  from  the  elements.  The  firm  is  now  mak- 

ing a  full  line  of  brass  nickel-plated  towel  bars. 

Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Joumal 

The  Aluminum  Cooking  Utensil  Co.,  New  Kensing- 

ton, Penn.,  manufacturers  of  "Wear-Ever"  aluminum 
ware,  have  issued  a  house  organ,  which  they  have 

named  the  "Wear-Ever  Magazine."  This  booklet  will 
be  published  monthly  and  wiU  be  sent  regularly  to  all 
hardware  dealers  who  send  their  name  and  request 
that  they  be  put  on  the  regular  mailing  list.  Volume 
I.  contains  a  number  of  interesting  articles  on  the 
different  epochs  in  the  cooking  utensil  industry,  to- 

gether with  helpful  information  on  how  to  sell  goods. 
The  magazine  will  be  edited  by  its  readers  and  any 
one  is  invited  to  make  suggestions  as  to  how  it  can 
be  improved,  or  to  contribute  articles  of  interest  to 
the  hardware  dealer.  Write  the  publishers  and  get 
your  name  on  the  regular  mailing  list. 

The  Pike  Manufacturing  Co.,  Pike,  N.H.,  have  issued 

a  neat  booklet  entitled  "Raixor  Hones  and  Strops." 
This  conta,ins  descriptions  of  the  various  grades  of 
hones  and  all  varieties  maniifactured  by  the  firm  are 
listed. 

J.  H.  Connor  &  Son,  Limited,  Ottawa,  Ont.,  are  send- 
ing to  the  trade  their  new  catalogue  of  washing  ma- 

chines and  wringers,  and  all  alert  and  progressive  deal- 

ers who  desire  the  "last  word"  in  these  goods  should 
write  for  a  copy. 

The  Utica  Drop  Forge  &  Tool  Co.,  Utica,  N.Y.,  have 
recently  issued  a  new  catalogue  of  their  nippers  and 
pliers.  It  is  well  gotten  up  and  a  credit  to  the  firm. 
Copies  may  be  had  free. 

SAWS  FOR  CHRISTMAS. 

This  is  not  a  jewel  box  nor  is  it  intended  to  contain 
some  jimcrack  that  nobody  really  wants,  but  will  be 
used  this  year  by  the  silver  steel  saw  people  in  the  num- 

erous displays  of  saws  which  will  be  made  during  the 
coming  holiday  season. 

For  a  number  of  years  E.  C.  Atkins  &  Co.  have  made 
a  feature  of  saws  for  Christmas  and  are  this  year  put- 

ting out  their  Nos.  400  and  401  hand  saws,  when  speci- 
fied, in  a  beautiful  fancy  box  covered  with  holly.  This 

service  will  be  rendered  on  all  orders  received  between 
now  and  Christmas. 

We  understand,  however,  that  any  enterprising  win- 
dow trimmer  who  wishes  to  make  a  special  display  of 

silver  steel  saws  can  secure  these  boxes,  together  with 
very  handsome  Christmas  sign  if  he  will  take  the 
trouble  to  write  to  E.  C.  Atkins  &  Co..  Indianapolis Ind. 

These  are  the  Nos.  400  and  401  hand  saws  mentioned 

above.  They  are  of  special  high  finish  and  extremely 
fine  in  quality  with  rosewood  handle  and  silver-plated screws. 

These  Nos.  400  and  401  hand  saws  are  of  special  higih 
finish  and  extremely  fine  in  quality  with  rosewood  handle 
and  silver  plated  screws. 

SUPPLY  SALESMEN  WITH  A  LIST. 

It  is  a  splendid  idea  to  supply  the  salesman  with 
a  typewritten  list  of  forty  or  fifty  items  of  seasonable 
goods  or  lines  which,  for  one  reason  or  another,  you 
wish  him  to  sell,  according  to  a  writer  in  an  exchange. 
If  yon  have  any  special  prices  or  drives  you  want  the 
salesman  to  make  they  should  be  put  on  this  list.  You 
should  insist  that  the  salesman  commits  this  list  to 
memory.  For  instance,  just  at  this  season  every  sales- 

man should  know  all  about  wire  cloth,  both  steel  and 
bronze.  He  should  know  the  .size,  the  mesh,  the  price. 
He  should  know  wire  cloth  is  packed  six  rolls  in  a 
case,  and  that  orders  for  factory  shipment  must  be  in 
multiples  of  six.  If  a  charge  is  made  for  boxing  he 
should  know  about  that  and  the  cost  of  the  box.  He 
should  be  posted  on  the  freight  allowance  and  why 
a  freight  allowance  is  made.  He  should  know  wherein 
his  cloth  is  better  than  other  makes.  He  should  know 
why  the  paint  falls  off  on  the  floor  or  why  it  does  not 
fall  off.  He  should  know  the  difference  between  bronze 
cloth  that  is  hard  and  stiff  and  bronze  cloth  that  is  soft 
and  pliable.  He  should  know  just  how  wire  cloth  is 
made.  How  it  is  painted.  How  his  cloth  is  wrapped 
and  how  it  is  labeled.  He  should  know  all  about  terms 
and  if  there  is  an  amount  allowed  for  prepayment  he 
should  be  told  about  that. 
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have  trade  winning  qualities  that 

increase  your  business. 

You  can  verify  this  by  writing  to  those  dealers  who  have  already 

found  it  out.  We'll  send  you  a  list  of  these,  any  or  all  of  whom 
will  back  up  our  claims. 

These  Brands: 

CROWN  &  ANCHOR    ISLAND  CITY  RAINBOW 

have  100  real  solid  value  in  each  can  and  it's  this  factor  that  is  required  to 
increase  your  paint  business. 

Postage  is  all  ijou  need  spend  to  get  prices 
and  agency  particulars.    Spend  it  to-da^. 

EVERY  CAN  HAS  OUR  ABSOLUTE  GUARANTEE 

R.  C.  Jamieson  &  Co.,  Limited 
Established  54  Years  Ago. 

Owning  and  Operating  P.  D.  Dods  &  Co.,  Limited MONTREAL 
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Paint  and  Varnish  Trades 
i 

PUSHING  PAINTS  AND  SPECIALTIES. 

Too  many  hardware  dealers  lay  in  a  stock  of  paint 
simply  because  paint  is  and  always  has  been  associated 
Avith  the  hardware  store.  They  keep  it  because  they 
know  it  will  be  asked  for  at  times,  yet  they  never  think 
of  pushing  the  sale  of  pa,ints  and  paint  specialties, 
except,  perhaps,  for  a  couple  of  months  during  the 
spring  of  the  year,  and  then  only  to  the  householder. 
This  is  the  reason  so  many  dealers  always  have  large 
stocks  on  the  shelves,  showing  a  lot  of  dusty,  dirt-be- 

grimed labels.  If  good  biiying  judgment  was  used  and 
the  stock  was  kept  moving,  there  would  be  no  dirty 
labels. 

Certainly  there  is  more  paint  sold  in  the  spring  than 
at  any  other  season,  on  account  of  house  cleaning  and 
the  general  brightening  up.  But  house  paint  is  not 
the  only  line  that  should  be  kept  in  a  paint  depart- 

ment. Varnishes,  finishes  and  other  paint  accessories 
are"taore  or  less  in  demand  during  the  whole  year,  and 
a  good  trade  can  be  done  if  gone  after  in  the  proper 
manner. 

There  are  very  few  towns  that  do  not  possess  sev- 
eral factories  and  mills,  yet  how  many  hardwaremen 

ever  think  of  going  out  after  their  business  in  paints 

fand  other  lines)  ?  These  buildings  require  "touching 
up"  several  times  a  year.  The  Avhole  building  may  not 
be  gone  over  at  one  time,  but  one  department  fixed  up 
this  month,  another  the  next,  and  so  on,  as  needed. 

Some  of  the  lines  needed  for  this  work  are  smoke- 
stack paint,  for  metal  work  exposed  to  heat,  red  oxide 

pa,int.  graphite  paiijt,  brick  color  paint  and  other  ex- 
terior preparations.  The  inside  will  also  require  paint 

or  calcimine,  and  the  retailer  should  see  he  has  a  good 
white  as  Avhen  this  is  used  the  cost  of  lighting  is  re- 
duced. 

Another  big  trade  that  is  worth  going  after  is  the 
carriage  making  industry.  Where  can  you  find  a  town 
or  village  that  does  not  possess  a  carriage  builder  or 

waggon  shop?  They  all  need  paint,  A-^arnishes  and finishes.  And  they  want  the  best,  particularly  for  the 
finer  work.  This  means  money  to  the  wide-awake  deal 
er.  Some  of  these  felloAvs  have  iTsed  a  certain  brand 
of  finish  all  the  time  they  have  been  in  Imsiness  and 
it  might  be  a  hard  matter  to  get  them  to  change.  But 
if  you  have  confidence  in  your  goods,  take  a  chance 
and  supply  as  a  sample  enough  to  do  a  buggy.  In 
most  cases  it  will  be  money  well  spent.  Japan  colors, 
coach  colors,  wearing  body,  drying  body  and  various 
similar  lines  all  should  be  stocked.  There  is  a  good 
profit  in  all  these,  and  the  dealer  who  handles  them 

properly  will  make  money. 

KNOWLEDGE  OF  PAINTS. 
The  paint  dealer,  nowadays,  must  have  a  great  deal 

more  knowledge  of  his  wares  than  in  the  olden  times 
fnot  so  many  years  ago,  either),  when  he  sold  his 
white  lead  and  colors  by  the  pound  and  his  linseed  oil 
and  turpentine  by  the  gallon.  In  those  days  it  was 
simply  a  case  of  measuring  or  weighing  the  commodity, 
and  passing  it  over  the  counter. 

But  the  tremendous  development  of  the  m,ixed  paint 

industry  has  changed  all  this.  Now,  there  are  hoiTse 
paints  and  floor  paints  and  barn  paints,  each  made 
according  to  a  certain  formula,  excellent  for  its  own 
purpose,  but  unsuited  for  many  requirements,  and 
then,  there  are  floor  stains,  floor  varnishes,  and  stains 
and  varnishes  combined,  and  no  end  of  finishes  for 
walls  and  ceilings. 
When  the  poor  ignorant  householder  decides  to 

paint  his  porch  floor,  he  enters  the  hardware  store, 
looks  over  the  color  cards  and  selects  the  color  he 
Avants. 

"Give  me  half  a  gallon  of  No.  1,"  is  his  order. 
Now,  it  happens  that  No.  1  is  a  most  excellent  car- 

riage paint.  It  finishes  hard  with  a  beautiful  gloss. 
In  fact,  it  is  everything  that  could  be  desired,  for  the 
one  particular  purpose  Avhich  the  manufacturers  had 
in  view  when  they  made  it.  But  it  will  not  stand  the 
wear  of  hob-nailed  boots,  and  the  poor  householder  is 
grievously  disappointed  Avith  its  effect  on  his  porch 

ifloor.  It  wasn't  meant  for  that,  but  hoAV  Avas  he  to 
knoAV,  if  the  hardwareman  didn't  tell  him? 

MOLASSES  AS  VARNISH. 
An  amusing  incident  Avas  related  to  The  Journal  by 

a  Avell-known  varnish  manufacturer.  Avho  received  the 
folloAving  complaint  from  one  of  his  western  agents. 
The  agent  aatoIc  : 

"We  had  a  'kick'  on  Jap-a-Lae  last  Aveek  and,  knoAA^- 
ing  that  all  manufacturers  are  more  interested  in  com- 

plaints than  in  praises,  thought  we  Avould  report  this 
one. 

"We  sold  a  lady  a  can  of  Jap-a-Lac  to  dress  up  her 
porch  furniture.  She  took  it  home  and  left  a  note  to 
her  husband  (aa'Iio  is  a  railroad  man)  that  when  he  came 
in  from  his  run  to  varnish  the  porch  furniture,  while 
she  Avent  to  spend  the  afternoon  with  a  neighbor.  He 
got  the  note  and  proceeded  to  do  as  she  reqiiested.  He 
opened  the  can  and  found  it  so  thick  it  Avould  not. 
spread,  so  he  put  in  plenty  of  turpentine,  that  failed  to 
do  much  good,  hwt  he  painted  jiTst  the  same.  He  was 
on  his  last  piece  when  his  AAdfe  returned  home  and  found 
the  furniture  in  awful  shape  and  the  atmosphere  fnll 
of  profanity.  Then  she  got  mad  and  read  our  pedi- 

gree for  selling  her  such  'stui¥.'  She  went  into  the 
house  and  found  the  can  of  Jap-a-Lae  unopened,  but 
the  same  size  can  of  Ncav  Orleans  molasses  was  missing. 

What  do  vou  knoAv  about  that?" 

WHERE  HE  DREW  THE  LINE. 

"I  don't  mind  you  trying  to  sell  me  blue  paint  Avhen 
I  ask  for  black,"  said  the  irate  customer. 

"But,  sir  " 
"I  don't  object  to  your  trying  to  force  me  to  buy  a 

screwdriver  because  you  haven't  the  sort  of  garden 

hose  I  want." 
"My  dear  sir  " 
"You  can  try  substitvition  all  you  Avant  to,  and  if 

you  get  away  with  it  all  right.  But  when  you  try 
to  convince  me  every  time  I  come  into  your  store  that 
T  ought  to  adopt  your  politics  instead  of  my  own,  I 

draw  the  line.   Good-day." — Hardware  Reporter. 
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Sell 

Green  Label 

Varnishes 

Because  The  Quality  Makes  Them  Stay  Sold 

Ask 

Us 

About 

Glidden 

Endurance 

Wood 

Stains 

^1 

THE  headline  of  this  advertisement  tells  the 

whole  story.  We  could  write  a  volume  about 

Glidden  discounts  and  Glidden  terms  and  we  could 

show  you  in  plain  figures  how  very  profitable  Glidden 

Green  Label  Varnishes  are  for  you  to  handle.  We 

could  write  another  volume  about  Glidden  advertising 

and  Glidden  co-operation,  but  the  whole  milk  of  the 

cocoanut  is  just  this:  It  is  good  business  for  you  to 

sell  Glidden  Green  Label  Varnishes  because  the 

quality  makes  them  stay  sold. 

Write  for  full  information  of  our  unusual  offer  to 

trade.    Use  the  attached  coupon. 

The  Glidden  Varnish  Company 

TORONTO 

the  ^ 

/ 

y  The 

/  Glidden 

/    Varnish  Co. 

/ 

Cleveland,  Ohio 

New  York 

FACTORIES 

BRANCHES 
Chicago 

Toronto,  Canada 

/ 

/ 

y  Ad
die 

/Toronto, 
 Ont. 

Gentlemen:  —  Send  me 

/full  information  conce
ming 

your   unusual   offer   to  the 
trade  on  Green   Label  Var- nishes   and    Endurance  Wood Stains. 

London Name  . 
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Water  Paints  in  Show  Windows 

By  Geo.  J.  Cowan 

Among  the  various  lines  carried  by  the  paint  de-, 
partment  that  can  be  displayed  to  advantage  in  the 
show  window  are  the  standard  water  paints  such  as 

hygienic  kalsomine.  alabastiue,  mureseo,  etc. 

'  These  have  a  sale  that  can  be  greatly  increased  if 
your  customers  only  knew  how  many  uses  there  are 

for  them.  Then,  too,  there  is  no  material  more  prac- 
tical for  use  in  decorating  the  show  windows  of  all 

the  other  stores  in  town. 

'  In  the  past  too  many  window  trimmers  have  used 
o-oods  from  the  stock,  such  as  tarlatan,  felt,  plush,  vel- 

vet, silk  and  flannelette,  for  the  covering  of  the  decor- 
ations that  constitute  the  window  background. 

They  did  this  oftentimes  because  they  could  get  the 
goods  out  of  stock  and  not  have  it  charged  up  to  their 
work,  and  also  because  something  was  needed  to  cover 
and  make  sightly  the  framework  which  constituted 
the  foundation  for  their  display. 

The  cost  of  using  materials  of  this  kind  is  so  great 
that  the  trimmer  can  seldom  put  in  as  many  changes 
of  background  as  he  would  like  and  as  the  store  should 
have. 

To  overcome  the  expense  and  also  the  extra  labor 
incident  to  cutting  out  the  cloth  used  in  covering  the 
surface  so  that  the  work  looks  finished,  the  trimmer 
can  profitably  make  use  of  these  water  paints. 

If  he  cuts  his  background  out  of  wall  board,  all  he 
need  do  is  to  go  over  it  with  the  water  paint,  in  anj^ 
color  desired,  and  secure  as  beautiful  and  soft  a  finish 
as  can  be  had  by  the  most  expensive  felt  or  velvet. 

Think  of  the  labor  and  the  expense  that  he  can  save ! 
And  of  the  actual  and  effective  public  demonstration 
of  this  popular  and  profitable  specialty  in  his  paint 
department ! 

Then,  in  order  to  get  a  change  of  background,  all 
he  needs  is  to  go,  over  that  surface  with  some  other 
color  combination  of  water  paint  instead  of  taking  off 
all  the  cloth  and  re-covering  the  surface  with  other 
colors  and  goods,  as  in  the  old  method. 

This  means  money  saved  that  can  be  used  for  many 
other  items  that  the  window  trimmer  can  use  to  ad- 

vantage in  this  work. 

Stenciling  and  Plastic  Relief. 

The  decorative  possibilities  of  Avater  paint  in  store 
windows  are  almost  endless.  It  is  the  ideal  material 
for  stenciling  designs  on  the  background,  along  the 
border,  in  the  panels,  on  the  columns,  pedestals,  scrolls 
and  other  cut-out  designs. 

This  prepared  kalsomine  or  water  paint  is  the  most 
practical  material  for  making  all  relief  work  in  the 
windows  and  on  the  show  cards.  Simply  mix  it  into 
a  paste  and  press  through  a  relief  bulb,  and  make  any 
kind  of  a  raised  design  desired.  It  is  also  used  for 
making  raised  letters  on  show  cards. 

As  you  know,  it  comes  in  a  handy  five-pound  pack- 
age and  a  great  range  of  colors.  If  other  colors  are 

desired,  they  can  be  procured  by  mixing  several  of 
the  standard  colors.  The  small  expense  of  the  pack- 

age and  the  fact  that  one  can  buy  it  as  needed  from 
the  local  paint  dealer  makes  it  easy  for  every  trimmer 
to  use. 

Pure  white  relief  work  against  a  colored  flat  sur- 
face is  as  beautiful  a  decoration  as  one  can  possibly 

use  in  show  windows. 
Realizing  that  every  show  window  in  town  should 

be  changed  every  week,  or,  at  least,  every  month,  you 

can  see  that  here  is  a  field  for  the  sale  of  water  paints 
second  only  to  that  of  room  decorating. 
We  show  herewith  a  very  neat  window  background 

idea  for  the  paint  store  Avindow  that  will  suggest  to 
the  window  trimmers  of  the  town  how  to  use  wall 

paint  on  their  window  decorations.  If  they  don't  all 
pass  your  store  phone  them  to  drop  around. 

This  background  also  suggests  the  several  uses  of 
Avater  paints  for  the  decoration  of  room  interiors,  viz. : 
painting  flat  surfaces,  stenciling  and  relief  work. 

In  this  decoration  Ave  illustrate  several  of  the  possi- 
bilities in  putting  in  a  thoroughly  up-to-date  back- 
ground at  a  very  Ioav  cost  by  means  of  this  product. 

The  tAvo  square  pilasters  and  the  box  pedestals  at 
their  base  are  made  by  the  trimmer  and  painted  over 
with  water  paint  in  any  desired  shade.  The  border 
aroTuid  the  top  of  the  background  is  also  painted  to 
match. 

On  these  pedestals,  pilasters  and  border  are  placed 
raised  plastic  decorations  made  by  squeezing  the  thick 

paint  through  a  relief  bulb. 
We  indicate  one-half  of  the  backgroimd  (Part  1)  as 

being  complete,  including  a  display  of  packages  of 

Avater  paint  on  the  top  of  the  pilaster  and  the  Ioav 
box  pedestal.  The  center  of  the  background  is  formed 
of  a  pyramid  of  packages  of  the  paint. 

A  large  boAV  knot  stencil  design  has  been  painted 
on  the  back  at  either  side  of  the  pyramid.  The  boAV 
knot  design  is  also  carried  out  in  the  relief  Avork  on 
the  top  of  the  post. 

The  other  half  of  the  AvindoAv  (Part  2)  shoAvs  the 
development  of  the  background  before  the  packages 
have  been  completely  placed. 

The  balance  of  this  AvindoAV  can  be  filled  in  Avith 

other  groupings  of  packages  and  with  brushes,  stencil 
patterns,  relief  bulbs,  and  other  tools  needed  in  using 
this  material  for  the  various  uses  demonstrated  in  the 
AvindoAV. — Paint  and  Oil  Dealer. 

A  stain  that's  not  a  blemish  on  either  your  reputa- 
tion or  your  house  is  a  bit  of  Avood  stain  we  can 

supply — AA'hieh  you  can  apply — for  the  sides  of  your 
staircase — carpet  in  the  middle  you  knoAv.  It's  re- 

markable how  cheaply  you  can  improve  the  appearance 
of  your  staircase  and  halls  by  buying  paints,  stains 
and  A'arnishes  here. — The  Como  Co.,  Great  Falls. 

Insure  your  porch  against  decay  by  using  paint  that 
protects.  Paint  is  cheaper  than  lumber  and  repairing 
bills  and  a  heap  quicker.  Taa'o  coats  of  paint  a  j^ear 
Avill  make  a  porch  and  steps  last  ten  years  longer. 
Paint  that  is  Avalked  on,  scrubbed  and  cleaned  and 
exposed  to  the  Aveather  must  be  good  paint. — The  Stam- 
baugh-Thompson  Co.,  YoungKtown. 
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The  Sherwin-Williams  Agency  proposition  has  been  built  with  this  idea  in  mind. 

There  is  quality  m  the  goods,  the  result  of  using  the  best  and  purest  materials 

and  putting  them  together  in  the  most  scientific  and  practical  way. 

But  the  best  goods  made  will  not  sell  rapidly  unless  the  buying  public  know 

about  them,  and  so  for  years  and  years  The  Sherwin-Williams  Co.  has  advertised 

the  quality  and  uses  of  S-W  Paints,  Varnishes,  Stains,  Enamels,  etc.  The 

Public  know  that  there  are  Sherwin-Williams  Paints  and  Varnishes  for  every  use, 

and  they  know  that  every  Sherwin-Williams  product  will  give  satisfactory  service. 

This  fact  is  of  interest  to  every  dealer  handling  Paints  and  Varnishes.  Good 

quality,  well  advertised  goods,  mean  more  sales  and  larger  profits. 

SMEPmN'WiLUjIMS 

Paints  &  KiffNi sifts 

Address  all  inquiries  to  The  Sherwin-Williams  Co.  of  Canada,  Limited,  Montreal,  Toronto,  Winnipeg,  Vancouver 

When  writine  to  advertisers,  kindly  mention  the  Canadian  Hardware,  StoT*  *  Faint  Jonnal 
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Market  Situati 

Paints,  Oils  There  is  not  much  doing  in 

and  Glass.  prepared  paints,  but  with  new 
houses  reaching  that  stage 

where  varnishing  and  interior  decoration  has  to  be 

done,  there  is  an  active  demand  for  varnishes  and  fin- 

ishes" of  all  kinds.  No  complaint  can  be  laid  on  the 
business  done  this  season.  It  has  been  one  of  the  best 

in  the  history  of  the  trade,  and  next  year  will  see  the 

dealers  entering  upon  the  spring  campaign  with  more 
vigor  than  ever. 

Ijinseed  oil  continues  to  drop  and  is  now  quoted  at 

79  for  raw  and  82  for  boiled.  Some  dealers  think  it 

is  due  for  an  advance,  but  there  is  considerable  diver- 

sity of  opinion  upon  the  subject.  Many  seem  to  think 

it  "has  reached  the  bottom,  while  a  large  number  are 
still  afraid  to  touch  it,  fearing  lower  prices.  Advices 

from  all  over  the  world  report  excellent  crops  of  flax 

seed  and  it  is  a  hard  matter  to  figure  out  which  way 

things  will  go.    Time  alone  will  tell. 
White  lead  is  still  very  firm.  The  prevailing  price 

is  $8.40.  Whether  or  not  it  Avill  go  higher  is  a  ques- 

tion, but  from  "past  performances"  still  higher  fig- 
ures would  not  be  at  all  surprising.  Pig  lead  is  scarce 

and  fi.rm. 

Turpentine  is  lower.  At  this  time  of  year  it  gener- 
ally advances.  At  present  there  is  a  large  supply  com- 
ing forward  and  until  it  dwindles  a  little,  the  market 

will  remain  easy. 

The  outlook  for  glass  is  for  a  good,  firm  market  and 

probably  a  little  later  on  a  scarcity  may  be  felt  on 

account'  of  the  present  trouble  in  Belgium  and  the 
threats  of  more  trouble  to  come.  Workmen  and  lab- 

orers in  all  trades  threaten  to  lay  down  their  tools  and 

quit  unless  they  get  what  they  are  asking  for  in  the 

way  of  a  franchise.  There  are  about  a  million  work- 
men, and  if  they  go  on  strike  it  is  an  easy  matter  to 

see  how  the  industry  will  be  paralyzed.  In  the  mean- 
time, manufacturers^  are  refusing  to  accept  orders. 

Putty  is  in  quite  active  demand  and  the  price  is 
steady. 

All  glues  are  firm. 

The  Hardware  Trade  conditions  are  about  the 
Markets.  same  as  they  have  been  for 

some  time.  There  is  no  let  up 
to  the  business  being  done  and  the  outlook  for  the  com- 

ing season  is  very  good.  Already  the  business  done 
by  jobbing  houses  so  far  this  year  is  away  ahead  of 
former  years  and  1912  will  break  all  records.  Basing 
the  quantities  to  buy  on  business  done  in  former  years 
jobbing  houses  purchased  accordingly.  They  fooled 
themselves,  however,  and  where  formerly  they  had 
large  stocks  of  certain  goods  at  this  time,  now  they 
are  cleaned  out. 

There  is  a  decided  firmness  on  all  lines,  due  to  the 
high  metal  prices.  Prices  generally  are  higher  than 
they  were  this  time  last  year,  and  jf  present  conditions 
continue,  they  will  be  higher  still. 

Horse  blankets,  sleigh  bells,  weather  strip,  furnace 
and  stove  scoops  and  shovels,  guns,  rifles,  ammunition, 
etc.,  are  moving  out  rapidly. 

Advices  received  give  notice  that  the  price  of  pelts 
this  season  will  be  high  and  this  has  caused  an  extra 
heavy  demand  for  game  traps.  Dealers  are  buying  in 
much  larger  quantities  than  in  previous  years. 
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The  first  shipments  of  skates,  hockey  sticks,  etc., 
are  now  going  out  and  a  big  season  is  looked  for. 

Builders'  hardware  is  very  active.  They  are  getting 
on  to  the  finishing  point  ̂ n  their  houses  and  such 
things  as  locks,  letter  boxes,  sash  cord  and  pulleys, 
etc.,  are  in  good  demand.  All  kinds  of  prepared  roof- 

ing are  moving  freely. 
Wire  nails  are  active,  with  a  very  firm  undertone. 

It  is  generally  felt  that  prices  should  take  a  further 
advance  in  view  of  the  increased  cost  of  raw  material. 
Manufacturers  say  they  are  losing  money  at  present 

prices. There  is  a  large  demand  for  galvanized  iron  gar- 
bage and  ash  cans,  and  also  for  root  baskets.  Where 

formerly  these  were  used  very  little  outside  the  large 
cities,  orders  are  now  coming  in  from  all  over  the 

province. Contracts  being  made  for  next  year  on  bar  iron  and 
all  kinds  of  wire  goods  are  much  higher. 

Cross-cut  saws,  axes,  etc.,  are  in  good  demand.  Re- 
garding the  shortage  of  axes  reported  in  the  last  issue 

of  the  Journal,  the  Allan  Hills  Edge  Tool  Co.,  Ltd.. 
Gait,  Ont.,  advise  they  have  a  complete  stock  of  chop- 

ping axes,  both  handled  and  unhandled. 

The  Metal  The  metal  market  to-day  is  in 
Markets.  a  condition  it  has  never  ex- 

perienced before.  There  is  a 
decided  firmness  on  all  lines  and  it  is  certain  that  prices 
will  not  drop,  but,  on  the  other  hand,  it  is  expected 
that  there  will  be  some  increases  before  long.  There 
is  a  good  volume  of  trade  being  done,  but  great  trouble 
is  being  experienced  in  getting  deliveries. 

Lead  is  firm  and  scarce.  As  one  metal  man  ex- 

pressed it,  "We  need  have  no  fear  of  war  with  Ger- 
many. We  need  all  the  lead  we  can  get  Avithout  wast- 

ing it  in  the  manufacture  of  ammunition."  This  metal 
is  decidedly  hard  to  get.  There  is  a  big  demand  at  all 
times  and  when  operations  cease,  even  if  for  only  a 
month,  it  makes  it  a  hard  matter  to  catch  up.  A  lot  of 
the  lead  that  comes  into  this  country  is  made  from 
Mexican  ore  which  has  been  shipped  to  the  United 
States  to  be  smelted  and  then  shipped  on  here.  At  the 
time  of  the  outbreak  in  that  country,  no  ore  was  ship- 

ped and  the  supply  fell  away  behind.  Then,  on  top  of 
this,  the  recent  transport  strike  in  the  Old  Country 
prevented  for  some  time,  the  importation  from  over 
there.  The  gaps  made  in  the  supply  at  these  times 
have  caused  a  lot  of  inconvenience  to  metal  dealers  in 
this  country  and  they  are  at  their  wits  end  to  get 
enough  to  supply  the  demand.  At  present  the  price  is 
at  the  highest  point  it  has  reached  in  its  history  and 
it  will  go  higher  yet.  It  may  be  that  it  will  reach 
such  a  point  that  money  Avill  not  buy  it.  In  the  last 
25  vears,  the  highest  price  for  Soft  Spanish  lead  was 
£22-5-0.  To-day  it  is  quoted  at  £23-15-0.  When  duty 
and  freight  has  been  added  to  this,  one  can  readily  see 
why  products  made  from  this  article  are  so  high  in 

price. 
There  is  an  exceptional  demand  for  pig  iron  of  all 

kinds  and  prices  remain  high.  During  the  past  three 
months,  Middlesboro  pig  has  advanced  $3.25  per  ton. 
Not  much  importing  is  being  done,  however,  on  account 
of  the  high  price. 

The  world's  demand  for  iron  and  steel  has  com- 
pletely outrun  the  capacity  the  mills  are  able  to  put 

on  the  market  and  it  is  impossible  to  forsee  what  the 
result  will  be.  So  many  of  the  mills  are  crowded  with 
business  at  the  present  time  that  they  decline  to  quote 
for  next  year  at  all.    It  is  understood  that  in  Europe 
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DOUBLE  YOUR  WINTER 

PAINT  SALES 

"  Impossible,"  you  say,  "  No,  indeed. 
You  forget  our  wonderful  line  of 

FLOGLAZE 

In  28  Shades,  including  White  and  Black 

which  enamels  or  stains  floors,  woodwork,  furniture,  etc." 

This  FLOGLAZE  of  ours  will  boost  your 
paint  sales.  People  always  want  to  brighten 
things  indoors.  FLOGLAZE  is  best  for 
painters  and  consumers.    Stock  up  now. 

DECORATIVE  AID  FOR  YOU 

We  have  a  department  that  helps  you  get  business  by  de- 
corative plans  for  houses.  We  help  you  sell.  We  help  the 

user  get  good  color  effects.  Write  for  information  and 
color  card  for  FLOGLAZE. 

The 

Imperial  Varnish  &  Color  Co. 

TORONTO WINNIPEG 
Limited 

VANCOUVER 
Canada 

Lingerwett  Extra 

Varnish  Remover 

Fast  cutting,  slow  drying  with  wonder- 
ful solvent  power  for  rapidly  removing 

VARNISH,  PAINT.  ENAMEL, 
ETC. 

"LINGERWETT"  is  the  "LIVE 

WIRE"  for  quick  and  easy  stripping 
of  Varnished  or  Painted  Surfaces. 

It  is  the  "Minute  Man"  in  Remover. 

The  strongest  and   most  satisfying 

product  ever  offered. 

Write  for  Case  Lot  Proposition 
Assorted  Sizes 

Gallons — Halves — Quarts — Pints 

SANDERSON  PEARCY  &  CO. 

61-63-65  Adelaide  St.  West 

TORONTO 

Limited 

There  are  many  paints  and  many  guarantees,  but  there  is  one 

recognized  standard  in  paint  making.  Therefore,  the  only  guaran- 
tee that  insures  quality  to  you  is  the  one  that  shows  the  formula  and  tells  you  not 

only  that  standard  pure  raw  materials  were  used  in  its  manufacture,  but 

that  these  standard  pure  raw  materials  were  used  in  right  proportions. 

Every  can  of  B-H.  "  ENGLISH  "  WHITE  PAINT  that  leaves  any  of  our  factories  bears  the 
following  guarantee : — 

We  guarantee  this  B-H  "ENGLISH"  WHITE  PAINT  is  made  from  Brandram's  B.B.  Genuine 
Government  Standard  White  Lead  and  Pure  Zinc  White  in  the  following  proportions :  70  per 
cent.  Pure  White  Lead,  30  per  cent.  Pure  White  Zinc — 100  per  cent.  Pure.  Mixed  ready  for 
use  with  pure  Linseed  Oil,  Turpentine  and  Dryer. 

On  every  can  of  B-H  "ENGLISH"  PAINT  where  the  shade  can  be  made  on  a  white  base,  there  is  a  guar- 
antee label  showing  that  the  White  Base  consists  of  70%  Pure  White  Lead  (Brandram's  B.B.)  and  30% 

Pure  White  Zinc.    B-H  "ENGLISH"  PAINT  gives  you  a  good  profit.    You  command  the  highest 
market  price  because  of  the  quality — and,  therefore,  economy — back  of  the  goods. 
B-H  "ENGLISH"  PAINT  will  be  sold  in  your  town. 

Address  oar  nearest  office 

RRANDRAM-HENDERSON 

MONTREAL HALIFAX ST.  JOHN TORONTO WINNIPEG 

When  writine  to  advertisers,  kmdly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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some  of  the  manufacturers  are  booked  up  for  the  next 

couple  of  years.  Low  price  contracts  are  being  grad- 
ually wiped  out  and  there  is  bound  to  be  a  general  ad- 

vance all  along  the  line  Avithiu  a  very  short  time.  The 

primary  markets  continue  to  fluctuate.  The  whole 
situation  is  most  peculiar  and  the  conditions  have 

changed  so  much  that  now  it  is  the  sellers  who  have 
to  get  the  favors.  Metal  buyers  have  to  come  to  them 

and  all  through  they  are  showing  an  attitude  of  aloof- ness. 

Copper,  for  the  last  couple  of  months,  has  been  neg- 
lected, but  the  price  has  held  firm  and  there  is  more 

inquiry  now.  The  demand  is  picking  up,  and  while 
there  may  not  be  higher  prices,  it  is  certain  there  will 
be  no  reduction. 

Spelter  is  very  firm.  There  has  been  such  a  heavy 

demand  for  galvanized  sheets  that  it  has  had  a  stifi'en- 
ing  effect  on  spelter.  The  general  galvanizing  trade 

is  "good  throughout  and  it  would  not  be  at  all  surpris- ing to  see  higher  prices  on  this  metal. 
Antimony  is  in  fairly  good  demand  after  a  slight 

dullness.  This  very  brisk  metal  travels  in  spurts  and 
may  be  dull  one  day  and  brisk  the  next. 

Tin  is  at  record  levels.  Prices  are  away  up  and  the 
chances  are  they  will  remain  at  present  levels.  It  is 
pounds  per  ton  higher  than  it  has  ever  been  before. 
The  trouble  now  is  trying  to  keep  peace  among  the 
trade.  Mills  are  falling  behind  in  their  promises  for 
delivery  and  this  is  causing  a  lot  of  trouble  and  incon- 

venience and,  in  some  cases,  friction. 
There  is  a  tremendous  demand  for  sheets  and  plates. 

The  trouble  is  to  get  deliveries  as  the  tonnage  that 
has  been  booked  is  enormous. 

Brass  of  all  kinds  is  in  good  demand. 
«    *    *  * 

The  Stove  The  stove  situation  is  very  en- 
Situation,  couraging.    Manufacturers  are 

doing  an  enormous  business 
and  there  is  no  question  but  that  they  Avill  be  able  to 
sell  all  they  can  manufacture.  In  fact,  it  looks  as  if 
there  will  be  considerable  trouble  in  supplying  the  de- 

mand. The  demand  this  year  has  been  far  in  excess 
of  last,  although  1911  was  the  largest  year  up  until 
that  time.  Owing  to  the  tremendous  increase  in  popu- 

lation all  over  the  Dominion,  manufacturers  are  booked 
right  up.  Where  formerly  they  had  large  stocks  to 
draw  from  at  this  time  of  year,  now  their  warerooms 
are  bare  and  they  are  shipping  goods  as  fast  as  they 
are  made.  One  large  manufacturer  has  been  forced 

to  "farm  out  '  some  of  his  patterns  and  have  his  goods 
made  at  other  foundries,  in  order  to  keep  up  with 
orders. 

The  demand  for  household  goods  is  first  class.  It 
has  never  been  so  good  as  it  is  now.  What  applies  to 
stoves  and  furnaces  can  be  sa^d  about  this  class  of 
goods. *    *    *  * 

German  Advices  from  Berlin,  Germany. 

Cutlery  Market.  say:    "The   Solingen  cutlery 
trade  has  made  steady  im- 

provement in  the  past  few  months,  though  not  equal 
in  all  branches  of  the  trade.  There  is  a  general  re- 

vival in  the  home  demand  for  cutlery,  but  the  home 
market  consumes  less  than  one-third  of  the  product  of 
the  shops.  In  the  foreign  trade  there  is  a  certain  irreg- 

ularity in  the  demand  from  different  countries.  The 
American  demand  has  grown  more  active  after  the  in- 

terruption caused  by  the  tariff  difficulties  of  last  spring. 
Business  with  Mexico  has  been  restricted  by  the  po- 

litical turmoil  there,  but  a  marked  increase  in  the 

trade  with  Argentina  is  reported.  The  far  Eastern 
demand,  with  the  exception  of  China,  is  very  active. 
European  countries  other  than  Turkey  and  Italy  are 
mostly  buying  at  their  iTSual  rate,  but  .some  losses  have 
recently  been  suffered  through  the  bankruptcy  of  Rus- 

sian firms.  The  shops  complain  that  English  cutlery 
in  increasing  quantities  is  coming  iuto  Germany  and 
even  French  makes  have  latterly  been  gaining  a  foot- 

hold here.  The  goods  in  question  are  in  the  main 
table  cutlery  with  horn  handles,  Avhich  are  delivered 
at  such  low  prices  as  not  to  cover  the  cost  of  produc- 

tion at  Solingen." 

A  NEW  SALES  MANAGER. 

James  W.  Moncur.  for  the  past  year  manager  of  the 
Montreal  branch  of  the  Ontario  Lantern  &  Lamp  Co., 
Hamilton,  Ont.,  has  been  appointed  general  sales  man- 

ager of  the  above  company,  with  headquarters  at  Ham- 
ilton. He  will  have  full  charge  of  the  sales,  advertis- 

ing and  credit  departments  of  the  Ontario  Lantern  & 
Lamp  Co. 

Mr.  Moncur  is  well  known  to  the  Canadian  hard- 
ware trade.    For  three  years  he  represented  the  E.  T. 

Ja.mes  W.  Moxcur 

Wright  Co.,  Hamilton,  in  Ontario  and  then  took  up  the 
position  as  IMontreal  and  Eastern  representative  for 
that  firm.  After  four  years  in  this  capacity,  he  re- 

signed to  join  the  staff  of  the  Ontario  Lantern  &  Lamp 
Co.,  and  his  quick  advancement  to  his  present  position 
is  evidence  of  the  ability  of  Mr.  Moncur. 

Wm.  Moore  has  purchased  the  business  of  McPher- 
son  Bros.,  Blyth,  Ont.,  who  intend  leaving  for  the  West. 

It  is  reported  that  the  Metal  Shingle  &  Siding  Co., 
Preston.  Ont.,  will  open  a  branch  at  Saskatoon,  Sask., in  the  spring. 

The  contract  has  been  awarded  by  the  Moose  Jaw 
Hardware  Company  for  the  erection  of  a  $30,000  ware- 

house on  the  corner  of  Fairford  Street  and  Seventh Avenue. 

R.  R.  Farrell,  North  Battleford,  Sask.,  has  completed 
his  new  hardware  store  and  is  now  doing  business. 
Mr.  Farrell  also  has  a  lumber  yard  in  connection  and 
reports  a  good  trade  in  that  fast-growing  town. 
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Experience  Proves 

"QUEEN'S  HEAD" 

Galvanized  Iron 

to  be  without  an  equal. 

Have  your  jobber  supply  it. 

JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 

Makers  MONTREAL 
Bristol,  Newport  Managers  Canadian  Branch 

Quality  sells  our  Glass 

When  buying  Window  Glass,  see 

that  you  get  the  world-wide  brand 

Manufacturers  of  all  kmds  of  British 
Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 

Cajt,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 
MONTREAL 
WINNIPEG 

TORONTO 
VANCOUVER 

Works: — St.  Helens,  England 

'stint  Store  Ma-n 

o{uje 

**If  you  would  succeed  you 
* 'Quality"  and  "Profit"  trip 
They  get  profit  too  high, 
der  what  was  wrong 

MARTIN 

SENOUR 

is  a  real  business  insur 

a  reasonable  profit  will 
The  dealers  who  know  say  so. 

and  our  proposition  to  insure  your 

must  mind  your  Ps  and  Qs." 
up  too  many  business  men, 

quality  too  low,  and  won- 
when  the  crash  comes. 

PAINT 

yoomiRE 

ance.    Its  quality  and 

make  your  business  boom. 
Write  today  for  the  proof 

business  the  same  way. 

THE  MARTIN-SENOUR  CO.,  Limited 

MONTREAL 

Pioneers  of  Pure  Paints 

CHICAGO  WINNIPEG LINCOLN 
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PREVAILING  MARKET  PRICES. 

Toronto,  October  12th,  1912 

The  figures  given  below  are  approximately  correct, 

but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

METALS.  ^ 

Aluminum,   mgot§    ^ 
Antimony,  per  lb  ^  • 
Bra.,  rods.  %  to  1  mch^--  °  ̂2 

Sheets,  up  to  20  gauge- 
Tubing,   1  inch.  base....  0^ Copper  ingots,  bage  0  26 
Sheets,  plain,  14  oz.  ca.e 
Sheets,  tinned   14  oz  base  

, 
Sheets,   plenished,    14   o^-  ̂  
base   :   o  26 
Sheets,  braziers   .  .  •  •  •  •  •  '  „  04 
Bar.,  round  %  to  2  in..  .  0  ̂4 

Black  Sheets,  28  gauge  base,  ̂  Toronto    g  40 
Montreal   

Canada  Plates — Ordinary,    52    sheets,  To-  ̂   ̂  

All''brigM:'52  sheets;;::.:.  4  25 
^iUSd  Apollo  ordinary 1«-24X52     ....  4  45  4  3^ 
20X28X80  III  III 
30x^8x80    9  *0  " 

GalvanlMd  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....   o  ̂ 
24  gauge,  per  square   0 
28  gauge,  per  square   d  » 
28  gauge,  per  square   ^  00 

GalvanlzedSheets.neur  Queens 

16-20  gauge    3  45  3  70 
22-24  gauge    3  50  3  sa 
26  gauge   3  yu  *^ 28  gauge  v  ' 
Case  lots  25  cents  less.  . 
Apollo  brand  ^°  a  45 
24   gauge,  American    d  40 
28  gauge,  American    ....  a  av 
28   gauge    (26   English)  ■  .   3  95 
10%  oz  ,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet- 
Black,  base,  1  inch  ...........  *  ̂ * 
Galvanized,  base,  1  inch   b  19 

Iron  Pipe  Fittings — 
Canadian  malleable,  49;  cast 
iron   70  ■.  standard  bushings,  70  , 
headers  60  and  10  flangf.^,  unions, 70;  malleable  bushings,  bo;  nipples 
75  and  10;  malleable  lipped  unions, 65. 

SoU  Pipe  and  Plttlngs— - 
Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. Toronto 

Bar  Iron,  per  1001b   2  00 
Forged  iron  .  .  .    * 
Refined  horseshoe  iron .  .  2  80 
Sleigh  shoe  and  mild  steel  2  15 
Iron  finished  .teel,   2  16   2  25 
Fire  Bteel   •   2  35 
High  .peed  .teel    »  ''^ 

Pig  Iron,  car  lots,  f.o.b.  Toronto Canadian  foundry,  No.  1  18  25 Middlesboro,  No.  3   ^0 
Radnor    (charcoal)    82  50 

Lead,  Canadian  pig.   6  75 
Imported  pig,  100  lb  6  75 

8heeti^  base;  2^  ib.sq.  tt     7  50 Pipe  and  waste   on  x.^ 
Traps  and  bends   

Solder,  half  and  half,  lb.,  30 
Spelter,  foreign,  per  100  lb.    7  00 
Sheet  Zinc   8  50 
Tin,  ingots,  1001b   53  00 
Tin  Plates,  charcoal — MLS,  Famous  (equal  Bradley) Per  box 

I  0   14x20  ba.e    7  00 
I  X,  14x20  ba.e    8  25 
I  X  X,  14x20  ba.e    9  75 

"Dominion     Crown     Best" — Be- tinned. 
I   0,   14x30   ba.e    5  60 
I  X,   14x20  bast    •  60 
I  X  X.  14x30  ba.e    T  60 

"AUaway's     Beat"   —  Standard 
Quality. I  C,  14x20  ba.e    4  60 
I  X,  14x20  base    5  50 
I  X  X,  14x20  base   8  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  85 

Terne  Plates. 
I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs    7  00 

Tinned  Iron. 
72x30    up     to   24  gauge, 
case  lots   ,      7  75 
72x30    up   to    26  gauge, 
case  lots   8  50 

Scrap     Metal,     Dealers'  Buying 
Prices — Heavy  Copper  and  Wire  lb.  13 
Light  copper  bottoms   .  .  .  lOi 
Heavy    red    brass    11 
Heavy  yellow  braes   
Light   brass    06% 
Tea  lead    02% 
Heavy    lead    3i 
Scrap   zinc    lA 
No.  1  wrought  iron  ....  8  00 
Machinery      cast  scrap. 
No.  1   14  50 
Stove   plate   13  00 
Malleable    9  00 
Miscellaneous  steel    6  00 

PAINTS  AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins   1  00 
Chemicals,    in   casks,   per  lb 

Arsenate  of  lead  
Sulphate   of  copper  (blue 

Green       copperas  (green 

1 10 

0 

lOi 

0 

06 

0 

09 

0 

10 

I 
0 01 
0 

09 

Colors  In  Oil — 
Venetian    red,    1-lb.  tins 
pure   .'   0  12 Chrome,  yellow,  pure   ...    0  20 Golden  ochre,  pure    0  13 French  ochre,  pure   0  12 Chrome  green,  pure    0  10 French    permanent  green, 
P"".    0  15 Marine  black,  25  lb.  irons  0  09 
Signwriters'  black,  pure..    0  17 Glue,  in  sheets   0  10    0  15 
1  lb.  packages  (Brantford)  0  25 

Petroleum — Can.   Prime   white,   gal.  0  12 U.S.  Water  white   ....  0  13% 
U.S.  Pratt's  astral  ....  0  15% Castor   oil,    per   lb.,  in 
bbls   0  08    0  09 
Motor  Gasoline,  single 
^bls.    0  17% Benzine,  per  gal,  single 

  0  15% 

Putty — Bulk  100  lb.  drums   2  90 Bladders  in  barrels  ;;;;;;  ;3  50 
Eeady  Mixed  Paints — 

Per  gallon,  qt.  tins.  1  65     2  00 
Red  Lead  (Dry)  — 

Genuine,    560    lb.  casks, per  cwt  
Genuine,  100  lb;  kegs, per  cwt  

Shingle  Stains — In  5 -gallon  buckets   0  95 
Turpentine  and  Linseed  Oil  

Pure     Turpentine,  single barrels   q  61 Linseed  Oil,  single  iiarrel, 
raw    0  79 Linseed  Oil,  single  barrel, 
boiled    0  82 

Rosin,  "G"  grade,  bbl.  U(s, 
100  lbs   t  60 

Varnishes,  per  gal.  cans — Carriage,  No.  1                     1  50 
Pale  durable  body                3  50 
Finest   elastic   gearing    .  .  3  00 Elastic   Oak                          1  50 
Furniture,    polishing    ....  2  00 Furniture,  extra                    1  20 
Furniture,  extra  No.  1  .  .  0  95 
Light  oil  finish                      1  35 
Gold  size  japan                    2  00 
Turps   brown  japan    ....  1  60 
Baking  black  japan    ....  1  35 
Crystal  Damar                       2  50 
Pure  asphaltum                     1  40 

Oilcloth                                 1  50 

Lightning  dryer                    0  85 Stovepipe       varnish,  % 
pints,,  per  gross                   8  00 
Pure    white    shellac  var- nish, in  barrels                      1  75 
Pure    orange   shellac  var- nish,  in  barrels                      1  70 

White  Lead  ground  in  oil — Canadian  pure,  less  than  tons.  8  40 
Canadian  pure,  ton  lots   8  25 

White  Zinc — Extra    Red    Seal,  V.M. 
(dry)    0  07% 
Pure,     in     25-lb.  irons 
(in  oil)   0  10 

Window  Glass — United  Inches         Star  D.D. 
Under   26                   4  25  6  25 
26    to   40                   4  65  6  75 
41   to   50                   5  10  7  50 
51    to   60                   5  35  8  50 
61    to    70                   5  75  9  75 
71    to    80                   6  25  11  00 
81    to    85                   7  00  12  50 
86    to   90    15  00 
91    to   95    17  50 
96   to    100    20  50 
Toronto,  15  p.c.  on  Star,  20  p.c,  on 
Double. 

Miscellaneous — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 
kegs    0  09% 
Pine  tar,   %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,  gilders,  bolted..  1  00 
Whiting,   plain    0  70 

HEAVY  HARDWAEE. 
Anvils,   Taylor  Forbes    .  .  0  05  % 
Chain — Proof  coil,  per  100  lb.  M 

in.,  $6.00;  5-16  in.,  $4.86;  % 
in.,  $4.25;  7-18  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $8.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35 ;  trace  chain, 
45;  jack  chain,  iron,  60;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  6;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  85 
and  5. 

Forges — 
Blacksmith's  portable,  135 lbs   9  85 

Horse  Nails — $2.80  per  box  base  No.  9  ard 
larger ;  Samson  No.  10  base     2  25 

Horseshoes — Iron,  light  &  me- dium. No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $8.50;  snow 
pattern,  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $8.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight  steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  $6.00. 
Toecalks  Standard,  J.P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.60 
per   box.     25-lb.  boxes. 

Wire  Nails,  base   2  20 
Cut  nails — Montreal,  $2.40;  To- ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'   nails,   33  1-3  p.c. Pressed  spikes,  %  diameter,  per 100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.50 
Hay  Balling  Wire — No.  12  and  13, 

$4;  No.  13%,  $4.10;  No.  14, 
$4.25;  No.  15,  $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 lbs.  extra. 

Clothes  Line  Wire— No.  19,  $2.00  per 100  ft. 

Colled  Spring  Wire — High  Carbon,  No.  9,  $2.25;  No. 
12,  $2.40,  Montreal. Fine  Steel  Wire — 25     per  cent. 

Galvanized     Wire  —  Prom  stock, 
f.o.b.  Montreal — 100   lbs.,  No. 
9,  $2.25,   base.     In     car  lots 
straight  or  mixed. 

Poultry  Netting — 2-in.    mesh,  19 
w.g.,  60  and  2%  p.c. 

Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots— Toronto Galvanized,  barb    2  2  5 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- vanized, $2.85. 
Wire  Rope — Galvanized,  let  grade, 6  strands,  24  wires,   %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 100   feet    f.o.b.  Toronto. 

Wrought  Staples — Galvanized    2  85 
Plain    2  60 

Vises,  per  lb   0  12 
Hinged  pipe  vise,  25  lbs.  8  63 Saw  vise    4  50     5  00 
Blacksmiths',  60;  parallel,  45 
per  cent. GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per doz   12  50     14  00 Axes  —  Single  bit, 
per  doz   6  00      0  00 Samson   9  0 Double    bit,  per 
doz   10  00    12  00 
Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 'Boys'  axes  ....  6  75  0  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  76 Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50      6  85 

Ammunition-- "Dominion"  Rim  Fire Cartridges  and  C.B.  caps,  60,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2  %  p.c. ;  Centre  Fire  Pistol Cartridge.,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.o. ; 
Primers,  10  and  2%  p.c;  Brass Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 

less Powder,  "Imperial"  Shell., both  Bulk  and  Dense  Smokeles. 
Powder.  Empty  Shells  all  35 

p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.:  net  extras 
as  follows:  chilled  40c.;  buck  and 
seal  80c.:  No.  28  ball  $1.20  per  100 
lbs:  bags  less  than  25  lbs.  ic,  per  lb. f.o.b.  Montreal.  Halifax  and  St. 
John,  f.o.b.  Toronto,  Hamilton 
and  London,  add  25c.  per  100  lbs. 

Augers — Ford's  auger  bits,  30  hni 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford'. 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — Double  straphangers,  doz. 
sets   6  50 Standard  jointed  hangers, 
doz.  sets    6  45 
Steel,  track,   1  x  3-16  in. (100  ft.)    3  25 

Bolts  and  Nnts — Carriage  Bolts,  common  new  $1 list. 

Carriage  Bolts,  %  and  smaller, 70  p.c. 
Carriage  Bolts,  7-16  and  up, 70  p.c. 
Carriage  Bolts,  Norway  Iron  ($3 
list),  60  p.c. 
Machine  Bolts,  %  and  less,  60, 10  &  10  p.c. 
Machine  Bolts,  7-16  and  up, 60  p.c. 
Plough  Bolts,   55,   5   &   10  p.c. Blank  Bolts,  60  p.c. 
Bolt  Ends,  6  Op.c 
Sleigh  Shoe  Bolts,   %  and  less. 60  and  10  p.c. 
Sleigh    Shoe    Bolts,    718  and 
larger,  55  and  05  p.c. Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4%c  per lb.  off. 
Nuts,  hexagon,  all  sizes,  4%e 
per  lb.  off. Stove  rods,  per  lb.,  5  %c  to  6e. 
Stove   Bolts,  80. 
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by  featuring-  the  line  of  varnishes  that  has 
made  good  the  world  over — 

INTERNATIONAL 

Varnish  and  Varnish  Specialties 

Sterling  Quality  is  put  into  every  "Inter- 
national" Can  before  the  label  is  attached, 

and  the  dealer  is  as- 
sisted by  our  co-opera- 

tion in  the  form  of 

original  and  forceful 
selling  helps. 

Here  are  some  of  our 
leading  lines  that  have 
been  recognized  as 
the  standards  of  good 
quality  for  over  40 

years  : 

Cash  in  on  the  Hammer 

Test 

]\ /lONTH  after  month,  year  after 
year,  the  famous  Pratt  &  Lambert 

"61"  Floor  Varnish,  hammer  test  illus- 

trations, appear  in  the  great  magazines 

that  shape  public  opinion  and  influence 

purchases. 

300%  increase  on  "61"  Floor  Varnish  Sales  in 
three  years,  proves  that  people  do  read  and 
respond  to  Pratt  &  Lambert  advertising.  And 

this  advertising  specializing  on  "61"  Floor 
Varnish  and  Vitralite,  the  Long-Life  White 

Enamel  is  the  entering  vv^edge  for  Pratt  & 
Lambert  Dealers  on  the  whole  Pratt  &  Lambert 
Line. 

This  statement  from  V/ alter  Leighton,  Philadelphia,  Pa., 
proves  that  Pratt  &  Lambert  advertising  does  create  an 
ever  increasing  demand  on  every  Pratt  &  Lambert 

Varnish : — "The  last  few  years  have  shown  a  marked 
increase  in  the  sales  of  your  line  due  to  your  successful 
advertising.  In  1911  we  marketed  the  greatest  quantity 
of  Pratt  &  Lambert  Varnishes  in  the  history  of  our 
house  and  feel  sure  that  1912  will  see  a  still  further 

increase  in  our  business."  Can  you  say  the  same  about 
the  line  of  varnishes  you  are  now  handling  ? 

Write  for  our  Interesting 
Selling  Proposition 

PRATT  6l  LAMBERT,  Inc. 
VARNISH  MAKERS 

30  COURTWRIGHT  STREET,  BRIDGEBURG,  ONTARIO 
FACTORIES 

BRIDGEBURG,  ONTARIO 
NEW  YORK  BUFFALO  CHICAGO 
LONDON  PARIS  HAMBURG 
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Bells — Door  belli,  push  and  turn, 45  and  10  p.c. 
Cow  bells,  65  p.c. 
Sleigh  bells,   shaft   and  hames, pair,  22c.  up. 
Sleigh  bells,  body  straps,  each. $1.15  up. 
Farm  bells.  No.  1.  $1.65. 

Building  Paper,  Etc. — 
Tarred  slater's  paper,  per roll   ,•  X  Vi 
OK  paper.  No.  1,  per  roll  0  7& Plain  Fibre,  No.  1,  per  *00 
n.  roll    0  *5 
Tarred   Fibre,   No.   1,   Pe'  „ 
400  ft.  roll   ••  0  65 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll    0  \\ 
Dry  Cyclone,  15  lbs.  ....  0  45 
Plain  Surprise,  per  roll.  .  0  40 
Resin  sized  Fibre,  per  roll  0  40 Asbestos  building  paper, 
per  100  lbs   *  0° 
HeaTy  straw,  plain  &  tar- red,  per  ton  -  •  ■  ■ » V  OU 
Carpet  Felt,  per  100  lbs..  2  60 Tarred  wool  roofing  felt, 
per  100  lb   1 Pitch,  Boston  or  Sydney, 
per  100  lbs  ■•  0  H 
Pitch,  Scotch,  per  100  lbs.  0  65 Heavy  Fibre,  32  &  60,  per 
100  lbs   3  °" 
2  ply  Ready  Roofing,  per 
square    ^  ' 
3  ply  Ready  Roofing,  per square   •  ° 
2  ply  complete,  per  roll.  1  16 
3  ply  complete,  per  roll.  1  85 
Liquid  Roofing  Cement,  brls. 
per  gal  A    -   -:  " 
Liquid     Roofing  Cement, 
tins   0  20 
Crude  Coal  Tar,  per  barrel  3  50 Refined  Coal  Tar,  tins,  per 
doz   1  25 
Refined  Coal  Tar,  per  bar- rel   ■*  50 
Shingle  varnish,  per  barrel  4  50 
Caps,  p«r  lb   0  06 
Nails,  per  lb   0  05 
Mop,  cotton,  per  lb   0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 
Wrought  brass,  45  p.c.  o£E  re- vised list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought   steel    fast   joint  and 
loose  pin,  65, 10  and  5  p.o. 

Cement — Portland,  bags  per 
bbl  1  55    1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  inch,  doz...  2  50 

Conductor  Pipe — 2  inch,  in  10  ft.  lengths..  3  80 
3  ••  "  .  .  4  GO 
4  "  ••  .  .  5  28 
5  ■•  ■•  ..  7  28 
6  ■'  "  .  .  8  80 

Door  Knoba — Canadian,  45  per  cent. 
Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — Single  sets,  each    1  80 
Double  sets,  each    8  25 
Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 
Carpenters'  6  inch,  doz...  5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,    8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

EaTetrough — 8  in.  in  100  ft.  lengths..  2  90 
10  "  "  . .  3  15 
12  "  "  . .  8  68 
16  "  "  .  .  5  95 

Factory  Milk  Cans — Milk  cans  and  pails,  40  p.c. 
Hand    delivery    and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery  trimmings,  75  and 
121^  p.c. 

Files  and  Baspg — 
Disston's,  Great  Western  Amer- ican, Kearney  &  Foot,  Olobe,  all 
7  Black  D  nd  and  Nichoison 
6  -3;  Jowett'p  (English  list).  27i 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 Adze  eye  nail  hammer,  10 
oz.,   doz   1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,    doz   7  00 Farriers  hammers,  10  oz., 
doz  5  00 Tinners    setting,     H  lb., 
doz  *  50 
Machinists,   %   lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. and  over    0  o6 
Sledge,  Masons,  5  lbs.  and over    ^  08 
Sledge,  Napping,  up  to  2 
lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — Pamson,  best  quality,  50  per  cent. 
Sidewalk  and  stable  scrapers, 
net,  $2.25. 
Wood    hay    rakes,    45    and  10 
per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50  per  cent. 
Heavy  T  and  strap,  4-in.,  100 
lbs.   net,   $7.25;   Heavy  T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw  hook   and  hinge,  $3.50, 
$4.50. Crate  hinges  and  back  flaps,  65 and  5  p.c. 
Chest  hinges  and  hinge  hasps, 65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. Hooks — Bright  wire  screw  eyes,  60 

p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove  pipe   eyes,   kitchen  and 
square   hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 
Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 and  5. 
Locks  and  Keys— Canadian  50  and 

19  per  cent. 
Mallets —  Tinsmith',    2%  x 

5y^  in.,  per  doz   1  25 
Carpenters',    round  hick- ory,, 6  in   1  96 
Lignum  Yitae,    round,  5 
inch    2  40 
Caulking,  No.   8,  oak....  16  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,      16  V4 cents  per  lb. 
Drilling  hammers,  6  cents  per 
lb. 

Crowbars,    3  %    cents   per  lb. 
Oilers— Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,  5  gallon,  per  doz., 
$10.00. Davidson  oilers,   40  p.c. 
Zinc  and  tin,  50  p.c. 
Coppered  oilers,   50  p.c. Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,   fancy,     30   to     36  per 
cent. 

Rope  and  Twine — Sisal  rope   0  09| 
Pure  Manilla  rope    0  u\ 
"British"    Manilla    ...   0  11 
Cotton,  3-16    inch  and 
larger    0  24 
Russia   Deep   sea    ....  0  16 
Jute    0  09i 
Lath  Yarn,  single.  ...  0  08 
Lath  Tarn,  double    ...  0  08? 

Sisal   bed  cord,   48  feet, 
per  doz  0  66 

Sisal    bed    cord,    60  feet, 
per   doz   0  80 

Sisal   bed    cord,    12  feet, 
per  doz   o  95 

Cotton  clothes  line,  off. 
Bag,  Russian  twine,  per 
lb.    0  27 
Wrapping,  cotton,  3-ply twine    0  26 
Wrapping,    cotton  4-ply twine    0  30 
Mattress  twine,  per  lb.  0  45 
Staging   twine,    per   lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 10. 
Iron  Burrs,  60  and  10  and  10 

per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12  V4  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Rivet  Sets — Canadian,  35  to  37% 

per  cent. Sad  Irons — Mrs.    Potts,  No. 
55,  polislied,  per  set   0  90 
Mrs.  Potts,  No.  50,  nickle- 
plated,  per  set   1  00 
Mrs.   Potts,   handles,  jap- 
aned,  per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  50 
Asbestos,   per  set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  %  lb.  each,  per 
100    lbs  2  40 
Solid,  3  to  30  lbs   1  65 

Sash  Oor* — No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   85  10  and  12i 
Wood,  R.H.,  bright  80  10  and  12i 
Wood,  F.H.,  brass  .  .75  10  and  12J 
Wood.  R.H.,  brass  ..70  10  and  12* 
Wood,  F.H.,  bronze  70  10  and  124 
Wood,  R.H.,  bronze  65  10  and  12i Drive  screws   85  10  and  12^ 
Set,   case  hardened.. 60 
Square  cap   50  and  05 
Hexagon   cap   45 Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — Flat  head,  iron  and  brass,  85 
per  cent. Fillister  head,  iron,  30;  brass, 
25  per  cent. 

Shovels  and  Spades — Canadian,  No.  1  and  2  grade,  60 and   2^^.  p.c. 
\o.  3  and  4  grade,  50,  45  and  2i 

per  cent. 
Soldering  Irons — Base,  per  lb.,  28  cents. 

Sap  Spouts — 
Bronzed  Iron  with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs..  .  5  70 
Bed,  100  lbs..  No.  14   6  75 
Blind,  per  lb   0  12 
Coopers'    staples,   45   per  cent. Bright  spear  point,  75  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths.  .   8  18 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz...  1  85 Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  Wi,  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tinn- ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tucks,  35;  leather  car- pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10 ;  trun^  nails,  tin- ned and  blued,  65  and  10 ;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 
75;  saddle  nails,  in  papers.  10; 
saddle  nails,  in  bulk,  IS ;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  gluziers'  points,  5; double  pointed  tacks,  papers,  90 
and  10 ;  double  pointed  tacki,  bulk. 
55 ;   clinch  point  shoe  rivets,  45 

and  10;  cheese  box  taeks,  87 
trunk  tacks,   80   and  20;  straw- berry box  tacks,  80  and  10. 
Thermometers — Tin  ease  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimming! — 45  per  cent 

Plain    and    retinned,     75  and 
12V2- 

Traps    (steel   game)  —  Newhouse, 30  per  cent. 
Hawley  &  Norton,  40,  10  knd  5 
per  cent. Victor,  60  and  6  per  cent. 
Oneida   Ju«p    (Star),    SO,  10, 
and  5  per  tent. 

Wheelbarrows — Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  83  40 

Wrought  Iron  Washers — Canadian, 
50  per  cent. Wire  Cloth — Painted    Screen,  In 
100-ft.  rolls,  $1.65  per  100  iq. 
ft.;    in    50-ft.   rolls,    $1.70  per 100  sq.  ft. 

Wire  Door  Mata — 16  x  24,  doi., 

$9.00. HOUSEFUENISHINQS. 
Stoves  and  Bangei — Gas  ranges,  50  per  cent. Stoves   and   ranges,    SO   and  6 

per  cent. Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Range  Boilers — 30-gallon,  Stan- dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15;  18x36,  $1.95. 
Flat  rim  enameled  sinks  16x'<i4 $2.65;  18.X30,  §3.10:  18x36,  ?  .  5 

Enameled  Ware — White  ware,  75 

per  cent. London   and   Princess,    50  per cent. 
Canada,  Diamond,  Premier,  60 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  steel,  60  and  10  per  cent Premier  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. Hollow  ware,  tinned  cast,  50 

per  cent.  off. Enamelled  street  signs,  40  per cent. 

Copper  Ware — Copper  boilers,  ket- tles, 50  p.c. 
Copper  tea  and  coffee  pots,  45 

per  cent. Copper  pitts,  40  per  cent. 
Galvanized  Ware — Dufferin  pat- tern pails,  50  per  cent. 

Flaring  pattern,   50  per  cent. Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  35  per  cent. — 
Copper  bottom  tea  kettles  and boilers,   35  p.c. 
Coal  hods,  40  per  cent. 
Boiler  and  tea  kettle  pitts, 

per  cent. Stamped  Ware — Plain,    75  and 
12%  per  cent. Retinned,  75  and  12%  p.o. 

Silverware — HoUoware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $18; 
No.  5,  $16;  f.o.b.  Toronto, 
Hamilton,  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  Ot- tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machmei — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re-act.   per   doz.  77  60 Dowswell    62  50 
New  Century,   Style  A..  101  25 Ideal  Power   180  00 
Daisy    73  25 
Stephenson    74  00 
Puritan  Motor   165  00 
Connor,  improved    52  50 Ottawa    56  00 
Connor  Ball  Bearing.  ...  112  60 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 
Royal   Canadian,    11  in., 
doz   47  75 
Eze,  10  in.,  per  doz.   .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  63  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  01  75 
20  per  eent. 
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ACKS 

Only  by  looking  through  our  complete 

Catalogue  can  you  get  a  conect  idea 

of  the  variety  of  Blacks  we  market. 

Dry  Blacks,  Blacks  in  Oil,  Blacks  in 

Japan  for  fine  coach  and  automobile 

painting.  Black  Color  Varnishes,  Bridge 

Paints  and  special  Blacks  for  railway 

uses.  No  matter  what  may  be  your 

* 'black"  need,  we  can  take  care  of  it 

with  just  the  right  quality  to  suit  your . 

purpose. 

The  Canada  Paint  Co. 

LIMITED 

Paint,  Varnish  and  Dry  Color  Makers,  Linseed  Oil  Crushers 

Factories  and  Offices — Montreal,  Toronto,  Winnipeg.    Oxide  Mines — Red  Mill,  P.Q. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention  the 

Canadian  Hardware  Stove  and  Paint  Journal 

ACCOUNT  REGISTERS 
Dominion  Register  Co.,  Toronto ALUMINUM  WABE. 
Northern  Aluminum  Co.,  Toronto. 
Ware   Mfg.   Co.,  Toronto. AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. ASH  SIFTERS. 
Collins  Mf".  Co.,  Toronto. 
E  T   Wi-ight  Co.,  Hamilton. AUGER  BITS. 
Tobin  Arms  Mfg.  Co.,  Woodstock, 

AUTOMOBUJE  ACCESSORIES. 
Canadian   Fairbanks,    Ltd.,  Mont- leal.   

AXES. 
Allan  Hills  Edge  Tool  Co.,  Gait 
James  Smart  Mfg.  Co.,  BrockviUe. BALE-TIES. 
Laidlaw  Bale-Tie  Co.,  Hamilton. 

BARN  DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. Louden  Machinery  Co.,  Guelph. 
Taylor-Forbes  Co.,  Guelph. 

BATHROOM  FITTINGS. 
Gendron  Mfg.  Co.,  Toronto. BELTING  (Leather). 
Sadler  &  Haworth,  Montreal. BICYCLE  LAMPS. 
Pollock  Mfg.  Co.,  Berlin. BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- re31 

'  BOLTS  AND  NUTS. 
Steel  Co.  of  Canada.  Hamilton. BAR  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. Hamilton    Stove    &    Heater  Co., 
Hamilton. 

Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. BRACES. 
E.  0.  Atkins  &  Co.,  Indianapolis, Ind. 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. Dart  Union  Co.,  Toronto 

BROOMS  AND  BBUS;HES. 
Boeckh  Bros.  Co.,  Toronto. 
Thomas  Bryan,  Ltd.,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. Belleville  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton    Stove    &     Heater  Co., 

Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O. 
Canadian  Yale  &  Towne  Co.,  St. 

Catharines. 
BURNERS. 

Ontario    Lantern    &    Lamp  Co., 
Hamilton. 

CANS  (Milk). 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.   Davidson   Mfg.    Co.,  Mont- real. 

CARBORUNDUM. 
Carborundum    Co.,    Niagara  Falls, 

N.  Y. 
CARRIAGE  HEATERS 

Chicago  Flexible  Shaft  Co.,  Chicago, 111. 
CASH  REGISTERS. 

Dominion  Register  Co.,  Toronto. CEMENT. 
B.  &  3.  H.  Thompson,  Montreal. 

CHURNS. 
J.  H.  Connor  &  Sons,  Ottawa. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 

CLIPPING  MACHINES. 
B.  &  S,  H.  Thompson  Co.,  Mont- real. 
Chicago   Flexible   Shaft   Co.,  Chi- 

cago. CLOCKS. 
Western  Clock  Mfg.  Co.,  La  Salle, HI. 

CLOTHES  DRYERS. 
r)uminer-Do wswell  Ltd.,  Hamilton CLOTHES  MANGLES  AND 

WRINGERS. 
Cummer  Dowswell,  Ltd.,  Hamilton. 

D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. COAL  SHUTES. 
Clare  Bros.,  Preston. 
Gait  Stove   &  Furnace  Co.,  Gait. 

CONTRACTORS'  TOOLS. Allan  Hills  Edge  Tool  C^o.,  Gait 
Gait  Stove  &  Furnace  Co..  Gait. 

CORDAGE  AND  TWINE. 
Scythes  &  Co.,  Toronto. 

CORRUGATED  IRON. 
Gait  Art  Metal  Co.,  Gait. 
A.  0.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Metallic  Roofing  Co.,  Toronto. 

COTTON  DUCK. 
Scythes  &  Co.,  Toronto. 

COW  TIES  AND  CHAINS. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- 

ton. Oneida  Community,  Ltd.,  Niagara 
Falls,  Ont. 

Dorken  Bros.,  Montreal. 
CUTLERY. 

H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. 

DE-HORNERS. 
R.  W.  MoKenna,  Toronto. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor  Forbes  Co.,  Guelph. 
Louden  Machinery  Co.,  Guelph 

DRILLS   (Hand  and  Power). 
Canadian  Buffalo  Forge  Co.,  Buf- falo. 

EAVETROUQHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Sheet  Metal  Products  Co.,  Toronto. 
Gait  Art  Metal  Co..  Gait. 

EDGE  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

EGG  CRATES 
Cummer-Dowsvvell  Ltd.,  Hamilton 

ENAMELED  WARE. 
Thos.    Davidson   Mfg.    Co.,  Mont- real. 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. 

FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 
FEED  AND  LITTER  CARBIESS, 
Louden  Machinery  Co.,  Guelph. FILES. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Harnett  Co.,  Philadelphia, 

Pa. 
FIRE    PLACX    BASKETS,  AND- 

IRONS, ETC. 
Enterprise  Foundry  Co.,  Sack- ville,  N.  B. 
James  Stewart  Mfg.  Co.,  Wood- 

stock. 
FISHING  EQXnPM£NT. 

Marble  Arms  Mfg.  Co.,  Gladstone, 
Mich. FOOD  CHOPPERS. 

D.  Maxwell  &  Sons,  St.  Marys. FORGES. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

FRUIT  JARS. 
Consolidated  Fruit  Jar  Co.,  New 

Brunswick,  N.  J. 
FURNACES  (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 

ton. Can.    Heat.    &    Vent.    Co.,  Owen 
Sound. 

Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place 

Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove     &    Heater  Co., 

Hamilton. 
Hall  Zryd  Foundry  Co.,  Grimsby. 
MoClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.    Norsworthy   Mfg.    Co.,  St. Thomas. 
^Pease  Foundry  Co.,  Toronto, 
'jai.  Smart  Mfg.  Co.,  Brockville. Jai.  Stewart  Mfg.  Co.,  Woodstock. FURNITURE  SHOES  (Sliding). 
Onward  Mfg.  Co.,  Berlin. GALVANIZED  IRON. 
A.  0.  Leslie  &  Co.,  Montreal. 
McOlary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Oo.,  Toronto. 
B.  &  Q.  H.  Thompson,  Montreal. 
U.  S.  Steel  Products  Export  Co., 

Montreal. 
GAS  RANGES. 

Burrow,  Stewart  &  Milne,  Hamil- ton. 
Gurney  Foundry  Co.,  Toronto. Hamilton    Stove    &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 
GAS  STOVES  AND  HEATERS. 

Taylor  k  Boggis  Fdry.  Co.,  Cleve- land, 0. 
Collins  Mfg.  Co.,  Toronto. GATES. 
Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal. 

GLASS. 
Consolidated  Plate  Glass  Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcy  &  'Co.,  Toronto. GO-CARTS. 
Gendron  Mfg.  Co..  Toronto. 

GRINDSTONES. 
Cleveland  Stone  Co.,  Cleveland,  0. GUNS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. HAMMOCKS. 
Gait  Robe  Co.,  Gait. HANDLES. 
W.  0.  Crawford,  Tilbury,  Ont. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. HOCKEY  STICKS. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. 

HORSE  SHOES. 
Steel  Co.  of  Canada.  Hamilton. 

ICE  CREAM  FREEZERS. 
McClary  Mfg.  Co.,  London. 
North  Bros.,  Philadelphia,  Pa. 
Sheet  Metal  Products  Co.,  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. JOIST  HANGERS. 
Taylor  Forbes  Co.,  Guelph. KALSOMINE. 
A.  Ramsay  &  Son,  Montreal. KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait. LADDERS. 
Stratford  Mfg.  Co.,  Stratford 

LAMPS  AND  BURNERS. 
Ontario    Lantern    Si    Lamp  Co., Hamilton. 
Collins  Mfg.  Co.,  Toronto. 

LANTERNS. 
Thos.    Davidson   Mfg.    Co.,  Mont- real. 

Ontario    Lantern    &    Lamp  Co., Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  &  Co.,  Hamilton. LAWN  MOWERS. 
D.  Maxwell  &  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co.,  Ltd.,  Stratford. LEVELS. 
Stanley   Rule    &   Level    Co.,  New 

Britain,  Conn. LIGHTNING  RODS. 
Empire   Lightning  Rod  Co.,  Win- nipeg. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Rice-Knight  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. 
Belleville  Hardware  &  Lock  Mfg. 

Co.,  Belleville. Hamilton    Stove    &    Heater  Co., 
Hamilton. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LUBRICATORS. 
Penberthy  Injector  Co.,  Windsor. 

LUMBERING  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait 

MANGLES. 
Taylor  Forbes  Co.,  Guelph. 

METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. METAIi  POLISHES. 
Wondershine,  Limited,  Toronto. 
Nickle    Plate    Stove    Polish  Co Windsor,  Ont. 
METAL  SHINGLES,  SIDING,  Etc. Metallic  Hoofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 

MOPS  (Self- wringing). 
Tarbox  Bros.,  Toronto 

MOTOR  ACCESSORIES. 
Canadian     Fairbanks     Co.,  Ltd 

Montreal.  
'' 

Pollock  Mfg.  Co.,  Berlin. NAILS  (Wire). 

H.  S.  Howland,  Sons  &  Co  To- 

ronto. ' 

Imperial   Steel   &   Wire  Co.,  Col- lingwood,  Ont. 
Laidlaw  Bale-Tie  Co.,  Hamilton 
U.  S.  Steel  Products  Co.,  Montreal Parmenter  &  Bullock,  Gananoque Steel  Co.  of  Canada,  Hamilton. 

OFFICE  EQUIPMENT. Dominion  Register  Co.,  Toronto Goldie  &  McCulloch,  Gait. 
Monarch  Typewriter  Co.,  Toronto National    Cash    Register   Oo.  To- 

ronto. ' 

OILED  CLOTHING. 
Scythes  &  Co.,  Toronto. 

OILERS. 
Thos.  Davidson  Mfg.  Co.,  Montreal Hero  Mfg.  Co.,  Philadelphia,  Pa MoClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 

OIL  STOIJES. Carborundum    Co.,    Niagara  Falls 

N.  Y.  ' 
Pike  Mfg.  Co.,  Pike,  N.  H. 

OIL  STOVES. 
Thos.    Davidson   Mfg.    Co.,  Mont- 

real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

OIL  STORAGE  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 

OVEN  DOOR  SPRINGS. 
U.  S.  Steel  Products  Co..  Montreal. 

PAINTS  AND  VARNISHES. 
Brandram  Henderson,  Ltd.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 
International  Varnish  Co.,  Toronto. 
Glidden  Varnish  Co.,  Toronto. 
R.  C.  Jaraieson  &  Co.,  Montreal 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Pratt  &  Lambert,  Buffalo. 
Pinchin  Johnston  Co.,  Toronto. 
A  Ramsay  &  Son,  Montreal. Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &  Wire   Co.,  Col- lingwood. 
John  Lysaght,  Ltd.,  Bristol,  Eng., 

and  Montreal. 
POST  HOLE  DIGGERS. 

Erie  Iron  Works,  St.  Thomas. 
PLUMBING  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Dart  Union  Co.,  Toronto 
Hamilton  &  Stott,  St.  Thomas. 

PROPELLER  FANS. 
Canadian  Buffalo  Forge  Co.,  Mont- 

real. 

RAKES  (Lawn). 
Erie  Iron  Works,  St.  Thomas. 

RASPS. 
Nicholson  File  Co.,  Port  Hope. 

RAZORS. 
Gillette   Safety  Razor  Co.,  Mont- real. 
International      Distributing  Co., 

Montreal. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

RAZOR  HONES. 
Carborundum    Co.,   Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike.  N.  H. 
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PINCHIN,J0HNSON'^a)L<C^>LlMITED. 377-387  CAftLAW  AVENUE.  TORONTO,  CAN. 

Buffalo  Ball  Bearing  Post  Drills.  We  make  a  complete 
line  for  Blacksmiths,  Horse  Shoers,  Farmers,  etc. 

BufTalo  Forge  No.  650  with  the  Famous 
"200  Silent  Blower,"  1911  model. 

No.  625 

The  World's  Standard  Rivci 
Forge.  Has  full  size  12-inch 
blower,  operated  by  crank. 
Will  last  and  do  good  work 
years  after  other  forges  are 
worn  out. 

"MADE  IN  CANADA" 

Catalogue  No.  144 
on  request 

Forges,  Blowers,  Drills 
and  Exhaust  Heads 
The  eyes  of  every  user  of 
blacksmith  tools  are  upon  the 
"Butfalo  "  line.  If  you  want 
to  travel  along  the  line  of 
least  resistance,  offer  your 
customer  the  "Buffalo" forges,  drills,  blowers, 

punches,  shears  and  other  blacksmith  tools.  Ask  us  for 
catalogue  and  information  which  will  bring  to  you  trade 
which  may  now  be  passing  by  your  door. 

Canadian  Buffalo  Forge  Co.,  Limited 
MONTREAL Buffalo  Exhaust  Head 

When  writlne  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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EAZOE  STROPS. 
Carborundum    Co.,    Niagara  Falls, Ont. 
J.  Wiss  &  Sons.  Newark,  N.  J. 

EEGISTEES  (Warm  Air). 
Canadian  Heating  &  Ventilating 

Co.,  Owen  Sound. 
Clare  Bros.,  Preston. 
Ferrosteel  Co.,  of  Canada,  Bridge- burg. 
Gurnev  Foundry  Co.,  Toronto. 
Hamilton  &  Stott,  St.  Thomas. 
McCIary  Mfg.  Co.,  London 
■lames    Stewart    Mfg.    Co.,  Wood- 
James  Smart  Mfg.  Co.,  Brockville. 
Tuttle  &  Bailey  Mfg.  Co.,  Bridge- burg. 

ROOFING  (Metal). 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Winnipeg  Ceiling  &  Roofing  Co., Winnipeg. 

ROOFING  (Prepared). 
Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Roofing  Co.,  Toronto. 
H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Canadian  H.  W.  Johns-Manville Co.,  Toronto. 
REFRIGERATORS  AND  ICE 

CHESTS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

RUBBER  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., 

Toronto. 
RULES  AND  TAPES. 

Lufklt  Rule  Co.  of  Canada,  Wind- 
sor. 

Stanley  Rule  &  Level  Co.,  New 
Britain,  Conn. 

SAD  IRONS. 
Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McClary  Mfg.  C'^  ,  London. Taylor  Forbes  Cv  .  Guelph. SAFES. 
Goldie-McCulloch  Co,,  Gait. 

SANITARY  CLOSETS. 
N.  M.  Walker,  Grimsby. 

SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,  Stewart  &  Milne,  Hamil- ton. 

SCREEN  CLOTH. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 

SCREWS. 
Steel  Co.  of  Canada,  Hamilton. 

SHEARS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

SHOVELS  AND  SPADES. 
Lundy  Shovel  &  Tool  Co.,  Peter- boro. 
Canadian     Shovel     &     Tool  Co., Hamilton. 
Erie  Iron  Works,  St.  Thomas. 

SILVER  POLISH. 
Wondershine,  Limited,  Toronto. 

SILVERWARE. 
Oneida   Community,   Ltd.,  Niagara 

Palls,  Ont. 
•Toronto  Silver  Plate  Co.,  Toronto. 

SHEET  METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  Cartridge  Co.,  Montreal. 
H.   S.   Howland  Sons  &   Co.,  To- ronto. 
Marble  Arms  Mfg.  Co.,  Gladstone, Mich. 
Owen  Sound  Steel  Press  Co.,  Owen Sound. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRAYERS. 
Collins  Mfg.  Co.,  Toronto. 

SPRINGS  AND  AXLES. 
Guelph  Spring  &  Axle  Co.,  Guelph. 

STEEL  TROUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STORE  EQUIPMENT. 
S.  G.  Bowser  &  Co.,  Toronto. 

Walker  Bin  &  Store  Fixture  Co., 
Berlin. 

National  Equipment  Co.,  Toronto. 
STOVES  AND  RANGES. 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 

ton. Canadian    Heating    &  Ventilating 
Co.,  Owen  Sound. 

Copp  Stove  Co.,  Port  William. Collins  Mfg.  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Doherty  Mfg.  Co.,  Sarnia. Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. ';ill-/i-yd  Foundry  Co.,  Hespeler. 
Hamilton    Stove    &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. Mofifat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfu-.  Co.,  Woodstock. 

STOVE  CEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 
U.   S.   steel  Products  Export  Co., 

Montreal. 
TENTS  AND  AWNINGS. 

J.  J.  Tuiner  &  Son,  Peterboro. 
TIN  PLATE. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.   Steel  Products  Export  Co., 

Montreal. 
TOOL  GRINDERS. 

Cleveland  Stone  Co..  Cleveland 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TOOLS  (Mechanics). 
Dorken  Bros.,  Montreal. 11,11.  1 1  ills  Edge  Tool  Co..  Gait. 
North  Bros.,  Philadelphia,  Pa. 

TRAPS. 
Oneida   Community,   Ltd.,  Niagara 

Falls,  Ont. 
VACUUM  CLEANERS. 

Onward  Mfg.  Co.,  Berlin. 
Pollock  Mfg.  Co.,  Berlin. 

VALVES  AND  UNIONS 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 

Penbcvthy  Injector  Co.,  Windsor. 
Dart  Union  Co.,  Toronto 

VENTILATORS. 
Canadian  Buffalo  Forge,  Co.,  Mont- real. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
Henderson    &    Richardson,  Mont- 

real. 

WATER  SERVICE  SYSTEMS. 
National  Equipment  Co.,  Toronto. 

WATER  GAGES. 
Penberthy  Injector  Co.,  Windsor. 

METAL  WASHBOARDS. 
Meakins  &  Sons,  Hamilton. 

WHIFFLETREES  (Steel). 
Canada  Steel  Goods  Co.,  Hamilton. 

WHOLESALE  HARDWARE. 
H.   S.  Howland,   Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 

WHITE  LEAD. 
Brandram-Henderson     Co.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  O. 

WIRE  FENCING. 
TJ.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &   Wire   Co.,  Col- 

lingwood. 
WIRE  ROPE. 

B.  Greening  Wire  Co.,  Hamilton. 
WOODENWARE. 

Meakins  &  Sons,  Hamilton. 

uninDiiini 

Every  Requisite  for  Painters 

Tills  means  everything  a  painter  might  ask  you 
Hairline  Brush  to  a  ton  of  Dry  Color ;  horn  a  small 
can  of  Delicate  Finish  to  a  carload  of  Paint  for  rough 

or- 

rom 

purposes. 

Ramsay*s  Complete  Line includes  absolutely  everything  for  the  Paint  Trade.  Think 
what  it  would  mean  to  you  were  you  unable  to  supply  a 

regular  paint  customer  with  some  "out-of-the-ordinary" 
article  which  he  might  want.  Handle  Ramsay's  Complete 
Line  and  always  be  ready. 

]V e  are  Ready  to  Talk  if  Over  mith  You. 

A.  Ramsay  &  Son  Co.,  Montreal 

Paint  Makers  since  '42 
Which  Makes  a  Big  Difference  to  You 

Hi 

iiiiiiiiiiiiiiii  iiiiinim 

125® 
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WANTED  and  FOR  SALE 

Ads  under  this  head  ten  cents  per  line.    Five  lines 
once  for  50  cents,  three  times  for  $1.00.    Cash  must 
accompany  order.    No  accounts  booked. 
SPECIAL  TO  SUBSCRIBERS-Every  subscriber  is allowed  one  five  line  ad  free  each  year. 

BUSINESS  CHANCES 

XTAKDWARE  BUSINESS  FOR  SALE-that  flourishinfr  and  money- making  hardware  business  of  the  late  Chas.  A.  Purvis,  in  Webbwood, 
a  going  concern,  with.horses,  drays  and  all  appliances  necessary  for  con- ducting a  successful  business.  Stock  estimated  from  88,000  to  |9,000.  Store 
and  storehouses  can  be  bought  or  rented.  This  has  been  one  of  the  best 
money-making  hardware  businesses  in  Ontario.  Apply  to  James  Purvis, Executor,  Box  125,  CANADIAN  HARDWARE,  STOVE  &  PAINT 
JOURNAL,  Toronto. 

TyANTED— Warehouse  Manager  for  Wholesale  Hardware.    Must  be  prac- ' '     tical  hardware  man  with  sufllcient  executive  ability  to  take  complete charge  of  StafF  outside  of  oftice.    State  reference  as  to  ability  and  character. 
PEART  BROS.  HARDWARE  CO.,  LTD..  Regina,  Sask.  10-12-3 

NOTICE  TO  MANUFACTURERS 

QNOWSHOES— Will  manufacturers  of  a  good  line  of  snowshoes,  suitable 
^  for  Northern  British  Columbia,  send  catalogues  and  prices,  i^ddress  T. 
W.  Falconer,  hardwai-e  merchant,  Stewart,  B.C.  10-12-1 

TINSMITHS'  TOOLS 

"I70R  SALE-COMPLETE  SET  TIMSMITHS'  TOOLS,  $1.35.  Apply  Box ^  127,  CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL, Toronto. 

"POR  SALE~One  set  Second  Hand  Tinsmiths'  Tools  with  extension  ladders. Also  shop  and  Fixture  at  Reasonable  Price.  Mrs.  Knaus  Beansejour, 
Man.  10-12-1 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
\5)4  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

The  PARMENTER  BULLOCH  CO.  Limited 
GANANOQUE,  ONT. 

Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets.  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon"Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

THE  IMPROVED    KEYSTONE  DEHORNER 
A  4-sided,  sliding,  shear  cutting,  Dehorning  Knife  that  does  its 
work  in  an  instant  with  but  an  instant's  pain.  Agricultural Colleges  and  Veterinary  Surgeons  commend  the  KEY 
STONE— The  quickest,  cleanest  and  easiest  dehomer  made. 
If  your  Jobber  cannot  supply  you,  write  me,  and  I  will  send  full 
particulars  of  my  special  proposirion  to  retailers. 

R.  H.  McKENNA,  219  Robert  Street,  Toronto. 

ROSS  &  WRIGHT 
Insurance  Couniellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET,  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  lire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 

us  when  your  loss  occurs 

We  Ship  Promptly 

Try  us  for 
We  are  sole  selling  agents 

Cordage The  Hopkins  Mfg.  Co.,  Limited 
Mfrs.  of  Bags,  Tents, 

Wrapping  Twines 

Tarpaulins,  Flags 
and 

Cotton  Duck 
The  Dominion  Waste  Mfg.  Co. , 

Limited 
Oiled  Clothing Mfrs.  of  Cotton  and Wool  Waste 

Scythes  &  Company  Limited 
TORONTO MONTREAL 

Buyers  will  Look  for  this 

Trade  Mark 

Be  ready  to  supply  them 
with  a  genuine  Cleveland Grindstone  from  our 

Berea  or  Huron  quarries— the  world's  standard  of highest  quality.  E\'ery  stone  can  be  identified  by 
this  trade  mark.  Advertising  campaign  for  bus- 

iness is  in  full  swing.  Cleveland  Grindstones  are 
made  in  all  sizes— power,  hand  and  treadle— and 
for  all  purposes,  fs^o  matter  what  the  needs  of your  trade,  you  can  get  them  from  us  at  prices  that 
insure  generous  profits.  Write  for  Catalogue  and Prices. 

/^i       1      1  c  r>  Look  for  the  trade 
1  he  Cleveland  Stone  Co.,  Cleveland,  0.    m<^rk  on  every  stone: 

Foot  Power 

J.  J.  TURNER  &  SONS 

The  Largest  Manufacturers  in  Canada  of 

Tents,  Flags,  Awnings,  Sails,  Horse  Blan- 
kets, Waterproof  Goods,  Coal  Bags  and 

every  description  of  Camping  Goods. 

Send  us  your  orders  for  Tents  and  keep  them  in  ̂ 
stocl(.  They  are  put  up  in  bags  to  k.eep  them  clean. 

J.  J.  TURNER  &  SONS 
Peterborough,  Ont. Regina,  Sask. 

HEAVY  GALVANIZED  STEEL 

No  trough  to  compare  with  this  on  the  market. 
Capacity  of  standard  size  about  1 0  imperial 
gallons  to  the  foot.    Other  sizes  made  to  order. 
Lengths,  6,  7,  8,  10,  12  ft.,  without  a  seam. 

A  Fast  Seller  to  Farmers 

STOCK  WATERING  TROUGH 

No  rivets  to  rust  out ;  the  end  is  fastened  by 
our  patented  device.  Stands  1  3  inches  high  and 
measures  1 8  '4  across  top.  Weight,  about  1  4 
lbs.  per  lineal  foot. 

Write  Now  for  Quotations 

ERIE  IRON  WORKS,  Limited,  Makers,  ST.  THOMAS,  ONTARIO 
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The  R-K  Portable  Table  Lamp 
This  beautiful  table  lamp  makes  and  burns  its 
own  gas  using  a  mantle  same  as  city  gas.  It  is 
neat,  clean  and  simple,  cannot  explode,  makes  no 
smoke  or  smell  and  is  an  ornament  in  any  home. 
Is  fitted  with  large  art  glass  dome  shade  giving  it 
a  very  neat  and  rich  appearence. 
Mr.  Dealer: — Thousands  of  these  lamps  are 
now  being  sold.  They  are  just  the  thing  that 

A  post  card  brings  oar  catalogue,  and 

RICE-KNIGHT  LIMITED 

your  customers  have  been  looking  for.  Five 
hundred  hardware  dealers  in  the  West  are  now 
featuring  and  selling  these  lamps.  Why  not  you? 
The  profit  is  large,  and  they  will  eventually  be 
sold  in  your  town.  Better  write  to-day  and  get 
the  exclusive  selling  rights  and  be  prepared  for 
the  Xmas  trade.  Your  customers  will  buy  from 
sample,  no  need  of  carrying  a  large  stock. 

circulars  of  this  lamp  in  original  colors. 

Toronto,  Ont. 

DOMINION  BOLT  AND  SCREW  COMPANY,  LIMITED,  TORONTO,  CANADA 

Independent  Manufacturers  of  High-Grade 

MACHINE  BOLTS  CARRIAGE  BOLTS  &  COACH  SCREWS 

If  your  trade  demands  the  best,  then  your  source  of  supply  should  be  our  factory.      Write  for  prices.  Pleased  to  quote 

ease EcommFurnaces 

PEASE  WAtD0NC0.,z/w7«)  . WIMMIPEG Pease  foundry  Company  pease  pacific  YomvesuMiTeD 
'  *  VANCOUVER 

-  LI  Ml  TE  O  - 
TOR  ONX  O 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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DOMINION 
MADE 

IS  A  NAME  AND  TRADE-MARK 
STANDING  FOR  THE  VERY  BEST 

IN  THE  LINE  OF 

Measuring  Tapes  and  Rules 

Our  extensive  advertising  in  Canada  has  created  a  demand 

that  every  progressive  dealer  should  be  able  to  satisfy. 

THE /(/FKiN Rule f?a.  ofQanada^Itj). 

W/NDSOJtONT. 

BLACK  DIAMOND  FILE  WORKS 
ESTABLISHED  1863 

Twelve  Medals  of  Award  at 

INTERNATIONAL 

Expositions 

INCORPORATED  1895 

Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

Copy  of  Catalog-ue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 

RED 

S 

BRAND 
WINDOW 
GLASS 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 
Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 

GLASS 

BENDERS TO 

THE 

TRADE 

DON  ROADWAY and  Ornamental  Glass TORONTO 

"OAKVILLE"  PURE  ALUMINIUM 
COOKING  UTENSILS 

"WILL  OUTWEAR  ANY  WARE" 
Each  article  made  from  a  single  piece  of  Aluminium.     No  cracks  or  seams,  will  not 
scorch  or  burn.    Heat  passes  through  aluminium  two  ot- three  times  as  fast  as  through 
tin  or  iron,  cooking  food  more  quickly.     Highly  polished  finish,  making  excellent 

displays  on  windows  or  shelves.    Their  fine  appearance  backed  by  their  finer  quality,  make  them  quick  sellers. 

Our  Guarantee — If  the  goods  are  not  satisfactory,  return  them  at  our  expense  and  we  will  return  your  money,  or  credit  your  account. 
WRITE  FOR  TERMS  AND  FULL  PARTICULARS.    PROMPT  SHIPMENT. 

THE  WARE  MFG.  CO.,  LIMITED,  Offices  :  220  King  St.  W.,  Toronto     Factory  at  Oakville,  Ont. 

When  writinc  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  ti  Paint  Journai 
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Facts  When  You  Want  Them 

You  can  have,  at  a  moment's  notice,  an  accurate, 

up-to-the-minute  statement  of  the  important  items  of  your 

business  if  you  use 

The  National  Office  Register 

This  machine  makes  printed  records  of  office 

transactions,  and  adds  and  classifies  what  it  prints. 

It  compels  a  correct  entry,  furnishes  imforma- 
tion  and  protection  on  monies  handled  and 

records  kept,  and  at  the  same  time  an  imme- 

diate personal  audit  of  any  or  all  departments 
of  the  business. 

It  saves  time,  labor  and  expense,  and  simplifies 

office  system.  Can  be  built  to  meet  your 

particular  requirements. 

Write  for  Free  Rooklet. 

THE  NATIONAL  CASH  REGISTER  COMPANY 

285  Yonge  Street,  TORONTO  Canadian  Factory:  TORONTO 
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PENBERTHY  REGRINDING 

MEANS 

"  Something  Better  in  Valves  " 

Our  New  Line 

Regrinding  Valves 
viz. 

Globe,  Angle,  Check 

and 
Horizontal,  Angle,   Vertical   and  Swing 

Check  Valves. 

"  THE  HIGH  GRADE  QUALITY  LINE  " 
Guaranteed  for  200  lbs.  pressure. 

Progressive  Hardware  Merchants 

who  have  a  reputation  for  selling  quality  g'oods  will 
be  interested  in  this  line  of  new  valves,  for  this 
reason  :  the  ever  increasing  demand  to-day  by  power 
plant  owners  and  steam  users  in  general  is  for  valves 
that  will  give  absolute  reliable  service  and  dependa- 

bility under  high  pressures  and  exacting  conditions, 
and  that  are  free  from  unnecessary  renewal  of  discs 
and  repair  parts. 

The  'Penherthy  Regrinding 
Uahe  meets  these  conditions 

WRITE  US  TO-DAY  FOR  CATALOG  AND  FULL 
PARTICULARS 

Manufactured  by 

Penberthy  Injector  Company,  Limited,  Windsor,  Ont. 
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Christmas  Suggests 

The  Gillette  Safety  Razor 

It  is  high  time  to  be  planning  your  Christmas  selling 

campaign 

—to  single  out  those  lines  which  are  naturally  most  suitable  for  Christmas  gifts 

— particularly  for  Christmas  gifts  to  men  (for  whom  acceptable  presents  are  so  scarce) 

— and  to  see  that  you  have  on  hand  an  ample  stock  of  these  best  sellers. 

Among  men's  Christmas  gifts  the  GILLETTE  Safety  Razor  stands  out  prominently  as 
a  leader  in  attractiveness,  in  every-day  usefulness  and  m  sales.  The  handsome 

GILLETTE  Sets,  well  displayed  in  windows  and  on  counters,  make  a  powerful  appeal 

to  every  man,  and  even  more  to  every  woman,  who  is  looking  for  a  really  fine  present 
for  a  friend  or  relative  of  the  bearded  sex. 

Have  you  prepared  to  stimulate  this  demand  with  a  big  assortment  of  GILLETTE 

Sets,  in  Standard,  Pocket  Edition  and  Combination  Styles  ? 

If  you  haven't,  do  not  delay  your  order,  for  all  signs  point  to  an  exceptionally  heavy 
trade  fhis  season.  Already,  even  with  the  increased  capacity  which  our  new  building 

gives,  we  are  forced  to  work  overtime. 

Don't  wait  till  the  inevitable  rush  is  on,  and  shipments  may  be  delayed,  but  give  us  a 
chance  to  supply  you  now,  when  we  can  do  so  promptly  and  to  your  entire  satisfaction. 

The  Gillette  Safety  Razor  Co, 

of  Canada,  Limited 

Office  and  Factory: 

The  New  Gillette  Building 

Montreal 

KNOWN  THE 
WORLD  OVEft 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware.  Stove  &  Paint  Journal 
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Christmas  Suggestions 

That  will  bring  you  Profits  and  Prestige 

Many  Merchants  fail  to  realize  the  amount  of  business  missed  at  Christmas  Season  through 

keepmg  a  hmited  choice  for  patrons.  Everybody  is  desirous  of  "  suggestions  " — few  know 
definitely  what  they  intend  buying.  Keep  your  stocks  up-to-date  and  let  your  customers 
have  a  varied  choice.  Order  in  small  quantities  if  you  like  but  have  a  good  selection  to 

entice  custom.  We  name  some  appropriate  articles  below  and  invite  your  enquiries  for 

full  particulars  and  prices. 

Cutlery — Dessert  and  Dinner  Knives  and  Forks,  in  cases. 
Silver-plated  Dessert  Knives  and  Forks,  pearl  handled,  in  cases. 
Dessert  and  Dinner  Sterling  Silver  Handle  Knives  and  Forks, 
in  cases. 

Meat  and  Game  Carvers,  in  cases. 

Percolators  and  Chafing  Dishes — Fine  showing  in  Nickel,  Copper  and 
Brass 

Brassware — Our  handsome  collection  includes — Candlesticks,  Fern  Pots,  Jar- 
dineres,  Flower  Baskets,  Kettles,  Curates,  Trays,  Writing  Sets 
and  Smoker  Sundries,  etc. 

Silverware — A  really  splendid  showing  in  newest  designs.  Among  them  we  stock — 
Entree  and  Pudding  Dishes,  Trays,  Toast  Racks,  Fern  Pots,  Tea 
Sets,  Sugar  and  Cream,  Cake  Baskets  and  Candleabras. 

Cut  Class — Exquisite  designs  cut  from  the  French  Blanks. 

Fireplace  Furnishings — Novel  designs  in  Brass  Fire  Sets,  Andirons,  Coal 
Hods  and  Fenders. 

Razors — Old  Style  Razors  in  best  English  and  German  makes. 

Safety  Razors — Auto-Strop,  Gillette,  Gem  Junior  and  Sharp  Shavr. 

Rifles — Suitable  for  presents  to  men  and  boys.  We  carry  rifles  of  the  following  well- 
known  makes — Stevens,  Winchester,  Marlin,  Savage  and  Remington 
ni  single  shot  and  repeaters. 

Some  of  our  Sporting  Coods — Boxing  Gloves,  Punching  Bags,  Hockey 
Sticks,  Hockey  Skates,  Snow  Shoes  and  Moccasins,  Toboggans,  etc. 

RICE  LEWIS  &  SON 

LIMITED 

Toronto  Established  1847  Ontario 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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EVERY  HOTEL  AND  HOME 

SHOULD  HAVE  A  MANGLE 

and  every  hardwareman  can  sell  a  few  if  a 
selected  list  of  possible  buyers  is  canvassed. 

Labor  Saving  Devices  are  in 

Demand  Because  Help  is  Scarce 

A  little  intelligent  effort  should  therefore  result 

in  the  sale  of  many  mangles  in  your  neighborhood. 

Order  a  few  samples  for  display  in  your  store 
and  place  their  advantages  before  those  who  have 
considerable  laundry  work  to  do.  Circularize  and 
canvas  them  and  many  sales  should  result. 

The  "WOODYATT"  is  built  for  use  on  a  table  while  the  "VICTOR"  is  completely  equipped  for  the  most 
modern  laundry.  Both  are  built  of  the  very  best  materials,  having  hard  maple  rolls.  The  "Woodyatt"  weighs  45  lbs. 
and  has  24  x  3>2  inch  rolls  while  the  "Victor  weighs  200  lbs.,  having  rolls  24  x  5  inches  in  size. 

You  can  order  these  goods  through  your  jobber,  but  if  he  has  neglected  to  sell  you  this  line 
write   us   at  once  and  we  will  send  you  full  particulars  and   quote  you  favorable  prices. 

TAYLOR-FORBES  CO.,  LIMITED Taylor-Forbes  Co.,  246  Craig  St.,  Montreal 
H.  G.  Rogers,  53  1-2  Dock  St.,  St.  John,  N.  B. 
Canadian  United  Mfrs.  Agency,  London,  Eng. 

Head  Office  and  Works: 

GUELPH,  ONT. 
H.  F.  Moulden  &  Son.Travellers'  Bldg.,Winnipeg 
W.  A.  MacLellan,  Vancouver,  B.C. 
J.  B.  H.  Rickaby,  Victoria,  B.C. 

When  writing  to  advertisers,  kindly  mention  tl»e  Canadian  Hardware,  Stove  &  Paint  Journal 
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Farm  Buildings  Worth  $22,000 

JUST  to  show  the  satisfaction  our  "  Samson"  Ready  Koohng  gives,  here 
is  an  illustration  showing  farm  buildings  valued  at  $22,000.  These 

buildings  are  roofed  entirely  by  "  Samson"  Ready  Roofing  which  can 
be  depended  upon  at  all  times. 

"Samson"  Reaay  Roofing 

GIVES  GOOD  SERVICE. 

There  is  a  very  wide  field  for  the  sale  of  "Samson"  Ready  Roofing  and  the  dealer  can 
be  assured  that  his  roofing-  is  warranted  to  give  entirely  satisfactory  service. 

"Samson"  Ready  Roofing  is  weatherproof  and  fire-resisting.  It  is  economical  and 
easy  to  apply. 

Send  Us  Your  Orders 

H.  S.  Howland^  Sons  &  Co.^  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY  TORONTO  OUR  PRICES  ARE  RIGHT 

GRAHAM  NAILS  ARE  THE  BEST 

When  writing  to  advertiierg,  Icindly  mention  tbe  Canadian  Hardware.  Stove  b  Faint  Journal 
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LUNDY 

SHOVELS 

are  known  from  coast  to 

coast  for  their  strong  con- 
struction and  durability  and 

are  in  use  on  the  largest 
construction  works  in  a! 

parts  of  Canada. 

TRADE  MARK 

'Our  Round 
Point  Socket 
Strap  Plain 
Black  Shovel 

The  Shovel  that 
Stands  the  Test 

We  make  Welded  Shovels 

because  experience  proves  and 
the  trade  demands,  Shovels  that 

are  stronger  and  more  durable  than 
other  makes. 

Order  from  ̂ our  nearest 
Jobber  or  direct  from  us 

Write  for  Catalogue  and  Prices,  address 

The  Lundy  Shovel 

and  Tool  Co.,  Limited 

PETERBOROUGH      -  ONTARIO 

or  any  of  our  Selling  Agents 

Ontario 

Quebec 
Manitoba  and 
Saskatchewan 
Alberta 
British  Columbia 

N.  B.  Misener,  Toronto 
Delorme  Bros.,  Montreal 

Tees  &  Persse,  Limited,  Winnipeg 

Tees  &  Persse,  Limited,  Calgary 
E.  E.  Crandall,  Vancouver 

THE  FILES 

THAT 

SELL  BEST 

Superior  quality,  coupled  with  advertising 
which  has  made  their  merits  known  all 

over  the  world,  has  created  a  demand  for 

Nicholson-made  files  and  rasps  that  it 

pays  wide-awake  retailers  to  profit  by. 

"NICHOLSON-MADE"  assures  every 
file  buyer  honest  value,  guaranteed  by  the 

prestige  gamed  during  half  a  century  of file  making. 

Careful  buyers,  in  in- 
creasing numbers,  are 

ordering  their  files  by 

name.  It's  a  deciding 
factor  in  making  a  sale to  say : 

"  It's 

Nicholson- 

Made." The 

Best 

Brands 

Eagle,  Globe 
Great  Western 
American, 

Kearney  &  Foot 

Arcade,  McC  lellan 

J.  B.  Smith 

Made  in  Canada  and  sold 

by  all  Hardware  Jobbers. 

NICHOLSON 

FILE  COMPANY 

Port  Hope,  Ont. 

When  writine  to  advertisera,  kindly  mention  the  Canadian  Hardware,  Stove  li  Paint  Journal 
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"There  is  No  Question 

About  the  Quality  of 

These  
Goods^' 

I 

Extract  from  the  Report  of  the 

Purchasing  Agent  of  a  Cana- 

dian Railway  Company. 

Allan  Hills  Edge  Tool  Co. 

LIMITED 

Gait        -  Canada 

Western  Representative :    N.  J.  DINNEN,  141  Bannatyne  Ave.,  Winnipeg,  Man. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware.  Stove  &  Paint  Journal 
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Sureness 

Penetration Killing  Power 

The  Portland  Power  Washer 

Has  a  3-Year  Gilt  Edge  Guarantee. 

Requires  Only  18  to  20  lbs.  Pressure 

to  drive  the  direct  drive  motor. 

There  is  no  Gearing — hence  no  Friction  or  Lost 

Motion — No  Oiling — Price  within  reach  of  all. 

A  profitable  line  for  the  dealer.    Let  us  ship  you 
a  trial  lot. 

Sole  Canadian  Agents  for 

Portland  Mfg.  Co.,  Portland,  Mich. 

The  Largest  Manufacturers  of  Washing 
Machines  in  the  World. 

Immediate  Shipments  From  Stock 

Henderson  &  Richardson 

Formerly  J.  A.  HENDERSON 

Board  of  Trade  Building,  MONTREAL 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  ti  Paint  Journal 
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PROFITABLE  LINES 

For  Every  Hardware  Dealer 

Fairbanks-Morse  "Eclipse  "  Pumper 

VERY  hardware  dealer  should  be  familiar 

with  the  lines  carried  by  The  Canadian 

Fairbanks-Morse  Co.,  Limited. 

We  would  like  to  draw  your  attention  to  the 

Fairbanks-Morse  "  Eclipse  "  Pumper.  This  is  an 
outfit  which  should  be  known  by  every  hardware- 
man.  Write  us  and  let  us  tell  you  more  about 

this  wonderful  outfit.  A  regular  gasoline  engine 

which  will  do  many  odd  jobs  around  the  farm, 

and  its  price  makes  it  within  reach  of  everyone. 

Remember,  when  ordering  your  supplies,  that 

we  carry  Valves,  Scales, 
Steam  Goods  and 

Plumbers'  Supplies, 
Roofing,  Transmission 

Appliances,  Small  Tools, 

Pumps  and  Farm  Ma- 
chinery. Before  ordering 

write  and  get  our  catalogs. 
A  card  to  our  nearest 

branch  will  bring  them 

to  you. 

Fairbanks  Standard  Scales 

The  Canadian  Fairbanks -Morse  Co. 
UMITED 

Fairbanks  Standard  Scales — Safes  and  V aults 
Fairbanks-Morse  Gas  Engines 

MONTREAL 
ST.  JOHN 
OTTAWA 

TORONTO 
WINNIPEG 
CALGARY 

SASKATOON 

VANCOUVER 
VICTORIA 

When  writinc  to  ■dvertii«rt,  kindly  mention  tli*  Canadian  Hardware,  StOT*  ft  Faint  Jonrsal 
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Switch  those  Mail 

Orders  for 

LEATHER 

BELTING 

into  your  own  order  books 

The  factories  in  and  around 

your  town  are  constantly  buy- 

ing belting.  All  their  orders 

are  mail  orders,— with  a  few 

possible  exceptions. 

Why  don't  you  put  in  a 
stock  of  standard  sizes  and  get 

this  business  ?  The  buyers 

would  much  rather  get  it  from 

your  stock  a/  once  than  wait 

for  it  to  come  by  freight  or 

express. 

Let's  talk  it  over  anyway. 
Write  to-day. 

Tanners  and  Manufacturers 

MONTREAL 
511  William  St. 

ST.  JOHN,  N.  B. 
89  Prince  William  St. 

TORONTO 
38  Wellington  East 

VANCOUVER 
27  Columbia  Ave. 

WINNIPEG 
244  Princess  St. 

For  over  35  years  the  mal{ers 
of  the   best    leather  bells. 

Rome"  Design 

BUILDERS'
 HARDWARE
 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  Furnace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 

Bungs,  etc.,  etc. 

Send  for  complete  descriptive 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

<&ipM>  Ohio 

Whtii  wrltljn  to  «dv«rti»eri,  kiadly  mention  tlie  Canadian  Hardware,  Stove  &  Paint  Journal 
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MAXWELL'S  
"JEWEL" 

FOOD  CUTTER 

The  "Jewel"  Food  Cutter  illustrated  above  is  a  smooth- working, 
quick-cutting,  thoroughly  reliable,  Canadian-made  machine  at  a 
price  within  the  reach  of  all  your  customers. 

With  each  size  of  machine  go  five  cutting  plates,  providing  for  every 
class  of  work,  while  the  range  of  sizes  enables  you  to  meet  the 
needs  of  the  smallest  household  or  the  big  hotel. 

We  are  the  only  manufacturers  of  Food  Cutters  in  Canada,  and  we 

guarantee  the  Maxwell  Cutters  to  be  superior  in  quality  and  finish 
to  any  of  foreign  manufacture. 

]Vrite  for  Catalogue  of  the  Maxwell 
Line  of  Household  Labor  Savers  to 

DAVID  MAXWELL  &  SONS,  St.  Mary's,  Ont. 

When  writing  to  advartiiois,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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PERFECTION 

Ankle  Support 

All  Skaters  Need  Them 

All  Skaters  Like  Them 

A  Seasonable  and  Fast 

Selling  Line 

Made  of  steel  and  so  constructed  that 

by  means  of  a  hinge  and  sliding 

attachment  the  ankles  may  bend  for- 
ward or  backward  while  it  is  impos- 

sible for  them  to  go  sideways. 

Order  a  sample  dozen  and  show 
them  to  your  customers — those  who 
sl^ate  and  those  who  would  lik.e  to 

— and  you'll  soon  want  more. 
Write  for  Prices  and  Circular. 

Owen  Sound  Steel  Press  Works 

Owen  Sound     -  Ontario 

StilFs  Extra 

Axe  Handles 

Sell  Quickly 

Because  they  cannot  be  surpassed  in 

QUALITY  or  FINISH  at  the  price 

for  which  they  are  offered. 

Order  a  stock  of  them  at  once  and  note 

how  quickly  they  sell  if  displayed  in  a 

prominent  location. 

Get  our  prices  before 

placing  your  orders. 

J.  H.  STILL  MFG.  CO.,  LIMITED 

ST.  THOMAS.   -  ONTARIO 
^0 

MANUFACTURERS  OF 

Children's  Vehicles  and  Reed  Furniture 

No.  14  Sleigh  No.  1149  Flexible 

Write  for  Our  Sleigh  Catalogue. 

No.  1275  Sidewalk  Sulky 

Full  Line  Shown  in  Grade  "A"  Catalogue. 

The  Gendron  Mfg.  Co.,  Limited 
TORONTO 

Wh«a  writlac  to  MlT«rtU*ri,  kiadly  mmtloa  tb*  Canadian  Hardwar*.  StoT*  *  Faint  Journal 
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BIGGEST 

TRAPPING  YEAR 

IN  HISTORY 

SHORTAGE  of  ten  million  furs  is  reported  in  London  fur  centers. 

First  Result :    Fur  prices,  now  high,  are  going  up  by  leaps  and  bounds. 

Second  Result ;  Big  prices  always  stimulate  trapping,  and  more  traps 
will  be  used  this  season  in  your  neighborhood  than  ever  before. 

The  exact  date  when  the  trapping  season  will  begin  is  uncertain,  but  nothing  is 
more  certain  than  that  it  will  do  no  harm  to  be  prepared.  When  trapping  does  begin, 

it  will  come  with  a  rush — your  customers  will  want  not  only  more  traps  than  usual, 
but  they  will  want  them  at  once. 

Don't  wait — if  you  want  to  be  sure  that  your  customers  get  the  traps  they  need. 
Order  now  of  your  jobber — if  his  line  of  traps  is  incomplete,  give  him  time  to 

get  the  sizes  you  need. 

ONEIDA  COMMUNITY,  Ltd. 

P.  S. — It  is  not  enough  to  simply  have  "traps" — you 
must  have  the  traps  the  trapper  wants.  Every  trapper 

wants  the  trap  with  the  "V." 

NIAGARA  FALLS,  Ont. 

Whra  wrltinf  to  «dT«rtii«ri,  kindly  mantion  th*  Canadian  Hardwar*,  StoT*  k  Faint  Journal 
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A  Mighty  Good  Line  for  Fall  and  Winter 

Everyone  who  drives  in  cold  weather  in  any  kind  of  a  rig  from  an  Ox  Team  to  an 

Automobile  is  a  prospective  buyer  of 

CLARK 

INDESTRUCTIBLE  STEEL 

HEATERS 

They  come  at  all  prices — from  those  with  plain  galvanized  iron  finish  to  the  nickle  plated  velvet  carpet 
covered  ones.  Order  from  your  jobber  and  be  sure  you  get  the  Clark — the  kind  that  has  stood  the 
test  of  21  wmters. 

CLARK  COAL  is  guaranteed  to  give  25  per  cent,  more  heat  than  any 
other  fuel  bricks  made.     It  ignites  easier,  heats  more  and  lasts  longer. 

Your  jobber  can  supply  you. 
Send  for  our  latest  Catalog. 

Chicago  Flexible  Shaft  Company 

250  Ontario  Street  CHICAGO 

BURMAN'S CLIPPERS 

Bring  Repeat  Orders 

and  are  rapid  sellers  on  account 
of  construction,  finish  and  price. 
A  sale  of  one  of  these  clippers 

represents  another  satisfied 
customer  —  who  will  come  back 
ao-ain  for  this   and    other  lines. o 

It  Pays  to  Handle  Barman's 

Hand  Clippers,  Power  Clippers,  Clippers  of  all  Kinds 

Large  Stock        Prompt  Shipments        Spare  Parts 

Order  through  ̂ our  jobber  or  direct. 

Sole  Agents  for  Canada 

B.  &  S.  H.  THOMPSON  &  CO.,  Limited,  Montreal 

WbM  writing  to  adT«rtU«ri,  kindly  msntion  the  Canadian  Hardware.  Stove  &  Faint  Journal 
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HE  "KOOTENAY"  5ffl 

Our  Popular 

Steel  Range 

favorably  J^nown 

from 

Coast 

to 

Coast 

A  ready  seller 

below  are  a 

few  reasons 

why  this  is  so. 

"McClary" 
on  Goods 

is  a  Quality 
Name 

The  linings  of  semi-steel  are  practically  indestructible. 

The  burnished  top  requiring  only  a  rub  with  a  rag  or  a  piece  of  paper 
reduces  cleaning  work  to  a  minimum. 

Our  new  direct  damper  at  the  back  of  the  range  saves  bending  over  the 
heated  surface. 

The  Nickelled  Oven  is  a  recognised  advantage — there  are  many  others. 

MXIaiyS 

McClary's 

Ship 

Quick Toronto       Montreal        London       Vancouver        St.  John,  N.B.        Hamilton        'Vinnipeg        C\^lgary  Saskatoon 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  StO;«  ft  Palat  Jonmal 
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The  Connor  Line  For  Fall 

is  very  complete,  including  nine 

styles  of  washing  machines  and  about 

the  same  number  of  wringers.  These 

are  shown  and  described  in  our  new 

catalog,  which  also  contains  particu- 

lars about  the  latest  improvements 

in  washing  machine  construction. 

Every  progressive  dealer  will  want 
a  copy. 

Send  us  your  name  and  address. 

J.  H  Connor  &  Son 
Limited 

OTTAWA,  CANADA 

NEW  LINE 

UNIVERSAL  CLOTHES  WRINGERS 

Plain  Bearings  and  Steel  Ball  Bearings 

Spiral  Pressure  Springs    Enclosed  Cog  Wheels 

PLAIN  BEARINGS 

No.  310E  -  -  .  -  -  Rolls,  10x1^  inches 
No.  311E       -       -       -       .      Rolls,  11x1^  inches 

STEEL  BALL  BEARINGS 

No.  317E  -  -  -  -  Rolls,  10x1^  inches 
No.  318E       ....      Rolls,  11x1^  inches 

SAME  STYLE  MADE  IN  FOLDING  BENCH. 

Send  for    Catalog  {T). 
Packed  3  and  6  in  a  case 

THE  AWerCAN  wringer  COMPANY 

/ 99  f.lAMBERS  STREET,  NEW  YORK,  U.S.A. 

j     When  writing  to  j,'*'*'^"*''^'  kindly  mention  the  Canadian  Hardware,  Stove  jt  Faint  Journal 
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A  New  Peninsular  Range 

The  Alert  Peninsular 

This  is  a  new  moderate  priced  Cast  Iron  Range  with  four  or  six  hole  top,  oven  1 8  inch  square, 
duplex  grates  and  loose  nickle  trimmings.    It  is  a  very  attractive  range  and  will  be  a  good  seller. 

No.  Covers  Size  of  Oven 
49-18  4-9  inch  18x18x11 
68-18  6-8    "  18x18x11 

Clare  Brothers  &  Co.,  Limited 

Preston       -  Ontario 

BRANCHES : 
CLARE  &  BROCKEST,  Umited,  Winnipeg  REYNOLDS  &  JACKSON,  Calgary 
RACE  HUNT  &  GIDDY,  Edmonton  J.  M.  KAINS  &  CO.,  Vancouver 

THE  MECHANICS'  SUPPLY  CO.,  Quebec 

When  writing  to  advertiters,  kindly  mention  the  Canadian  HardvTe,  Stove  &  Paint  Journal 
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The  S.M.P. 

Patent  Steam  Cereal  Cooker 
Retinned  Covers 

So  manv  peop'e  say  they  cannot  eat  oatmeal, but  our  Steam  Cereal  Cooker  helps  over  the 
difficulty.  The  kernels  are  expanded  by  the 
steam  circulating  over  them,  making  them 
tender,  delicious  and  readily  digested. 

Nos. 
Quarts  (Inside  Dish) 
Case  Lots,  Dozen 

103  10.5 
3  .5 
1  1 

135 3  and  5 
1 

Improved  Steam  Cereal  Cooker 

Nos. Pints  (Inside  Dish) 
Case  Lots,  Dozen 

The  inner  dish  is 

provided  with  a  bail. 
The  cover  fits  both 

inner  and  outer 

dishes,  so  that  the 
latter  can  also  be 
used  as  a  saucepan. 

Prices  on  Application. 

The  SHEET  METAL  PRODUCTS  CO.  of  Canada,  Limited 
Successors  to  KEMP  MANUFACTURING  COMPANY 

TORONTO Montreal 

Winnipeg 

Keep  on  the  Right  Side  of  the  Builder 

by  supplying  him  with  our  guaranteed 

LEEKNOTT  ROOFING 

as  it  will  be  nearly  as  good  as  new  when  most  of  the  ready  roofing-s  are  forgotten.  It  will  cost  you  no 
more  to  stock  Leeknott  and  it  is  by  far  the  cheapest  and  most  profitable  in  the  long  run. 

Its  high  quality  is  due  to  the  work  of  experts — the  experts  use  the  very  best  of  long  fibre  woollen  felt, 
which  is  thoroughly  soaked  and  coated  with  the  genuine  Trinidad  Lake  Ashphalt,  specially  prepared  and 
tempered  for  the  purpose.  Leeknott  has  the  wonderful  weather  and  fire  resisting  qualities,  qualities  that 
most  roofings  lack.  Every  roll  is  absolutely  guaranteed.  Rust-proof,  galvanized  special  roofing  nails,  extra 
quality  lap  cement,  and  illustrated  printed  directions  packed  in  every  roll.  Anyone  can  successfully  lay 
"LEEKNOTT." 

We  make  sales  easy  by  supporting  the  dealer  and  supplying  him  with  circulars,  etc.  Our  rolls  are 
more  attractive  and  are  certain  to  invite  enquiries. 

Write  for  full  details Agents  wanted 

Canadian  Supply  Company 

220  King  Street  West Toronto,  Ontario 
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HAMILTON  SECTION 

About  Forty  Manufacturers  of  Hardware  and  Stoves  have  their  Factories 

and  Foundries  located  at  Hamilton,  every  operation  from  the  smelting  of 
the  iron  to  the  msJcing  of  nails,  screws,  shovels,  saws,  etc.,  being  done  in  the 

"Hardware  City." 

The  Eighth  Annual  Convention  and  Exhibition  of  the  Ontario  Retail  Hard- 

ware and  Stove  Dealers'  Association  is  to  be  held  at  Hamilton  in  February, 
1913.     Make  your  plans  to  attend  it. 

Build  Up  Your  Profits 

By  handling'  our  BALE-TIES  for  baling  purposes.    Our  baling 
wire  is  all  extra  strong-  and  pliable.  ' 
LAIDLAW  WIRE  NAILS  AND  STAPLES  (all  sizes)  are  the 
Standard  for  Canada.  If  you  want  to  sell  WIRE  NAILS  of 
superior  quality,  consult  us. 
We  also  make  a  specialty  of  manufacturing  WIRE  for  CON- 

CRETE BONDING,  or,  in  fact,  for  any  purpose. 

Send  Um  a  Trial  Order 

The  Laidlaw  Bale-Tie  Co.,  Limited 
Hamilton,  Ontario 

Henry  F.  MouMen,  Winnipeg 
Geome  W.  Laidlaw,  Vancouver 

Hand  Saws  for  Christmas  Atkins  Always  Ahead 

ATKINS  STERLING  SAWS 

gVl  Make  a  ipecial   di.pky  of  the   "FINEST   SAWS  ON 
^1  EARTH,"    Put  them  in  yout  window — in  your  show  cases — alongside  your  tilverwarc,  cutlery  and  cut  glais.    Offer  them  to  the 

ihouiands  of  women  who  will  be  looking  for  a  Christmas  present. 
Sugge«t  that  ihey  giveWm  something  »hat  he  REALLY  WANTS, 

|TT  If  you  are  not  .elling  ATKINS  STERLING  SAWS,  wtite to  the  nearest  addtets  below.  Ask  for  our  special  Christmas 
outfit  of  attractive  display  boxes,  Christmas  cards  and  signs. 
We'll  be  glad  to  fix  you  up  in  fine  shape.  Wxite  to-day  and get  it  oS  your  mind. 

E.  C.  ATKINS  &  CO. 

M a  of  Sterling  Saws 

Canadian  F<ictoTS 
HAMILTON,  ONT. 
Branch,  109  Powell  Si.. 
VANCOUVER,  B.C 

WhM  vriting  to  MT*rtia«ri,  klaAly  maation  th«  Canadian  Hardware,  Stove  &  Paint  Journal 
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Crescent  Brand  Hardware 

CORRUGATED  HINGES,  1  Pr.  in  a  Box 

Butt  Hinges 

Tee  Hinges 

Strap  Hinges 

Trolley  Hangers 

Barn  Door  Hangers 

Parlor  Door  Hangers 

Hinged  Hasps  Shelf  Brackets 

Wagon  Hardware  Gate  Hooks 

Wrought  Staples  Etc. 

Wire  Steel  Bands 

Steel  Bars  Steel  Rods 

Steel  Sheets  Steel  Hoops 

CANADA  STEEL  GOODS  CO.,  Limited 

HAMILTON,  -  -  CANADA 

The  Steel  Company  of  Canada 

Limited  '^^^  v 

Prompt  Shipment 

Hay  Baling  Wire      Bale  Ties 

Stove  Pipe  Wire    Clothes  Line  Wire 

Wrought  Pipe 

White  Lead       Shot  Putty 

DISTRICT  SALES  OFFICES: 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLcnnan,  Vancouver,  B,C. 
J,  B.  H.  Rickaby,  Victori*,  B,C, 

H.  G,  Rogers,  St.  John,  N,B. 
Geo.  D.  Hatfield,  Halifax,  H.S, 

Wh«n,  wiitina  to  advertisftrs,  kindly  meation  the  Canadian  Kaifdwas*,  StOT«  &  3?ai»t  Journal 
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NEW  IDEA 

The  latest  creation  in  detachable 

Tub  Washing  Machines 

Specially,  designed  for 
homes  where  storage 
room  is  limited. 

So  simple  and  light  that 
any  woman  can  easily handle  it. 

lllllimilllillllnJTT'^'Sj^ 

LfU'ge  a  inch)  Steel  Balls  run  on  machined  bearings  of  large diameter.    Will  not  become  loose,  ricketF,  or  hard  running. Quick  Cleaners  and  Harmless 
to  Everything  but  Dirt 

IT  PAYS   TO  SELL  A   GOOD  ONE 

W.  L.  Haldimand  &  Son 
Montreal 

H.  £.  Moulden  &  Son Winnipeg Cummer- Dowswell  umited 

WhM  wrlUac  to  miwuM—rm.  kindly  maatlon  tka  Caaadian  H«r4wara,  Stay*  It  PuBt  Joomal 



CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. 
November,  1912. 

Seasonable  Brushes 

Stock  and  display  these  lines  —  They  sell  rapidly  in  the  Fall  months 

STABLE  BROOMS HORSE  BRUSHES 

FU.<NACE  BRUSHES  RADIATOR  BRUSHES 

Send  us  your  orders  fot  prompt  shipment 

MEAKINS  &  SONS,  HAMILTON 
WINNIPEG LONDON TORONTO 

Wire  Rope 

We  manufacture  different  rope  for 

different  purposes. 

Swedish  Charcoal      Crucible  Cast  Steel 

Mild  Plow  Steel        Best  Plow 

Acme  Brand  Galvanized  Strand 

Galvanized  Siemens -Martin. 

State  kind  of  rope  required  or  purpose 

to  be  used  for. 

Write  for  catalogue. 

The  B.  Greening  Wire  Co.,  Limited 

HAMILTON,  ONT.  MONTREAL.  QUE. 

Wh«a  writinf  to  »4T«rtu«r»,  kindly  mantion  tba  Caaadiin  Hardwart,  St«v«  k  laiBt  J'onnwl 
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Jewel  Stoves  and  Ranges 

Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Ever}'  modern  improvement  is  embodied  in  the  Royal  Jewel 
Range. 

They  are  made  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
and  922,  with  or  without  Reservoir,  and  with  any  equipment 
of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied. 

The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 

The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once  sold 

it  never  comes  back,  but  is  always  a  work- 
ing advertisement.  One  sale  makes  another 

and  the  demand  is  constantly  increasing. 

Make  the  Royal  Jewel  Steel  Range 

your  leader  and  you  are  sure  of  the 

best  stove  trade  in  your  locality 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 

Jewel. 
STYLE  R.  F. 

We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ind  the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 

Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 

country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels, 

Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 

The  Burrow,  Stewart  and  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 

Offices  also  at  MONTREAL,  TORONTO  and  WINNIPEG 

Western  customers  please  write  for  information  and  send  orders  to  our 

Winnipeg  Branch,  No.  130  James  Avenue 

Whan  writing  to  advortistrs  kindly  mention  tb«  Canadian  Hardware,  Stove  &  Paint  Journal 
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FIRE  SHOVELS 

Length,  15  inches. 
No.  70,  Japanned.       No.  170,  Galvanized 

Length,  16  inches. 
No.  56,  Japanned       No.  1 56,  Galvanized 

Length,  16  inches 
No.  60,  Japanned.     No.  160,  Galvanized 

Duplex-Japanned 
Nos.  7  9  11 
Length,  inches    16s        22  25 

Length,  23  inches. 
No.  57,  Japanned.      No.  1 57,  Galvanized 

E.  T.  Wright  &  Co. 
(H,  G.  WRIGHT) 

HAMILTON,  CANADA 

Agencies  at  Vancouver,  Winnipeg  and  Toronto 

The  "BAYARD"  Baby  Automatic  Pistol,  Calibre  .32(7.65  %,) 

The  Little  Giant— A  Midget 

High  Power  Automatic 

The  .32  cal.  (7.65  mm)  "BAYARD"  Pistol has  been  designed  to  meet  the  demand  for  a 
POCKET  pistol  COMBINING  EASINESS 
OF  MANIPULATION  AND  SIMPLICITY 
OF  CONSTRUCTION  WITH  MAXIMUM 
EFFICIENCY. 

Its  size  is  that  of  a  .25  cal.  pistol,  although 
it  shoota  THE  POWERFUL  .32  CAL.  CAR- TRIDGE. 

The  "BAYARD"  pistol  possesses  conse- quently THE  ADVANTAGE  of  having  a size  REDUCED  TO  THAT  OF  THE  .25 
CAL.  PISTOLS  and  a  CAL. 

OF  .32,  GENERALLY  CONSIDERED 
EFFECTIVE  and  heretofore  found  only  in 
pistols  of  greater  bulk.  These  features 
make  the  "BAYARD  PISTOL"  the  IDEAL POCKET  ARM. 

"BAYARD"  AMMUNITION 

The  .32  cal.  (7.65  mm)  "BAYARD"  Cart" ridges  adapted  to  Automatic  Pistols  of  this 
calibre  have  no  equal  on  the  market  as  to 
quality,  regularity  of  charges,  penetration, 
etc.  We  are  specialists  in  the  manufactur- 

ing of  this  class  of  ammunition  and  guar- 
antee against  misfire,  hangflre,  etc. 

FOR  SALE  BY  ALL  LEADING  WHOLESALE  HARDWARE  HOUSES 

easefca 

PEASE  WAIDON  CO.AiMiTeo    PEASE  FOUNDRY  COMPANY  .  PEASE  PACIFIC  YomViRY  umit^d 

  WINNIPEG  •   XOr'oNTO   VANCOUVER 
wuen  wrumg  to  advertisers,  Isiadly  mention  tHe  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  Test  of  Time  has  Proved  the  Worth  of 

The  "Champion  Souveni
r^^ 

For  Twenty  Years  the  Leading 

Cast  Range  on  the  Canadian  Market 

The  "Champion  S 
Made  with  Six  Cook.h 

The  beauty  of  this 

Range  helps  to  make  it 

a  good  seller,  but  its  real 
worth  is  in  the  service  it 

vs^ill  give  the  customer 
and  the  satisfaction 

dealers  have  in  doing 

business  with  pleased 
customers. 

The  "Domestic  1 
Made  With  Four  Cooi 

WE  CAN  OFFER  PROMPT  SHIPMENT  OF  ORDERS 

While  orders  for  the  "Champion  Souvenir"  have  been  very  heavy  this  year 
we  are  able  to  ship  promptly  because  of  having  prepared  for  a  big  demand. 

Send  for  "The  Test  of  Time",  an  interesting  booklet  describing  these  Ranges,  and  let  us  quote 
you  prices  on  this  line.    Let  it  he  the  leader  on  your  floor  and  it  will  be  a  winner  for  you. 

Hamilton  Stove  &  Heater  Co.^  Limited 
(Successors  to  Gurney,  Tilden  &  Company,  Limited) 

Hamilton,  Ontario 

TILDEN,  GURNEY  &  CO.,  LTD.,  Winnipeg,  Calgary,  Vancouver 

Whan  writing  to  advertisers,  kindly  mention  the  Oaam^aji  Hv4wkr«.  ttoT*  b  Pkiat  JoBni»i 
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Roast  That  Turkey  Right 

Educate  your  Customers  to  do  this  by  showing  them 

Davidson's    Sterling"  Self -Basting  Roaster 

No.  200-lU  X  181  X  8  inches. 

It  represents  the  acme  of  convenience — and  the 
uncertain  element  of  success  in  roasting  is  entirely 
eliminated  when  this  pan  is  used. 

It  positively  makes  toug'h  meat  and  poultry  tender 
and  saves  all  the  natural  juices. 

Roasting-  is  mostl)'  done  by  g^uess — baked  hard 
or  sometimes  burned  to  a  cinder. 

The  "Sterling"  will  not  permit  a  poor  cook  to 
spoil  the  turkey,  even  if  it  is  allowed  to  remain  in 
the  oven  longer  than  necessary — the  condensed 
steam  from  the  juices  will  keep  that  turkey  right — 
it  will  be  moist,  and  the  house  will  not  be  im- 

pregnated with  the  vile  odor  of  burnt  fat. 

ORDER  NOW. — They  sell  fast,  and  will  soon  be  demanded  in 
Every  Town  and  Hamlet  in  the  Dominion. 

The  Thos.  Davidson  Mfg.  Company,  Limited 
Montreal 

Winnipeg 
Toronto 

THE 

MAPLE  LEAF 

WARM  AIR 

FURNACE 

Built  upon  lines  that 

appeal  to  the  practical 
furnace  man  and  give 

the  user  genuine  satis- 
faction. 

Low  down  radiator  with  wide  flue  space  provided  with  baffle  plate,  giving  double  length  of  fire  travel ;  heavy  sectional  ribbed  firepots ;  square 
ash  pit  allowing  ample  air  to  back  of  fire  pot ;  triangular  bar  grates  of  new  pattern;  large  feed  door;  straight  casing;  and  many  more  features 
not  seen  m  everyday  furnaces;    This  exceptionally  good  furnace  sold  at  a  price  which  allows  the  dealer  to  get  a  good  profit  on  his  material  and 

time  for  installation  and  beat  out  competitors  with  quality. 

BUTTERWORTH  FOUNDRY  LIMITED 
Established  1874 

OTTAWA,  ONTARIO Incorporated  1 909 

Whoii  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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The  "Good  Cheer" Hard  Service  Heater 

You  Can't  Beat  It 

in  taking  care  of  the  heat- 

ing requirements  of  the 
store,  hotel,  public  hall, 

school  or  lodge  room,  etc. 

Everyone  says  It^s  a  Dandy 
and  just  the  heater  they 
have  been  asked  for  time 

and  again  every  season 

since  the  failing  wood  sup- 

ply displaced  the  box  stove. 

Did  it  ever  strike  you  that 

every  "Good  Cheer"  line 
has  mighty  strong  talking 

points,  and  always  some- 
thing practical,  exclusive 

and  convincing  ? 

You  need  this  line  in  your 

business 

Can't  help  being  a  powerful  heater.  Just 
look  at  the  immense  radiating  surface,  air 

blast  ring,  roller  grates,  high  ashpit  and  its 

sectional  construction  —  no  bolts,  simply 
pyramids  in  sections. 

Two  sizes  :  No.  517,  17  in.  pot;  No.  520,  20 

in.  pot. 

The  James  Stewart  Manufacturing  Co. 
Limited 

Woodstock,  Ontario 

Western  Warehouse,  156  Lombard  St.,  Winnipeg,  Man. 

Wtien  writing  to  advertisers,  kindly  mention  tlie  Canadian  Hardware.  Stove  &  Faint  Journal 
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Hamilton  &  Stott 

Consulting,  Heating  and 
Plumbing  Engineers 

PLANS  AND  ESTIMATES  MADE 

FOR  CENTRAL  HEATING  PLANTS 

Selling  Agents  in  Canada  for  the 

VERMONT  LOW 

DOWN  CLOSETS 

Every  outfit  guaranteed  for  three  years.  Once  in- 
sta.led  there  will  be  no  lost  time  in  fixing  ball  cocks 

We  are  also 
successors  to  the 

Jones  Register 

Company 

and  can  promptly 
fill  all  orders  for 

SIDE  WALL 

REGISTERS 

Howard  Hot  Air  Furnaces  and 

Howard    Hot  Water  Boilers 

Write  us  for  quotations 

ST.  THOMAS,  ONTARIO 

Quality 

There  is  quality  in  Pipe 

Couplings  and  it  is  in  the 

DART  UNION 

Pipe  Couplings 

first,  last  and  always. 

Every  time  you  furnish  your 

customer  with  a  Dart  Union,  you 

put  another  pleased  buyer  on  your 

hst.  It's  the  goods  that  give  satis- 
faction to  the  purchaser  that  brings 

him  back  for  more. 

Dart  Unions  are  guaranteed, 

two  for  one,  to  give  satisfaction. 

Isn't  that  a  pretty  good  statement  to 
make  to  a  man  face  to  face? 

There  is  profit  in  the  goods 

for  you  as  well  as  satisfaction  for 

your  customer.  Jobbers  throughout 

Canada  sell  them. 

Dart  Union  Co.,  Limited 

Toronto 

When  wrltine  to  advertisers,  kindly  mention  the  Canadian  Hardware.  Stove  b  Paiot  JounrnJ 
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STEAM  GdODi 

W-mm'O  f  -Th^' ■^■^^■i  ̂ ^tnl^- 

lJtMdlT  RELIABim 
Steam  Cocks 

je  Valves 

When  Overhauling  Heating  Plants 

worry  and  money  is  saved  by  using  the  very  best  fittings. 
Every  article  we  offer  to  the  trade  carries  our  guarantee 
and  is  thoroughly  reliable. 

Carry  a  stock  of  J.  M.  T.  valves  and  Morrison  steam 
goods  and  you  will  build  up  a  trade  with  factory  owners 
and  users  of  steam  heating  and  power  equipment. 

Satisfied  customers  are  your  best  advertisement. 

IVrite  for  our  illustrated  catalogue. 

The  James  Morrison  Brass  Mfg.  Co., Limited 

93-97  Adelaide  Street  West,  TORONTO. 
Inspirators 

Injectors 

"DETROIT" 

VAPOR  STOVES 

Have  no  equal 

We  make  both  Gasoline  and  Oil  Vapor  Stoves,  from  a  one-burner  Hotplate  to  a  four 

burner  Table  Range  (see  cut)  either  in  Gasoline  or  Oil.  The  best  in  the  world.  Our 

Gasoline  "Detroit"  Vapor  Stove  lights  like  Gas.  Our  Oil  "Detroit"  Vapor  Stove  has 
no  wick,  it  lights  with  a  blue  flame,  no  smoke,  no  odor.  Cast  iron  burner  very  durable. 

Now  then  in  order  to  get  full  information  of  these  wonderful  stove  ssend  for  catalogue 

C  and  secure  agency. 

THE  DETROIT  VAPOR  STOVE  CO. 

DETROIT      -      -  MICHIGAN 

When  writing  to  advertisers,  kindly  mention  tlie  Canadian  Hardware,  Stove  &  Paint  Journal 
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Empire  Quebec 

with  DUPLEX  GRATES 

Made  in  three  sizes  30, 40, 50 

Finest  material,  attractive  finish,  nickle 

door,  ring  and  swing  top,  removable 

grates,  easily  operated,  and  will  burn 

wood,  soft  and  hard  coal.  Very  pop- 

ular seller,  at  attractive  prices. 

Made 

Canadian  Heating  &  Ventilating 

Co.,  Limited 

OWEN  SOUND  CANADA 

CHRISTIE  BROS.,  Limited 
1824  Oundas  St.,  Toronto 

MUNRO  &  ARNOTT 
Vancouver 

CHRISTIE  BROS.  CO.,  Limited Winnipeg 

Heating  Drums  and 

Stove  Pipe  Thimbles 

Are  Now  in  Demand 

Coal  and  wood  is  expensive.  It  is 
estimated  that  75%  of  the  heat  goes 
up  and  out  of  the  chimney. 

Order  a  stock  of  these  New 
Century  Drums  and  tell  your  customers 
of  the  saving  of  heat  they  make.  Can 
be  used  on  Stove  Pipe  or  Furnace 
Pipe. 

This  is  the  Collins  Patent 
Asbestos  Stove  Pipe 
Thimble.  Floor  extension  8 

in.  to  I  6  in.  The  only  real  fire- 
proof thimble  made,  having  a 

cast  iron  top  which  admits  our 
cast  iron  register  when  pipe  is 
taken  down. 

Send  for  Catalogue  Showing 
Full  Line 

The  COLLINS  MFG.  CO. 

413-415  Symington  Avenue 

TORONTO  ONTARIO 

"OVEN  DOOR" 

"SPRINGS" 

LJAVING  trouble  ? 

Well,  try  us— 

THAT'S  all. 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

WbM  wrlunfl  to  ftdTwtlj«ii,  un(U7  m«iUoD  th.  Can.dlui  H«r4wu«,  Ston  ft  ttiat  Journal 
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NOW  IS  THE  TIME  TO  PUSH  THE  "
EUREKA'* 

FALL  AND  WINTER  CLEANING  IS  HEAVY  BUT 
WITH  THE  EUREKA  IT  CAN   BE  MADE  LIGHT 

The  Best  Moderate  Priced  Electric  Cleaner 

Try  one  in  your  own  home  and  you'll  become 
enthusiastic  about  it.  It  is  the  lightest  and  most 
compact  suction  cleaner  made,  weighing  only 

nine  pounds  and  being  only  eight  inches  high. 

AN  EXAMPLE  OF  LIVE  SALESMANSHIP 

A  customer  entered  the  store  of  one  of  our  agents  in  Northern  Ontario 
and  bought  an  8  cent  curtain  rod.  Seeing  an  "Eureka"  Cleaner  on display  he  made  enquires  and  as  the  retailer  had  tried  the  cleaner 
himself,  the  customer  caught  the  enthu  iasm  and  bought  the 
"Eureka"  for  $45.  Then  he  thought  so  well  of  it  that  he  asked  the hardwareman  what  he  could  do  about  putting  a  vacuum  cleaner  in  a 
local  church.  The  retailer  had  one  of  our  catalogues  and  sold  an 
Onward  Basement  Stationary  Vacuum  Cleaner,  which,  including 
installation,  amounted  to  $445. 

Wrile  at  once  for  circulars  and  trade  prices. 

ONWARD  MANUFACTURING  COMPANY 
iVestern  Dislrihutmg  Jigenls: 
Moncrieff  &  Endress,  Ltd. 
Scott  Block,  Winnipeg 

Retails 
for  only 

$45. Let  us 
send  you 

one  on 
approval. 

A  guarantee  under  seal  is  given 
with   every    Eureka  Cleaner. 

Toronto  Retail  Store 
423  Yonge  St. BERLIN,  ONTARIO 

HIGH  GRADE 

BUILDERS'
 

HARDWARE 

The  Kind 

That  Brings 

Repeat 
Orders 

We  manufacture  a  complete  line  of 

guaranteed 

BUTTS  HINGES 

HASPS  STAPLES 

NAILS  ETC. 

and  our  long  established  reputation 
stands  behind  our  guarantee.  Send 
us  a  trial  order  and  test  the  selling 
quahties  of  our  goods. 

Write  for  a  Catalogue  to-day 

COWAN  &  BRITTON 

GANANOQUE,  ONTARIO 

Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 
THE 

Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 
BELLEVILLE,  CAN. 

Wbra  writing  to  adrtrtiiari,  kindly  mintloa  tht  Canadian  Hardwar*,  8toT«  li  Paint  Journal 
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Quality  Counts — But  Counts  DOUBLY  When  Price IS 
Right 

Dealers  who  handle  TOBIN  HIGH 
SPEED  BITS  know  this.     Send  an  order  for  them,  they 
are  business  makers.    We  will  send  a  sample  FREE  to  any  dealer. 

When  you  can  say  to  your  customer,  "This  bit is  the  best  you  can  buy  and  the 

price  is  right,"  you  make  a satisfactory  sale. 

Tobin  Arms  Mfg.  Co.,  Ltd.,  Woodstock,  Ontario 

The  Hercules  Step  Ladder 

No  other  ladder  made  of  equal  strength 

A  splendid  line  for  retailers  to  push — one  they  can 
guarantee  to  give  satisfaction,  it  being  made  right,  by 
experienced  men. 

The  "Hercules"  is  made  in 
lengths  from  4  to  1  0  feet  and 
in  extra  heavy  stock  up  to  16 
feet. 

For  the  housewife,  electriciari 
or  mill  owner  it  has 

no  equal  on  any  mar- 
ket. 

Stratford 

Manufacturing 

Co.,  Limited 

STRATFORD 
ONTARIO 

PEERLESS 

AUTOMATIC 

CLOTHES 

LINE 

We  are  now  making  a  full  line  of  brass  nickle 

plated  towel  bars  as  well  as  the  "  Peerless 
Automatic  Clothes  line,"  an  article  indispensable 
for  the  laundry  and  bathroom. 

We  are  also  manufacturers 
of  the   celebrated  line  of 

"OLD  SOL"  Motorcycle,  Bicycle  and  Carriage 
Lamps,  Traction  Engine  and  Motor  Boat  Search 
Lights  and  Generators,  Pennant  Holders  for 

Automobiles,  "  Vulco "  Mending  Compound, 
Towel  Bars,  Clothes  Line  Devices  and  Metal 

Specialties. Write  for  Descriptive  Catalogue 
and  Prices  to  Dealers. 

The  Pollock  Manufacturing 

Company,  Limited 

Columbia  Place Berlin,  Ontario 

Increase  Your  Profits,  You  Can  Guarantee 

The  Burrowes'  Patent  Dustless  Rocker  Ash  Sifter 
to  be  dust  proof,  quick,  clean  and  easy  to  work. 

Scuttle  fitting  dust-tight  and  double  rims  will  not 
permit  dust  to  escape. 

The  large  space  for  ashes  and  rocking  motion  both  tend  to 
make  the  ashes  spread  rapidly  and  sift  freely. 
Double  screens,  fine  and  course  save  extra  fuel  without  extra 
work. 

IVrite  the  Jobbing  Trade  for  Fuller  Particulars  and  Prices,  or 

The  Burr  owes  Manufacturing  Company 
TORONTO,  CANADA 

When  writing  to  advtrtlsers,  kindly  mention  the  Canadian  Hardware,  StoT*  &  Paint  Journal 
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> 
You  Can  Sell  THIS  to 

Every  Man  Who  Shaves 

— and  they  are  a  big  number.  To-day  more  tlian  twice  as 
many  men  sliave  themselves  as  did  a  few  years  ago.  Every 
one  of  them  knows  his  razor  needs  frequent  honing  as  well 
as  stropping.    Here's  a  high  quality  hone  and  ̂ -trop  combined  in 

one— at  the  price  of  one— and 
good  tor  both  safety  and  old- !-,tyle  razors. 

Although  it's  one  of  the 
latest,  it's  one  ot  the  liveliest sellers  in  the  faiuous  line  of 

PIKE  SHARPENING 

STONES 

"The  only  line  that  includes  every  sharpening 
substance— natural  or  artificial — each  the  best  for 
some  sharpening  need." 

Write  us  and  we  will  send  you  a  Pike  Strop-Hone  for  exam- ination, ft  it  does  not  show  itself  a  good  seller,  return  it.  If  it 
does  we  will  bill  you  at  regular  dealer's  price  and  tell  you  how  to get  one  Strop-Hone  FREE. 

Pike  Manufacturing  Co. 

23  Main  St., 

Pike,  N.H. 
U.S.A. 

Guaranteed  by 

The  MARK  of  the  MAKER 

^HAT  trade-mark  protects  you 
and  guarantees  to  your  custom- 

ers the  fine  English  tool  steel, 

high  temper,  sharp  edges, -well  turned and  fitted  handles  and  fine  finish  of 
P.  S.  &  W.  Chisels  and  Gouges. 
The  largest  and  finest  chisel  line 

manufactured. 
Write  for  Catalog  12-B,  describing  the  largest  line  of 

mechanics'  hand-tools  offered  by  any  maker. 
The  following  iobbers  handle  P.  S.  &  W.  Tools  and  will 

no  doubt  order  any  tool  you  wish,  if  they  haven't  it  already in  stock.  If  you  find  it  hard  to  secure  P.  S.  &  W.  Tools, 
write  us. 

Calgary — J.  H.  Ashdown  Hdwe.  Co.,  Ltd.;  'Wood. "Vallance  &  Adams.  Ltd.  Hamilton — Wood,  Val- lance,  Ltd.  London — D.  H.  Howden  &  Co.;  Ltd.; 
Hobbs  Hdwe.  Co..  Ltd.  Montreal — Caverhill  & Learmont :  Frothingham  &  Worlcman,  Ltd.;  L.  H. 
Heberte  &  Cie,  Lte- ;  Lewis  Bros..  Ltd.  Saskatoon 
— J.  H.  Ashdown  Hdwe.  Co.,  Ltd.  Toronto — H. S.  Howland  Sons  &  Co.;  Kennedy  Hdwe.  Co., 
Ltd.;  Rice,  Lewis  &  Son.  Ltd.  Winnipeg — J.  H. Ashdown  Hdwe.  Co.;  Merrick-Anderson  Co., Miller-Morse  Hdwe.  Co., Ltd.;  Wood,  Vallance  Co., Ltd. 

The  Peck,  Stow  &  Wilcox  Co. 

MFRS  Mechanics'    Hand-Tools,  Tinsmiths' *  Machines,  Builders'  aud  General  Hardware 
Established  1819 

Address  28  Murray  St.,  New  York,  N.  Y.,  U.  S.  A. 

Tal^e  a  LooJ^  at  the 

New  "Yankee" 

Plain  Driver 

No.  90 
Strong, 
durable, 
well  balanced 
tools,    of  the 
same  high  quality 
of    material  and 
workmanship  as 

other  "Yankee"  Tools, 
which  today  are  without 
equal.     The    Blade  and 
ferrule  are  highly  polished, 
the  handle  of  hardwood  finish 
ed  in  dully  black,  making  a  hand- 

some appearance.    Each  tool  is 
thoroughly  tested  and  the  blades 
are  POSITIVELY  GUARANTEED 
not  to  turn  in  the  handle. 

Your  jobber  will  supply  you 

North  Bros.  Mfg.  Co. 
Philadelphia,  Pa.,  U.S.A. 

Standard  Style 
14  Sizes, 

2  to  30  in.  Blade 

No.  95 

Cabinet  Style 

Slim  Blade 
21410  15  j  2  in. 

Black  Jack 

3/4  lb.  tins 3  doz.  in  case 

Quick    Clean  Handy 

When  writing  to  advertisers,  kindly  mention  tbe    Canadian  Hardware,  StoTe  &  Faint  Jonrnal 
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HARVEST 

Our  Stocks 
are  at  yovr 
service  in 
Large 
Assortment 

will  soon  be  finished. 

Your  customers  will 

be  making  improve- 
ments requiring 

Siding,  Shingles, 

Corrugated  Iron, 

Metal  Ceilings, 

etc.,  etc. 

Send  Your 
Orders 

You  will  require 

Galvanized  Iron,  Tin 

and  Canada  Plate 

quickly. 

Winnipeg  Ceiling  and  Roofing 

Company 

P.O.  Box  2186S.     WINNIPEG,  MAN. 

Store  Management 

Complete 

16  Full-Page Illustrations 

Complex* 

ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 
A  Companion  Book  to 

Retail  Advertising  Complete 

$1.00  POSTPAID 

"Store  Management — Complete" tells  all  about  the  management  of  a 
store  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample : 
CHAPTER  V.-THE  STORE  POUCY- What  it  should  be  to  hold  trade.  The 

money-hack  plan.  Taklnfj  back  goods.  Meetingcutrates.  Selling- remnants.  Delivcringgoods.  Substitution.  Handliiigtelephone 
calls.  Courtesy.  Rebating  railroad  fare.  Courtesy  to  customers. 

Absolutely  New  Just  Published 
Send  us  $1.00  for  the  book  and  a  six  months  trial 

subscription  to  this  paper. 

Commercial  Press,  Limited 
Publisher* 

Canadian  Hardware,  Stove  &  Paint  Journal 

Toronto,  Ontario 

272  Pages 
Bound  in  Cloth 

The  "Handy  Andy' 

Improved  Force  Cup 

For  household  use, 

enables  anyone  to 

keep  the  drain  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  safe 

and  sanitary  condition. 

There's  a  Good 

Sale  For  Them 

Manufactured  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO        MONTREAL        HAUFAX  WINNIPEG 
CALGARY  VANCOUVER 

The 

Twill  Do  Your  Advertising 

This  new  book  on  advertising  will  tell  you  all 
you  want  to  know  about  advertising  in  the  store. 

Here's  the  Book  that 
will  he  Your  Ad.  Man Retail  Advertising 

Complete 
By  FRANK  FARRINGTON 

$1.00  Postpaid 
With  this  book  on  your  desk  you  are 
never  at  a  loss  what  kind  of  advertising 
to  do,  or  how  to  do  it.  Every  kind  of 
advertising  is  treated  fully  : 
Chapters  on  Newspaper  Advertising 
Making  an  Advertisement 
Good  Specimen  Ready-made  Ads. Mail  Advertising 
Window  Trimming 
Advertising  Novelties 
Outdoor  Advertising 
Inside  the  Store  Advertising 
Advertising  Schemes 
Special  Sales Mail  Orders,  etc.,  etc. 

There  is  no  better  book  of  the  kind  at  any  price.  You  can't  afford 
to  get  along  without  it. 

Absolutely  New  Just  Published 
Send  us  a  dollar  for  this  book  and  a  six 
months  trial  subscription  for  this  paper 

Commercial  Press,  Limited 
Publishers 

Canadian  Hardware,  Stove  and  Paint  Journal 
Toronto,  Ontario 

272  pages 
Bound  in  Cloth 

When  wrltini  to  adrtrtlMrt,  kindly  mtntion  tki  Ouadian  Hudwars,  Stove  &  Faiat  Journal 
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01^  EASILY  AD
JUSTED  STOVE 

•  r^«  PIPE  THIMBLE 

Composed  of  two  parts  which  screw  together  or  apart,  and  have 

no  springs  or  parts  to  get  out  of  order. 

Shows  the  O.K.  Thimble  screwed  together 
Patented  in  Canada  and  the  United  States. 

Our  O.K.  Stove  Pipe  Thimble  is  without  ex- 

ception, the  most  practical  Thimble  on  the 

market,  as  vv^ell  as  being  handsome  in  design 
and  strong  in  construction. 

We  show,  herewith,  cuts  of  the  O.K.  Thimble 

illustratmg  its  construction  and  application.  The 

simplicity  and  ease  of  adjustment  at  once  appeals 

to  the  judgment  of  both  dealer  and  consumer. 

There  are  no  parts  to  get  out  of  repair  and  no 

springs  to  lose  tension,  but  the  Thimble  is  easily 

and  quickly  adjusted  to  any  size  wall  or  floor. 

The  O.K.  Thimble,  when  screwed  to  its  place,  is  there  to  stay,  and  no  working 

of  the  smoke  pipe  can  agitate  it  and  cause  the  plaster  to  be  loosened. 

The  corrugations  in  the  body  of  the  O.K.  Thimble  not  only  give  it  great  strength, 

but  also  tend  to  prevent  any  overheating.  It  will  be  observed  that  ample  space 

IS  provided  for  circulation  of  air  between  smoke  pipe  and  thimble  body,  thereby 

insuring  perfect  safety  from  all  danger  of  fire  through  overheating  of  the  Thimble. 

A  boy  without  any  assistance,  can  easily  put  the  O.K.  Thimble  in  position.  It 

is  only  necessary  to  place  one  section  of  the  Thimble  in  the  opening  provided, 

and  from  the  opposite  side  of  the  partition  insert  an  arm  through  both  sections 

of  the  Thimble,  and  screw  together.  This  can  easily  be  done  by  anyone  in  less 
than  a  minute. 

O.K.  Thimbles  are  made  of  bright  tin,  with  steel  ends 

^  handsomely  Japanned. 

The  following  sizes  are  manufactured  and  kept  in  stock  by  us. 

Wall  Thimble  for  6  in.  Smokepipe,  adjustable,  4  to  7  in. 
Wall  Thimble  for  7  in.  Smokepipe,  adjustable,  4  to  7 j4  in. 
Floor  Thimble  for  6  in.  Smokepipe,  adjustable,  7  'A  to  1  2  in. 
Floor  Thimble  for  7  in.  Smokepipe,  adjustable,  7)4  to  1 2  in. 

Cut  showing-  how  O.K. Thimbles  are  crated  for 
shipment.  Six  Thim- bles to  a  crate. 

This  Cut  shows  O.K.  Thimble  in  position  in  floor. 
Write  for  prices 

The  Metal  Shingle  and  Siding  Co. 

1* 

PRESTON,  Ont. 

LIMITED 

MONTREAL,  Que. 

Whw  writlAf  to  adrtrtistrs,  kindly  mention  th«  Cuikdian  Hardware,  StoT*  k  Paint  Journal 
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OIL  IS  LIQUID  MONEY 

Did  you  ever  think  of  your  oils  ai  liquid  money  ?  You  would  not  dream  of  leaving 
your  cash  exposed  without  protection,  Yet  ninety-nine  times  out  of  a  hundred,  you  forget  you 
have  paid  cash  for  your  oils  and  leave  them  without  adequate  protection. 

What  would  you  think  of  a  merchant  who  allowed  nickels,  dimes  and  half  dollars  to  drop  to 

the  floor  and  then  call  a  clerk  to,  "Bring  a  shovel,  George,  and  throw  this  money  into  the  alley." 
How  long,  in  your  mind,  would  it  be  before  he  reached  the  Receiver's  hands. 

Now,  honestly,  aren't  you  doing  this  very  thing  when  you  store  your  oils  in  wooden  barrels 
and  "jigger"  or  "faucet"  tin  tanks.    Why  not  stop  it — NOW.    Put  your  liquid  money  in  a 

BOWSER  SAFE  OIL  STORAGE  SYSTEM 

and  know  it  is  as  safe  as  your  cash  in  the  bank.    Isn't  this  food  for  thought  ?    And  isn't  it  true  ? 
With  a  Bowser  Outfit  you  sell  all  you  buy  and  your  profit  is  actually  and  accurately  figured 

— not  guessed  at. 
A  Bowser  System  is  an  automatic  cost  system  that  never  misses  a  drop  and  is  built  to  conform 

to  that  measure  of  safety  prescribed  by  the  National  Board  of  Underwriters. 

Note  in  the  illustration  that  the  fill,  drip 
and  gauge  stick  tubes  are  always  sealed 
in  oil.  This  is  only  one  of  the  many  fine 
points  of  a  Bowser  equipment. 

And  there  is  a  lot  more  you  should  know  about  this  equipment.     Write  for  Book  4-M  for  details.      It's  free. 

S.  F.  BOWSER  &  CO.,  Inc. 

66-68  Frazer  Avenue,  TORONTO,  ONT.,  CANADA 

Made  by  Canadian  Workmen  and  Sold  by  Canadian  Salesmen 

Patentees  and  manufacturers  of  standard,  self- 
measuring,  hand  and  power  driven  pumps, 
large  and  small  tanks,  gasolene  and  oil  storage 
systems,  oil  filtration  and  circulating  systems, 

dry  cleaner's  systems,  etc. ESTABUSHED  1885 

Disk  Fans  and 

Ventilators 

MADE  IN  CANADA SEND  US  YOUR  RUSH  ORDER 

A  Buffalo  Disk  Wheel  is  ten  times  more  efficient  in  cooling' 
and  ventilating'  a  room  or  stiop  than  the  ordinary  electric 
desk  oi'  ceiling  fan.  The  latter  only  stirs  up  and  "churns" 
the  air,  while  the  Disk  Wheel  removes  foul,  overiieated  air, 
which  is  instantly  replaced  by  cooler,  fresher  air  from  the 
outside.  Thus  a  small  18  inch  Disk  Wheel  will  remove  2200 

cubic  feet  of  air  per  minute  using  only  1-10  H.P.  All  sizes, 
electric  and  pulley  driven,  in  stock. 
The  Buffalo  Ventilator  is  built  on  common  sense  principles. 
It  is  wind  and  storm  proof,  yet  affords  escape  for  the  maxi- 

mum amount  of  overheated  air  and  smoke.    All  styles  and  sizes. 

Ask  for  booklet  No.  128 

Canadian  Buffalo  Forge  Company,  Limited 

Montreal 

St.  John  Toronto  Winnipeg  Vancouver 
'■  Buiuiio     V  ontUalors. 

Wban  writing  to  advertiseri,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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FEBRUARY  17  th  TO  22nd,  1913 

III            9  ̂  20          19  iS 

17 

16 

An  Exhibition  of 

Hardware  and  Kindred 

Manufactures 

to  be  held  by  the 

Canadian  Hardware  Man- 

uracturer  s  hxhibitors 

Association 

in  the 

13th  Regiment  Armories 

Hamilton^  Ontario 
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Annual  Convention 

of  the 

Ontario  Retail  Hardware 

and  Stove  Dealers' Association 

For  full  particulars  write 

Canadian  Hardware 

Manufacturer's 
Exhibitors'  Association ■ 

F.  M.  Tobin,  Sec.-Treas. 

Woodstock,    -  Ontario 
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Big  Ben  Store  Helps 

In  order  to  enable  Canadian  dealers  to 

get  the  maximum  benefit  from  the  Big  Ben 

campaign  now  running  in  Canadian  mag- 
azines, we  are  packing  Big  Ben  specially 

for  Canadian  trade,  six  in  a  carton  with  a 
full  set  of  store  selling  helps  (two  posters, 
two  show  cards,  two  metal  signs. ) 

On  an  order  for  12  we  add  a  solid  ma- 

hogany display  stand.    On  an  order  for  24 

In  broken  and  dozen  lots,  $2.05 

or  more,  we  print  your  name  on  dials,  give 

the  posters,  display  stand,  and  a  beautiful 
metal  sign  lithographed  in  five  colors. 

Big  Ben  and  his  selling  helps  are  being 
carried  in  stock  by  54  wholesale  Canadian 
distributors.  We  will  be  glad  to  let  you 

have  their  names  upon  request.  Any  will 

tell  you  Big  Ben  is  the  best  made  and  the 

best  selling  alarm  that's  ever  been  put  out. 
In  lots  of  24,  $1.95 

The  Western  Clock  Co.,  La  Salle,  111. 
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nal  naturally  also  found  favor  with  the  representatives 
of  the  Canadian  National  Association  who  were  pre- sent. 

The  surprising  thing'  in  regard  to  the  incident  is 
that  Consul-General  Jones  should  have  made  the 
"break"  he  did  when  his  residence  in  the  West  must 
have  taught  him  that  the  importance  and  prestige  of 
the  wholesale  hardware  houses  in  the  West  made  them 
quite  competent  to  act  as  mediums  for  the  distribution 
of  merchandise  among  the  retail  trade  in  that  part  of 
the  Dominion.  Possibly  he  has  learned  his  lesson  by 
this  time. 

Sinall  leaks   in  business  snmehmes  develop 
into  overwhelming  floods. 

A  Ridiculous  At  the  convention  of  the  hard- 
Recommendation,  ware  manufacturers  and  job- 

bers of  the  United  States  the 

other  day  the  American  Consul-General  in  Canada,  who 
had  been  brought  from  Winnipeg  to  give  an  address, 
told  the  manufacturers  of  hardware  that  if  they  de- 

sired to  go  up  and  possess  the  promising  market  in 
the  Canadian  West,  they  should  ignore  the  customary 
hardware  channels  and  sell  only  through  the  depart- 

ment stores. 
That  the  recommendation  was  an  unwise  one  must 

have  been  patent  to  the  manufacturers  and  wholesal- 
ers present.  The  evil  the  mail  order  houses  are  doing 

to  the  hardware  trade  of  the  United  States  is  too  live 
a  topic  for  them  to  have  come  to  any  other  conclusion. 
The  hardware  manufacturers  of  the  United  States  are 

as  far-seeing  and  capable  as  any  class  of  business  men 
in  the  world,  and  know  without  being  told  that  the 
pathway  mapped  out  by  the  American  Consul-General 
at  Winnipeg  would,  if  followed,  lead  to  abject  failure 
and  not  to  success. 

Not  a  wholesaler,  not  a  retailer,  in  the  whole  of 

Canada,  much  less  in  the  Great  West,  would  knowing- 

ly handle  a  dollar's  worth  of  the  manufacturer's  goods 
who,  acting  upon  such  advice,  attempted  to  confine  his 
business  enterprises  to  the  mail  order  hou.ses  of  that 
part  of  the  country. 

But  lest  the  manufacturers  did  not  fully  appreciate 
the  import  of  the  advice  given,  the  manager  of  the 
Canadian  Hardware,  Stove  and  Paint  Journal,  who 
was  present  at  the  time,  Avas  accorded  the  privilege 
of  the  floor  of  the  convention  for  the  purpose  of  point- 

ing out  the  evil  results  that  were  bound  to  follow 
should  any  manufacturer  act  upon  Consul-General 
Jones'  advice.  That  his  criticism  was  appreciated  siUj- 
sequent  remarks  by  those  present  clearly  demonstrat- 

ed.   The  views  expressed  by  the  manager  of  the  Jour- 

Could  Not  Have  While  retail  hardwaremen  in 
Happened  in  Canada  have  their  little  differ- 
Canada.  enees  with  the  manufacturing 

and  wholesale  branches  of 
trade  over  matters  similar  to  those  which  disturbed 
the  recent  convention  at  Atlantic  City,  yet  one  can 

scarcely  conceive  the  officers  of  any  retailers'  organ- 
ization in  this  country  turning  down  an  invitation  in 

the  way  their  American  confreres  did  the  other  day. 
The  fact  of  the  matter  is  that  the  relations  between 

the  different  branches  of  the  hardware  trade  in  Can- 
ada are  on  the  whole  so  cordial  that  such  an  unfortun- 
ate eventuality  is  extremely  improbable. 

The  difficulties  they  have  do  not  lead  to  hostilities. 
The  reason  for  this  may,  in  part  at  least,  be  attributed 
to  the  splendid  work  which  the  retail  organization  have 
done.  This  work  has  always  been  characterired  by 
discreetnes.s  and  fairness  and,  it  might  also  be  said, 
with  fairness.  The  manufacturers  and  Avholesalers,  on 
the  other  hand,  have  as  a  rule  preserved  a  sympathetic 
attitude  toward  the  retail  trade  and  have  been  inclined 
to  meet  them  half  way  in  the  discussion  and  in  the 
settlement  of  controversial  subjects. 

An  advertisement  that  is  not  convificing  loses 

99  per  cent,  of  its  value. 

Dramatic  Action  The  action  of  the  officials  of 
of  Retailers.  the  National  Retail  Hardware 

Association  of  the  United 

States  in  refusing  to  be  present  at  the  convention  of 
the  American  National  Hardware  Association  at  At- 

lantic City  was,  to  put  it  mildly,  rather  dramatic. 
As  will  be  seen  by  our  report  of  the  proceedings 

printed  in  another  part  of  this  issue,  the  cause  of  this 
extraordinary  action  was  the  old  matter  of  preferred 
prices  to  mail  order  houses. 

The  matter  has  been  getting  more  and  more  acute 
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in  the  United  States,  and  at  present  the  National  Re- 
tail oro-anization  is  making  a  special  investigation  with 

a  view  to  securing  the  data  necessary  to  an  intelligent 

discnssion  of  the  problem  with  the  manufacturing  and 

jobbing  interests.  Until  they  have  completed  this  in- 
vestigation the  officials  of  the  retail  organization  hold 

it  would  be  simply  a  Avaste  of  time  to  confer  with  the 
interests  concerned. 

As  special  provision  had  been  made  in  the  programme 
for  a  conference  with  the  retailers  during  the  conven- 

tion, the  final  and  emphatic  announcement  that  no 
representatives  would  be  sent  to  confer  caused  no 

mild  sensation.  In  fact  there  was  actual  perturbation, 

particularly  in  view  of  the  fact  that  provision  had 
been  made  on  the  official  programme  for  the  first  time 
for  a  conference  such  as  that  proposed. 

It  was  certainly  taking  the  "bull  by  the  horns." 
As  to  Avhether  it  was  wise  for  the  officials  of  the  re- 

tailers to  do  as  they  did  opinions  difPer.  In  our  opin- 
ion the  cause  of  the  retailers  would  not  have  been 

weakened  had  they  accepted  the  invitation  to  be  pre- 
sent. Possibly  they  would  not  have  gained  much,  but 

a  heart  to  heart  talk  with  manufacturers  and  jobbers 
on  the  disturbing  question  at  issue  would  scarcely  have 
done  any  harm.  It  might  have  enabled  all  concerned 
to  secure  additional  light.  Light  is  what  all  concerned 
much  desire.  And  more  light  is  likely  to  be  gained 
by  co-operation  than  by  antagonism. 

If  the  action  of  the  retailers  brings  the  difficulty  to 
a  crisis  sooner  than  it  otherwise  Avould,  then  it  must 
be  confessed  that  they  saw  farther  than  did  those  who 
differ  with  them. 

The  snail  makes  greater  headway  in  life  than 
the  man  who  in  business  is  a  loafer. 

The  Quantity  The  question  at  issue  between 
Price  Problem.  the  retailers  and  wholesalers 

and  manufacturers  in  the  Uni- 
ted States  is  undpubtedly  a  delicate  one.  Quantity 

price,  for  that  is  really  the  root  of  the  question  at 
issue,  is  as  difficult  as  it  is  delicate.  But  it  can  scarce- 

ly be  impossible  of  solution.  All  that  is  required  in 
order  to  solve  it  is  that  those  concerned  shall  set  them- 

selves to  the  task  in  a  broad  and  liberal  spirit,  recog- 
nizing that  it  is  the  welfare  of  the  trade  as  a  whole, 

and  not  that  of  a  few  individuals,  that  is  at  stake. 

"We  in  Canada  are  obsessed  by  the  same  problem. And  while  it  is  probably  not  as  acute  as  in  the  United 
States,  it  is  likely  to  become  more  so  as  the  countr.v 
develops.  If,  therefore,  the  hardware  trade  in  the 
United  States  succeed  in  blazing  a  Avay  out  of  the 
woods  they  will  earn  the  gratitude  of  their  confreres 
in  this  country.  In  the  meantime  we  are  Avatching  and 
praying. 

He  who  attempts  to  get  rich  quickly  runs  the 
risk  of  getting  poor  suddenly. 

A  Dying  Theory.  The  theory  that  the  man  who 
buys  a  larger  quantity  than  his 

fellow  is  entitled  to  a  more  favorable  price,  like  that 

of  the  maxim  "that  competition  is  the  life  of  trade," 
is  as  old  as  the  hills.  But  the  one  like  the  other  is,  in 
these  latter  days,  being  subjected  to  some  modifica- 

tion. New  conditions  necessitate  it.  The  very  life  of 
the  retailer  demands  that  it  should  be  modified. 

That  he  who  can  buy  in  larger  quantities  than  his 
fellow  is  entitled  to  a  lower  price  which  will  enable 
him  to  thereby  undersell  his  competitor  is  the  possessor 

of  a  divine  right  no  one  can  with  justice  claim.  He 
who  claims  to  the  contrary  is  worshipping  a  fetich. 

Although  not  yet  as  dead  as  the  fifteen-hunderd-year- 
old-theory  of  the  divine  right  of  kings,  it  is  djdng. 

The  more  'window  dressing  and  advertising 
are  studied  the  more  interesting,  attractive 
and  enticing  they  become. 

Rights  of  Retailers  The  rights  of  retailers  are  su- 
Are  Superior.  perior  to  those  of  the  mail  or- 

der houses,  just  as  the  rights 
of  the  Avhole  are  superior  to  those  of  the  individual. 
The  chief  factors  in  the  distribution  of  merchandise  is 

the  retail  dealer.  This  is  true  beyond  question.  "With 
this  fact  recognized  by  all  concerned — manufacturers, 
jobbers  and  retailers — the  difficulty  will  be  not  far from  solution. 

Another  thing  to  be  borne  in  mind  in  connection 
with  the  problem  of  quantity  price  which  should  be 
taken  into  consideration  is  that  the  welfare  of  the  coun- 

try as  a  Avhole  is  largely  dependent  upon  the  Avelfare 
of  the  retail  merchants  that  do  business  in  the  smaller 

toAvns  and  A'illages  that  cover  the  Dominion  from  coast 
to  coast,  and  not  upon  that  of  the  few  large  mail  order 
houses  that  dot  the  country  here  and  there. 

Self-preserA'ation  is  the  first  law  of  nature.  Manu- 
facturers and  jobbers  AA'ho  refuse  to  accord  special 

prices  to  mail  order  houses  for  quantity  purchases  are, 
knowingly  and  unknoAA^ngly.  obeATug  this  law,  for  that 
AA'hich  tends  to  Aveaken  the  retail  trade  of  the  country 
certainly  undermines  the  jobbing  and  manufacturing 
branches  of  business  as  well. 

Christmas  trade  is  anything  but  partial  to 
those  who  make  no  attempt  to  court  it. 

The  Weights  and  The  business  men  of  Canada 
Measures  Injustice.        during  the  last  fiscal  year  paid 

the  Inland  RcA'enue  Depart- 
ment .$105,796.91  for  the  privilege  of  haA-ing  their 

weights  and  measures  inspected.  This  is  an  increase 

of  81/4  per  cent,  over  the  preA'ious  year. 
Spread  over  the  whole  country,  the  amount  paid  by 

individual  business  men  Avas  not  large.  But  the  amount 
contributed  by  each  is  not  of  much  moment.  It  is  the 
principle  of  the  thing  that  is  of  most  concern. 

The  principle  is  not  right.  As  long  as  merchants  are 
compelled  to  pay  specified  sums  of  money  to  the  Inland 
ReA'enue  Department  AA'hether  their  Aveights  and  meas- 

ures are  correct  or  incorrect  is  an  injustice.  By  all 
means  penalize  the  dealer  Avhose  Aveights  or  measures 
are  found  to  be  glaringly  incorrect,  but  to  place  he  Avho 
has  his  measuring  and  Aveighing  appliances  correct  is 
neither  just  nor  reasonable. 

To  inspect  Aveights  and  measures  is  a  public  neces- 
sity, and  being  a  public  necessity  the  onus  of  its  sup- 
port should  be  upon  the  Government  of  the  country. 

Retail  organizations  have  from  time  to  time  taken 
the  matter  up,  but  their  efforts  have  not  been  well  sus- 

tained. Reforms  of  this  kind  can  only  be  obtained  by 

jiersistent  hammering.  Begin  AAnth  your  representative 
in  Parliament. 

S  Bright  advertising  and  well-displayed  windows  3 

8  help  Santa  Claus  to  bring  good  business  to  busi-  3 
8     ness  men  during  the  Christmas  holiday  trade.  g 
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Wholesalers  Discuss  Shorter  Terms 

At  the  Annual  Convention  of  the  Canadian  National  Association  in  Mont- 

real— Subject  Left  in  Abeyance  for  the  Present — Outlook  for  Higher 

Prices — A  Successful  Banquet — Mr.  Robert  Hobson's  Pink  Tea— W.  J.  ^ 
Lawson  trie  New  President— Toronto  the  Place  of  Next  Year's  Meeting. 

The  annual  convention  of  the  Canadian  Wholesale 
Hardware  Association,  which  was  held  in  Montreal  on 
October  15  and  16,  will  be  remembered  by  the  serious 
attention  which  was  given  to  the  subject  of  shorter 
terms  of  credit.  • 

The  discussion  was,  however,  of  a  tentative  charac- 
ter, as  it  was  felt  that  final  decision  on  such  an  impor- 

President  W.  J.  Lawson 
Of  Rice  Lewis  &  Son,  Toronto. 

tant  matter  could  not  be  arrived  at  until  further  con- 
sideration had  been  given  it,  and  the  different  inter- 

ests concertained  had  been  consulted. 
The  prevailing  opinion  seemed  to  be  in  favor  of 

shortening  the  terms  to  2  per  cent.  10  days  and  net 
60  days,  instead  of  2  per  cent.  30  days  and  net  90 
days. 

With  the  market  for  basic  metals  advancing  as  it  is, 
hardware  prices  naturally  came  in  for  some  discussion, 
and  the  opinion  obtained  that  it  was  only  a  matter  of 
time  before  quotations  would  have  to  be  put  up  prac- 

tically all  along  the  line. 

Election  of  Officers. 

The  business  of  the  convention  was  concluded  on 
Wednesday  morning  when  officers  for  the  ensuing  year 
were  elected  as  follows : — 

President,  W.  J.  Lawson  (Rice  Lewis  &  Son),  To- 
ronto. 

Vice-President,  A.  Prudhomme  (A.  Prudhomme  & 
Fils),  Montreal. 

Executive  Committee,  George  C.  Davis  (Frothing- 
ham  &  Workman),  Montreal;  Joheph  Dowling  (Caver- 
hill,  Learmont  &  Co.),  Montreal;  Victor  Lemieux  (J. 
Lemieux  &  Co.),  Quebec;  S.  R.  Kennedy  (Kennedy 

Hardware  Co.),  Toronto,  and  D.  H.  Howden  (D.  H. 
Howden  &  Co.),  London. 

Next  year's  convention  will  be  held  in  Toronto  in October. 

Entertained  by  Harbor  Commissioners. 

After  the  adjournment  of  the  convention  the  job- 
bers, with  a  party  of  visiting  hardware  manufacturers, 

became  the  guests  of  Mr.  C.  C.  Ballantyne,  of  the  Sher- 
win-Williams Co.,  who,  acting  in  his  capacity  as  a 

member  of  the  Board  of  Harbor  Commissioners,  took 
the  party  on  a  boat  ride  around  the  harbor,  showing 
the  new  dry  dock,  the  enormous  grain  elevators  on 
the  varioiis  piers,  and  other  points  of  interest.  The 
thoughtfulness  of  Mr.  Ballantyne,  in  arranging  the 
trip,  was  much  appreciated  by  all  the  visitors. 

The  Banquet. 

The  annual  dinner  Avas  held  on  Tuesday  evening  in 
the  Canada  Club  quarters  of  the  Board  of  Trade  build- 

ing, about  sixty  invited  guests  enjoying  the  hospital- 
ity of  Mr.  Alfred  Jeannotte.  the  retiring  president  of 

the  Wholesale  Association,  who  well  maintained  the 
traditions  of  his  race  for  providing  the  best  obtainable 
for  those  who  feast  at  their  table. 

The  menu,  eatables,  drinkables  and  talkables,  was 
well  chosen,  and  full  justice  was  done  to  it  and  ad- 

journment made  before  midnight  to  allow  time  for 

Past-President  Alf.  Jeannotte 
Of  L.  H.  Hebert  &  Cie.,  Montreal. 

recuperation  for  the  morrow 's  programme  of  business 
and  enjoyment. 

After  the  Malpecques,  the  partridge,  the  ice  cream 
pudding,  and  other  delectables  had  been  disposed  of, 
Mr.  Jeannotte  bid  all  rise  to  honor  the  toast  to  the 

King,  and  right  royally  was  it  done. 
"Our  Guests"  came  next,  the  first  called  upon  to 

respond  being  Robert  Hobson,  general  manager  of  the 
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Steel  Company  of  Canada.  "Mr.  Jeannotte,  merchants 
and  others,"  he  began,  "and  by  others  I  mean  Mr. 
Brittain,  Mr.  Merrimau,  Mr.  Ballantyne,  and  all  of  you 

■who  have  walked  the  carpet  to-day." 
"What  about  Hatch?"  asked  someone. 
"He's  uncontrollable.  But  since  the  day  two  years 

ago,  when  I  was  put  on  the  carpet  to  outline  the  pol- 

C.  C.  Ballantyne 
Vice-President  of  the  Slierwin-Williams  Co.,  and  one  of 
Montreal's  Harbor  Commissioners,  who  contributed much  to  the  entertainment  of  the  hardware  visitors. 

icy  of  our  company,  and  I  said  we  would  sell  through 

the  jobbers  we've  done  so.  We've  spent  $2,000,000  to 
get  the  increased  production  necessary  to  supply  the 
growing  demands  of  the  Canadian  market.  But  have 
you  jobbers  increased  your  facilities  for  marketing  our 

enlarged  output?" 
Mr.  Hobson  enlarged  upon  the  enormous  total  which 

Canadian  manufacturers  are  now  producing,  nearly 
double  the  combined  production  of  the  farms,  the  mines 
and  the  fisheries  of  this  country,  and  he  pointed  out 
that  the  manufacturers  problem  is  not  to  stitie  com- 

petition but  to  reduce  factory  costs  and  distribute  their 
goods  economically. 
W.  S.  Fisher,  president  of  the  Enterprise  Foundry 

Co.,  Sackville,  and  of  the  wholesale  and  retail  firm  of 
Emerson  &  Fisher,  St.  John,  N.B.,  thanked  the  host  for 
the  opportunity  of  attending  for  the  tir.st  time  a  whole- 

sale hardware  dinner  in  Montreal.  "We  also  have 
an  annual  dinner  in  the  Maritime  Provinces,"  he  said, 
"and  you  are  all  invited  to  attend  our  gathering." Mr.  Fisher  spoke  of  how  the  Maritime  Provinces  are 
awakening  to  their  opportunities,  their  trade  in  coal, 
fruit,  fish  and  other  commodities  being  steadily  on the  increase. 

Wm..  McMaster,  the  former  head  of  the  Montreal 
Rolling  Mills,  said  he  could  speak  freely  as  he  is  now 
out  of  the  iron  and  steel  business,  though  still  con- 
.nected  with  the  trade  through  the  Sherwin-Williams 
and  Canadian  Explosives  Companies.    "When  I  en- 

tered the  iron  business,"  said  Mr.  McMaster,  "we  re- 
cognized seven  or  eight  per  cent.,  but  it  is  hard  to  in- 

terest capital  in  the  hardware  business  nowadays  the 
margin  of  profit  is  so  low.  You  are  too  anxious  to 
sell  for  the  sake  of  selling,  and  possibily  you  are  also 
backward  in  asking  for  rebates.  Try  to  get  a  better 
profit  on  your  sales  and  take  advantage  of  the  great 
strength  of  the  market  to-day  to  put  your  business  on 

a  profitable  basis." Major  Currie,  M.P.,  president  of  the  Imperial  Steel- 
Wire  Co.,  CoUingwood,  roused  enthusiasm  by  his  op- 

timistic speech.  He  told  of  the  great  prosperity  the 
farmers  are  enjoying,  and  how  they  are  making  50  to 
100  per  cent,  on  their  investments  in  Western  Canada. 

"At  this  stage  of  development  in  the  United  States  the 
jobbers  were  getting  40  to  50  per  cent.  You  are  as 
much  entitled  to  large  profits  as  the  farmers  and  you 
should  not  be  satisfied  with  6  or  7  per  cent.  There  is 
plenty  of  business  for  all,  and  as  the  present  govern- 

ment was  not  elected  to  upset  business  conditions  by 
reducing  the  tariff,  the  present  activity  is  certain  to 
continue.  If  hardware  manufacturers,  jobbers  and  re- 

tailers do  not  make  good  money  during  the  next  5  or 

10  years  it  is  their  own  fault." 
C.  C.  Ballantyne.  of  the  Sherwin-Williams  Company 

of  Canada,  agreed  that  profits  were  too  low.  Paint 
men  should  also  endeavor  to  get  better  prices  as  raw 
materials  all  cost  more  and  labor  never  cost  so  much 
as  to-day. 

H.  J.  Fuller,  president  of  the  Canadian  Fairbanks- 
Morse  Company,  added  that  the  cost  of  doing  business 
had  been  steadily  advancing  in  all  departments,  and 

W.  Shives  Fisher 
Who  brought  greetings  from  the  Wholesale  Hard- ware Association  of  the  Maritime  Provinces. 

with  a  rising  market  before  them  the  time  was  oppor- 
tune to  strengthen  up  the  weak  points. 

Charles  E.  Button,  Gananoque,  said  the  purpose  of 
meeting  together  was  to  compare  notes  and  encourage 
all  to  work  together.  It  was  sad,  however,  to  see  fam- 

iliar faces  disappear  each  year,  the  only  compensation 
being  the  formation  of  new  friendships  and  the  further 
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cementing  of  friendly  relationship  with  those  who  have 

met  together  year  after  year.  ' 

Interesting  Reminiscences. 

Col.  William  Starke,  who  had  just  returned  from  a 
visit  to  Germany  in  pursuit  of  better  health,  and  who 
everyone  was  pleased  to  see  looking  so  much  improved, 

proposed  the  toast  of  "Our  Association,"  the  first  to 
respond  being  that  much  revered  ex-president,  William 
Vallance,  of  Hamilton. 

Mr.  Vallance  said  that  as  one  of  the  original  organ- 
izers of  the  Wholesale  Association,  he  felt  proud  of  its 

success.  While  the  jobbers  interests  are  not  identical, 
said  he,  and  hence  the  association  which  was  doing  so 
much  to  cement  friendships  between  business  competi- 
tors. 

"I  will  soon  complete  sixty  years  in  the  hardware 
business,"  said  Mr.  Vallance.  "At  that  time  the  only 
railway  in  Canada  was  at  Lachine,  and  Hamilton,  being 
at  the  head  of  navigation,  had  four  exclusively  whole- 

sale hardware  stores.  Then  we  imported  our  goods 
from  England,  axes  and  cut  nails  being  the  only  art- 

icles of  hardware  made  in  Canada.  The  wholesalers 
controlled  the  situation  then,  but  now  the  manufac- 

turers do.  Many  of  my  wholesale  friends  have  gone 

and  I  will  soon  say  farewell,  too."  said  Mr.  Vallance 
in  conclusion,  he  being  greeted  with  a  chorus  of  "We 
hope  not,"  from  his  hearers. 
W.  J.  Lawson,  Toronto,  who  followed,  was  intro- 

duced as  "Our  next  President,"  and  briefly  expressed 
his  belief  in  the  good  done  to  the  trade  by  associations 
and  attending  conventions. 

Victor  Lemieux,  Qiiebec,  also  responded,  speaking 
in  French  and  telling  of  the  benefits  derived  by  the 
French-Canadian  houses  through  organization. 

Honored  the  Departed. 

Secretary  James  Hardy  here  requested  the  company 
to  drink  a  toast  in  silence  to  the  memory  of  several 
former  officers  of  the  Association.  Briefly  he  told  of 
the  important  work  done  for  the  trade  by  the  late 
Senator  Wood,  Hamilton ;  John  Bowman.  London ; 
George  Vallance,  Hamilton ;  A.  B.  Lee,  Toronto :  T.  H. 
Newman,  Montreal,  and  T.  G.  Dexter,  Toronto. 

Sister  Associations. 

A.  Prudhomme,  Montreal,  proposed  the  toast  of  "Sis- 
ter Associations,"  and  John  A.  McAvity,  St.  John,  N. 

B.,  in  responding  for  the  Maritime  Wholesale  Hard- 
ware Association,  said  that  one  detriment  to  the  mak- 

ing of  profits  by  wholesalers  had  been  the  slow  deliv- 
eries made  by  manufacturers.  He  was  glad  to  hear 

that  the  manufacturers  were  enlarging  their  plants  to 
take  care  of  the  increased  volume  of  business  resulting 

from  the  great  growth  of  Canada's  population. 
Fred  C.  Lariviere,  president  of  the  Montreal  Retail 

Hardware  Association,  said  that  he  had  visited  many 
of  the  large  jobbing  houses  in  the  United  States,  and 
had  been  most  courteously  received  and  shown  their 
office  systems.  As  a  result  he  had  been  able  to  intro- 

duce similar  systems  in  his  business  so  that  every  de- 
partment was  made  to  show  a  profit.  To  those  who 

were  not  satisfied  with  their  profits  he  would  recom- 
mend a  similar  study  of  American  business  methods. 

Weston  Wrigley,  secretary  of  the  Ontario  Retail 

Hardware  and  Stove  Dealers'  Association,  said  he 
might  not  be  able  to  speak  for  all  retailers,  but  per- 

sonally he  held  the  opinion  that  the  suggested  shorten- 
ing of  terms  of  credit  would  result  to  the  ultimate  ad- 

vantage of  retail  merchants  by  forcing  unprogressive 

ones  to  bring  their  business  more  closely  to  a  cash 
basis,  and  thus  make  it  easier  for  all  to  compete  suc- 

cessfully with  the  mail  order  houses.  Regarding  cata- 
logue house  competition,  Mr.  Wrigley  said  the  inter- 

ests of  the  jobbers  were  imperilled  as  much  as  those 
of  the  retail  trade,  and  he  was  certain  that  the  jobbers 
would  co-operate  with  the  retailers  in  securing  the 
postponement  of  the  enactment  of  any  parcels  post 
legislation  in  Canada  until  the  measure  providing  for 
the  zone  system  had  been  tried  out  in  the  United 
States. 

Mr.  Wrigley  referred  to  a  complaint  received  from 
an  Ontario  retailer  that  a  semi-jobber  in  Toronto  had 

sold  some  Jones  shovels  at  the  jobber's  price  to  a 
drain  contractor  who  had  asked  for  a  quotation  from 
the  local  dealer,  the  sale  being  made  at  the  price  quot- 

ROBERT  HOBSON 
Vice-President  and  General  Manager  of  the  Steel  Co.  of  Canada, 
who  gave  a  pink  tea  to  the  wholesale  hardwaremen  and  others. 

ed  the  retailer  by  his  jobber.  "Your  Wholesale  Asso- 
ciation should  not  allow  this,"  said  the  speaker.  "What 

can  we  do?"  was  asked.  "As  the  largest  customers 
of  the  Jones  Company  you  can  tell  Mr.  Jones  that  if 
he  gives  semi-jobbers  an  extra  ten  it  is  given  because 
he  is  a  quantity  buyer,  and  not  to  enable  him  to  under- 

sell other  retailers.  You  should  protect  the  retailer  by 

insisting  upon  the  establishment  of  re-sale  prices," 
said  Mr.  Wrigley,  who  went  on  to  tell  of  another  case 
of  where  a  Montreal  jobber  had  sold  a  lot  of  half  a 
dozen  .shovels  to  a  small  contractor  although  one  of 
the  retailers  in  the  town  was  a  regular  customer  of 
the  jobber  referred  to. 

F.  M.  Tobin,  of  the  Tobin  Arms  Manufacturing  Co., 
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was  called  upon  to  respond  on  behalf  of  the  Canadian 

Hardware  Manufacturers  Exhibitors'  Association,  and 

in  reply  to  a  question  from  Wm.  Vallance,  asking  if 
the  Association  was  not  organized  to  encourage  the 

sale  of  goods  from  manufacturer  to  retailer,  Mr.  Tobin 

said  it  was  purely  an  advertising  organization.  "Con- 
ditions change."  said  the  speaker.  "We  used  to  bore 

holes  with  hot  pokers,  but  now  we  use  Tobin  auger 
bits.  So  with  the  hardware  exhibitions.  We  make 

displays  to  make  otir  lines  more  familiar  to  the  retail- 
ers and  to  help  create  more  business  for  jobbers  and 

Arthur  F.  Hatch  Major  Currie,  M.P. 
Who  attended  the  Convention.  Who  spoke  at  the  banquet. 

retailers.  Many  manufacturers  who  exhibit  make  all 

shipments  through  the  jobbers,  and  some  of  the  job- 
bers have  shown  considerable  enterprise  by  sending 

salesmen  to  take  advantage  of  the  opportunity  of  sell- 
ing new  lines  of  goods."  Speaking  for  his  own  firm, 

Mr.  Tobin  said  their  policy  Avas  to  sell  to  anybody  but 
only  at  established  re-sale  prices  which  fully  protected 
jobber  and  retailer. 

John  Steveley,  of  the  Columbia  Handle  Co.,  London, 

endorsed  the  previous  speaker's  views  on  price  main- 
tainance,  saying:  "The  man  who  makes  the  price  is 
the  man  who  should  maintain  them." 

"There  is  nothing  in  this  world  to  compare  with  a 
good  woman,"  said  Arthur  F.  Hatch,  of  the  Canada 
Steel  Goods  Co.,  Homilton,  in  proposing  a  toast  to 

"The  Ladies,"  which  was  responded  to  by  A.  W.  Peck, 
junior,  of  the  Peck  Rolling  Mills,  Montreal. 

The  health  of  President  Jeannotte,  "Our  Host,"  was 
also  enthusiastically  toasted  in  conclusion. 

Songs  were  sung  by  C.  H.  Earle,  Montreal,  and 

"Bert"  Alexander,  Hamilton,  they  helping  very  great- 
ly to  make  up  an  enjoyable  programme.  "Auld  Lang 

Syne"  was  sung  before  adjourning,  all  present  join- 
ing hands  in  friendship  before  parting. 

Those  at  the  Banquet  Board. 

A.  Jeannotte,  L.  H.  Hebert  &  Co.,  Montreal. 
W.  S.  Fisher,  Emerson  &  Fisher,  St.  John,  N.B.,  and 

the  Enterprise  Foundry  Co.,  Sackville,  N.B. 
R.  Hobson,  The  Steel  Co.  of  Canada,  Hamilton. 
Wm.  McMaster,  Canadian  Explosives,  Ltd.,  Mont- 

real. 

Weston  Wrigley,  Secretary  Ontario  Retail  Hardware 

and  Stove  Dealers'  Association,  Toronto. 
James  Hardy,  Secretary  Canadian  Wholesale  Hard- 

ware Association,  Toronto. 
Jas.  M.  Robertson,  James  Robertson  &  Co.,  Montreal. 
Robert  Starke,  Starke-Seybold,  Ltd.,  Montreal. 
J.  H.  Cameron,  Winchester  Arms  Co.,  Montreal. 

J.  E.  Theriault,  L.  H.  Hebert  &  Co.,  Montreal. 
Robert  H.  Merriman,  B.  Greening  Wire  Co.,  Mont- real. 

C.  H.  Earle  and  A.  H.  Brittain,  Montreal. 
Chas.  R.  Hubbard,  E.  C.  Atkins  &  Co.,  Hamilton. 
B.  H.  Elkin,   Maritime  Nail  Co.,  St.   John,  N.B. 
Alexander  Gibb,  Montreal. 
A.  H.  Hough,  Canada  liron  and  Tube  Co.,  Montreal. 
E.  Liersch,  Canada  Linseed  Oil  Mills,  Montreal. 
W.  J.  Lawson,  Rice,  Lewis  &  Son,  Toronto. 
C.  N.  Whitman,  Hobbs  Hardware  Co.,  London. 
H.  Edmond  Dupre,  Chinic  Hardware  Co.,  Quebec. 
H.  W.  Aird,  Canada  Paint  Co.,  Montreal. 
Thos.  H.  Jordan,  A.  C.  Leslie  &  Co.,  Montreal. 
A.  E.  Balfry,  Jenkins  &  Hardy,  Montreal. 
J.  B.  Pack  and  A.  W.  Peck,  jr.,  Peck  Rolling  Mills, 

Montreal. 

Gordon  C.  Seybold  and  H.  B.  Seybold,  Stark-Sey- 
bold,  Ltd.,  Montreal. 

W.  J.  Hayes,  Sheet  Metal  Products  Co.,  Toronto. 
J.  W.  Dowling,  Caverhill,  Learmont  &  Co.,  Montreal. 
J.  H.  Hanson,  Hanson-Tilley  Co..  Montreal. 
W.  L.  Cummer,  Cummer  Dowswell  &  Co.,  Hamilton. 
James  Maxwell,  D.  Maxwell  &  Sons,  St.  Marys. 
S.  H.  Alexander,  Wood,  Vallance  &  Co.,  Hamilton. 
C.  E.  Britton,  Cowan  &  Britton,  Gananoque. 
Fred  C.  Lariviere.  President  Retail  Hardware  Asso- 

ciation, Montreal. 
C.  B.  Rittenhouse,  United  States  Export  Co.,  Mont- 

real. 

A.  Prudhomme  and  H.  Prudhomme,  A.  Prudhomme 
&  Fils,  Montreal. 

Victor  Lemieux,  N.  Lemieux  &  Fils,  Quebec. 
A.  E.  Gilverson,  Rice,  Lewis  &  Son,  Toronto. 
T.  B.  Williamson.  H.  S.  Howland  &  Sons,  Toronto. 
Smeaton  White,  Montreal  Gazette. 
John  A.  McAvity,  T.  McAvity  &  Sons,  St.  John,  N.B. 
R.  Hi  McMaster,  IMontreal  Rolling  Mills.  Montreal. 

S.  R.  Kennedy,  Toronto  D.  H.  Howden,  London 
Two  members  of  the  Executive. 

D.  H.  Howden,  D.  H.  Howden  &  Co.,  London. 
R.  McK.  Haldimand,  W.  L.  Haldimand  &  Son,  Mont- real. 

J.  Stevely.  Columbia  Handle  Co.,  London. 
R.  B.  Simmonds,  Jas.  Simmonds  &  Son,  Dartmouth, N.S. 

C.  C.  Ballantyne,  Sherwin-Williams  Co.,  Montreal. 
Wm.  Vallance,  Wood,  Vallance  &  Co.,  Hamilton. 
G.  C.  Davis,  Frothingham  &  Workman,  Montreal. 
Arthur  F.  Hatch.  Canada  Steel  Goods  Co.,  Hamilton. 
C.  G.  McGhie,  Welland  Vale  Manufacturing  Co.,  St. 

Catharines. 
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Frank  M.  Tobin,  Tobin  Arms  Manufacturing  Co., 
Woodstock. 

E.  M.  Thurber,  Nicholson  File  Co.,  Port  Hope. 
Geo.  A.  Child,  U.  S.  Steel  Products  Co.,  Montreal. 
W.  Starke,  Starke-Seybold,  Ltd.,  Montreal. 
Henry   J.  Fuller,  Canadian   Fairbanks-Morse  Co., 

Montreal. 

Geo.  H.  Smead,  Landers,  Frary  &  Clark,  New  Bri- 
tain, Conn. 

A.  Letang,  Letang  Hardware  Co.,  Montreal. 
S.  R.  Kennedy,  Kennedy  Hardware  Co.,  Toronto. 
J.  A.  Currie,  M.P.,  Imperial  Steel  and  Wire  Co., 

Collingwood. 
R.  B.  Coulson,  .G.  M.  Johnston  and  A.  Gordon  Mac- 

pherson,  Montreal. 
E.  Goodwill,  Thos.  Davidson  &  Co.,  Montreal. 
F.  C.  D.  Wilkes,  Canadian  Hardware,  Stove  and  Paint 

Journal,  Montreal,  and  G.  Rutledge,  Hardware  and 
Metal,  Montreal. 

Mr.  Hobson's  Pink  Tea. 
The  final  touch  to  a  most-  successful  convention  was 

the  delightful  luncheon  given  by  Robert  Hobson,  gen- 
eral manager  of  the  Steel  Company  of  Canada,  in  one 

of  the  banquet  rooms  of  the  Windsor  Hotel. 

"Hobson's  choice"  of  decorations  and  menu  met 
with  general  approval,  and  the  host,  acting  as  toast- 
master,  added  to  his  already  wide  reputation  as  a 
prince  of  entertainers. 

The  following  guests  were  present: — 
Wm.  Vallance,  Hamilton. 
C.  E.  Britton,  Gananoque. 
Arthur  F.  Hatch,  Hamilton. 
Geo.  C.  Davis.  Montreal. 
W.  S.  Fisher,  St.  John  N.B. 
R.  H.  Merriman,  Hamilton. 
Victor  Lemieux,  Quebec. 
Ross  McMaster,  Montreal. 
James  Maxwell,  St.  Marys. 
A.  E.  Gilverson,  Toronto. 
Gordon  Seybold,  Montreal. 
John  Stevely,  London. 
C.  A.  Whitwam,  London. 
W.  J.  Lawson,  Toronto. 
A.  Prudhomme,  Montreal. 
Alfred  Jeannotte.  Montreal. 
William  Starke,  Montreal. 
John  A.  McAvity,  St.  John,  N.B. 
C.  C.  Magee,  St.  Catharines. 
S.  H.  Alexander,  Hamilton. 
T.  B.  Williamson,  Toronto. 
Weston  Wrigley,  Toronto. 
Joseph  Dowling,  Montreal. 
Robert  Starke,  Montreal. 
James  Hardy,  Toronto. 
D.  H.  Howden,  London. 

The  festivities  were  most  enjoyable,  some  very  in- 
teresting reminiscences  being  related  by  William  Val- 

lance, the  worthy  "dean"  of  the  Wholesale  Associa- 
tion, while  "Tony"  Lawson,  the  jobbers'  new  presi- 
dent, and  "Tom"  Williamson,  the  "baby"  of  the  gath- 
ering, made  reputations  for  themselves  as  story-tellers, 

endeavoring  to  their  utmost  to  win  away  from  Arthur 
Hatch  the  laurel  wreath  for  after  dinner  story-telling. 
Mr.  Hatch,  despite  his  pessimistic  mood,  upheld  his 
reputation,  however,  by  a  baseball  story,  which  was 
particularly  timely. 

A.  E.  Gilverson,  the  quiet  and  reserved  president  of 
Rice  Lewis,  &  Son,  T  oronto,  who  has  worked  wonders 

in  reconstructing  that  old-time  hardware  business  dur- 
ing the  past  two  or  three  years,  was  carried  away  by 

the  occasion,  and,  forgetting  the  problems  of  finance 
for  the  moment,  sang  an  impromptu  song  of  his  own 
composition,  the  chorus  being:— 

"These  Hobson  teas,  they  are  the  cheese. 

We  all  agrees,  we  all  agrees." 
W.  Shives  Fisher,  retailer,  jobber,  manufacturer,  and 

all-round  hardwareman,  was  the  orator  of  the  after- 
noon, he  eloquently  outlining  the  wonderful  possibil- 

ities of  Canadian  development,  and  expressed  his  de- 
light in  seeing  the  manufacturing  industries  of  Mont- 
real, Toronto,  Hamilton,  and  other  cities,  growing  so rapidly. 

Charlie  Brittain,  the  irrepressible  young-old  dean  of 

the  hardware  manufacturers,  knocked  down  "Grand- 
pa" Hardy's  carefully  constructed  house  of  cards  by 

interjecting  a  political  speech,  and  the  subject  of  loy- 
alty to  the  Empire  having  been  introduced,  Victor  Lem- 
ieux expressed,  for  the  French-Canadians,  their  un- 

swerving loyalty  to  Canada  and  King  George. 

Alfred  Jeannotte  and  A.  Prudhomme  also  spoke  in- 
terestingly on  trade  matters,  while  Weston  Wrigley, 

responding  to  a  toast,  told  briefly  of  how  Canadian 
Hardware,  Stove  and  Paint  Journal  is  participating  in 
the  prosperity  so  evident  in  every  branch  of  Canadian industry. 

"May  they  long  continue  to  make  iron  and  steel 
for  a  living,"  was  the  way  the  Steel  Company  of  Can- 

ada was  toasted,  when  the  hour  of  adjournment  had 
arrived,  and  Robert  Hobson  and  Ross  McMaster,  in 
responding,  told  of  the  remarkably  busy  conditions  in 
their  various  plants,  the  outputs  of  which  have  been 
booked  ahead  for  many  months  by  far-seeing  whole- 

salers and  manufacturers  who  recognize  that  the  mar- 
ket in  heavy  goods  js  on  the  upward  trend  with  little 

probability  of  present  prices  holding  very  long. 

Consul-General  Jones  Favors  Mail  Order Selling 

In  the  afternoon  session  of  the  manufacturers' 
open  meeting,  the  Hon.  John  Edward  Jones,  Consul- 
General  of  the  United  States,  Winnipeg,  Canada, 
spoke  eloquently  and  forcefully  on  the  subject, 
"Canada."  The  Consul-General,  however,  made  one 
of  those  slips  in  his  address  that  sometimes  happen 
when  a  diplomat  addresses  a  commercial  body.  He 
suggested  to  the  hardware  jobbers  and  manufac- 

turers present  that  if  they  wish  to  have  their  goods 
reach  the  consumer  in  Canada  in  the  most  direct 
irianner,  they  use  the  agencv  of  the  mail  order  houses. 
He  suggested  that  American  goods  would  receive 
loss  encouragement  at  the  hands  of  Canadian  job- 

bers and  retail  merchants. 

CW/SUl-Cff/fML  JOA/fS  ADWCATCSmtORDEn  SEWUG  IN 
CANADA 

Following  Consul-General  Jones,  Mr.  Wrigley, 
representing  a  Canadian  trade  j ournal,  took  decided 
issue  with  him  on  this  point. 

The  Hon.  J.  Hampton  Moore,  Congressman  of  the 
Third  Pennsylvania  Pistrict,  Philadelphia,  Pa- 

ired an  address  o^i  ^^iect,  "fV"-  ̂ ' 
From  the  Hardware  Reporter,  Nov.  1, 1912. 
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Hardware  Conventions  at  Atlantic  City 

Absence  of  Representatives  of  National  Retail  Hardware  Association  Causes 
Much  Discussion- -Retailers  Contend  that  Mail  Order  Houses  are  Given  Lower 

Prices  and  Insist  on  Fair  Competition— U.S.  Consul  Advises  U.S.  Manufac- 
turers to  Sell  Through  Canadian  Mail  Order  Houses. 

The  tAventy-third  convention  of  the  American  Hard- 
ware Manufacturers'  Association  and  the  eighteenth 

s-athering  of  the  National  Wholesale  HardAvare  Asso- 
ciation Avere  held  at  Atlantic  City,  N.J.,  October  23 

to  25.  the  week  following  the  Canadian  Wholesale 
HardAA'are  Association  convention  at  Montreal,  and  a 
fair  representation  of  Canadians  registered  at  Atlan- 

tic City  as  visitors,  these  including: — 
W.  J.  Lawson  (and  Mrs.  LaAvson),  president  Cana- 

dian Wholesale  HardAvare  Association,  Toronto. 
James  Hardy,  secretary  Canadian  Wholesale  Hard- 

ware Association,  Toronto. 
S.  H.  Alexander,  Wood,  Vallance  &  Co.,  Hamilton. 
Fred  C.  Lariviere  and  A.  S.  Daly,  of  Lariviere,  In- 

corporated. Montreal. 
Weston  Wrigley  (and  Mrs.  Wrigley),  Canadian 

Hardware,  Stove  and  Paint  Journal,  Toronto. 
J.  G.  Lorriman,  Hardware  and  Metal,  Toronto. 

\  Entertained  at  Philadelphia. 

A  large  number  of  the  delegates  and  \'isitors  to  the 
convention  arranged  to  spend  Tuesday,  October  22, 
in  Philadelphia,  where  they  were  entertained  by  the 

"Philadelphia-Made  HardAvare  Big  Five,"  including 
Henry  Disston  &  Sons,  North  Bros.,  Miller  Lock  Co., 
Fayette  R.  Plumb,  and  the  Enterprise  Manufacturing 
Co.  An  auto  drivM  out  lo  the  Navy  Yards  and  through 
the  city  out  to  the  Huntington  Country  Club,  where  the 
party  were  entertained  at  luncheon,  provided  a  splen- 

did day's  enjo.yment. 
At  Atlantic  Citv  the  jobbers  made  their  headquar- 

ters in  the  Hotel  Dennis  Avhile  the  manufacturers  se- 
lected the  Shelburne  Hotel,  each  association  holding 

separate  meetings  Avith  the  exception  of  .a  joint  meet- 
ing on  Wednesday  morning. 

Retailers  Decline  Invitation. 

At  this  opening  meeting  a  sensation  Avas  caused  by 
the  announcement  that  the  National  Retail  HardAvare 
Association  Avould  not  be  represented  as  in  former 
vears.  At  their  cont^ention  in  Detroit  last  June  the 
Retail  Association  had  given  consideration  to  the  re- 

port of  the  Trade  Relations  Committee  (re-printed  in 
August  number  of  Canadian  Hardware,  Stove  and 
Paint  Journal)  dealing  with  the  sale  of  goods  to  mail 
order  houses  at  prices  lower  than  retailers  can  buy 
from  Avholesale  houjes.  It  was  then  recommended 
that  a  joint  eommittfte  representing  the  hardware  man- 

ufacturers, wholesalers  and  retailers  deal  Avith  this  un- 
fair condition  to  the  retailer.  And  folloAving  out  this 

idea  the  wholesalers  and  manufacturers  in  their  pro- 
grammes for  the  Atlantic  City  meeting's  had  provided 

time  in  both  Wednesday  morning  and  afternoon  ses- 
sions for  discussion  Avith  the  Retail  As.sociation  repre- 

sentatives. President  Abbott,  of  the  Retail  HardAvare 
Association,  was  not  satisfied,  hoAvever.  and  declined 
to  attend,  intimating  that  better  results  could  be  ob- 

tained at  a  joint  committee  meeting  at  the  Atlantic 
City  conventions. 

Retailers  Complain  of  Discrimination. 
The  correspondence  betAveen  President  Abbott  of 

the  National  Retail  Hardware  Association,  and  Secre- 

tary Fernley  of  the  National  HardAvare  Association,  is 

reproduced  in  part  below : — 
Marshalltown,  loAva,  Oct.  14. 

Dear  Mr.  Fernley, — I  have  gone  over  the  question 
carefully  and  believe  it  best  for  me  not  to  attend  con- 

vention. Not  in  the  spirit  of  resentment  or  stubborn- 
ness, but  purely  from  the  standpoint  of  good  business 

judgment.  I  don't  believe  I  Avill  be  in  the  right  place 
as  a  hardAvare  merchant.  Why?  Will  some  of  the  man- 
facturers  tell  me  why  the  retailer  cannot  buy  his  goods 
at  such  a  price  as  will  allow  him  to  compete  with  mail- 

order competition?  Will  a  fcAv  of  the  jobbers  tell  me 
Avhy  when  one  hears  of  a  certain  line  of  goods  that 

How  the  Hardware  Reporter  illustrated  the  absence  of  the  Retailers' President  at  the  Atlantic  City  L  onvention. 

the  retailer  is  buying  right  and  buying  direct  that  the 
jobber  at  once  uses  his  influence  to  stop  it? 

Will  any  of  you  gentlemen  be  able  to  explain  the 
vital  question;  the  future  of  the  hardAvare  merchant? 

The  manufacturer  and  jobber  both  knoAV  this  fact 
that  less  than  10  per  cent,  of  these  merchants  are  run- 

ning their  business  on  paying  basis. 
I  thank  you  very  much  for  the  invitation  and  hope 

that  the  manufacturers  and  jobbers  Avill  get  together 
on  broad  lines  for  the  protection  of  the  retail  trade. 
In  this  way  no  favor  but  prices  on  an  equality  with 
the  fellow  who  sells  direct. 

L.  C.  ABBOTT. 

Philadelphia,  October  16.  1912. 

My  Dear  Mr.  Abbott. — I  Avas  very  much  surprised  to 
note  that  you  did  not  deem  it  Avise  to  attend  our  con- 
vention. 

We  have  arranged  to  give  one  entire  day  to  a  dis- 
cus.sion  of  subjects  AAdiich  shall  be  of  interest  to  the 
retail  merchant,  particularly  endeavoring  to  solve  the 

problem  AA'herein  the  help  of  manufacturer  and  job- ber is  needed. 

I  simply  cannot  understand  AA'hat  better  place  there 
AA'ould  be  for  President  of  the  National  Retail  Asso- 

ciation than  that  we  have  arranged  for  him  to  occupy. 
The  National  Hardware  Association  for  years  has 

been  insisting  that  the  retail  merchant  should  get  a 
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price  which  will  place  him  in  a  position  to  meet  all 
competition. 

I,  as  representing  the  National  Hardware  Associa- 
tion, have  never  attempted  to  prevent  the  retailer  from 

buying  goods.  I  cannot  be  responsible  for  individual 
action  of  the  various  members  of  the  association. 

Our  programme  is  in  print  and  all  our  arrangements 
made  .based  on  the  fact  that  you  would  look  with 
pleasure  on  a  meeting  which  would  have  for  its  effort 
the  free,  imbiased  interchange  of  views  in  which  the 
retailer,  manufacturer  and  jobber  should  have  an  equal 
opportunity  of  expressing  candid  and  sincere  opinions. 

T.  JAMES  FERNLEY. 

Marshalltown,  Oct.  18. 

Dear  Mr.  Fernley,— Your  favor  of  the  16th  received. 
Glad  to  hear  from  you.    The  very  point  that  I  believe 
is  right  you  mention  in  the  next  to  the  last  clause  of 

8  Another  big  Mail  Order  House  may  be  establish-  ® 

8  ed  in  Western  Canada.  Following  Mr.  Wrigley's  g 
®  protest  against  Consul-General  Jones'  advoeacy  S 
8  of  selling  through  mail  order  houses  in  Canada,  § 
8  a  prominent  U.S.  hardware  manufaeturer,  with  g 
®  a  branch  in  Canada,  said  :  8 

g  "Your  protest  was  very  timely.   Don't  quote  8 
8  me,  but  I  understand  that  certain  interests  8 
8  friendly  to  Mr.  Jones,  are  planning  to  establish  8 
S  at  Winnipeg,  a  mail  order  house  similar  to  that  g 
8  of  Montgomery,  Ward  &  Co.,  Chicago.  8 

your  letter.  That  you  cannot  be  responsible  for  in- 
dividual action  with  the  various  members.  I  know 

this  very  well.  This  is  why  I  think  that  the  action 
that  is  necessary  for  the  retail  dealers  to  take  just 
now  is  with  the  individual  members  rather  than  the 

association,  as  a  body.  That  is  why  I  don't  think  we 
Hre  ready  to  bring  before  your  association  some  deli- 

cate trade  conditions  which  exist.  If  we  find  that  cer- 
tain dealers  are  attempting  to  hold  departments  of 

trade,  selling  the  retailer  and  catalogue  house,  isn't  it 
best  to  take  the  question  directly  to  the  heads  of  these 
firms  and  see  if  we  cannot  have  it  settled  on  business 
basis? 

The  aim  of  our  association  has  always  been  to  avoid 
dictating  or  attempting  to  coerce  any  manufaeturer  or 
jobber.  This  we  will  not  do  nor  are  Ave  allowed  to  do 
but  we  have  a  right  to  ask  the  manufacturer  to  place 
the  retail  merchant  on  the  same  plane  with  his  com- 

petitor so  he  may  sell  his  goods  at  a  price  that  will 
bring  a  fair  margin  of  profit. 

These  questions  have  been  before  our  association  for 
years.  We  have  met  with  your  people  at  your  annual 
conventions  and  nothing  has  ever  developed  that  im- 

proved said  conditions.  My  idea  is  to  try  and  take  it 
up  in  the  proper  channel,  directly  to  the  head  of  the 
firm  on  which  these  accusations  have  been  made. 

Suppose  we  look  ahead  a  few  years.  Pick  up  the 
Hardware  Bulletin,  October  issue.  There  are  between 
45  and  50  hardware  stocks  for  sale.  Go  back  to  the 

June  or  July  Bulletin  where  there  was  an  advertise- 
ment of  a  party  wishing'  to  purchase  a  hardware  stock 

and  there  were  171  replies  of  dealers  in  the  smaller 
towns  who  wanted  to  sell.  These  are  the  conditions 

that  are  confronting  the  small  retail  merchant  to-day. 
Seventy-five  per  cent,  of  our  membership  is  composed 
of  the  smaller  dealers  in  the  trade.    Now,  unless  they 

can  be  protected  against  ruinous  competition  matters 
will  get  worse  year  by  year.  Conditions  in  the  east 
are  entirely  different  from  those  in  the  west.  The 
eastern  people  are  right  at  the  back  doors  of  the  fac- 

tories, and  in  most  cases  well  taken  care  of,  but  in  the 
west  the  jobber  is  an  absolute  necessity  in  the  distribu- 

tion of  hardware. 

Now  I  may  be  wrong  in  my  position  but  cannot  see 
what  benefit  a  general  conference  would  be  when  these 
conditions  exist. 

L.  C.  ABBOTT. 

Philadelphia,  Oct.  16. 

Dear  Mr.  Abbott, — Have  arranged  for  a  conference 
all  day  Wednesday  between  retailers,  manufacturers 
and  jobbers.  Sincerely  hope  that  you  will  be  present 
without  fail.  This  is  in  line  with  suggestion  from  you. 
Hope  to  get  actual  business  results.  Bring  as  many  of 
vour  officials  as  possible. 

T.  JAMES  FERNLEY. 

Marshalltown,  Oct.  17. 

Dear  Mr.  Fernley, — I  have  yonr  telegram  of  the  16th 
and  have  gone  over  this  proposition  very  carefully. 
We  have  had  a  number  of  conferences,  and  while  I  am 
taking  more  or  less  of  this  responsibility  on  my  own 
shoulders,  I  will  say  that  I  believe  that  there  are  a 
number  of  problems  that  we  must  investigate  a  little 
bit  farther  before  we  go  to  the  manufacturers  and 
jobbers  with  our  complaints.  Individual  complaints 
are  not  to  be  considered.  But  what  we  are  taking  up 
is  the  great  question  of  price  and  distribution.  The 
retailer  is  being  discriminated  against  by  certain  man- 

ufacturers and  jobbers  in  the  way  of  price,  and  the 
catalogue  and  installment  house  are  receiving  benefit 
of  this  reduction,  and  the  poor  retailer  is  paying  tribute 
in  many  cases  to  the  privilege  of  living. 

You  may  think  these  remarks  are  strange,  and  there 
are  many  things  I  might  tell  you  personally  that  I 
don't  care  to  commit  myself  by  putting  on  paper. 
My  personal  complaints  I  solve  myself.  But  I  know, 

and  so  do  you,  that  the  life  of  this  great  western  coun- 

try depends  entirely  on  the  small  tovm's  prosperity, and  when  these  discriminations  exist  and  we  attempt 
in  a  general  way  in  large  conventions  to  pat  the  other 

8  A  newspaper  should  print  all  important  news,  8 
8  even  if,  by  so  doing,  it  is  necessary  to  mention  a  8 
8  competitors  name.   The  public  protest  against  8 

8  Consul-General  Jones'  advocacy  of  mail  order  8 
S  houses  was  of  interest  to  the  hardware  trade  § 
8  throughout  Canada.  8 

fellow  on  the  back  without  digging  into  causes,  we  are 
not  progressing. 

The  number  of  comparisons  that  I  have  sent  you 
this  summer  shows  you  exactly  some  of  the  conditions, 
and  these  are  far  from  being  important  ones. 

I  wish  your  convention  and  that  of  the  manufacturers 
great  success.  I  know  it  will  be  in  attendance,  and 
on  general  trade  problems,  but  are  you  going  to  take 
up  among  yourselves  the  great  question  pertaining  to 
the  welfare  of  the  dealers  who  buy  your  goods?  There 

isn 't  any  spirit  of  unfairness  in  this  letter.  We  are  not 
going  to  you  people  for  better  prices.  We  must  all 
live,  and  no  successful  merchant  can  live  without  pro- 

fit whether  he  is  producer  or  distributor.  We  ask  you 
jobbers  to  get  next  to  the  manufacturer  the  same  as 
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we  are  doing,  and  say  to  them:  "Gentlemen,  if  you  are 
going  to  seel  the  installment  and  mail  order  houses, 
in  the  name  of  justice  be  fair  with  your  prices  and  see 

that  these  people  enter  the  field  on  the  same  basis  you 
accord  local  dealer." 

I  have  no  objection  to  your  presenting  this  letter  to 
vour  convention. 

L.  C.  ABBOTT. 

Retailers  Absence  Regretted. 

At  the  opening  session  President  Moore,  of  the  job- 
bers, said: — 

"We  are  disappointed  in  not  having  with  us  repre- 
sentatives of  the  National  Retail  Hardware  Associa- 

tion. They  have  been  attending  our  conventions  regu- 
larly for  a  number  of  years,  and  we  confidently  ex- 

pected that  they  would  be  with  us  now. 
"Throiigh  our  secretary  Ave  extended  them  court- 

eous invitations,  and  when  recently  they  first  signified 

"There  has  not  been  a  period  for  years  when  thn 
future  looked  so  bright,  promising  a  continued  increasc- 
of  business.  We  are  to  be  congratulated  on  this  con- 

dition, particularly  in  view  of  the  fact  that  we  are  ni 
the  midst  of  a  political  campaign,  which  is  developing 
a  marked  difference  of  opinion  on  the  part  of  our  peo- 

ple as  to  the  result. 
"There  has  not  been  a  period  for  years  when  the 

future  looked  so  bright,  promising  a  continued  increase 
of  business.  We  are  to  be  congratulated  on  this  con- 

dition, particularly  in  view  of  the  fact  that  we  are  in 
the  midst  of  a  political  campaign,  which  is  developing 
a  marked  difference  of  opinion  on  the  part  of  our  peo- 

ple as  to  the  result. 
"It  is  the  consensus  of  opinion  of  those  who  have 

given  the  situation  most  careful  thought,  that  our  coun- 

try's prosperity  will  continue  regardless  of  the  out- come. What  ever  is  done  the  business  interests  of  the 
country  will  have  due  consideration  and  onlv  such 

Fred  C.  LARfviERE 
Montreal  Retail  Association 

Weston  Wriglev 
Ontario  Retail  Hardware  Association 

S.  H.  Alexander 
Canadian  Wholesale  Hardware  Ass'n 

Who,  with  W.  J.  Lawson  and  James  Hardy,  represented  Canada  at  the  Atlantic  City  Convention. 

their  intention  not  to  be  present,  our  secretary  wrote 
Mr.  Abbott,  president  of  the  National  Retail  Hardware 
Association,  that  in  accordance  with  their  Detroit  re- 

solution, requesting  a  joint  conference  with  the  manu- 
facturers and  jobbers,  we  had  provided  in  our  pro- 

gramme for  this  feature,  giving  them  the  time  and  op- 
portunity, and  we  expected  at  this  joint  session  that 

Mr.  Abbott  would  preside  and  direct  affairs." 
Prosperous  Business  Conditions. 

Continuing,  Mr.  Moore  said:  "When  we  met  here  in 
1903,  the  country  was  at  that  time  in  the  midst  of  a 
period  of  depression.  Prices  were  low  and  we  feared 
they  would  go  still  lower.  Labor  disturbances  were 
prevalent.  Manufacturers  were  greatly  annoyed,  for 
the  future  appeared  dark  and  threatening.  To-day 
how  different !  Optimism  on  every  hand.  It  seems  we 
are  already  fully  entered  into  a  period  of  prosperity. 
"A  beneficient  Providence  has  blessed  us  with  abun- 

dant crops,  goods  on  the  merchant's  shelves  are  ad- 
vancing, the  manufacturers  have  their  order  books  well 

filled  with  orders  for  months  to  come,  the  railroads 
have  freight  to  haul  up  to  their  utmost  capacity,  and 
it  even  appears  they  will  have  a  demand  for  more  cars 
than  they  can  find. 

changes,  if  any,  will  be  made  as  those  in  control  of 
the  government  feel  quite  sure  will  be  beneficial. 

"Uncle  Sam  has  a  large  amount  of  cash  available  in 
case  of  an  emergency,  but  the  banks  are  not  seeking 
these  deposits,  since  the  money  is  not  needed  for  legit- 

imate purposes,  feeling  that  such  deposits  Avould  tend 
to  encourage  speculation.  We  trust  manufacturers  will 
exert  their  influence  to  prevent  a  runaway  market, 
which  might  cut  short  the  period  of  prosperity,  but  see 
that  prices  are  only  advanced  legitimately  and  thus 

prolong  the  good  trade  which  we  see  at  hand." 
Great  Scarcity  of  Goods. 

G.  H.  Jantz,  president  of  the  American  Hardware 
Manufacturers'  Association,  extended  a  welcome  in 
behalf  of  the  Manufacturers'  Association.  He  com- 

mented on  the  fact  that  while  "there  were  representa- 
tives of  both  manufacturers  and  jobbers  present,  there 

was  lacking  one  link  in  the  chain  of  hardware  odd- 
fellowship — the  retailer.  Working  together,  these  three 
interests  would  obtain  results  Avhich  any  one  alone 
could  not  hope  to  attain. 

Canadians  Extend  Invitation. 

W.  J.  Lawson,  president  of  the  Canadian  Wholesale 
Hardware  Association,  was  introduced,  and  spoke  op- 
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timistically  of  business  conditions  in  the  Dominion. 

James  Hardy,  secretary-treasurer  of  the  Canadian 
Wholesale  Hardware  Association,  extended  an  invita- 

tion to  delegates  to  visit  various  Canadian  cities,  To- 
ronto, Hamilton,  Ottawa,  Montreal  and  Quebec  on  their 

way  to  next  year's  convention,  he  promising  them  an 
enjoyable  time.  He  also  presented  some  interesting 
statistics  regarding  Canada,  its  growth,  value  of  manu- 

factured products,  exports  and  imports.  "Canadians 
last  year  imported  goods  to  the  value  of  $368,145,107 
from  United  States  manufacturers,  while  we  sold  goods 
worth  $120,000,000  to  you.  During  the  same  time  we 

sold  $151,000,000  worth  to  Great  Britain.  We  can't 
afford  to  throw  over  Great  Britain,"  said  Mr.  Hardy, 
in  conclusion,  "but  it  will  be  alright  if  you  take  your 
duty  off  while  we  keep  ours  on." 
Weston  Wrigley,  secretary  of  the  Ontario  Retail 

Hardware  and  Stove  Dealers'  Association,  was  also 
called  upon,  and  gave  some  statistics  regarding  the 
growth  of  Western  Canada,  80,000  citizens  of  the  Uni- 

ted States  having  settled  in  Canada  during  the  five 
months  April  to  August  inclusive. 

"A  couple  of  decades  ago  the  movement  of  popula- 
tion was  from  Canada  to  the  States,  but  Canada  is 

now  coming  into  its  own  and  the  returning  Canadians 
are  bringing  back  tens  of  thousands  of  good  Amer- 

icans with  goods  and  bank  accounts  worth  many  mil- 
lions of  dollars,"  he  added. 

The  Jobber's  Service  to  Trade. 

Secretary  Fernley,  of  the  Wholesale  Association,  in 
his  report  said : — 

"Trade  is  generally  improving,  there  is  now  an  op- 
portunity of  getting  a  profit  based  on  present  market 

prices  so  that  they  will  be  better  able  to  stand  the  losses 
through  decline  in  prices  which  take  place  with  just 
as  much  regularity  as  do  the  advances  in  prices. 

"Our  contract  with  the  retail  trade,  both  direct  and 
through  the  excellent  organi;;ation  of  retailers  which 
has  been  built  up  by  the  leading  men  in  the  trade,  has 
been  of  a  very  interesting  character,  and  while  there 
have  been  discussions  as  to  the  proper  channels  of  dis- 

tribution we  feel  that  the  majority  of  retailers  to-day, 
through  an  unbiased  view  and  calm  consideration  of 
the  subject,  agree  that  their  interests  are  better  served 
by  securing  their  supplies  through  the  jobber  in  such 
quantities  and  at  such  times  as  it  best  pleases  them, 
than  if  they  were  to  establish  direct  factory  connec- 

tions on  the  thousand  and  one  items  which  go  to  make 
up  the  wholesale  hardware  business. 

"Such  direct  factory  connections  would  be  in  the 
opinion  of  many  who  have  given  careful  study  to  the 
situation  involve  not  an  economic  saving,  but  a  waste 
of  time  and  money  and  resources  which  would  be  so 
great  that  there  would  be  only  the  rankest  extrava- 

gance involved  in  the  experiment.  The  service  rend- 
ered by  the  modern  hardware  jobber  with  his  stocks 

located  at  convenient  points  throug^hout  the  country, 
with  his  distribution  of  expense  over  thousands  of  items 
instead  of  being  centered  on  one  item,  and  his  organ- 

ization and  shipping  facilities,  all  go  toward  perpetuat- 
ing the  jobber  or  some  distributor  conducting  a  like 

business  who  will  serve  to  distribute  in  proper  quan- 
tities, and  at  the  lowest  possible  price  consistent  with 

the  conduct  of  the  business. 

"We  have  transmitted  to  the  members  during  the 
year  photographic  copies  of  catalogue  pages  of  mail 
order  and  catalogue  houses  on  which  are  quoted  prices 
lower  than  those  which  can  profitably  be  met  by  the 

wholesale  and  retail  trade  of  the  country." 

Remarkable  Address  on  "Canada." 
A  most  interesting  address  was  delivered  before  the 

manufacturers  on  Thursday  afternoon  by  Hon.  J.  E. 
Jones,  United  States  Consul  at  Winnipeg,  who,  after 
referring  to  the  assistance  consular  agents  can  be  to 
manufacturers  desiring  to  develop  an  export  trade, 
went  on  to  describe  the  wonderful  possibilities  for 
American  trade  in  Western  Canada. 

"The  Consular  district  over  which  I  exercise  juris- 
diction," said  Mr.  Jones,  "comprises  a  portion  of  the 

Province  of  Ontario,  all  of  that  territory  from  Fort 
William,  Ontario,  on  the  east  to  the  Rocky  Mountains 
on  the  west,  and  within  this  territory  it  is  estimated 
that  there  is  a  population  of  over  two  millions,  the 
Dominion  Immigration  Officer  at  Winnipeg  assuring 
me  that  there  are  upwards  of  a  million  Americans  in 
Manitoba,  Saskatchewan  and  Alberta. 

"There  is  an  aggregate  of  500,000,000  acres  of  land 
in  the  prairie  provinces  of  Manitoba,  Saskatchewan 
and  Alberta,  and  the  last  available  statistics  show  but 
16,000,000  acres  under  cultivation.  It  is  estimated  that 
this  represents  less  than  one-eighth  of  the  cultivable 
area.  In  the  year  1900  only  3,491,413  acres  were  un- 

der cultivation,  while  this  year  the  estimated  area  in 
crop  is  16,000,000.  This  gives  you  a  faint  idea  of  the 
wonderful  progress  that  Western  Canada  is  making, 
and  this  ratio  of  increase  will  become  larger  each 

year. 
"In  the  year  1901  there  were  63,311,632  bushels  of 

wheat;  last  year.  194,183,000  bushels;  1901,  oats  38,- 
909,654  bushels^;  last  year  212,819,000;  1901,  barley 
7,331,225  bushels;  last  year  24,043,000;  1901,  flax  266,- 
420  bushels ;  last  year  5,126,000.  The  average  yield  per 
acre  was  26  bushels  of  wheat,  47  bushels  of  oats,  and 
31  bushels  of  barley. 

"Into  this  new  country  American  farmers  have 
brought  hundreds  of  millions  of  dollars  in  cash,  as 
well  as  an  experience  in  agricultural  pursuits,  which  is 
world-famous. 

"I  have  often  been  asked  the  reason  for  this  influx 
of  Americans  into  Western  Canada.  It  is  the  cheap 
land  coupled  with  the  abundant  crops. 

"This  question  of  immigration  is  interesting  to  you 
as  business  men,  because  this  large  number  of  Amer- 

icans is  really  the  vanguard  of  American  trade.  They 
come  to  a  country  whose  language  is  the  same,  and 
where  conditions  are  in  many  ways  similar  to  those 
in  the  United  States.  They  find  that  New  York  rather 
than  London  sets  the  styles,  and  the  things  they  have 
been  used  to  at  home  are  recpiired  in  Canada.  Being 
familiar  with  American  products,  aside  from  the  senti- 

ment of  the  case,  they  naturally  turn  to  American-made 
articles,  and  by  their  practical  demonstration  influence 
in  a  large  measure  the  farmers  from  other  lands. 

"There  are  available  at  the  present  time  nearly  a 
quarter  of  a  million  homesteads  in  Western  Canada. 
Each  has  an  area  of  160  acres,  and  in  certain  sections 
a  man  may  pre-empt  an  additional  160  acres  by  pay- 

ing the  Government  $3.00  per  acre  for  it,  payments 
extending  over  a  period  of  ten  years. 

Annual  Purchasing  Power  of  $300,000,000. 

"In  1901  the  total  immigration  from  all  countries 
into  Canada  aggregated  49,149,  while  from  statistics 
prepared  by  the  Department  of  Immigration,  based  up- 

on actual  arrivals  and  those  intending  to  come  within 
the  next  two  months,  the  immigration  into  Western 
Canada  this  year  will  reach  325,000. 

"The  demands  of  the  people  are  great,  and  will  in- 
crease for  many  years.    The  emigrants  who  come  to 
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Canada  travel  light,  and  they  must  begin  immediately 

to  buy  the  necessities  of  life.  Labor-saving  devices 

are  in  greater  demand  perhaps  than  in  any  other  mar- 

ket, due  primarily  to  the  scarcity  of  labor.  The  people 

are'  looking  for  the  best,  and  they  are  able  to  pay  for it. 

"Our  trade  with  Western  Canada  is  increasing  by 

leaps  and  bounds,  and  when  you  consider  for  a  moment 
that  155,000  American  citizens  will  go  to  Canada  this 

year,  taking  with  them  an  estimated  capital  of  nearly 
two  hundred  millions  of  dollars,  you  can  under.stand 

the  importance  of  considering  this  market  before  any 
other  foreign  outlet. 

"Winnipeg  is  the  distributing  point  for  the  prairie 

provinces,  and  last  year  won  distinction  for  herself 
as  the  largest  grain  center  in  North  America.  During 

the  year  Winnipeg  handled  101,326,250  bushels  of 

wheat,  with  Minneapolis  second  with  96,647.850  bush- 
els, and  Chicago  third  totalling  42,629,721  bushels. 

Winnipeg  has  grown  from  a  frontier  village  of  215 

people  in  1877  to  a  metropolis  of  200,000  in  these  thir- 
ty-five years. 

"Last  year  Winnipeg  put  $17,550,000  into  new  build- 
ings, and  already  the  total  building  permits  issued  for 

the  first  nine  months  of  this  year  has  gone  over  eigh- 
teen millions.  The  city  is  developing  rapidly  as  a  man- 

ufacturing center ;  its  manufactured  output  having  in- 
creased over  400  per  cent,  in  ten  years. 

"Perhaps  you  can  get  from  this  word-picture  the 
possibilities  of  Western  Canada  from  the  manufactur- 

er's point  of  view,  for  I  am  going  to  give  you  the 
number  of  cars  of  supplies  which  came  into  Winnipeg 
during  the  year  1911.  Understand  this  only  applies 
to  Winnipeg,  for  there  are  other  customs  houses  to  the 
west  which  receive  large  consignments  from  the  United 
States  and  other  countries.  But  these  figures  have 

been  carefully  compiled  from  the  records  of  the  rail- 
ways, and  it  is  estimated  that  about  80  per  cent,  of 

the  whole  came  from  the  United  States: 

Carloads. 

Agricultural  implements    2,120 
Wire  nails  and  fencing   1,539 
Furniture   1,090 
Cement   1,180 
Hardware   1,042 
'Sugar   972 
Paper   868 
Machinery   765 
Iron  pipe    682 
Canned  goods    565 
Stoves  and  ranges    560 
Sewer-pipes,  window  glass  and  automo- 

biles and  carriages,  over   400 

"It  is  estimated  that  Western  Canada  has  an  annual 
purchasing  power  from  manufacturers  of  over  three 
hundred  million  dollars.  Winnipeg  alone  has  an  annual 
trade  turnover  of  $140,000,000,  to  which  may  be  added 
the  output  of  over  three  himdred  factories  amounting 
last  year  to  $36,000,000. 

"During' the  customs'  fiscal  year  ended  March  31st last,  Canada  imported  from  the  United  States  more 
than  a  million  dollars  every  day  of  the  year  including 
Sunday.  To  be  exact,  $365,354,378,  or  three  times  the 
amount  of  importation  from  Great  Britain,  which  only 
totalled  $116,907,022. 

"I  know  that  figures  and  statistics  generally  furnish 
dry  information,  but  it  is  the  only  way  that  I  can  im- 

press upon  you  the  importance,  from  the  viewpoint  of 

a  business  man,  what  the  conditions  are,  and  what  its 

possibilities  promise." 
Urges  Trade  With  Mail  Order  Houses. 

Having  pointed  out  that  Western  Canada  offers  the 
best  market  in  the  world  to-day  for  American  made 
goods  on  account  of  the  nearness  of  the  market,  the 
already  created  demand  for  advertised  brands  of  goods, 
coupled  with  the  fact  that  the  same  language  is  spoken 
and  the  same  catalogues  will  do  for  Canada  as  the 
United  States,  Mr.  Jones  went  on  to  suggest  what,  in 
his  opinion,  is  the  best  method  of  getting  the  business. 

"Given  a  concentrated  population  in  a  country  that 
has  been  settled  for  some  years  I  believe  the  jobber 
finds  his  real  sphere,  but  in  Western  Canada,  as  in  all 
new  countries,  the  closer  the  producer  gets  to  the  con- 

sumer the  better  will  be  the  results,"  said  Mr.  Jones, 
instancing  competition  to  be  met  from  Great  Britain 

and  Germany.  "There  are  many  American  manufac- 
turers who  refuse  to  sell  to  catalogue  houses  in  Canada, 

but  this  is  a  mistake,"  continued  Mr.  Jones,  telling  of 
how  the  mail  order  houses  send  their  catalogues  into 
every  corner  of  this  new  country. 

Mr.  Jones'  Argument  Combatted. 
After  Mr.  Jones  had  concluded,  Weston  Wrigley, 

manager  of  the  Canadian  Hardware,  Stove  and  Paint 
Journal,  requested  permission  to  speak.  Mr.  Wrigley 
thanked  Mr.  Jones  for  his  most  able  exposition  of  the 

wonderful  possibilities  of  Western  Canada's  develop- 
ment, but  expressed  his  disagreement  with  Mr.  -Tones 

suggestion  that  while  it  was  a  good  polic.v  for  United 
States  manufacturers  to  sell  through  jobbers  and  re- 

tailers in  their  own  country,  that  Canadian  wholesal- 
ers and  retailers  should  be  passed  over  and  their  goods 

marketed  through  Canadian  mail  order  houses. 

"The  same  policy  described  b.v  your  President,  Mr. 
Jantz,  as  the  three  links  of  hardware  oddfePowship, 

applies  in  Canada  as  in  the  United  States,"  said  Mr. 
Wrigley.  "Conditions  are  very  similar  and  fraternal 
relations  are  maintained  between  the  Wholesale  and 
Retail  Hardware  Associations  in  Canada  and  the  Uni- 

ted States.  To  adopt  the  polic.v  of  selling  through 
catalogue  houses  in  Canada  Avould  be  in  opposition  to 
the  interests  of  jobbers  and  retailers  in  the  TTnited 
States  as  well  as  to  those  in  Canada.  The  Canadian 
trade  deserves  protection  as  well  as  the  wholesalers 
and  retailers  in  the  States,  more  particularly  because 
of  the  thorough  service  given  by  Canadian  jobbers,  es- 

pecially in  Western  Canada,  there  being  five  large 
wholesale  hardware  houses  in  Winnipeg  alone,  their 
travelling  representatives  visiting  every  nook  and  cor- 

ner in  Western  Canada. 

"Many  American  hardware  manufacturers,"  con- 
tinued Mr.  Wrigley,  "have  developed  such  a  large 

trade  in  Canada  that  they  have  established  branch  fac- 
tories there,  some  of  the  most  important  being  Henry 

Disston  &  Sons.  E.  C.  Atkins  &  Co..  Stanley"  Rule  & Level  Co.,  Lufkin  Rule  Co.,  Oneida  Communitv,  Yale 
&  Towne,  Gillette  Safety  Razor  Co..  Whitman  &  Barnes, 
and  others.  Those  who  deserve  to  secure  an  increased 
share  of  the  trade  resulting  from  the  development  of 

Canada's  west  should  advertise  their  goods  in  Canada 
as  well  as  in  the  United  States  trade  papers. 

"There  are  two  hardware  trade  papers  in  Canada," 
concluded  Mr.  Wrigle.v.  "One  is  Hardware  and  Metal, 
published  weekl.v,  and  the  other  is  Canadian  Hardware, 
Stove  and  Paint  Journal,  published  monthly.  Include 
both  in  your  advertising  appropriation  if  possible. 

But  in  any  case  use  one  of  them." 
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Hardwaremen  Will  Head  for  Hamilton 

Executives  of  Retailers  and  Manufacturers  meet  at  Hamilton  on 

Nov.  4  and  draw  up  Attractive  Program  for  Convention  and 
Exhibition — Decide  to   Invite  Jobbers  to  a  Joint  Conference. 

A  sub-committee  of  the  Executive  of  the  Ontario  Re- 
tail Hardware  and  Stove  Dealers'  Association  met  at 

Hamilton  on  Monday,  Nov.  4.  to  confer  with  the  direct- 
ors of  the  Canadian  Hardware  Maniifacturers'  Exhibi- 
tion Association  and  arrange  plans  for  the  Eighth  An- 

nul Convention  and  Exhibition  to  be  held  in  Hamilton, 
Feb.  17  to  21.  1913. 

President  Mado^e,  D.  A.  Macnab,  F.  W.  Otton,  John 
Caslor  and  Secretary  Wrigley  represented  the  retail- 

ers and  held  morning  and  afternoon  sessions,  later  hold- 
ing a  joint  meeting  with  the  manufacturers,  who  were 

represented  by  President  A.  A.  Bittues,  Gillette  Safety 
Raror  Company,  Montreal  ;  M.  R.  Grilfiths,  Canadian 
H.  W.  Johns-Manville  Co..  Toronto ;  Charles  R.  Stew- 

art. James  Stewart  Mfg.  Co.,  Woodstock ;  Adam  Tay- 
lor, Tavlor-Forbes  Co.,  Guelph  ;  J.  W.  Moncur,  Ontario 

Lantern  and  Lamp  Co.,  Hamilton ;  J.  A.  Hossack,  Luf- 
kin  Ru^e  Co.,  Windsor,  and  F.  M.  Tobin,  Tobin  Arms 
Manufacturing  Co.,  Woodstock.  A.  M.  Hunt,  Secretary 
of  the  Western  Fair  Association,  London,  was  also 
present,  he  having  been  engaged  to  act  as  manager  of 
the  Exhibition,  having  acted  in  a  similar  capacity  Avhen 
the  Retail  Association  held  its  convention  at  London 
in  1910. 

To  Appoint  Advisory  Committee. 

The  retailers,  at  their  meeting,  approved  of  a  plan 
suggested  by  the  Secretary  to  transfer  the  active  man- 

agement of  the  association  to  an  advisory  committee 
of  three  members  of  the  Executive  Committee,  the 
President  and  two  others,  one  of  whom  shall  act  as 
Secretary  of  the  Advisory  Committee  and  deal  with 
trade  grievances,  matters  of  legislation,  etc. 

In  the  pa.st  the  Executive  Committee  have  met  two 
or  three  times  each  year  and  travelling  expenses  have 
been  very  heavy,  even  though  meetings  were  usually 
held  on  holidays  when  single  fare  rates  were  available. 
By  the  new  plan  the  Executive  will  probably  meet  only 
once  each  year,  the  wf>rk,  in  the  meantime,  being  con- 

ducted by  the  Advisory  Committee. 
Not  only  will  the  new  management  save  expense, 

but  it  is  expected  to  enable  the  officers  to  do  better 
work,  a  small  committee  of  three  practical  retailers 
being  able  to  devote  their  energies  to  retail  problems, 
they  being  backed  up  by  the  general  Executive  as  at 
present  organized. 

Getting  Down  to  Brass  Tacks. 

In  arranging  plans  for  the  convention  program  Jt 
was  decided  to  invite  President  Abbott,  of  the  Na- 

tional Retail  Hardware  Association  of  the  United 
States,  to  attend  the  Hamilton  convention  and  give  a 
talk  outlining  the  work  the  United  States  Associations 
have  been  doing  to  combat  the  growth  of  mail  order 
competition  and  also  to  explain  the  probable  effect  of 
the  new  parcel  post  law  on  the  hardware  retailers  in 
the  smaller  towns  in  the  States. 

A  critical  situation  is  developing  in  the  United  States 
owing  to  some  manufacturers  of  hardware  selling  to 
mail  order  houses  at  prices  lower  than  retail  merchants 

can  buy  at,  and  it  is  desired  that  Ontario  hardware- 

men  be  given  an  opportunity  of  getting  first-hand  in- 

formation regarding  the  problems  confronting  the  re 
tail  hardwaremen  across  the  line. 

Jobbers  Invited  to  Conference. 

The  retailers  also  decided  to  invite  the  members  of 
the  Canadian  Wholesale  Hardware  Association  to  send 
representatives  to  a  joint  conference  to  be  held  on 
Thiirsday,  February  20,  which  representatives  of  the 
hardware  manufacturers  will  also  attend,  the  aim  of 

the  joint  meeting  being  to  discuss  plans  for  the  better- 
ment of  the  conditions  of  marketing  of  hardware  in 

Canada,  and  to  arrange  for  united  opposition  to  in- 
jurious legislation  or  other  matters  detrimental  to  the 

retail  hardware  trade,  the  interests  of  the  jobbers  and 
manufacturers  being  bound  up  with  those  of  the  re- 
tailers 

To  Encourage  Convention  Attendance. 
It  was  decided  to  request  the  manufacturers  to  dif^ 

continue  the  distribution  of  souvenirs  at  the  hardware 
exhibition  and  to  suggest  instead  the  donation  by  each 

M.  S.  Madole,  Napanee  F.  M.  Tobin 
President  of  the  Retailers  Secretary  of  Exhibitors 

manufacturer  of  some  article  manufaetui-ed  by  them  to 
a  prize  drawing  to  be  held  during  the  convention, 
every  retail  member  in  good  standing  and  in  atteiulance 
at  the  convention  before  Tuesday  night  or  Wednes- 

day noon  being  given  a  coupon  to  participate  in  the 
distribution  of  the  prizes,  only  one  prize  to  be  allotted 
to  any  one  retail  firm. 

Another  suggestion  adopted  was  that  a  coupon  ticket 
be  given  to  each  member  when  registering,  coupons 
being  attached  for  admittance  to  each  meeting  during 
the  convention,  these  coupons  to  be  numberecl  and  on 
entering  the  hall  the  coupon  for  that  particular  meet- 

ing is  to  be  detached  and  deposited  in  a  box.  This 
box  is  to  be  at  the  door  until  the  President  calls  the 
meeting  to  order,  then  it  will  be  removed  to  the  Presi- 

dent's desk  and  just  prior  to  adjournment  a  coupon 
will  be  drawn  and  the  holder  of  the  corresponding 
number  will  be  given  a  cash  prize,  providing  he  is 
present.  If  he  has  left  the  meeting  another  coupon 
will  be  drawn  and  the  prize  awarded  to  some  one  present. 

Other  plans  discussed  were  left  over  for  considera- 
tion at  a  full  meeting  of  the  Executive,  the  Secretary 

in  the  meantime  to  correspond  with  the  retail  hard- 
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waremen  throughout  the  Province,  announeino;  the  ar- 
rangements being  made  for  the  Hamilton  convention. 

Joint  Meeting  With  Manufacturers. 

At  three  o'clock  retailers  and  manufacturers  assem-' 
bled  under  the  chairmanship  of  Mr.  Madole. 

A  badge  prepared  by  the  Manufacturers'  Associa- tion was  submitted  to  the  retailers  and  approved  by 
them.  The  badge  consists  of  a  ribbon  holder  bearing 
a  miniature  map  of  Canada  and  the  name  of  the  Manu- 

facturers' Association,  to  this  being  attached  a  bar  con- 
taining the  name  of  the  retail  association  with  the 

date  and  place  of  meeting.  Under  this  are  suspended 
ribbons  indicating  by  their  color  whether  the  wearer 
is  a  manufacturer,  retailer  or  guest,  the  name  of  the 
wearer  being  printed  on  the  ribbon. 

The  badge  is  so  prepared  that  it  can  be  used,  by  mere- 
ly changing  the  bar,  in  any  other  province  where  a 

convention  is  held  in  connection  with  exhibition.  The 

manufacturers  have  already  been  invited  to  hold  ex- 
hibitions in  Halifax  and  Montreal,  the  suggestions  be- 

ing that  another  excursion  be  run  from  Ontario  to 
Montreal  next  J\me  If  an  exhibition  is  not  arranged 
at  Halifax  at  that  time  an  excursion  might  also  be  run 
to  Montreal  from  the  Maritime  Provinces.  Later,  it  is 
planned  to  hold  exhibitions  at  different  points  in  the 
west  in  co-operation  with  local  organizations.  Regina 
and  Edmonton,  where  J.  Walton  Peart  and  R.  C. 

Chown,  former  Ontario  association  officer,  are  now  lo- 
cated, are  suggested  as  probable  exhibition  centers,  al- 

though invitations  may  also  be  received  from  Winni- 
pear,  Calgary  and  Vancouver. 

The  badges  are  intended  to  be  permanent  and  mem- 
bers of  the  Retail  Association  will  be  expected  to  re- 

tain them  for  use  in  future  years,  when  different  colors 
of  ribbons  will  be  used. 

Retailers  to  be  Entertained. 
The  Entertainment  Committee  of  the  Manufacturers 

announced  that  thev  would  like  to  entertain  the  re- 
tailers on  Monday.  Wednesday  and  Thursday  evenings, 

but  as  the  retailers  desired  to  hold  meetings  on  Tues- 
day and  Wednesday  evenings,  the  program  for  Wed- 

nesday evening  was  postponed  for  further  considerations. 

On  Mondav  evening  an  "At  Home"  will  be  held  at 
the  Royal  Hotel,  to  entertain  and  welcome  visiting 
hardwaremen,  and  on  Thursday  evening  a  monster  ban- 

quet will  be  held  in  the  rink,  no  dining  room  having 
been  found  large  enough  to  accommodate  the  large 
number  of  retailers,  Avholesalers  and  maniifacturers  ex- 

pected to  attend. 
In  addition  to  these  two  features  detinitely  decided 

upon,  other  items  of  entertainment  will  be  arranged 
later,  the  intention  being  to  make  the  1913  conven- 

tion and  exhibition  mark  the  beginning  of  a  new  era 
in  trade  organization  work  in  Ontario. 

Will  be  a  Big  Exhibition. 
Plans  are  well  advanced  for  the  1913  Exhibition,  the 

13th  Regiment  Armories  having  been  laid  out  into  102 
booths,  averaging  8x10  feet  in  si;:e.  These  booths  will 
be  sold  to  manufacturers  holding  membership  in  the 
Canadian  Hardware  Manufacturers'  Exhibition  Asso- 

ciation, the  annual  membership  fee  being  $5.  Appli- 
cations for  booths  will  be  received  up  to  December  15 

wlien  a  drawing  for  position  will  be  held.  Prices  of 
booths  will  be  $45  and  upward,  this  including  all 
chiirges  for  carpenter  work,  signs,  lighting,  decoration, 
heating,  etc.  Booths  will  be  uniformly  constructed  and 

if  any  space  is  left  after  members'  applications  have 
been  filled,  applications  from  outside  firms  will  be  so- 
licited. 

The  Program  Outlined. 

All  exhibitors  are  to  have  their  displays  in  place 
by  Monday  noon  and  the  exhibition  hall  is  to  be  open- 

ed to  the  citizens  of  Hamilton  Monday  afternoon  and evening. 

Monday,  9.30  p.m.,  manufacturers  "At  Home"  to 
lotailers,  smoker  and  entertainment,  Royal  Hotel  ban- 

quet hall. 
Tuesday — 

9  00  a.m. — Convention,  opening  ceremonies,  address 
of  welcome,  etc. 

10.00  a.m.. — Retail  convention  goes  into  executive 
session. 

10.30  a.m. — ]\Ianufacturers'  Association  meeting. 
2.00  p.m. — Joint  meeting  of  both  associations. 
3.30  p.m. — Exhibition  open  to  retailers. 
7.30  p.m. — Exhibition  open  to  public. 
8.00  p.m. — Question  Box  discussion. 

Wednesday— 
9.00  a.m. — Committee  meetings. 
9.30  a.m. — Exhibition  open  to  retailers. 
2.00  p.m. — Exhibition  open  to  retailers. 
7.30  p.m. — Retail  Convention  and    Question  Box 

discussion. 

7.30  p.m. — Exhibition  open  to  public. 

Thursday — 
9.00  a.m.  —  Retail  Convention,  election  of  officers,  etc. 

10.00  a.m. — Exhibition  open  to  public. 
2.00  p.m. — Exhibition  open  to  retailers. 
4.00  p.m. — Joint  conference  of  Retailers,  Jobbers 

and  Manufacturers. 

7.30  p.m. — Exhibition  open  to  public. 

7.30  p.m. — Manufacturers'  banquet  to  Retailers  and Jobbers. 

Friday — 9.00  a.m. — Meeting  of  Retail  Executive  Committee. 
9.00  a.m. — Exhibition  hall  open  to  retailers. 

12.00  noon — Adjournment. 

On  Friday  there  is  also  under  consideration  the  hold- 
ing of  an  excursion  to  Niagara  Falls  to  allow  visiting 

retailers  the  opportunitv  of  viewing  the  ice  bridge  un- 
der the  falls.  If  a  sufficient  number  signify  their  de- 
sire to  make  this  trip  a  low  rate  can  be  obtained. 

Oneida  Community,  Limited,  who  have  a  plant  at  Ni- 
ae-ar  Falls,  Out. ;  the  Carborundum  Company,  located  at 
Niagara  Falls,  N.Y..  and  Caifadian  Yale  &  Towne, 
whose  new  Canadian  factory  is  located  at  St.  Cath- 

arines, have  asked  for  information  as  to  hoAV  many 
would  be  likely  to  visit  the  Falls  after  the  convention. 

ONE  WAY  OF  MAKING  TINSHOP  PAY. 

M.  Weichel  &  Sons,  Elmira,  recently  sold  the  coal, 
furnace  and  tinshop  branches  of  their  business  and 
report  that  by  concentrating  all  their  efforts  upon 
hardware,  stoves  and  kindred  lines  the  total  of  their 
sales  is  running  just  as  much  as  it  was  with  the  de- 

partments mentioned  included  a  year  ago. 
Tin  shop  business  is  still  looked  after  in  the  rear  of 

their  store  but  their  tinsmith  conducts  the  business 

himself  and  assumes  all  the  worry  incidental  to  secur- 
ing employees,  furnace  contracts  and  carrying  out  ne- 

cessary work. 
M.  Weichel  &  Sons  accept  orders  for  tinsmithing, 

etc.,  and  also  accept  any  furnace  contracts  which  come 
their  way,  getting  a  commission  of  15  per  cent,  on 
business  they  turn  over  to  the  tinshop.  In  this  way 
they  have  solved  the  problem  of  how  to  make  the  tin- shop  pay. 
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indow  and  Newspaper  Advertising 

Cutlery  in  the  Show  Window 
By  C.  H.  Smith,  Ashdown  Hardware  Co.,  Calgary. 

In  almost  any  hardware  store  you  enter  now,  you 
will  notice  a  fine  large  stock  of  cutlery,  cut  glass,  sil- 

verware, brass  goods,  etc.,  displayed  in  large  silent 
salesmen  and  fine  glass  wall  cases  But  how  often  do 
you  see  a  window  display  of  these  lines? 

In  m'O'st  stores,  a  good  display  is  made  at  Christmas, 
and  then  the  cutlery  window  is  probably  forgotten  un- 

til the  next  Christmas.  But,  Mr.  Hardwareman,  this 
should  not  be  so,  as  you  know  that  the  cutlery  sales 
pay  the  best  profits  of  any  line  you  have  in  your 
store. 

Displays  of  cutlery  should  be  made  at  least  once  a 
month  and  oftener  if  at  all  possible.  The  writer  makes 
it  a  p'oint  to  make  a  good  display  of  cutlery,  cut  glass, 
etc.,  every  month,  and  finds  it  is  one  of  the  best  pay- 

ing displays  he  can  make.  The  interior  of  the  store 
should  not  be  neglected  either,  and  the  cutlery  stock 
should  be  well  taken  care  of  and  the  showcases  changed 
often. 

Through  his  show  windows  the  hardwareman  has  a 
great  opportunity  to  advertise  his  stock  to  the  best 
advantage,  and  also  with  economy.  In  most  eases  it 
will  be  found  better  than  newspaper  advertising,  and 
certainlv  costs  much  less.    You  must  also  remember 

that  your  windows  are  on  the  job  for  three  hundred 
and  sixty-five  days  in  the  year,  and  nights  also.  They 
should  be  well  lighted  at  night,  as  that  is  the  time 
when  a  great  many  people  are  out  for  a  quiet  walk, 
and  have  more  time  to  notice  what  is  being  shown  in 
the  store  windows  than  in  the  hustle  of  the  day  when 
everyone  is  busy. 

Now,  remember  when  making  a  display,  do  not  go  at 
it  in  a  half-hearted  way,  but  put  your  whole  energy into  it. 

Give  it  some  thought  beforehand,  and  have  your 
idea  well  worked  out  beforehand.  It  also  helps  con- 

siderable to  make  a  rough  sketch  and  work  from  that. 
It  js  possible  to  make  displays  with  very  little  ex- 

pense, but  i's  better  business  policy  to  spend  a  reason- 
able amount  on  each  display  This  money  should  not 

be  looked  on  as  an  expense  but  as  an  investment,  as 
it  will  be  amply  repaid  from  your  display. 

Now,  there  isn't  any  line  handled  in  the  hardware 
store  of  which  better  displays  can  be  made  than  of 
cutlery.  It  is  so  clean  and  attractive,  that  when  well 
shown  it  stops  almost  every  passerby,  especially  the 

ladies,  and  we  all  know  that  the  ladies'  trade  is  well 
worth  catering  to. 

It  is  possible  to  make  a  good  showing  without  using 
a  great  deal  of  stock.  The  manufacturers  are  only 
too  glad  to  supply  the  merchant  with  attractive  show 

A  striking  display  of  cutlery,  silverware  and  cut  glass  in  the  window  of  the  Ashdown  Hardware  Co.,  Calgary. The  window  was  dressed  by  C.  H.  Smith. 
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cards,  etc..  and  these  can  be  used  by  the  trimmer  to 
great  advantage. 

The  first  thing  to  do  in  making  your  display  is  to 

arrange  your  backgroiand.  This  is  most  important  as 

it  is  the  "first  th.ing  to  attract  the  attention  of  the  pas- serby. Considerable  time  and  thought  should  be  spent 
on  this,  as  it  is  the  main  part  of  your  display. 

With  a  great  many  window  trimmers  the  background 
is  the  main  trouble,  as  all  windows  do  not  have  a  solid 
back.  This  can  be  overcome  by  the  use  of  wallboard, 
which  can  be  gotten  in  sheets  of  various  sizes  and  can 
be  used  either  in  one  large  sheet  or  cut  into  circles, 
stars,  etc,  and  hung  at  the  back  of  your  window.  These 
circles,  etc.,  can  be  covered  with  colored  crepe  paj)er 
or  sateen  and  are  splendid  for  showing  cutlery  as 
well  as  other  goods.  The  cutlery  is  easily  fastened  to 
them  with  fine  wire  which  is  not  visible  from  the  out- 
side. 

Now,  if  you  are  fortunate  enough  to  have  a  solid 
back  to  your  window,  you  can  certainly  Avork  to  much 
better  advantage.  You  can  cut  this  wallboard  into 
panels  to  cover  your  entire  back.  Then  cover  these 
panels  with  colored  sateen  and  you  have  a  false  back 
for  your  window  which  cannot  be  beaten.  Trim  your 
panels  in  the  store  beforehand,  fastening  the  cutlery 

An  interesting  display  of  Christmas  goods  in  the  store  of  H.  H.  Otton  &  Son 
Barrie.   Note  the  clever  arrangement  of  Santa  Claus  and  Deer. 

on  with  fine  wire,  and  when  ready  to  make  your  dis- 
play you  can  simply  place  them  in  the  window  and 

your  background  is  complete. 
Another  good  way  to  make  a  background  is  to  use 

.iust  one  large  sheet  of  wallboard.  Cut  this  sheet  so 
thalt  when  it  is  placed  on  the  back  there  will  be  a  space 
of  about  a  foot  or  foot  and  a  half  left  vacant  around 
the  edges.  Now  take  this  centerpiece  and  cover  it 
with  some  bright  colored  goods,  green  or  red  pre- 

ferred. Then  work  out  some  design  on  this  with  your 
cntlery,  fastening  the  goods  on  with  fine  wire.  Use 
some  other  color  of  goods  to  cover  the  balance  of  your 
background  around  this  panel.  In  this  space  hang 
scissors  or  any  other  pieces  of  cutlery  which  are  easily 

placed.  This  is  also  a  splendid  place  to  use  any  show- 
cards  which  you  want  to  use  in  your  display.  A  good 
idea  is  to  drape  this  space  with  various  sizes  of  brass 
jack  chains.  Then  in  the  loops  made  in  this  way  hang 
the  scissors  or  other  articles.  The  brass  chain  blends 
nicely  with  the  rest  of  the  display  and  helps  to  make 
the  goods  stand  out. 

After  you  have  the  background  complete  it  is  time 
to  start  work  on  the  bottom  or  floor  of  the  window. 
A  raised  step  should  be  made  across  the  back,  about 
a  foot  or  foot  and  a  half  high.  If  the  window  is  extra 
deep  it  is  best  to  use  two  steps  and  not  have  them 
quite  so  high.  Then  cover  the  entire  bottom  and 
steps  with  bright  sateen,  the  same  as  used  on  the  back- 

ground or  with  a  color  that  will  blend  with  that  used 
on  the  background.  Now  you  can  place  your  larger 
pieces  of  cutlery  on  the  steps. 

It  is  best  to  have  the  larger  goods,  such  as  case  cut- 
lery 'or  cut  glass  vases,  at  the  back.  From  this  work 

down  towards  the  front  where  you  place  smaller  art- icles. 

Pedestals  and  stands  can  also  be  used  to  good  ad- 
vantage in  cutlery  displays.  They  are  excellent  to 

stand  some  large  piece  of  cut  glass  or  case  cutlery on. 

Considerable  care  should  be  taken  in  the  placing 
of  your  goods  in  the  window.  Very  often,  perhaps, 
just  one  article  is  out  of  place  and  this  seems  to  spoil 
the  effect  of  the  whole  display. 

Now,  Mr.  Dealer,  get  l)usy  in  your  cutlery  depart- 
ment and  see  if  a  change  cannot  be  made  for  the  bet- 
ter. Have  your  window  trimmer  start  at  once  on  a 

cutlery  display,  and  see  that  he  doesn't  stop  with  one 
display  but  makes  them  as  often  as  possible. 

Tr>-  to  make  your  store  the  headquarters  for  cutlery, 
which  will  be  very  simple  if  you  only  put  a  little  gin- 

ger in  the  department  and  don't  forget  the  profits  it will  pay  you. 

Get  your  staff  togetlier,  talk  cutlery  to  them,  and 
liave  them  push  it  all  the  time.  You  will  soon  find  that 
with  a  little  effort  the  cutlery  sales  Avill  begin  to  in- 

crease and  also  you  wi'l  notice  that  your  profits  are  in- creasing. 

Always  try  to  keep  cutlery  to  the  front  and  show 
it  every  chance  you  get. 

The  writer  always  shows  safety  razors  and  shaving 
accessories  in  sporting  goods  windows  and  finds  that 

it  always  pays.  ■ In  conclusion,  the  trimmer  should  always  remember 

that  "Goods  well  displayed  are  really  half  sold."  Do 
not  be  discouraged  if  your  display  does  not  draw  a 
crowd.  It  is  not  always  the  display  which  draws  the 
largest  crowd  that  sells  the  most  goods. 

It  is  a  common  mistake  to  judge  a  window  by  the 
crowd  that  stands  in  front  of  it.  We  all  know  that  a 
freak  of  any  kind  in  a  window  draAVS  a  croAvd,  but 
does  not  sell  the  goods.  The  window  is  like  a  good 
salesman — the  m^ore  direct  and  simple  the  more  goods 
it  will  sell. 

Your  displavs  should  a^so  appeal  to  the  women  in 
order  to  teach  them  that  they  can  make  their  pur- 

chases in  the  hardware  store  as  well  as  the  men. 

Always  bear  in  mind  that  it  takes  a  little  more  time 
and  patience  t|io  produce  a  good  display  than  it  does 
for  a  poor  one.  But  remember  that  it  is  the  good  dis- 

plays which  bring  the  results. 

Attractive  show-cards  are  desirable,  but  don't  make 
them  so  pretty  that  people  think  they  are  pictures 
and  forget  what  they  say. 
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A  STRIKING  CLOCK  WINDOW 

Among  your  list  of  Christmas  gift  suggestions,  do 
not  fail  to  include  alarm  clocks.  One  of  these  makes 
a  very  acceptable,  and  yet  inexpensive,  present,  and  is 
always  useful.  Dollar  watches  are  another  item  that 
should  be  pushed  during  the  Christmas  season.  Every 

young  lad's  ambition  is  to  some  day  own  a  watch,  and 
at  a  certain  stage  in  his  life  one  that  costs  a  dollar  is 
.just  as  much  prized  as  a  $100  one. 

That  a  good  window  display  can  be  made  from  these 
goods  is  shown  by  the  accompanying  illustration.  This 
window  was  recently  put  in  by  Stock  &  Bickle,  To- 

ronto. Much  of  this  advertising  was  furnished  by  the 
manufacturers,  who  help  the  retailer  by  sending  out 
these  and  by  advertising  in  widely-read  publications. 

The  results  obtained  from  this  were  so  good  that 
during  Thanksgiving  week  they  put  in  practically  the 
same  display,  and  added  a  large  pumpkin  and  one  or 
two  other  articles  to  give  the  window  a  holiday  ap- 
pearance. 

As  will  be  seen,  the  first  display  was  a  plain  one, 
while  the  second  one  had  a  few  fancy  touches.  Com- 

paring the  results  obtained  from  the  two,  Mr.  Stock 
stated  that  the  number  of  clocks  sold  as  a  result  of 
the  first  display  was  much  greater  than  that  of  the 
second.  Asked  as  to  the  probable  reason  for  this,  he 
said  he  thought  it  was  due  to  the  fact  that  the  presence 
of  the  pumpkin  and  other  fancy  features  in  the  second 
window  served  to  detract  the  attention  of  the  public 
from  the  clocks. 

There  is  a  lesson  to  be  learned  from  this.  When  an 
extremely  fancy  display  is  put  in  and  novel  features 

are  added,  people  will  stop,  look  long  and  say,  "My! 
What  an  attractive  window."  The  advertising  value 
is  eliminated,  however,  so  far  as  the  sale  of  goods  is 
concerned,  although  you  advertise  that  you  have  a  nice 
store  and  can  dress  a  window  attractively.  The  pur- 

pose of  advertising  is  to  sell  goods,  and  all  schemes 
should  be  worked  to  this  end.  If  you  kill  a  man,  you 
will  get  lots  of  advertising — columns  and  cohimns  of 
it  in  all  the  newspapers — but  this  won't  help  you  sell 
your  goods.  Also  a  man  who  is  a  "numbskidl"  or  a 
"knownothing"  and  he  will  not  attract  attention,  but 
dress  him  up  as  a  clown  and  let  him  act  crazy,  and 
everyone  will  be  talking  about  him. 

Such  are  the  different  forms  of  advertising,  and  it 
is  up  to  the  dealer  to  study  conditions  in  his  town  and 
find  out  what  methods  are  best  suited  for  his  trade. 

SOMETHING  FOR  NOTHING. 

A  novel  scheme  to  attract  attention  to  a  window  dis- 
play was  recently  worked  by  a  large  hardware  store. 

The  window  was  trimmed  with  tools,  cutlery  and  other 
articles,  but  no  special  attention  was  paid  to  the  neat- 

ness of  arrangement  of  the  display.  The  list  of  art- 
icles in  the  window  was  large,  and  at  the  back  a  large 

sign  was  placed,  offering  to  anyone  who  could  pick  out 
two  articles  exactly  alike  their  choice  of  anything  in 
the  window. 

To  keep  up  the  enthusiasm,  the  company  threw  in 

from  time  to  time  a  couple  of  carpenters'  pencils,  rules, 

A  miniature  scenic  railway  used  in  the  window  of  A.  H.  Gingerich,  hard- 
ware dealer,  Woodstock,  Ont.   The  "  railway  "  was  devised and  built  by  Frank  .Jordan,  one  of  the  clerks. 

knives  or  anything  that  was  inexpensive.  The  result 
was  that  the  space  in  front  of  the  window  was  con- 

stantly crowded  with  people  trying-  to  win  the  free  article 

SUGGESTION  FOR  FALL  WINDOW  TRIMS. 
By  Chas.  L.  Philips 

Autumn  leaves,  sprays  and  clusters ;  boughs  and 
branches  rich  in  autumnal  coloring,  autumn  vines  and 
fruits — and,  in  a  word,  whatever  is  impressively  sug- 

gestive of  fall — should  be  used  in  connection  with  our 
displays  of  fall  goods. 

G-olden  rod  makes  an  excellent  decorative  feature — 
and  one  peculiarly  appropriate  for  a  fall  trim.  Golden 
rod  grows  in  profusion  in  most  sections  of  onv  coun- 

try; so  that  the  merchant  in  the  smaller  town  or  city 
ought  not  to  have  any  difficulty  in  securing  all  of  it 
he  needs.  The  cost  need  not  be  much,  for  there  are 
plent,y  of  ambitious  boys  who  will  gladly  undertake 
to  supply  him  with  all  he  may  reciuire.  Prom  the  small 

boy's  standpoint  this'  is  a  very  attractive  job,  this  of 
supplying  merchants  with  golden  rod,  for  it  happilj' 
combines  business  and  play. 

If  one  can  not  get  genuine  golden  rod,  he  can  buy 
artificial  golden  rod  sprays  that  look  very  like  the  real 
thing — and  the  advantage  about  the  artificial  sort  is 
that  they  can  be  used  again  next  fall.  . 

A-.display  of  •'  Big  Ben  "  Clocks  in  Stock  and  Bickle's  Store,  Toronto.    A  good  line  for  hardware  stores,  particularly  during  the  holiday  trade. 
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Retail  Hardware  Advertising 

Some  Suggestions  and 

Examples  for  Pro- 
gressive Merchants 

Advertising  Holiday  Goods 
By  Frank  G.  Cramer 

Wlieii  and  how  to  display  and  advertise  holiday 

sioods  shonld  be  bothering  every  merchant  now,  be- 
cause the  amount  of  success  he  will  enjoy  depends 

largely  on  the  early  showing. 
Thanksgiving  Day  should  by  all  means  be  included 

in  the  holidays  because  at  this  time  the  housewife  takes 
inventory  of  her  dining  room  and  kitchen  necessities 
that  the  home-coming  even  may  be  the  grand  success 
that  she  longs  for. 

If  she  finds  that  there  is  not  enough  silverware  to 
go  around  or  decides  to  purchase  a  new  chafing  dish, 
percolator,  baking  dish  or  what  not  she  should  im- 

mediately think  of  your  store,  and  will,  if  yon  have 
di^Dlayed  or  advertised  the  articles  she  needs,  other- 

wise the  chances  are  she  will  go  to  the  department 
store. 

Have  the  Avindows  attractive,  price  everything,  and 
a  neat  card  could  read: 

"TO  HELP  YOU  MAKE  THE  HOME-COMING 

EVENT  A  SUCCESS." 

Above  all,  have  the  store  back  up  the  displays.  Set 
a  table  between  cutlery  department  and  door  with  chaf- 

ing dishes,  coffee  machines,  etc.  Change  this  every 
day  from  one  finish  and  design  to  another.  Price 
everything. 
A  pair  of  carvers  or  a  three-piece  set  offered  at  a 

Nickle  Plated  Ware 

It  IS  surprising,  no  <^ubt,  to  you  to  know  what  a  tol  ol 
useful  articles  can  be  purchased  in  this  line  lor  H>)liday 
Gifts— OUR  STOCK  IS  WELI-  SELECTED— we 
buy  from  the  largest  makers  in  New  York,  We  save  you 
the  MIDDLEMAN'S  PROFIT. 

Beautiful  Tea  Trays,  Round,  Oval  and  Square,  prices 
run  25c,  3$c,  45,  50c  to  8C  . 

Crumb  Tray*  and  Brushe*,  <Soc,  75c  and  $1.00. 
Tea  and  Co6fee  Potj,  straight  styles,  90c,  jSl  00,  $1.15 
Squat  Shape  with  heavy  nickle  handlt  and  spout, 

$1.75,  $2.{15^$2.40  and  $2.65  each. 
Ebony  Handle,  Stiver  Lined,  $1.50,  $1.75  to  $2.50 

Make  Your  Choice  Early-'-no  trouble. 

H.   H.   OTTON  &  SON 
FIVE  POINTS  HARDWARE. 

A  simple  yet  effective  ad.  that  tells  the  news  of  the 
store  regarding  this  line  of  goods.  Original  was  \\  x4J. 

low  j)rice  will  attract  attention,  but  never  let  the  dis- 
play consist  only  of  the  specials,  but  rather  make  more 

of  a  .showing  of  the  regular  goods  as  comparison  in- 
variably infiuenees  the  customer  to  purchase  the  bet- 

ter gi-ade  and  the  one  carrjdng  the  profit. 
A  letter  written  to  a  select  list  will  bring  big  returns 

and  the  strong  point,  of  course,  should  be  the  prepar- 
ation of  the  feast.    This  could  start : 

"At  this  season  of  the  year  the  thrifty  houscAvife 
usually  replenishes  her  stock  of  table  cutlery.  She 
knows  how  new,  shining  silverware  adds  to  the  beau- 

ty of  a  well-laid  table  and  about  preparing  the  feast. 
Have  you  suitable  utensils  that  vour  work  mav  be 

CUTLERY  \*^^  IN  CASES 
Makes  %  Much  Appreciated  ' 

Christmas  Present 
We  have  a  great  and  well  siielained  reputation  for  cutler\  and think  It  will  be  still  further  enhanced  bv  thi.^  last  shipment  just  un- packed. Vou'II  find  the  most  famous  manufacturers  in  the  world represented,  and  fhe  assortment  packed  .n  exquisite  leatherette "7"^^-  ""I  surply  appeal  to  your  good  taste  and  make  a girt  thJt  Will  long  be  prized  by  .vour  friend.  Here  are  •ome prices  of  e.X(iuTsite 

CUTLERY  IN  CASES 
Tea  Spoons— Siher  plalid  '4  doz,  in  case  2-50 ¥\uit  Knives,  pearl  handles.  ^  doz.  in  case  4.t)0 Butter  Spreaders,  pearl  handles.  >4  doz.  in  case  4.00 I>essprt  Knives  and  forke — Ivoride  handled  knives:  silxer  plated lorKs,  ij  doz.  of  eath  in  case  and  T.OO Table  Knives  and  Forks — Ivoride  handled  knives:  silver  plated lorks:  '.T,  doz.  of  each  in  case  7.50  and  8.2.> 
nesserl  Kniiies  and  Forks,    pearl  handled.  ^4  doz  of  each  in  case 

 8.00 Di-ssert  Knives  and  Forks,    pearl  handled.  1  doz   of  each  in  case 
  15.00 (In  oak  cases,  prices  are  15.00  and  27  00J. 

CARVERS  IN  CASES 
S  and  5  pleres.  genuine  etas  horn  and  ivoride  handles, 
FINE  SELECTION  OF  TABLE  KNIVES 

Table  and   Dessert   Knives— Ivoride  handles,  best  steel  blades  per doz    from   ,  3.00  tn  7.50 
Table  and  Dessert  Knives — Ivoride  handles,     plated     blade?  per doz  ,   from     ,,  COO  to  8.30 
Ivory  liandled  Knive.s — Best  Sheffield  steel  blades  and  plated  steel blader,  per  case,  from    3,00  to  22,00 
Pearl  Handled  Knives — Finest  ateel  plated  blades,  per  doz.  from.. 

  ...  9.00  to  25.00 
^^»er  Plated  Flat  « are— In  good  variety.      See  our  Window  D4s- 

RICE  LEWIS  &  SON 
LIMITED 

Established  1847.    Cor.  King  and  Victoria  Sts. 

An  artistic  lay-out  and  newsy  ad.  Original  was  41  x  6i, with  blank  margin  each  side. 

plans  you  have  doubtless  made  as  to  having  the  pro- 
per equipment.  Dependence  can  be  placed  on  our 

housefurnishing  and  cutlery  departments  for  all  the 
lighter  and  the  dinner  on  the  table  at  the  appointed 

time?" 
Or 

"Does  the  near  approach  of  Thanksgiving  Day 
remind  you  of  the  need  of  a  new  carving  set  or  table 
cutlery?  Our  special  three-piece  carving  set  with 
genuine  stag  handles  and  sterling  trimmings  can  al- 

ways be  depended  upon.  In  satin-lined  boxes,  $3.50 

fully  warranted." 

Or 
"With  Thanksgiving  Day  only  ten  days  away  it  is 

time  that  you  were  commencing  to  carry  out  those 
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articles  needed  to  make  the  feast  of  the  home-coming 
event  a  success." 

Or 

"Our  three-piece  special  Thanksgiving  carving  set 
is  one  that  will  give  excellent  service  and  will  add 

to  the  appearance  of  the  table." 
It  is  safe  to  say  that  every  jierson  you  get  into  your 

store,  so  that  you  talk  to,  or  who  sees  the  displays  and 
store  before  Thanksgiving  Day,  will  l)egin  to  think  of 
Christmas  and  gift-giving  on  the  day  after. 

Already  you  have  had  two  weeks  of  foundation  lay- 
ing for  Christmas,  and  from  now  on  yours  should  be  a 

"That  Reminds  Me  Store." 
So  much  has  been  said  about  early  shopping  that 

gift  things  should  be  brought  out  at  once. 

Change  the  wiiulows  often;  have  remindei's  every- 
where.   Display  pocket  knives  and  razoi-s  with  card: 

Gifts  for  Father  or  Brother.  On  chafing  dishes,  scis- 
sors sets,  etc.,  put  card:    Gifts  for  Mother  or  Sister. 

If  bathroom  fixtures  must  be  sampled  in  an  out-of- 
the-Avay  place,  have  a  small  sample  board  in  front  with 
card:  "Visit  our  Bathroom  Fixtiu'e  Display  Room," 
and  the  same  Avith  every  line  in  their  turn  and  as  often 
as  possible. 

Holiday  hardware  in  itself  is  very  attractive  and  it 
appeals  to  man,  woman  and  child.  When  trimming 
the  windows,  bear  in  mind  that  Christmas  trees  and 
houses  take  up  valuable  room  and  are  best  left  to  the 
toy  stores. 

An  attractive  background  of  white  with  green  edg- 
ing and  frosted  electric  lights  is  very  appropriate  and 

can  be  sampled  with  cutlery,  silverware,  etc.,  and  can 
remain  in  the  window  at  least  three  weeks,  but  the 
balance  of  this  display  should  be  changed  once  a  week 

and  be  so  arranged  that  any  article  can  be  removed 
(|ui('kly  as  some  lines  move  faster  than  others. 

The  newspaper  advertisement  can  be  divided  in  sec- 

tions and  should  list  articles  "For  Father,"  "For 
Mother,"  "For  Brother,"  "For  Sister."  Show  cuts 
when  possible.  Have  the  description  brief  and  price 
everything. 

A  booklet  is  very  good,  if  properly  distributed,  and 
can  be  gotten  uj)  at  small  expense  as  the  manufactur- 

ers will  furnish  fill  the  cuts. 
On  the  first  page  tell  why  it  is  to  their  advantage  to 

trade  at  your  store  and  why  the  booklet  was  published. 

Thus  :— 

"THE  PURPOSE 

of  this  booklet  is  to  assist  you  in  the  selection  of 
suitable  gifts  for  your  friend.s  and  relations. 

"Without  its  aid  you  will  at  the  last  moment  be 

Very  much  reduced 
from  original,  but 
gives  a  good  Idea  of 
a  good  lay-out.  N  ote 
the  featuring  of  toys 
Original  was  11  by 

lOJ.  Gilpin's  store is  in  Orillia. 

asking,  like  hundreds  of  others:  'What  shall  I  give 
to  Father,  Mother,  Brother,  Sister  or  Friend?' 

"Gifts  should  be  practical,  and  the  greater  their 
usefulness  the  more  certain  they  are  to  give  the 
pleasure  desired. 
"Read  carefully  the  following  pages,  check  the 

ones  that  appeal  to  you.  Do  not  hesitate  to  ask  to 
inspect  articles  in  which  you  are  interested. 

"Our  store  is  yours  to  come  and  choose  at  your leisure. 

"The  aisles  are  broad  and  comfortable.  The  stocks 
are  well  arranged. 

"May  your  Christmas  be  full  of  joy  and  your  Ncav 
year  the  most  prosperous  and  happy  of  all  " 

(Firm  signature.) 
Then  divide  your  gift  goods  into  groups  and  sug- 

gest all  those  suitable  for  the  various  members  of  the 

♦♦♦♦♦♦♦♦»♦♦♦♦♦♦♦♦♦♦♦♦♦♦»♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦ 

GILPIN'S  HARDWARE. This  store  is  full  of  Lovely  Goods  suitable  for  Christina's  (J:fts. 
kind  of  Cutlery,  Cut  Glass,  China,  and  a  foil  stock  of  the  v.iru: 
well  stocked  hardware  store,  and  our  prices  are  kept  down  lo  the  lowest  notch.  l£'>erylhinK  rrjarked  in 

plain  figures.    Only  one  Price.  "'      ST01-H-:  0PP:N  EVERY  EVENING. 

\'oi;  car.  find  here  die  very  'lest  of  every 
,  lines  of  ijsctui  articles  iound  only  in  a 

CUTLERY 

We  have  an  excellent 'Sssort.Tient  of  the  best  makes  of  English 
and  American  Tabie  Cutlerj',  and  our, prices  will  interest. you 

Plated  Teaspoons,  %\  r,Oc. 
c    51,  ?1.10,  $1.25.  $1.60, 

"Half  'lozen  SiKe 
G5c  ,  7oc  ,  S.' and  Si.m. 

DeaserlSpoons.atS  1.25.  $1.50,  $2.  $4.50,  and 
up  to      per  half  dozen. 

Table  Spoons,  at  $1.50.  and  up  to  $.'1.50  pi-r ball  dozen. 
Beirj-  Spoors,  at  .S1.,'A  $2,  and  $2  25. 
Oysttr  Ladles,  al  §1  7.)  and '-52  50 SiU-er-Plated  Pie   Kmves  fron:  $l75upto 

.$4  25  each. Sdopr-Plated  Pickle  Forks,  from  r,5c  up. to  S2. 

Pear  !  Handled"' Cutter  KiiveB,  ftoiS  50c.  to' 

.  .$l.,Vl. 
Silver  Plarel  Pearl  Handled  Fruit  Knives,  from 

.?2.'j.')  1.)  .JC-per  set. Pcllidoid  I  Undicir  Dinner  and  Tea  Kilivrs,  at 
*2,  .f  2..yj,  '.SS.  §3.50.  $4,  $5,  and  ?6 
I'ordo'eD. Br^i.tiful  Caivirig  Sets  in  the  leading  uiakes  at 
from  $1:511  up  to,S7.50. 

A  Splendid  Stock  of  Table  Knives  and  Foiks 
at  SI,  Sk 25.  SI. 50.  §1.75,  $2,  ?2.2.'i, •$2.50,  S3.  .^yf.O,  $4,  ?5  and  $G. 

SueajShfll.s  froto  30c.  to  $1  25. RiSSars-al  all,pricea,  froir  45c.  each  up  to  $2.50 each. 
Safety  Razors,  irom  ■$!  up  to  $5  each. Pocket  Knives  from  the  5  center  for  the  wee 

chappie,  up  to  the  most  beautiful  pearl handled  goods  you  can  find  anywhere. Y,:)u  should  see  them. 
Ev.irythiug  in  the  Scissor  line  f.-ora  the  liule 

Embroidery  Snip  tj  the  Large  TrimmeiB. 
If  it  is  Scissors  you  can  surely  get  them' 

♦ 
♦ 
♦ 
♦ 
♦ 
♦ 
♦ 
» 
♦ 
♦ 
♦ 
♦ 
♦ 

♦  ■ 

♦ 

♦ 
♦ 

♦ 
♦ 
♦ 
♦ 
♦ 
♦ 
♦ 

TOYS ! 

THE  CHILDREN'S 

TOYS !      TOYS ! 

DELIGHT  AT  CHRISTMAS  TlHE 

To  t;ep        Toyb  it  r.^;  Duy     tcljuy  berg  ia  to  save  money.     We  take  as  much  intfirestin  sMectiDg  our  Xoyk-as 
nythm^  else  id  orr  otDre,  ami  we  koow  oUr  large  aaeortoient  cannot  fjii'  to  plesae  yoa. Hundreds  uf  Dulls  of  e^err  de^enption,  frorn  one  cent  up,  and  tbe  Doll  Carnagen  are  nice  enough  for  a  h^hy,  at  prices  from  35c.  up 

lis  easy  to  choum-  fcom  an  assortment  like  this. 
Toy  ''Jimaand  Fun.iture       Kitchen  DieheB. 

Dolls.   Hammocke,,  Brooms.  Dubt-Pans. Tobs       Waeh-Iloardp.  Wringers. 
Animals  of  All  Kinds.      ABC  3locke. 

A  Orpst  Van.-ivof  Oatuea  and  PicUie  Booke. 
DOLLS  FROM  ONE  CENT  EACH  UP  TO  $5.06 -EACH 

Cat  C-tine,  and 'Pop  Giina  for  the  Bi^j  Boye Rubber  Balld.    Itattles,    Soldiers,  Tops. 
Hoine.  -  Bugles,     Sleighs,  Hiflee. Pianoa  and  Many  Other  Mufiical  Toys, 

Drawing  Slatett,       Cannons,       Pai:^i  Boxes 
SU  OUR  SPECIAL  DRESSED  DOLL  AT  25  QEfffS  EACH. 

Toy  i^mps  and  Ijauterns,       Crayons,  and 
VOHDeRFUL   MEC-HA.NICAL  TOYS WpA  Bozep,    PofBea,    Hatud  Bag«, 
D  ifls  nnd  Dolls'  Carriages  of  Ev«ry  Srae 

and  Description' 

GILPIN.'S    HARDWARE    STORE  t 
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family,  for  friends  or  relatives,  soinethinii,'  on  the  fol- 
lowing plan  :■ — 

GIFTS  FOR  FATHER. 

Pocket  Knife. 

Carving-  Set. 
Safety  Razor. 
Razor  Strop. 
Shavino'  Brush. 
Shaving-  Mug  and  Soap. 
Stropping  Machine. 
Manicure  Set. 
Ingersoll  Watch. 
Brass  Cuspidor. 

Tool  Cabinet. 
Tools. 
Janus  Bottle. 
Thermometer. 
Alarm  Clock. 
Foot  Warmer. 
Lantern. 
Pocket  Tool  Kit. 

Cigar  Cutter. 
Cash  Box. 

GIFTS  FOR  MOTHER. 

Silverw^are. Carving  Set. 
Coffee  Percolater 

Crumb  Set.  Vegetable  Dish. 
Bathroom  Fixtures. 

Pen  Knife.  Shears. 
Sewing  Set.      Family  Scale. 

Letter  Opener.  Janus  Bottle 

Chafing  Dish. 
Baking  Dish. 

Casserole. 
Alarm  Clock. 

Manicure  Set. 
Thermometer. 

Cash  Box. 

GIFTS  FOR  BROTHER. 

Skates.  Skis.  Manual  Training  Bench. 
*  Manual  Training  Tools.  Janus  Bottle. 

Ankle  Supports.  Roller  Skates.  Scroll  Saw. 
Drawing  Instruments.  Ingersoll  Watch. 

Tool  Cabinet.  Dog  Collar.  Pocket  Knife. 
Safety  Razor.  Razor  Strop. 

Tools.  Adjustable  Shaving  Glass.  Sled. 

GIFTS  FOR  SISTER. 

Chafing  Dish. 
Silverware. 

Manicure  Set. 
Sewing  Set. 

CotTee  Percolater. 
Scissors  Set.  Janus  Bottle. 

Shears.         Foot  Warmer. 
Pen  Knife.  Dog  Collar. 

Adjustable  Toilet  Mirror.  Cat  Collar. 
Embroidery  Sets.  Buttonhole  Shears. 

Drawing  Instruments.         Skates.  Sled. 
On  the  following  pages  have  something  to  say  about 

each  department  and  list  complete  with  prices  on  every- 
thing of  a  gift  nature. 

"OUR  TOOL  DEPARTMENT" 

offers  the  best  kind  of  gifts  for  man  or  boy,  the  most 
prominent  of  which  are  the  tool  cabinets,  two  of  which 
we  have  listed  below,  demonstrating  the  wide  range  of 
prices. 

"THE  CUTLERY  DEPARTMENT" 
alone  offers  gifts  for  every  member  of  the  household. 
We  wish  to  sell  you  articles  that  the  recipient  will  con- 

tinue to  find  satisfactory.  When  we  recommend  an 
article  you  may  depend  upon  the  quality. 

"CHAFING  DISHES  AND  PERCOLATORS" 
on  account  of  their  extreme  beauty  are  particularly 
adapted  for  gifts.  Percolators  are  more  of  a  luxury 
than  the  coffee  pot,  and  the  thrifty  housekeeper  will 
enjoy  its  possession  if  it  comes  as  a  gift. 

Chafing  dishes,  the  sorts  we  have  to  offer,  are  quite 
out  of  the  ordinary.  There  are  many  distinct  styles  to 
choose  from. 

"SKATES  AND  SLEDS." 

Most  boys  and  girls  would  prefer  a  flexible  sled 
Cthe  kind  that  steers)  or  a  pair  of  skates  or  skis.  Rosy 
cheeks  and  healthy  lungs  accompany  outdoor  exercise. 
The  booklets  should  be  placed  in  every  package, 

handed  over  the  counter  and  enclosed  with  all  outgoing 
mail. 

If  you  have  a  live  mailing  list,  a  letter  like  the  fol- 
lowing enclosed  with  the  booklet  will  make  a  good  im- 

pression : — "Did  it  ever  occur  to  you  that  a  numberless  var- 
iety of  practical  gift  things  are  to  be  found  in  a 

hardware  store? 

"We  have  reason  to  be  proud  of  our  handsome 
store  and  take  this  opportunity  of  extending  to  you 
and  the  members  of  your  family  an  invitation  to 
call,  look  around  and  ask  questions. 

"We  are  here  for  that  purpose  and  take  pleasure 
in  explaining  everything  in  detail. 

"For  your  convenience  we  have  arranged  the  en- 
closed booklet,  which  is  self-explanatory. "Yours  very  truly. 

If  displays  can  not  be  made  on  the  counter,  then  a 
table  or  some  other  stand  should  be  set  apart  for  mak- 

ing seasonable  displays  of  goods,  with  price  tickets  on 
them.  These  displays  should  be  changed  every  two  or 
three  days. 

By  pursuing  this  policy  you  will  find  that  customers, 
as  soon  as  they  have  made  their  regular  purchases,  will 
examine  these  displays  to  see  what  you  have  new  to 
offer,  and  many  sales  will  be  made  Avhich  otherwise 
would  have  been  lost. 

The  variety  five-cent  and  ten-cent  stores,  especially 
those  of  the  better  sort,  give  lessons  in  the  art  of  dis- 
lilay  that  can  be  used  Avith  benefit  by  tradesmen  in 
every  line.  The  majority  of  people  who  go  to  these 
stores  have  an  indefinite  idea  as  to  what  thev  want. 

HELPFUL  ADVERTISING  HINTS. 

To  make  the  most  of  the  time,  money  and  effort  you 
devote  to  your  advertising,  lose  no  chance  to  get  the 
full  benefit  of  each  general  move  you  make. 

For  example,  if  a  newspaper  advertisement  you  use 
strikes  you  as  particularly  good,  tell  the  printer  to 
use  the  same  type  for  some  circulars  to  be  mailed  or 
otherwise  distributed,  says  Butler  Brothers.  Thus  you 
secure  circulars  and  newspaper  advertisement  at  the 
cost  of  one  setting  of  the  type. 

If  the  newspaper  advertisement,  or  the  part  of  it 
that  seems  good  enough  for  the  purpose,  is  too  small, 
have  it  held  until  enough  other  matter  has  accumiilated 
to  make  in  all  a  circular  of  the  size  and  kind  you  do 
wish  to  use. 

Make  your  circulars,  letters,  etc.,  supplement  your 
newspaper  advertisement  and  repeat  the  story  the,v 
tell  in  your  .show-windows.  By  thus  making  all  your 
outside  advertising  Avork  together,  results  will  be 

greatest. 
In  newspaj^ers,  circulars,  etc.,  as  in  show-windows, 

present  something  new  often  enough  to  avoid  staleness, 
which  in  the  eyes  of  the  modern  public  is  the  unpar- 
donalJe  sin  in  storekeeping. 

And.  above  all.  when  your  outside  advertising  does 
accomplish  its  purpose,  does  draw  people  into  the 
store,  lose  none  of  the  benefits  because  you  fail  to  give 
just  what  it  leads  people  to  expect. 

A.  E.  Martin,  Bradwardine,  Man.,  and  C.  E.  Fryer, 
Rosetown,  Sask. ,  are  opening  a  hardware  and  general 
store  at  a  new  townsite  on  the  Deslisle  extension  of  the 
Canadian  Northern  R.R.,  west  of  McRosie.  The  firm 
name^will  be  Martin  &  Fryer. 
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FEATURED  SAFETY  RAZORS. 

A.  M.  Bell  &  Company,  Limited,  hardware  merchants, 
Halifax,  N.S.,  featured  the  Gillette  safety  razor  in  their 
advertising  during  the  first  two  weeks  preceding 
Christmas  and  the  results  obtained  amply  demonstrate 
that  the  experiment  was  a  success. 

HALIFAX. 
Dec  laih  1911 

Dear  Kit, 
I  got  that  Gold  Plated  Gil- 

lette for  Billy  this  morning,  and 
do  you  know  they  have  the  cutest 
adjustable  mirror  for  shaving.  I 
just  couldn't  help  buying  one,  I knew  Billy  would  like  it  so. 

I  think  Bell's  is  the  nicest 
place  to  shop—they  have  so  many lovely  things  there.  My,  I  wish 
Billy  ivould  buy  me  one  of  the 
lovely  Copper  Chafing  dishes  they have. 

We're  expecting  you  on  the 24th.  in  the  afternoon,  and  Billy 
says  to  bring  'Tom 's  Gillette  along so  that  they  can  shave  together 
Christmas  morning.  It's  going  to be  a  Gillette  Christmas  just  like 
the  advertisements  say. 

Lovingly,  Dorothy 
"The  Pines,"  Halifax. 

For  $35  the  firm  secured  in  a  Halifax  daily  10  in- 
sertions of  advertising  matter  in  space  of  the  si/e  here 

reproduced.  The  accompanying  cut  shows  the  nature 
of  the  advertising  run.  Besides  these  10  insertions, 
the  firm  featured  the  razor  in  a  page  advertisement 
run  on  two  successive  Saturdays. 

GETTING  THE  CUSTOMER  INSIDE  THE  STORE. 

It  is  universally  conceded  that  a  ciistomer  inside  the 
store  means  a  sale  half  made.  How  to  attract  the  at- 

tention of  the  passerby  and  suggest  some  need  or 
create  a  desire  that  will  turn  his  or  her  footsteps 
through  the  front  door,  is  an  ever  present  problem  with 
the  retailer. 

"Of  course  certain  lines  of  goods  are  better  adapted 
to  window  display  than  others" — that  is  what  every- 

body says  about  the  other  fellow,  and  like  as  not  la- 
ments his  inability  to  make  as  good  a  showing  as  a 

merchant  in  some  other  line. 
Get  this  truth  fixed  firmly  in  your  mind:  Wherever 

sufficient  goods  are  found  to  stock  even  a  shop  there 
is  something  which  will  lend  itself  to  an  effective  win- 

dow display.  What  that  something  is,  and  how  to 
utilize  it,  is  a  question  Avhich  can  be  settled  by  a  little 
headwork.  It  might,  at  first  thought,  seem  that  a  hard- 

ware dealer  was  restricted  in  his  selection  for  display 
purposes.  As  a  matter  of  fact  there  is  practically  no 
limit,  and  the  exercise  of  a  little  ingenuity  will  work 
wonders. 

A  hardware  dealer  with  a  penchant  for  doing  things 
out  of  the  ordinary,  decided  to  feature  washing  ma- 

chines. Selecting  Saturday  as  the  day  for  a  demon- 
stration, when  farmers  from  the  surrounding  country 

would  be  in  to  do  their  week's  buying,  he  hired  a  wo- 
man to  do  a  washing  in  the  window  of  his  store.  It 

was  not  a  dress  parade  affair,  but  a  bona  fide  wash- 
ing, with  the  old  fashioned  washboard  and  tub,  and 

the  woman  toiled  away  from  early  morn  until  late  at 
night.  In  the  same  window  was  a  machine  operated 
b.y  a  smiling  young  woman,  nattily  attired,  the  picture 
of  solid  comfort,  and  that  machine  also  washed  clothes. 

All  day  long  and  until  closing  time  at  night  there 
was  a  crowd  in  front  of  the  window.  One  farmer  after 
another  loaded  a  washing  machine  into  his  wagon,  at 
the  suggestion  of  his  better  half  or  through  his  own 
volition,  and  with  orders  that  came  from  townspeople 
the  stock  on  hand  was  exhausted  by  the  middle  of  the 
afternoon,  a  rush  order  being  placed  for  another  sup- 

ply- 
Crowds  will  stand  by  the  hour  watching  a  vacuum 

cleaner  in  operation.  This  is  one  of  the  simplest  yet 
most  effective  window  displays  in  which  a  demon- 

strator is  employed.  All  that  is  required  is  a  vacuum 
cleaner,  an  operator,  an  old  rug  or  a  bit  of  carpet, 
and  a  small  amount  of  flour  or  other  powder.  Let  the 
operator  scatter  a  handful  of  the  powder  on  the  rug 
and  run  the  cleaner  over  it,  repeating  the  performance 
at  frequent  intervals.  This  object  lesson  on  the  effi- 

ciency of  a  vacuum  cleaner  makes  a  hit  every  time. 
Incidentally,  it  will  increase  your  profits. 

Select  something  seasonable  or  that  is  a  labor  saver. 
Display  it  in  a  manner  that  would  interest  you  if  you 
were  on  the  outside  instead  of  proprietor  of  the  store 
or  a  salesman.  With  a  little  study  you  can  arrange 
an  effective  window  that  will  lure  trade  inside  the 
store. 

SUCCESSFUL  GIFT  SALES. 

Doing  something  out  of  the  usual  attracts  new  busi- 
ness as  a  rule.  The  Ashdown  IJardware  Co.,  Limited, 

Calgary,  have  been  running  a  series  of  gift  sales. 

We  Are  Going  to  Give  Away  $1.50  Razors 

Absolutely  Free!  This  [Saturday]  Evening 

To  every  purchaser  of  any  of  the  fo  llowmg  goods  to  the  value  o(  $5  CiO  or  over, 
between  the  hourfi  of  8  and  10,  Sr,*nrfiay  evening,  September  28th,  we  \\>!1  present  one 
$1.50  fine  hollow  ground  razor,  made  by  one  of  Sheffield's  best  makers 

Tools [ncludlngi  everything  In the  UAe.    This  Is  a  good 
chance    (or-  mechanics. 

Kitchen  Ware 
Including     Enamel  ware Tinware,    Wire  Goods. 
Meat  Cutteu.Aliunlnuin 

CutJery 

The  houaevlfe  will  be able  to  make  a  nice  gift to    her   husband   of  a 

Paints  _ 

.An  opporiunlty  tlKlE  this Is  seldom  ottered.  Buy 
your  palnlB  uisd  get  a 

Spoiling  Goods Hunters     and    all  svbo 
buy  sport  inn  goods  win be  wlee  lo  ic.-i   a  Jl.SO 

Stoves  and  Ranges 
If  you  need  one  6f  Jthe«q 
buy  It  Saturday  olghC and  s«cure  a  free  nxat^ 

Fireplace-  Grates and  Fixtures We   show    a   very  fine 
Cut  Glass This   a  chance   to  buy 

A  $5.00  Shaviag 

Qutfit 

G^ntltlfs    you    la'  this high-grade  Sl.^O-  Rjoor Free. 

Tabic  Knives .Ytm.  probably    helKl.  it, 
dxwen  of  thfcae  ajid-yj^t can  buy  (hem  Saturday evening. 

Bathroom  Fixtures 
fered.  Tbf  largest  show- ing -lo.  the  VTeBt 

Wash  Day  Supplies 
IncludlnK  Maehlnes. 

Wringers,  Tuba,  Boilers. 
Piille.  ef 

fie  Sure  to  Gct  AU 

Cash  Sale  Slips  and' 
Retain  Same 

There  are  hunareab  of   other  lines 
which  you  need  and  which  you  might  just 
as  well  buy  Saturday  evening 

Present  All  Slips  at 
Cutlery  Dept.  and 
Get  Vonr  Razor 

Sale  for  Two  Hours  0iiIy--8  to  10  Saturday  Night 

"""Tve™" ASHIX)WNS' 110  EIGHTH  AVENUE  WEST 
THE  HARDWARE  OF QUICK  SERVICE 

"Our  results,"  writes  W.  J.  Illsey,  of  that  firm, 
"were  most  pleasing  indeed,  and  I  think  the  plan  can 
well  be  used  by  other  hardwaremen.  This  week  we 

are  giving  away  carpenters'  levels  with  each  $7  cash 
purchase.  In  all  selections  for  giving  away  we  are 
picking  some  lines  which  are  slow  moving,  or  in  some 
way  not  good  stock.  This  you  see  cleans  up  odd  lines 

and  leaves  the  good  goods  for  regular  selling." 
The  accompanying  illustration  is  a  reproduced,  much 

reduced  in  size  of  the  advertisement  which  they  ran 
in  connection  with  one  of  the  sales. 
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IS  AN  ENTIRELY  CASH  BUSINESS  BEST?. 

A  hardware  exchange  which  runs  a  Question  and 
Answer  department  in  each  issue,  recently  received  the 
following  query  :— 

' '  We  would  like  to  know  how  to  start  a  cash  system. 
We  have  the  only  store  with  a  general  line,  as  follows : 
Hardware,  machinery,  shoes,  groceries,  dry  goods,  etc. 
We  are  situated  in  a  village  with  no  bank  and  it  is 
only  eight  miles  to  a  town  of  10,000. 

"Must  a  merchant  buy  in  quantities  to  get  the  right 
prices,  especially  in  groceries,  where  many  articles  are 
sold  at  cost?" 

The  following  is  the  answer  given: — ■ 
This  matter  of  going  on  a  cash  basis  is  one  that  is 

continually  agitated,  and  while  it  has  many  desirable 
features,  yet  it  is  the  concensus  of  opinion  that  a  cash 
.store  is  not  always  the  most  desirable. 

In  your  case  you  are  situated  in  a  village  of  small 
poiJulation,  with  no  bank,  and  only  eight  miles  from  a 
comparatively  large  town.  The  result  is  that  the  farm- 

ers upon  whom  you  depend  for  your  trade  do  not  have 
to  make  much  of  a  trip  to  get  to  the  big  town. 

One  of  your  strongest  holds,  therefore,  on  this  trade 
is  the  very  fact  that  you  know  each  man  personally  as 
well  as  his  family  and  can  and  do  extend  credit  more 
easily  than  will  the  large  town  store. 

It  has  been  the  experience  of  many  merchants  that 
the  thing  to  do  is  not  to  go  on  a  strictly  cash  basis, 
buy  to  pay  closer  and  more  careful  attention  to  collec- 

tion, and  use  some  discrimination  in  the  granting  of 
credit. 

This  attention  to  collections  and  credit  matters  will 
not  only  have  the  effect  of  helping  you  finance  your 
business  in  better  shape,  but  will  also  give  you  the  op- 

portunity of  impressing,  in  a  tactful  way,  upon  your 
customers  that  credit  is  an  accommodation  and  a  ser- 

vice of  real  value. 
Just  as  soon  as  you  can  make  a  man  think  and  be- 

lieve that  he  is  getting  something  worth  while,  he  is 
more  likely  to  appreciate  it  than  if  it  comes  to  him  as 
a  matter  of  course. 

In  your  particular  case,  I  would  be  strongly  in- 
'■lincd  to  discourage  your  placing  your  business  on  a 
cash  basis,  believing  that  it  would  not  be  to  your  bene- 

fit so  to  do. 

Your  question  in  regard  to  buying  brings  up  a  most 
interesting  and  important  subject.    What  I  will  say  is 
intended  to  apply  not  only  to  your  case,  but  to  that  of 

.  very  many  other  merchants  as  well. 
It  is  emphatically  not  necessary  for  a  merchant  to 

place  large  orders  to  secure  the  best  price,  except  in 
isolated  cases.  It  is,  however,  necessary  for  him  not 
only  to  meet  his  bills  when  due,  but  to  take  his  dis- 
counts. 

If  discounts  are  not  taken,  then  the  bills  should  be 
met  when  due  or  before,  and  if  for  any  reason  an  ex- 

tension is  granted,  then  the  promise  made  should  be 
scrupulously  kept  to  the  letter. 

Further.  Let  us  suppose  that  your  purchases  in  a 
year  amount  to  $1,000  in  any  one  line.  If  you  scatter 
the  orders  promiscuously  among  six  or  seven  houses, 

no  one  of  them  will  receive  a  sufficient  amount  of 
business  from  you  to  make  it  Avorth  Avhile. 

But,  if  you  buy  $750  worth  from  one  house  and  the 
remainder  from  say  two  other  concerns,  you  will  be 
much  more  likely  to  secure  the  best  of  it  in  the  way  of 

price. 
In  the  first  place,  your  main  house  will  be  securing 

three-fourths  of  your  business,  Avhich  is  aU  they  can 
reasonably  expect.  If  you  are  discounting  your  bills 
you  will  be  placed  in  that  preferred  list  which  means 
the  best  of  everything  that  comes  along. 

The  other  two  houses  Avill  assuredly  know  about  this 
three-fourths,  and  will  do  everything  possible  to  keep 
in  your  good  graces,  so  that  in  case  of  a  break  they 
will  be  in  favorable  position  to  get  the  large  business. 

In  other  words,  concentrate  your  buying  as  much  as 
possible.  Pick  out  the  concern  that  you  believe  can 
and  will  serve  you  best  and  then  stick  to  them  as  long 
as  they  deserve  your  business.  But  keep  the  others  on 
the  string,  so  that  you  are  not  unknown,  if  a  break 
with  the  first  house  should  take  place. 

I  know  that  such  a  procedure  as  this  will  pay  you. 
It  has  been,  and  is  being,  employed  by  many  merchants 
both  large  and  small,  and  every  one  that  I  know  of 
that  concentrates  his  buying  as  I  have  suggested,  is 
an  enthusiast  on  the  subject. 

COUNTER-DISPLAY  ADVERTISING. 

Many  stores  are  so  prim  and  neat  in  the  ai'range- 
ment  of  goods  that  there  is  little  or  no  inducement  to 
buy.  This  may  read  like  a  paradox,  but  the  point  is 
that,  while  neatness  and  cleanliness  are  to  be  com- 

mended, the  goods  must  be  so  displayed  and  ticketed 
that  they  Avill  induce  purchases.  When  goods  are  on 
the  shelves  or  under  the  counter,  where  they  can  not 
])e  examined  or  seen,  people  will  only  buy  what  they 
come  for. 

MAXIMS  OF  SALESMAN  WHO  HAS  MADE 
THREE  FORTUNES 

Hard  knocks  count  for  more  than  all  the  college  educa- tion in  the  world. 
Put  your  whole  energy  into  any  bnsiness  you  are  in.  If 

you  don't  you  can't  succeed. 
Never  tell  a  customer  anything  that  isn't  so.  If  you deceive  a  man  once,  he  will  never  again  have  confidence in  you. 
Always  be  cheerful  whether  you  make  a  sale  or  not. 

Cheerfulness  will  sell  goods  to  the  most  crabbed  customer in  time. 
Politeness,  cleanliness  and  energy  are  three  of  the  most 

important  things  in  selling  goods,  and  none  of  them  cost anything. 
Always  have  confidence  in  your  own  ability.  Never 

make  a  negative  statement.   Always  be  positive. 
Treat  everybody  alike,  no  matter  whether  they  are  rich 

or  poor. 
Don't  stay  out  late  at  night.  The  man  who  does  isn't worth  much  the  next  day,  and  it  takes  a  clear  brain  to  sell goods  these  days. 
Never  fail  to  keep  an  appointment.  Business  opportuni- 
ties are  like  trains— they  won't  wait  for  you  if  you're  late. —Jacob  Hetz. 
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Credit  and  Its  History 

3y  H.  B.  Buell 

Before  we  enter  upon  the  discussion  of  the  theme,  we 
ean  well  ask  ourselves,  What  is  credit?  We  use  the 
word  freely,  it  is  constantly  on  our  lips  and  we  are 

called  "Credit  Men,"  but  do  we  properly  understand 
the  meaning  of  the  Avord.  Webster  says:  "Credit  in 
commercial  transactions  is  mercantile  reputation  entit- 

ling to  be  trusted  or  to  receive  goods  or  loans  on  pro- 

mise of  after  payment."  Another  writer  says:  "We have  come  to  an  exact  scientific  notion  of  the  nature  of 
credit  that,  while  it  serves  the  purpose  of  capital,  it 
can  only  do  so  while  there  is  capital  ready  to  come  and 

take  its  place  if  necessary."  Credits  which  are  not  in 
this  position  (though  they  may  happen  to  serve  their 
turn,  as  a  ship  may  sail  some  distance  unwrecked  with- 

out a  steersman)  do  not  accomplish  the  purpose  of 
credit.  Credit  is  therefore  in  other  words  the  capital- 

ization of  reputation. 
If  we  then  as  dispensers  of  credit  are  to  deal  with  so 

abstract  a  quantity  as  the  reputations  of  our  custom- 
ers, how  much  Ave  need  to  study  them,  and  to  fit  our- 

selves to  handle  it  without  loss  to  either  party.  It  has 
become  indeed  one  of  the  exact  sciences. 

History  of  Credit. 

The  history  of  credit  dates  back  as  far  as  the  history 
of  man.  The  old  JeAvish  laws  referred  to  contracts  and 

debts,  and  provided  that  at  stated  intervals  the  "Slate" should  be  Avashed  clean  and  all  debts  forgiven.  The 

opponents  of  the  bankruptcy  laAvs  of  to-day  are  evi- 

dently not  in  sympathy  AAdth  the  early  JcAvish  "Jubi- 
lees." Perhaps  the  oldest  historical  reference  to  credit 

is  found  in  China.  AA'here  as  early  as  2,800  B.  C.  banks 
of  deposit  and  discount  existed,  denoting  a  high  state 
of  civilization,  from  Avhich  Ave  may  reason  that  in  that 
slowly  progressive  country,  centuries  elapsed  in  the 
maturing  of  such  forms  of  credit.  Likewise  in  Egypt 
and  India  credit  transactions  are  recorded.  In  Greece 
credits  were  not  unknown,  and  Avhile  the  rights  of 

capitalists  were  severely  taxed  they  were  also  carefully 
guarded.  The  history  of  all  nations  is  the  history  of 
commercial  activity  in  which  credit  has  always  in  the 
past,  and  ahvays  must  in  the  future,  play  the  leading 
part.  Wherever  a  high  state  of  credit  existed  there 
was  a  correspondingly  high  state  of  civilization.  In 
savage  countries  credit  is  unknown,  the  savage  is  like 
an  untrained  child.  What  he  sees  that  he  wants,  he  ap- 

propriates to  his  own  use  and  asks  no  question  nor  un- 
derstands the  meaning  of  honor  or  fair  dealing,  but  in 

so  far  as  countries  become  civilized  so  far  does  credit 

come  to  its  perfection.  Credit  giving  is  manifestly  an 
invention  of  man.  for  nature  never  established  the  cus- 

tom. Nature  gives  no  credit.  She  requires  that  we 
must  work  first  and  eat  afterAvard.  The  soil  must  be 

tilled  before  the  earth  Avill  yield  its  increase,  but  man 

is  not  so  inexorable  and  is  Avilling  to  "take  a  chance." 
and  parts  Avith  his  goods  accepting  in  return  the  repu- 

tation of  another  that  payment  will  be  fully  made  at  a 
later  date. 

Credit  is  Two-Faced. 

Credit  is  also  tAvo-faced  and  may  be  employed  to 

benefit  or  to  injure  according  as  its  aid  is  invoked. 
With  a  firm  foundation  for  our  business,  with  brain  and 

energy  to  back  it,  and  with  honor  to  direct  it,  it  may 
be  used  to  our  advantage.  The  danger  lies  in  its  mis- 

use or  too  great  reliance  upon  it.  We,  too,  often  rely 
upon  it  as  an  inexhaustible  mine,  ever  ready  to  yield 
to  our  wants,  but  apt  to  fail  us  when  most  needed. 

Credit  is  most  plentiful  Avhere  least  required,  and 
most  hard  to  obtain  Avhen  most  needed.  If  then  we 
are  to  handle  so  subtle  and  elusive  a  quantity,  we 
.should  have  some  sound  basis  upon  which  to  operate. 
What  then  are  the  elements  of  safety  in  granting  cred- 

its? I  think  these  can  be  eniamerated  in  three  ele- 

ments : — 1.  Honesty. 

2.  Capital. 
3.  Ability. 

Importance  of  Honesty. 

*In  part  an  address  delivered  before  the  Canadian  Credit  Men  s  As- sociation at  Toronto,  on  October  17,  by  H.  B.  Bnell,  former  President  of 
the  Syracuse  Credit  Men  s  Association. 

I  place  honesty,  that  sterling  quality  that  will  not 
stand  for  anything  but  the  fairest  and  squarest  deal- 

ings between  man  and  his  fellow,  first,  for'  I  regard  it 
as  the  most  essential  qualification  of  the  credit  seeker. 
Without  this  essential,  credit  is  unsafe  regardless  of 
all  the  others.  The  dishonest  man,  or  the  man  Avho  per- 

haps would  not  like  to  be  classed  as  such,  but  whose 
standard  of  morals  is  such  that  he  is  willing  to  Avinl? 
at  transactions  that  would  not  bear  the  closest  scrutiny, 
is  unsafe  to  be  the  recipient  of  your  confidence  and  of 
your  merchandise.  While  he  will  pay,  and  pay  prompt- 

ly perhaps  for  a  long  time,  and  may  never  fail  to  do  so, 
AAdiile  his  business  runs  smoothly,  let  times  of  depres- 

sion come  and  such  a  man  Avill,  if  it  seems  necessary 
to  him,  try  to  save  himself  without  regard  to  the  rights 
of  others.  The  man  of  sterling  character  who  feels 
that  his  honor  stands  first,  in  times  of  trouble,  may  go 
down  to  financial  ruin,  but  if  afterward  the  opportun- 

ity should  ever  present  itself  to  make  good  his  obliga- 
tions he  will  not  hide  behind  a  discharge  in  bankruptcy, 

but  will  make  every  effort  to  pay  his  debts  in  full. 
I  have  in  mind  a  case  in  my  own  city  of  a  merchant 

who  some  years  ago  was  forced  into  failure  by  an 
epidemic  of  smallpox,  but  who,  in  after  years  when  he 
had  regained  his  financial  standing,  took  the  keenest 
pleasure  in  mailing  his  check  in  cancellation  of  his  old 
indebtedness  to  every  creditor,  although  he  was  under 
no  legal  obligation  to  do  so. 

A  dishonest  man  can  do  more  harm  with  capital  than 
without  it,  Avhile  with  right  character,  backed  by  fair 
ability,  capital  can  be  acquired,  for  a  man  with  good 
standing  and  ability,  although  with  comparatively 
small  means,  is  in  a  better  position  to  win  success  than 
the  man  with  bad  or  weak  character,  though  he  may 
have  better  ability  and  capital. 

The  man  who  has  developed  traits  of  regularity, 
thrift,  industry,  and  a  determination  to  win,  though 
Avith  narrow  means,  will  make  a  more  desirable  cus- 

tomer than  he  who  with  larger  means  is  careless  or  in- 
different to  his  obligations.  You  have  confidence  in 

the  man  of  character  because  you  know  what  he  will 
do  and  he  gives  no  cause  for  distrust. 

Importance  of  Capital. 

Next  in  importance  I  place  capital.  It  would  seem 
to  be  unnecessary  to  say  that  no  business  could  be  suc- 

cessfully conducted  without  capital  to  properly  finance 
it.    Yet  too  many  are  trying  to  successfully  cope  with 
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modern  trade  conditions  with  little  or  insufficient  capi- 
tal. It  is  a  hard  road  and  strewed  with  the  wrecks  of 

others  who  have  preceded  them.  In  conditions  of  keen 

competition  as  we  find  them  to-day,  no  business  with- 
out sufficient  capital  to  take  advantage  of  all  discounts, 

and  to  meet  all  obligations  properly,  can  hope  to  finally 

succeed,  the  handicap  is  too  great.  You  Avill  remember 

that  we  are  dealing  with  "reputation"  and  when  "rep- 
utation" says  he  cannot  from  lack  of  capital  properly 

conduct  his  business,  and  meet  his  bills  as  he  should, 

then  the  penalty  must  be  paid  in  loss  of  credit,  and 

credit  once  impaired  is  very  slowly  regained.  It  is  like 

a  beautiful  piece  of  china  that,  although  broken,  can 

be  repaired  to  serve  its  purpose,  but  it  can  never  be- 
come the  beautiful  and  perfect  work  of  art  that  it  once 

was.    It  will  always  bear  the  marks  of  its  downfall. 

It  has  been  said  that  the  peddler  is  the  ideal  mer- 
chant, for  with  his  capital  of  $50  or  $100  he  buys  his 

supplies  for  cash  and  sells  before  buying  again.  In 

this  manner  he  turns  over  his  money  many  times  dur- 

ing the  year,  and  profits  made  are  therefore  large  in 

proportion  to  the  capital  employed.  If  instead  he  had 

.*5,000  and  put  it  all  into  goods  when  his  proper  re- 
quirements could  have  been  satisfied  with  half  the 

amount,  he  would  have  the  other  half  in  dead  stock, 

which  becomes  "deader"  and  constantly  depreciating 
in  value  as  time  goes  on.  And  this  leads  me  to  say 

that»the  third  element  of  safety  in  credit  granting  is 

"Ability." 

Importance  of  Ability. 

Without  the  capacity  for  the  proper  use  of  his  capi- 
tal the  man,  though  honest,  cannot  hope  for  ultimate 

success.  It  is  an  age  of  progress,  of  keen  business  com- 
petition, when  the  best  that  is  in  every  man  must  be 

brought  to  the  front,  and  the  business  man  must  use 

the  gray  matter  with  which  his  maker  has  endowed 
him  to  carve  his  name  high  as  one  who  has  achieved 

success.  Give  two  ordinary  men  equal  facilities  and 
one  will  fail  while  the  other  will  amass  wealth.  One 

is  in  good  credit  and  the  other  is  not.  Surely  they  must 
differ  in  essential  characteristics,  in  judgment,  prud- 

ence, thrift,  energy,  economy  or  in  diligence.  Some 
are  like  race  horses,  trained  for  speed  rather  than  en- 

durance, some  are  of  the  effeminate,  fussy  type,  they 
are  apt  to  be  narrow,  they  do  not  get  a  broad  view  of 
the  situation  and  have  more  zeal  than  sense.  The  am- 

iable, yielding  man,  who  cannot  say  "No,"  is  often 
more  applauded  as  the  horn  of  plenty  by  his  customers 
than  by  his  creditors,  and  soon  finds  his  capital  all  in 
accounts  receivable,  and  in  debt  for  all  his  goods.  The 

resolute  pugnacious  man  is  apt  to  lack  tact  and  court- 

esy and  so  repels  rather  than  attracts.  Others  are  ac- 
tive and  energetic  in  their  pleasures,  but  listless  and 

indifferent  in  their  business. 
Incompetence  is  largely  the  cause  of  every  failure, 

and  those  who  do  not  succeed  can  generally  find  the 
cause  of  their  failure  in  themselves.  In  your  own  ex- 

perience call  up  the  failures  with  which  you  are  ac- 
quainted, and  you  will  find  that  while  dishonesty  may 

be  i^rominent  and  lack  of  capital  is  very  noticeable,  in- 
competence plays  a  leading  part  in  every  one. 

Wilfred  Lawson,  late  of  Caverhill,  Learmont's  Western 
Branch,  has  accepted  a  position  as  sales  manager  with 
Peart  Bros.,  Re|j^ina  ;  and  N.  O.  Philp,  who  has  been 
travelling  for  Peart  Bros.,  for  the  past  two  years,  has  been 
promoted  to  the  position  of  buyer.  The  rapid  growth  of 
this  Regina  Company  necessitates  these  additions  to  their 
inside  staff. 

WORKING  UP  BUSINESS. 

By  Sharon  E.  Jones 

When  we  first  went  into  business  we  thought  our 
customers  wanted  cheap  goods,  but  I  soon  got  over 
that  and  jumped  to  the  other  extreme  and  put  in  the 
very  best  goods  I  could  find.  I  found  that  the  good 
goods  sold  easier,  with  less  trouble,  less  expense  and 
less  advertising,  and  the  customers  did  not  do  the 
kicking  that  they  did  when  they  got  cheap  goods.  It 
is  the  profits  we  are  after,  not  the  volume  of  business. 

The  typical  hardware  store  of  to-day  seems  tacked 
down  to  certain  things;  that  is,  we  think  that  unless 
we  stick  strictly  to  pitchforks,  rakes,  hoes,  nails,  saws 
and  chisels  and  such  things  we  have  broken  the  faith 

and  got  over  the  lines  and  messing  into  other  people's 
business.  I  got  over  this  when  I  found  out  that  our 
competitors  were  selling  just  the  things  we  did  not 
handle,  and  making  leaders  of  them,  too,  and  the  first 
thing  we  did  was  to  put  in  a  line  of  paints ;  then  we 
put  in  a  line  of  stoves;  then  got  a  line  of  sporting 
goods;  then  automobile  accessories;  then  a  good  and 
complete  line  of  harness  and  implements,  and  we  now 
have  to  advertise  most  everything.  That  is  our  motto, 
"Most  Everything." 

Last  Saturday  we  got  in  a  consignment  of  automo- 
bile blankets,  and  being  the  first  in  stock  the  foreman 

of  that  department  asked  me  if  I  Avould  assist  him  in 
marking  them.  I  looked  at  the  invoice  and  then  at 

the  goods  and  said,  "These  goods  will  stand  a  50  per 
cent,  profit — just  50  per  cent."  About  the  time  we 
started  in  marking  them  a  banker  drove  up  to  the 
store  in  his  machine  with  his  wife.   Mr.  asked  me 
if  we  had  any  automobile  blankets,  and  I  told  him  they 
had  just  come  in.  He  picked  one  out,  asked  me  what 
that  was  going  to  be,  and  I  told  him  $12  (it  cost  us 

$8).  He  said,  "That  looks  pretty  good  to  me.  Wifey, 
what  do  you  think  about  that?"  And  she  remarked 
that  she  thought  it  was  beautiful.  He  picked  out  an- 

other one,  which  his  wife  also  liked,  at  $12,  and  then 
said  that  the  driver  should  have  one  to  cut  off  the 
wind  from  the  front  of  the  machine  where  he  sat, 
which  he  picked  out.    This  one  was  $6.50  (it  cost  us 

$3.25).    Mr.    said,  "All  right,  Mr.  Jones,  have 
these  wrapped  up  and  put  in  my  automobile." 

I  would  have  worked  three  hours  selling  some  con- 
tractor $40  or  $50  worth  of  goods  and  made  about  $5 

on  the  transaction.  That  is  about  what  we  make  after 
bidding  against  all  our  competitors  put  together;  I 
think  about  10  per  cent. 

I  made  $4  and  $4  and  $3.25 — $11.25  in  about  13  min- 
utes on  those  blankets.    The  banker  had  not  got  out 

of  the  store  before  Mr.   came  in  and  wanted  some 
automobile  blankets.  He  chose  one  on  which  our  pro- 

fit was  $4.  We  had  sold  over  half  of  our  blankets  be- 
fore they  were  checked  up.  It  just  so  happened  that 

a  cold  wave  was  predicted,  and  the  next  day  was  Sun- 
day, and  everyone  wanted  to  be  protected  against  the 

wind  while  riding  in  the  machines. 

A  farmer  once  told  Lincoln  a  whopping  fib  about 
his  hay  crop.  Lincoln,  smiling  his  melancholy  smile, 
drawled : 

"I'm  cutting  hay,  too." 
"Good  crop?"  the  farmer  asked. 
"Fine,  very  fine,"  said  Lincoln. 
"How  many  tons?" 
"Well,  I  don't  know  just  how  many  tons,"  said  Lin- 

coln, carelessly,  "but  my  men  stacked  all  they  could 
outdoors  and  then  stored  the  rest  in  the  barn." 
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Stoves  and  Housefurnishings 

HOW  TO  SELL  STOVES. 

Knowing  all  abont  the  stoves  you  are  selling  is  of 
vital  importance,  says  an  exchange.  Many  sales  are 
lost  simply  because  l)oth  the  dealer  and  the  store  sales- 

man are  not  fully  posted  on  the  line  they  are  endeavor- 
ing to  sell.  One  dealer,  who  had  seen  customers  walk 

out  of  his  store  Avithout  buying  simply  because  the 
salesmen  were  not  able  to  combat  the  arguments  they 
made  against  buying  by  mail,  realized  that  these  lost 
sales  were  due  in  a  great  extent  to  lack  of  knowledge 
of  the  stove  line.  He  arranged  with  the  stove  factory 
for  one  of  its  salesmen  to  spend  one  evening  a  month 
with  the  salesforce  to  go  over  and  discuss  the  talking 
points  of  the  line.  At  the  end  of  each  session  a  quiz 
was  held.  The  salesmen  were  thoroughly  questions  on 
every  point  and  the  result  was  that  in  a  few  months 
the  dealer  had  a  salesforce  that  could  talk  stoves  in- 

telligently. They  had  learned  to  meet  the  arguments 
of  the  man  who  who  says  it  pays  to  buy  stoves  by 
mail.  They  had  facts  and  figures  to  back  up  all  points 
they  made  regarding  the  advantage  of  buying  at  home. 
The  result  was  that  this  dealer  increased  his  stove 
department  to  a  big  extent  and  is  now  known  as  one 

of  the  best  customers  on  the  stove  manufacturers' 
books. 

Another  dealer  realizing  the  advantage  of  a  live 
mailing  list,  in  sending  out  circular  matter,  booklets 
and  the  like,  has  a  plan  for  securing  names  that  is 
proving  very  satisfactory.  On  each  of  the  sales  slips, 

space  is  left  for  the  customer's  name  and  address,  and 
he  secures  the  name  and  address  of  each  cash  ])ur- 
ehaser  who  trades  with  him.  The  names  are  then 
copied  on  a  special  mailing  blank  he  has  and  in  this 
way  a  reliable  list  is  secured.  Such  a  list  is  of  great 
value  in  promoting  sales  of  any  special  article  you  may 
have  for  sale  later  on.  It  also  gives  a  permanent  pro- 

moting list  to  work  upon  all  through  the  year.  The 
person  who  buys  one  thing  is  liable  to  buy  another. 
This  dealer  also  learned  as  rapidly  as  possible  the 
names  of  good  users  who  did  not  buy  from  him  but 
who,  he  felt,  ought  to  do  so.  He  then  added  these 
names  to  the  others. 

Still  another  dealer  believes  that  personal  visits  when 
possible  are  more  effective  than  the  same  talk  he 
might  give  on  paper.  When  business  is  slack  he  hires 
a  rig  and  goes  out  himself  in  the  surrounding  country- 

side, soliciting  business.  As  an  excuse  for  his  call,  he 
takes  an  appropriate  souvenir  along  and  gives  this  to 
the  housewife.  This  usually  breaks  the  ice.  With  the 
souvenir  he  also  gives  a  book  of  five  disco^^nt  coupons 
good  for  a  discount  of  10  per  cent,  on  all  purchases  at 
his  store  for  a  limited  time. 

He  has  one  color  of  coupon  for  his  own  customers 
and  another  for  those  Avho  are  not  his  customers.  Thus 

he  is  able  to  tell  .just  how  many  new  customers  take 

advantage  of  his  offer  and  just  how  the  proposition 
is  working  out  among  his  old  customers.  During  his 
call  he  usually  elicits  information  as  to  whether  they 
are  in  the  market  for  a  new  stove.  From  this  inform- 

ation he  knows  just  Avhat  families  to  send  his  advertis- 
ing literature,  and  in  this  way  saves  waste  circulation. 

When  the  time  arrives  for  the  coupons  to  expire  a 
letter  is  generally  sent  out  extending  the  time  for  a 
week  or  so,  and  urging  the  recipient  to  take  advantage 
of  the  offer.  This  is  put  up  as  a  special  favor  and  is 
usually  productive  of  results. 

The  successful  dealer  realizes  that  some  incentive 
other  than  the  regular  sale  is  sometimes  necessary  in 
stirring  things  up.  He  places  his  pawns  on  the  board 
accordingly.  He  calls  to  his  aid  such  natural  means 
as  contests  of  various  kinds  to  keep  buyers  enthused 
and  keep  trade  gingered  up. 

AN  EFFECTIVE  STOVE  CIRCULAR. 

Following  is  a  circular  which  a  Western  dealer  has 
found  effective  in  securing  business  for  his  stove  de- 
partment. 

You've  simply  got  to  l)e  satisfied.  We  won't 
let  you  buy  a  stove  or  range  from  us  and  be 

disappointed  with  it.  You've  heard  of  guar- 
antees before,  but  sometimes  they  are  so  sur- 

rounded with  "if's"  and  "but's"  that  they 
really  don't  guarantee  anything.  Here  is  our 
guarantee.    It  really  means  something : 

If  for  any  reason  the  purchaser  of  a  stove 
or  range  from  its  is  not  satisfied  with  his  bar- 

gain, we  insist  on  replacing  it  with  a  new  one, 
or  refunding  his  money. 

Read  that  over  carefully  and  see  if  v/e  could 
wriggle  out  of  it  if  we  wanted  to.  It  is  a 
straight  out  guarantee  and  means  just  what 
it  savs. 

COST  OF  ELECTRICITY  FOR  HEATING. 

A  correspondent  writes  to  the  New  York  Times : 

"Will  The  Times  please  explain  just  how  far  progress 
has  gone  in  the  matter  of  house  heating  by  electricity? 
Has  it  arrived  at  a  point  where  it  may  be  said  to  be 

cheap  enough  for  general  use  in  that  direction?"  To 
this  query  the  reply  was  as  follows:  "According  to 
one  of  the  largest  electric  concerns  in  the  city,  elec- 

tricity for  house-heating  is  not  at  all  practical  to-day, 
by  reason  of  the  cost  of  current.  To  heat  a  small 
space,  such  as  a  bathroom,  or  to  warm  a  room  in  the 
morning  before  the  usual  heating  apparatus  is  in  full 
operation,  electricity  has  been  found  expedient,  the 
cost  being  comparatively  small  by  reason  of  the  fact 
that  the  current  is  used  only  a  short  time. 

"But  to  heat  an  entire  house  by  means  of  electric 
radiators  would  be  an  expensive  and  not  highly  satis- 

factory experiment,  if  we  may  accept  the  report  of 
one  in  authority  in  a  large  electric-lighting  and  heat- 

ing concern.  He  says  that  before  house-heating  by 
electricity  can  be  brought  into  general  use  there  must 
be  a  very  material  reduction  in  the  cost  of  producing 
the  current.  It  would  never  do  for  the  person  of  aver- 

age means  at  the  present  cost  of  the  fleeting  kilowatt." 

Because  a  man  does  not  agree  with  you  as  to  the 
best  way  of  running  your  store,  is  no  sign  that  he  is 
wrong.    You  may  be  mistaken  yourself. 
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FURNACES 

HOW  A  FURNACEMAN  BOOKED  ORDERS  WITH- 
OUT COMPETITION. 

After  being  a  partner  and  an  opponent  to  an  did 
friend  many  times  in  a  favorite  pastime,  says  a  writer 
in  an  exchange,  he  informed  me  that  he  wouhil  long 
before  have  given  me  the  contract  for  heating  his  house 
had  it  not  been  for  other  members  of  the  family  who 

Avere  somewhat  interested,  favoring  another  contrac- 
tor. The  matter  had  been  held  in  abeyance  for  sev- 

eral weeks,  and  finally,  when  it  was  necessary  for  some 
<|niek  work  to  be  done,  he  wanted  to  know  if  I  eonld 
help  him  ont.  I  surprised  him  Avith  what  can  be  ac- 
foniplished  in  the  quick  installation  of  a  heating  sys- 

tem by  a  man  who  knows  his  business. 
Shortly  after  he  bought  a  large  rambling  farm  house 

h-)cated  on  a  hillside,  and  the  result  of  my  former  quick 
work  secured  for  me  the  opportunity  of  warming  the 
new  home.  I  was  taken  out  to  see  it,  and  was  almost 
ama;:ed  to  see  the  number  and  size  of  the  rooms  in  the 
building,  all  of  which  had  formerly  been  heated  by 
stOA^es  or  open  fireplaces.  It  did  not  take  long  to  dis- 

cover that  the  building  Avould  require  a  heater  of  con- 
siderable size  and  that  heating  Avould  entail  a  cost 

which  I  hesitated  to  name  to  my  friend. 
He  asked  me  if  I  thought  I  could  heat  the  building. 

On  telling  him  I  could  he  asked  me  how  much  it  would 
cost.  I  told  him  the  charge  Avould  be  more  than  he 
would  be  willing  to  pay.  He  then  told  me  that  he  did 
not  AA^ant  to  knoAA^  Avhat  it  Avas  going  to  cost,  but  Avanted 
me  to  insure  that  it  AA^ould  be  as  warm  as  if  it  Avere  my 
i.wn  home,  and  I  AA^as  doing  the  \A'ork  for  myself  and  to 
go  ahead  and  send  the  bill  when  the  work  was  com- 
pleted. 

I  told  him  that  he  had  put  a  rope  around  my  neck 
which  was  an  experience  that  I  was  not  seeking.  I 
told  him  I  would  be  under  the  necessity  of  doing 
everything  absolutely  right,  and  being  sure  that  the 
result  would  be  all  that  could  be  desired. 

It  was  a  furnace  plant  that  he  AA'anted,  and  it  AA'as 
installed  with  every  provision  to  avoid  friction.  There 
was  no  foolishness  as  to  the  size  of  the  warm-air  pipes 
or  of  the  cold-air  supply.  Both  were  ample.  When 
the  home  Avas  occupied  in  the  AA'inter  it  was  not  long 
before  I  received  a  letter  asking  me  to  come  out  to 
his  house  at  once.  I  wondered  Avhat  could  be  the  mat- 

ter, but  felt  there  was  cause  for  t^'ouble  that  could  not 
be  removed  by  an  explanation.  After  I  had  been  given 
a  check  for  the  job  I  was  taken  over  to  the  house  of 
a  neighboring  farmer  and  was  given  the  order  to  go 
ahead  and  make  his  rambling  farm  house  as  comfort- 

able as  I  had  made  our  mutual  friend's  house. 

SETBACKS  TO  THE  FURNACE  INDUSTRY. 

The  protracted  cold  weather  during  last  winter  put 
many  heating  systems  to  an  unusually  severe  test,  and 
many  cases  are  recorded  of  difficulties  of  householders 
Avith  the  steam,  hot  water  and  warm  air  heating  sys- 

tems alike. 
As  is  usual,  remarks  an  exchange,  the  largest  capital 

is  made  of  such  conditions  by  the  steam  and  hot  Avater 
heating  contractors,  who  often  are  enabled  to  prevail 
easily  ux^on  the  victims  of  poorly  installed  or  inade- 

quate warm  air  heating  systems  (of  which  unfortun- 

ately there  are  too  many)  to  enter  into  plans  for  tear- 
ing out  of  furnace  pipes  and  installing  one  of  the  other 

heating  systems,  Avhieh,  be  it  noted,  yield  larger  profits 
to  the  contractor,  but  AA'hich  in  turn,  through  the  stress 
of  a  trying  cold  spell,  often  give  equally  poor  service 
Avith  lack  of  sufficient  or  properly  diffiLsed  heat,  noise 
due  to  condensation  of  Avater  in  pipes,  odors  of  escap- 

ing air,  leaking  valves,  Avet  floors  and  ceilings  beneath, 
etc.  There  is  a  strong  tendency  among  householders 
AA'ho  are  disappointed  with  their  warm  air  heating 
apparatus  to  turn  toAA'ard  one  of  the  other  systems  as 
the  complete  solution  of  the  difficulty,  but  in  many  in- 

stances it  is  but  a  change  from  one  inadequate  equip- 
ment to  another. 

The  foregoing  is  by  way  of  saying  that  furnace  men 
should  avail  themselves  of  every  opportunity  to  foster 
the  popularity  of  the  Avarm  air  furnace  by  means  of 
studied  attention  to  the  matter  of  abundant  heat  and 
ventilation  in  connection  Avith  each  job  of  installation 
given  into  their  charge. 

WHAT  REGISTERS  TO  USE. 

The  Federal  Furnace  League  furnishes  the  folloAA^- 
ing:  "The  register  is  the  visible  sign  of  a  furnace 
heating  installation,  and  it  has  been  the  Avriter's  ex- 

perience that  people  judge  a  furnace  heating  system 
by  the  a])pearance  of  the  registers  as  much  as  they  do 

by  actual  heating  results.  The  dealer  aa'Iio  shows  good 
taste  in  the  selection  of  registers  can  alAA'ays  secure  a 
good  return  for  the  time  spent  on  this  extra  item  in 
the  contract.  A  dealer  should  take  the  trouble  to 
learn  AA'hat  the  interior  finish  of  each  room  is  to  be  and 
then  select  electro-plated  registers  to  match  the 
interior  finish.  The  Avife  of  the  OAvner  is  the  person  to 
display  the  samples  to.  A  black  japanned  register 
should  be  shoAvn  in  contrast  AA-ith  the  electro-plated 
registers.  The  most  efficient  and  best  type  of  register 
is  one  that  consists  only  of  a  damper  and  frame.  The 
efficiency  of  the  register  decreases  when  a  metal  fret- 
AA'ork  is  put  in  the  face  of  the  register,  the  amount  of 
decrease  depending  on  the  proportion  of  the  register 
face  area  that  is  taken  up  by  the  grille  or  fretAvork. 
As  practically  all  registers  sold  have  a  grille  or  fret- 

work in  the  register  face,  alloAvance  must  l)e  made  for 
the  grille  in  estimating  the  size  of  register  required. 
A  good  rule  for  selecting  the  size  of  partition  or  floor 
register  is  to  multiply,  the  cross  section  area  of  the 
cellar  or  leader  pipe  by  2  and  then  use  the  register 
whose  face  area  is  nearest  to  the  product.  When  se- 

lecting a  baseboard  register,  the  cross  section  area  of 
the  cellar  or  leader  pipe  should  be  multiplied  by  1%- 
For  heat  registers  in  first  floor  rooms  it  usually  is  ad- 

visable to  use  baseboard  registers.  The  floor  register 
should  be  avoided  on  account  of  the  accumulation  of 
dust  from  sweeping  and  constant  circulation  of  this 
dust  in  the  air  of  the  room.  When  partition  or  floor 
registers  are  used,  preference  should  be  given  to  the 
plain  lattice  design.  Partition  registers  should  have 
shallow  frames,  so  that  the  frame  will  not  extend  into 

the  heat  pipe  and  cut  oft'  a  portion  of  the  air  supply to  the  room. 

The  American  Wringer  Co.,  99  Chambers  St.,  New 

York  City,  are  noAV  marketing  their  ncAV  line  of  "Uni- 
versal" clothes  Avringers.  These  AA^ringers  have  plain 

bearings  and  steel  ball  bearings,  spiral  pressure 

springs  and  enclosed  cog  wheels.  Catalogue  "F"  de- 
scribing these  will  be  sent  to  any  dealer  on  request. 
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Lighting  Goods  in  the  Hardware  Store 
By  A.  F.  Ericson 

From  a  small  beginning,  the  handling  of  lighting 
goods  in  the  hardAvare  store  has  developed  into  one 
of  the  greatest  trades  the  retailer  now  has,  and  all 
up-to-date  and  progressive  dealers  realize  that  it  is 
just  as  essential  to  sell  these  as  it  is  to  sell  tools,  nails, 
etc.,  and  are  now  handling  fairly  complete  lines  of 
electric,  gas,  gasoline  burning  and  oil  burning  fixtures. 

There  are  still  some  dealers,  however,  (and  many  of 
these  are  considered  progressive  business  men)  who 
do  not  handle  lighting  goods,  either  from  lack  of  in- 

clination, or  because  they  think  the  line  will  not  pa>', 
or  because  they  think  the  tixtures  take  up  too  ranch 
space  in  the  store.  None  of  these  excuses  hold  water, 
The  man  who  will  not  handle  a  certain  line  of  goods 
that  pay  a  good  profit,  simply  because  he  thinks  that 
to  do  so  would  be  a  lot  of  bother,  has  no  right  to  !)e 
in  business.  A  stock  of  lighting  fixtures,  properly 
handled,  will  pay  a  good  margin  of  profit. 

The  man  who  says  he  has  not  the  room  has  the  poor- 
est excuse  of  all,  or  else  his  store  is  badly  crowded. 

These  goods  take  up  very  little  room,  and  space  that 
would  otherwise  go  to  waste  can  be  used  to  display 
them.  The  majority  of  hardware  dealers  who  are  mak- 

ing a  success  of  the  line  show  their  domes  and  other 
fixtures  hanging  from  the  ceiling. 

Best  Place  to  Display. 

The  back  of  the  store  is  perhaps  the  best  place  to 
show  these,  particularly  if  you  have  connections  for 
showing  the  various  articles  lit  up.  It  usually  is  dark- 

er at  the  back  than  at  the  front,  and  the  goods  thus 
show  up  to  best  advantage. 

One  Firm's  Methods. 
A  large  hardware  firm  in  Berlin,  Out.,  have  set  aside 

and  partitioned  off  a  space,  10  x  25  feet,  at  the  back 
of  the  store.  This  partition  consists  of  wood  for  a 
height  of  tliree  or  four  feet  from  the  ground,  and 
transparent  glass  from  that  to  the  top.  In  this  way 
the  goods  are  kept  away  from  the  dust  and  dirt  and 
yet  are  seen  by  all  people  who  come  into  the  shop. 
This  dealer  states  that  his  method  has  proved  very 
successful,  for  people  get  into  the  department  Avhere 
they  can  see  the  various  lines  ranged  together  and 
are  in  a  position  to  make  a  better  selection.  Then, 

too,  their  attention  is  taken  up  wholly  by  lighting- 
goods,  nothing  else  being  shown,  and  their  minds  do 
not  get  a  chance  to  wander  to  some  other  article. 

Make  the  Store  Attractive. 

A  well-arranged  display  of  fixtures  adds  much  to  the 
appearance  of  the  store.  Then,  too,  when  lighted  and 
placed  in  a  window  along  with  other  goods,  the  effec- 

tiveness of  the  display  of  lights  and  tools  (or  whatever 
else  is  being  shown)  is  greatly  enhanced.  A  window 
composed  of  these  goods  exclusively  is  very  attractive. 

Keep  Up-to-date  Lines. 
The  main  point  in  handling  these  goods  is  to  have 

your  stock  up-to-date  and  well  assorted.  New  designs) 
are  constantly  being  put  on  the  market,  and  if  the 

dealer  is  to  keep  his  stock  "right,"  he  should  buy 
in  small  quantities  and  keep  his  eyes  open  for  new 
ideas.  The  lines  he  is  to  handle,  of  course,  will  de- 

pend altogether  on  the  class  of  trade  to  which  he  is 
catering.  A  man  doing  business  in  a  small  town  could 
not  well  carry  the  more  select  and  high-priced  domes 

and  lamps.  However,  it  is  pos.sible  to-day  to  secure 
medium  priced  lines  in  designs  almost  identically  the 
same  as  those  used  in  the  high  class  lines. 

Careful  Buying  Essential. 

Lighting  fixtures  are  sold  entirely  from  sample,  and 
the  dealer  who  carries  one  sample  each  of  several  of 
the  newest  lines  will  find  he  can  do  a  good  trade.  It 
is  essential  that  only  the  newest  goods  be  kept.  No 
one  wants  to  buy  designs  that  were  the  fashion  several 
years  ago.  The  reason  so  many  dealers  have  failed 
to  make  money  out  of  the  line  is  that  they  l)uy  indis- 

criminately, and  in  a  short  time  find  themselves  with 
a  stock  on  their  hands,  which  they  have  to  sell  at  a 
sacrifice. 

Line  Must  be  Advertised. 

Good  window  displays  and  judicious  advertising  are 
necessary  in  order  to  make  lighting  fixtures  pay  pro- 

fits. Customers  should  be  advised  of  all  the  new  lines 
that  are  brought  out.  To  aid  the  dealer  in  doing  this, 
manufacturers  and  jobbers  are  at  all  times  Avilling  to 
send  electros  of  new  goods  to  be  used  in  local  adver- tising. 

Electric  Fixtures  Popular. 

Electricity  is  perhaps  the  most  popular  method  of 
lighting  employed  throughout  the  country  to-day.  This 
has  been  brought  about  by  the  development  of  electric 
energy  and  the  establishment  of  local  power  companies 
in  small  towns,  both  in  the  east  and  in  the  Avest.  It 
is  only  natural,  then,  that  there  should  be  a  good  de- 

mand for  all  kinds  of  electric  lighting  fixtures,  and 
also  for  electric  irons,  heaters,  toasters,  etc.  Dealers 
in  the  West  are  getting  after  this  trade  in  good  shape 
for  the  quantity  of  goods  that  is  going  forward  is  enor- mous. 

The  most  popular  lines  at  present  are  crystal  effects 
for  drawing  and  reception  rooms,  and  mission  designs 
in  hammered  antique  effects,  for  dens  and  libraries. 
There  are  numerous  other  lines  admirably  suited  to 
the  country  retailer,  whose  trade  does  not  Avant  the 
high-class,  fancy  line  of  goods. 

A  Good  Plan. 

A  plan  suggested  by  a  large  manufacturer  is  to  have 
in  the  store  a  young  man  with  a  fair  knowledge  of 
electricity — one  A\^ho  can  go  out  and  install  fixtures 
satisfactorily.  Dealers  Avho  have  tried  this  plan  qlaim 
it  has  proved  profitable,  for  the  man  can  go  out  and, 
by  offering  suggestions  as  to  hoAV  the  decoration  of  a 
room  can  be  improved.  Avork  up  a  lot  of  extra  trade. 

Gas  Goods  Coming  Forvi^ard. 

In  gas  goods,  the  line  is  similar  to  that  sold  for 
electricity.  Where  formerly  only  the  brass  taps  and 
a  few  colored  globes  were  stocked,  noAV  domes  and 
showers  are  offered  in  wide  range. 

To  get  after  this  trade,  the  dealer  should  keep  in 
touch  Avith  the  probable  tenants  of  ucav  houses  being 
erected,  and  Avhen  nearing  completion,  send  a  personal 
letter  or  make  a  call,  i)ointing  out  the  AA'ide  range  he 
has  to  offer. 

Oil  Burning  Fixtures. 

In  toAvns  where  there  is  neither  gas  nor  electric  light, 
the  hardAvare  merchant  has  a  grand  chance  to  AVork 
up  an  excellent  trade  in  oil-burning  lamps.  Most  deal- 

ers only  carry  a  few  of  the  plain,  cheaper  lines  and 
let  the  mail  order  house  get  the  order  for  the  fancy 
I)arlor  or  sitting  room  fixture.  There  is  no  excuse  for 
this,  for  the  country  dealer  can  carry  almost  as  select 
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n  stock  as  the  city  man.  As  the  goods  are  sold  from 

sample,  only  one  of  each  design  need  be  carried. 

The  oil-bnrning  lamp  is  made  up  in  several  forms — 
table  lamps,  bi-icket  lamps,  lamps  for  large  halls,  yar- 
ions  forms  of  hanging  lamps,  and  in  the  harp  design, 
for  cheaper  trade,  such  as  lumber  and  construction 

camps.  The  students'  reading  lamp  and  a  lamp  with 
solid  brass  holders,  for  the  reception  hall,  also  sell  well. 

Helping  the  Dealer. 
To  promote  the  sale  of  their  oil,  a  large  Canadian 

oil  firm  has  had  on  the  market  for  the  past  few  years 
an  exceptionally  good  line  of  oil  burning  lamps.  They 
are  made  in  various  designs  and  sell  at  all  prices,  from 
the  loAvest  to  the  highest.  They  have  joined  hands 
with  the  dealer  and,  besides  furnishing  him  with  elec- 

tros and  other  advertising  matter,  are  doing  extensive 
advertising  in  city  and  town  papers  all  over  the  Do- 

minion. This  has  helped  the  dealer  who  handles  the 
lines  for  when  he  suggests  to  a  customer  the  purchase 
of  one  of  these  lamps,  he  invariably  gets  the  reply. 

"Oh,  that's  the  lamp  I  see  advertised  so  much." 
Securing  Good  Advertising. 

Often,  when  this  firm  hears  that  a  country  retailer 
is  on  the  committee  of  a  Fall  fair  or  some  similar 

event,  and  has  been  asked  to  donate  a  prize,  they  in- 
struct him  to  give  away  one  of  their  lamps  and  they 

will 'credit  his  account.  In  this  way  the  lamp  gets  a 
lot  of  advertising,  for  it  is  certain  that  it  will  be  dis- 

played either  at  the  fair  or  in  some  shop  window  in 
the  town.  This  is  good  advertising,  for  it  gets  the  peo- 

ple talking,  and  with  such  publicity  as  this,  the  lamp 
cannot  help  but  become  popular. 
A  plan  followed  by  qiaite  a  few  retailers,  particu- 

larly in  the  smaller  towns  where  their  stores  are  not 
lighted  by  either  gas  or  electricity,  is  to  have  two  or 
three  of  these  lamps  lighted  and  displayed  on  the 
coiinter.  Two  birds  are  then  killed  with  the  one  stone 

— the  store  is  being  lighted  and  the  lamps  are  being 
advertised. 

The  Best  Season. 

The  present  season  is  the  best  time  to  push  the  sale 
of  these  goods.  The  long  evenings  are  here  and  Christ- 

mas is  fast  approaching.  A  lighting  fixture  makes  an 
ideal  gift,  particularly  to  the  women  of  the  house.  Any- 

thing that  will  tend  to  beautify  her  home  is  always 
acceptable  and  much  appreciated  by  the  good  house- 

wife. Bring  your  stock  to  the  front,  put  in  a  good 
window  display  and  advertise  the  goods  in  the  local 
paper  and  watch  the  profits  come  rolling  in. 

UNIQUE  ACCOUNT-COLLECTING  METHOD. 

A  retail  merchants'  association  in  a  western  Amer- 
ican town  has  a  man  who  is  devoting  his  entire  time 

to  looking  after  collections,  and  many  dollars  are  be- 
ing collected  that  had  previously  been  charged  ofP  as 

lost.  This  man  rides  a  wheel  and  a  large  sign  which 
fits  inside  the  frame  of  the  wheel,  reads:  "Collector 
for  the  Blank  Bu.siness  Men'.s  Association."  This  sign 
is  painted  in  bright  red  letters  that  can  easily  be  read 
a  half  block.  Many  debtors  who  have  previously  re- 

fused to  pay  on  accounts  are  now  making  payments, 
and  in  many  instances  he  is  requested  not  to  leave  the 
wheel  stand  in  front  of  their  houses,  but  leave  it  down 
the  street,  so  that  their  neighbors  will  not  know  that 
they  are  indebted,  and  the  association  is  after  them. 
,In  several  instances  debtors  have  called  at  the  office 
and  requested  that  he  be  not  allowed  to  call  on  them 
longer,  but  they  would  come  to  the  office  and  pay  on 

the  account,  and  invariably  we  have  found  that  they 
are  keeping  to  their  Avord  in  order  not  to  have  this 
wheel  seen  in  front  of  their  residence.  The  association 
is  now  endeavoring  to  secure  police  powers  for  the  col- 

lector, and  if  this  is  secured  he  will  also  wear  a  star, 
and  be  instructed  to  make  arrests  where  profane  lan- 

guage is  used  toward  him. 
Another  feature  that  had  been  adopted  is  that  when 

a  merchant  turns  in  an  account  for  collection,  the  mem- 
ber can  only  secure  his  monej'  from  the  association  at 

one  place,  and  that  is  at  the  regular  meeting.  The 
first  meeting  night  of  the  mouth  has  been  set  aside  as 
check  night,  and  all  those  Avho  have  money  due  them 
from  their  collections  receive  their  check  at  the  meet- 

ing on  this  night.  No  money  will  be  paid  to  any  mem- 
ber except  at  this  meeting.  This  has  been  the  means 

of  bringing  out  many  who  never  before  were  known 
to  attend  the  meetings.  This  method  we  recommend 
as  being  one  that  should  be  adopted  by  all  locals  as 
it  will  save  your  members  money  and  be  the  means 
of  increasing  the  attendance  at  your  meetings. 

SHOP  SHOTS  THAT  HIT. 

By  Frank  Farrington 

If  you  don't  get  ahead  as  rapidly  in  your  business  as 
you  expected,  it  may  be  that  you  expected  too  much  or 
that  you  have  tried  too  little. 

The  man  who  thinks  that  he  can  coutinually  accept 
favors  and  reap  advantages  at  the  hands  of  others 
without  giving  anything  in  return  does  not  know 
what  a  sponge  is. 
When  you  are  disposed  to  condemn  your  public  for 

finding  fault  in  your  .store,  stop  and  consider  whether 
there  is  not  some  .justification  for  their  complaints. 

If  there  is  in  your  store  a  place  where  customers  sit 
down  to  wait  for  their  turn,  have  catalogues  and  ad- 

vertising ready  at  their  hands. 
Any  kind  of  a  special  sale  which  gives  the  public 

less  than  its  money's  worth  is  going  to  work  a  disad- 
vantage to  the  business. 

The  clerk  who  resents  any  criticism  of  the  wrong 
things  he  does  oiitside  of  business  hours,  never  thinks 
of  kicking  if  the  boss  compliments  him  on  some  good 
bit  of  outside  work. 

Mighty  few  of  the  people  who  complain  of  having 
to  work  too  hard  are  ever  injured  by  overwork. 

It  is  a  wise  salesman  that  hunts  up  some  means  of 
interesting  his  customer  in  the  goods  besides  the  ma- 

terial interest  that  customer  feels  upon  entering  the 
store. 

See  that  your  language  and  your  intonation  carry 
enough  courtesy  over  the  telephone,  so  that  the  cordial 
smile  that  can  not  be  seen  will  not  be  missed. 

Don't  be  so  anxious  to  make  money  that  you  will 
lose  your  friends  in  doing  it.  A  dependable  friend  is 
better  than  a  whole  bunch  of  easy  money. 

Take  all  the  good  luck  that  comes  your  way,  but 

don't  let  yourself  spend  any  time  waiting  for  it. 
When  you  make  a  misstatement  about  goods  that  the 

character  of  the  goods  will  not  bear  out,  you  put  your- 
self in  a  position  where  you  are  sure  to  be  found  out. 

What  is  a  dollar  or  two  a  year  for  a  trade-paper  if 
you  get  out  of  that  paper  one  good  practical  idea  for 
developing  your  business? 
When  the  people  have  had  one  chance  to  read  your 

advertisement  in  the  newspaper,  take  it  out  and  give 
them  a  chance  at  another. 

If  it  is  an  effort  to  be  pleasant  to  customers,  just 
remember  that  you  are  being  paid  good  money  just  for 
making  that  effort. 
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SALESPEOPLE 

DEVELOPING  EFFICIENCY  AMONG  SALES- 
PEOPLE. 

Bj)  D.  L.  Keyset 

Think  of  some  occasion  when  you  were  in  a  company 
of  people  who  were  discussing  some  subject  of  which 
you  were  almost  entirely  ignorant.  Like  the  small 

boy  "the  cat  has  taken  his  tongue,"  you  had  nothing 
to  say. 

Later  the  conversation  was  diverted  to  some  other 

subject  which  Avas  a  hobby  of  yours.  How  you  bright- 
ened up  and  began  to  get  interested !  Soon  you  broke 

into  the  discussion  and  explained  your  vieAV  of  the 
proposition.  You  could  talk  with  ease  and  make  a 
good  impression  because  you  kncAV  what  you  were 
talking  about. 

Apply  this  thought  to  salesmanship.  Do  you  think 
a  salesman  is  likely  to  enjoy  telling  about  an  article 
when  his  information  regarding  that  article  is  very 
meagre  f  Have  you  ever  known  a  salesjierson  to  switch 
a  customer  to  some  other  salesjoerson  because  he  did 
not  feel  well  enough  informed  to  put  up  an  intelligent 
talk?  How  embarrassing  it  is  to  be  buying  anything 
from  a  salesman  who  cannot  answer  simple  and  essen- 

tial questions,  but  has  to  explain  that  he  is  ignorant 
on  many  points  which  are  not  clear  to  you. 

On  the  other  hand,  you  find  that  a  salesman  takes 
delight  in  describing  special  features  and  answering 
inquiries  pertaining  to  an  article  with  which  he  is 
thoroughly  familiar.  Let  any  intelligent  clerk  study 
a  particular  article  in  the  store  and  become  conversant 
with  the  talking  points  and  he  will  go  out  of  his  way 
to  demonstrate  that  article.  Objections  will  only  spur 
him  to  greater  enthusiasm  and  vigor  so  that  few  pros- 

pects will  slip  by  him. 
The  secret  of  siiccess  in  selling  goods  is  knowledge. 

Knowledge  develops  interest,  confidence,  and  other 
qualities  which  are  needed  by  the  salesman.  Know- 

ledge also  presupposes  a  certain  degree  of  intelligence 
as  a  foundation,  and  enough  ambition  to  lead  the  clerk 
to  investigate  the  points  of  various  merchandise  that  he 
is  expected  to  sell.  Take  a  boy  with  a  good  common 
school  education,  give  him  some  elementary  suggestions 
about  the  art  of  selling  goods,  put  into  his  hands  the 
means  of  acquiring  definite  information,  and  then  teach 
him  the  perfection  brought  about  through  practice — 
do  these  things  and  you  Avill  produce  a  salesman  worthy 
of  the  title. 

But,  if  you  take  even  a  better  educated  boy,  put  him 
into  a  store  amid  a  profusion  of  merchandise,  te'l  him 
nothing  about  the  various  articles  and  leave  him  to 
his  own  devices  in  handling  customers  and,  unless  he 
is  a  prodigy,  he  will  never  be  more  than  a  clerk — satis- 

fied to  hand  over  the  counter  what  the  customer  spec- 
ifies in  so  many  words. 

Store-keepers  do  not  hesitate  to  talk  to  their  clerks 
and  give  them  directions.  You  often  see  a  "boss" 
nagging  his  help,  telling  them  to  do  this  and  that — 
usually  insignificant  tasks  intended  only  to  keep  them 
busy — and  keeping  everybody  in  the  store  on  a  ner- 

vous strain,  not  to  say  in  a  bad  temper.  It  would  be 
much  better  to  talk  to  the  clerks  in  a  friendly  way 
about  the  way  to  sell  goods  successfully,  give  them 
time  to  read  articles  about  salesmanship  and  descrip- 

tions of  the  specialties  which  increase  sales  and  pay 
large  profits. 

If  clerks  Avaste  their  time,  they  should  be  "called," 
because  there  is  always  something  to  do  in  arranging 
stock  or  developing  efficiency,  but  it  is  an  unwise 
storekeeper  who  never  allows  his  help  time  to  study 
the  talking  points  of  the  merchandise  to  be  sold,  and 
never  himself  instructs  them  in  the  general  pi'inciples 
and  the  decisive  details  of  their  work. 

The  successful  merchant  is  thinking  more  seriously 
than  ever  about  efficiency  in  salesmanship.  The  open 
road  to  successes  in  the  merchandising  Avorld  lies  along 
the  line  of  training  the  selling  organization,  building 
up  a  corps  of  intelligent,  enthusiastic  and  confidence- 
inspiring  salespeople  who  will  direct  the  current  of 
demand  into  channels  of  higher  quality  and  greater 

profits. 

TRAINED  CLERKS  REMAIN  AT  THEIR  POST. 

By  Charles  H.  Bowersox 

Some  clerks  take  it  upon  themselves  to  leave  the 
store  at  frequent  intervals  during  business  hours,  and 
it  sometimes  happens  that  they  are  absent  just  at  the 
very  moment  that  their  services  are  greatly  needed. 
Many  years  ago  I  clerked  in  a  store  in  which  we  had 
a  clerk  of  this  sort.  He  took  advantage  of  the  pro- 

prietor's good  nature  by  absenting  himself  from  the store  much  of  the  time. 
I  call  to  mind  another  clerk  Avho  had  a  fashion  of 

£roing  away  from  his  post  of  duty  a  dozen  or  more 
times  a  day ;  and  as  he  was  about  to  step  outside,  he 
would  tell  the  one  nearest  to  him  that  he  would  re- 

turn in  about  five  minutes. 

One  day  the  proprietor  happened  into  the  smokers' 
room  of  a  nearby  hotel,  and  to  his  surprise  he  found 
his  clerk  occupying  one  of  the  big-comfortable  chairs, 
smoking  a  cigarette.  He  learned  from  the  landlord 
that  the  clerk  Avas  a  frequent  visitor. 

I  know  from  my  oAvn  experience  that  it  is  not  pleas- 
ant or  beneficial  to  health  to  be  confined  Avithin  the 

Avails  of  a  store  for  many  hours  at  a  time,  but  the 
clerk  Avho  accepts  a  long-hours  position  usually  knows 
Avhat  he  is  doing  and  he  should  live  up  to  his  agree- 

ment. The  clerk  can  do  much  to  bi'ing  about  such 
Avorking  hours  that  should  be  satisfactory  to  both  em- 

ploy er  and  himself,  and  he  should  make  an  effort  in 
this  direction. 

After  succeeding  in  the  establishment  of  reasonable 

hours,  he  should  not  forget  his  employer's  interests. 
The  fair-minded  clerk  can  ahvays  be  found  at  his 

post  during  that  portion  of  the  business  hours  that  he 
is  supposed  to  be  on  duty. 

Efficiency  is  Avhat  Avins  in  the  Imsiness  Avorld  to-day. 
Hence  anything  that  has  a  tendency  to  detract  from 
the  maximum  efficiency  of  a  nuin  is  a  detriment  and  a 
handicap.  Physical,  mental  or  moral  delinquency  ]ire- 
vents  the  harmonious  co-operation  of  the  poAvers  of  the 
body  and  the  faculties  nf  the  mind,  and  in  so  far  tends 
to  make  the  man  unfit  for  the  needs  of  his  business. 
Of  these  three,  physical  deliquencies  are  the  easiest 
overcome,  but  the  others  are  very  likely  to  be  serious". 
Whosoever  Avould  assure  success  should  cultivate  all 
of  the  virtues. 

When  a  customer  is  hurried  in  looking  at  high  priced 
goods  she  is  apt  to  suggest  going  home  to  think  it  over 
and  coming  back  to-morroAV.  To-morrow  never  comes. 
Give  her  all  the  time  she  needs  to-day. 
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HOW  TO  PROMOTE  FALL  TRADE  IN  PAINT. 

Some  of  these  fine  days,  when  business  is  inclined 
to  be  a  little  dull,  take  a  walk  or  drive  around  your 
town  and  note  the  number  of  houses  that  are  vacant 

and  in  a  dilapidated  condition.  You'll  tind  quite  a 
number.  Some  of  them  you  may  know  to  have  been 

unoccui^ied  for  some  time.  What's  the  reason?  Ask 
the  bwner  or  the  agent  who  has  the  property  listed. 

You  will  invariably  be  told.  "Why,  I  don't  know. 
The  house  is  in  a  good  locality  and  I'm  sure  I'm  not 
asking  too  much  for  it."  This  may  all  be  true.  But 
does  it  ever  occur  to  the  agent  or  the  owner  that  the 
house  does  not  present  an  attractive  appearance?  This 
has  a  whole  lot  to  do  with  the  purchase  or  rental  of  a 
house.  No  one  wants  to  move  into  a  place  whose  out- 

side appearance  shows  need  of  a  coat  of  paint  or  whose 
rooms  are  in  dire  straits  for  a  new  coat  of  interior 
finish  or  wall  paper.  This  is  particularly  true  where 
the  house  is  to  be  rented. 

Opportunity  for  Wide- Awake  Dealers. 

Right  here  is  where  the  wide-awake,  up-to-date  hard- 
ware dealer  has  a  grand  chance  to  work  up  an  ex- 

cellent trade  that  will  keep  his  paint  stock  moving 
during  the  Fall  season,  when  business  in  this  depart- 

ment is,  as  a  rule,  dull. 
A  lot  of  people  are  under  the  impression  that  Spring 

is  the  only  time  to  paint.  In  this  they  are  entirely 
wrong,  for  the  Fall  is  really  better. 

In  the  Fall  the  surface  for  exterior  painting  is  thor- 
oughly dry,  while  in  the  Spring  it  is  sometimes  likely 

tn  contain  much  moisture,  making  successful  painting 
difficult.  .The  wood  being  perfectly  dry  can  absorb 
more  paint  and  the  paint  will  penetrate  deeper  into 
the  por-e.s  of  the  wood,  thus  getting  a  firm  hold.  This 
will  give  the  paint  greater  tenacity  or  holding  quali- 

ties. Now  the  weather  is  settled,  uniform  and  sunny, 
while  much  of  the  Spring  Aveather  is  damp,  cloudy 
and  uncertain,  hindering  successful  painting  and  caus- 

ing trouble  with  varnish.  A  house  in  need  of  paint- 
ing should  never  be  allowed  to  go  over  the  winter  with- 
out this  protection.  Vines  taken  down  in  the  Spring 

will  fail  to  trail  themselves  properly  all  Summer,  while 
vines  taken  down  now  will  trail  perfectly  next  Sum- 
mer.|  In  addition,  a  house  needs  a  protective  coat  of 
paint  more  in  winter  months  than  at  any  other  time. 

Names  of  Possible  Customers. 

Once  you  have  the  names  of  the  owners  of  the 
vacant  hou.ses,  get  after  them  with  personal  calls  or 

letters,  pointing  out  how  much  more  readily  the  pro- 
perty may  be  rented  if  fixed  up  in  decent  shape.  Point 

out,  also,  that  while  a  house  is  vacant,  there  is  no 
money  coming  in,  while  the  owner  is  .signing  cheques 
for  insurance  and  taxes. 

Money  spent  in  decorating  a  house  is  a  good  invest- 
ment. Here  is  a  case  in  i)oint.  The  writer  knows  of 

a  man  who  owns  a  solid  ])rick  house,  for  which  he  said 
he  Avould  accept  $4,000.  He  (the  Avriter)  pointed  out 
to  the  owner  that  if  he  would  spend  a  couple  of  hun- 

dred dollars  on  exterior  and  interior  decorations,  the 
property  would  probably  realize  $4,500.  The  man  took 
the  advice  and  spent  in  the  neighborhood  of  $150. 
Three  weeks  later  a  real  estate  dealer  offered  him 
*4,600.  He  refused  the  offer  and  still  owns  the  house. 

Now,  his  .slogan  is,  "Paint.    It  pays." 

A  BRACE  OF  NEW  TRAVELLERS. 

The  Sherwin-Williams  Co.  of  Canada,  Ltd.,  have  an- 
imuuced  the  appointment  of  two  new  representatives 
in  the  Ontario  Division,  ]\[essrs.  R.  J.  Hunter  and  AV. 

W.  G.  MclNTYRE 

(t.  Melntyre,  who  will  make  their  headquarters  at  No. 
86  York  Street.  Toronto,  the  Ontario  offices  of  The 
Sherwin-Williams  Co. 

Mr.  R.  J.  Hunter  is  well  known  to  the  hardware 
trade,  as  he  has  been  travelling  for  the  past  twelve 
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years  in  the  saw  business.  The  hist  iew  years  he  has 
represented  E.  C.  Atkins  &  Co.,  saw  manufacturers, 
Hamilton,  and  has  hem  travelling  in  the  Maritime 
Provinces.  Previous  to  his  connection  with  E.  C.  At- 

kins &  Co.  he  represented  R.  H.  Smith  &~  Co.,  of  St. 

R.  J.  Hunter 

Catharines.  Mr.  Hunter  has  been  a  successful  salesman 
and  the  experience  that  he  has  gained  during  the  past 
few  years  should  enable  him  to  make  a  big  success  in 
his  new  connection. 

Mr.  W.  G.  Melntyre  has  been  travelling  in  Western 
Ontario  for  about  nine  years.  During  the  past  four 
years  he  has  represented  a  Berlin  manufacturing  house. 
He  is  very  well  known  on  the  territory  which  he  will 
cover  for  The  Sherwin-Williams  Co. 
Both  Mr.  Hunter  and  Mr.  Melntyre  attended  the 

annual  Salesmens'  Convention  of  The  Sherwin-Wil- 
liams Co.  in  Montreal  during  the  week  of  the  20th 

ult. 

CULTIVATE  THE  PROPERTY  OWNER  TRADE. 

Pratt  and  Lambert's  "Selling  Power"  says  that  now 
is  the  time  to  get  after  the  proi)erty  owners  to  use 
varnish,  enamel  and  iiaiut.  Have  you  a  mailing  list  of 
property  owners?  Why  not  compile  one  from  the  tax 
list,  and  mail  a  letter,  or  a  series  of  letters  to  these 

people,  on  varnishing  the  floors — white  enameling  and 
re-varnishing  rooms — painting  the  outside  of  their 
houses,  etc.,  enclosing  one  or  two  color  cards,  slips  or 
folders  with  each  letter?  This  list  should  not  be  com- 

piled from  the  voting  list  as  you  woukl  get  a  lot  of 
boys  living  at  home  and  single  men  living  in  boarding 
houses. 

The  following  is  a  suggested  letter  which  need  not 
be  followed  word  for  word  but  can  be  used  in  whole  or 
in  part,  just  as  fits  your  individual  needs.  It  will  serve 
as  a  pattern  on  which  to  base  your  letters  to  property 
owners. 
Dear  Sir : 

Paint  this  Fall.  It's  the  best  time-  The  weather 
is  settled  now,  making  more  perfect  results  possible 
than  in  unsettled  weather. 

If  it  needs  it,  don't  let  your  house  go  over  the  severe 
wear  and  tear  of  the  winter  withoiit  the  protection  of 
a  coat  of  paint.  It  will  cost  more  to  paint  it  next 
Spring — just  because  you  let  it  go.  Besides,  the  ele- 

ments will  cause  rot  and  deterioration  in  the  wood — 

and  that  will  soon  mean  a  big  bill  for  carpenter  work 
to  replace  rotten  boards.  Save  money  all  around  by 
having  your  house  painted  now. 

How  about  the  inside  of  your  home?  Floors — are 
they  dingy  and  shabby — same  with  woodwork?  Why 
not  have  them  brightened  up  with  a  coat  of  varnish — 
made  cheerful  and  home-like  for  the  coming  Winter 
when  so  much  of  your  time  will  be  spent  indoors? 

If  you  have  tenants  why  not  fix  things  up  for  them 

now — that'll  help  insure  their  staying  next  Spring  and 
incidentally  perhaps  help  you  to  get  a  little  more  rent 
then. 

We  sell    celebrated  house  paints,  varnishes 
and  white  enamel.  On  the  materials  used  depends  the 
Avliole  success  of  a  painting  job.  To  insure  the  utmost 
wear  and  satisfaction,  let  us  supply  you  with  these  ma- 

terials. If  you  will  not  do  the  work  yourself,  furnish 

them  to  your  painter  yourself  so  that  you'll  be  sure 
that  they're  used. 

Do  you  want  a  good  painter?    We  can  recommend: 
Mr  
Mr  

(Put  in  names  of  good  local  painters  who  buy from  you.) 

These  men  use  these  painting  materials  AVe  mention. 

Give  them  a  trial.    You'll  not  be  disappointed. 
Very  truly  yours, 

Benjamin  Bury  &  Co. 

TRAVELLERS  IN  NEW  TERRITORY. 

Tavo  changes  have  recently  been  made  in  the  paint 
manufacturing  trade.  W.  T.  Fleming,  Belleville,  Ont., 
has  joined  the  travelling  staff  of  Brandram-Henderson, 
Limited,  and  will  cover  the  territory  between  Toronto 

Where  the  representatives  of  the  Sherwin-Williams  C"o.  held their  meetings.   Note  the  motto. 

and  Kingston.  Mr.  Fleming  is  a  good  paint  salesman 
and  knows  his  territory  thoroughly. 

A.  M.  Towe,  of  the  Pinehin,  Johnson  Co.  (Canada), 
who  has  represented  that  firm  around  London.  Ont., 
for  some  time,  has  taken  over  the  north-western  sec- 

tion of  this  province-  He  Avill,  however,  still  look  at 

ter  the  firm's  interests  in  his  old  stamping  grounds. 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

The  Buffalo  Sled  Co.,  North  Tonawanda,  N.Y.,  are 

putting-  on  the  market  the  new  Auto  Wheel,  roller-bear- 
ing  coasting  waggon  here  ilhistrated.  They  pronounce 

this  "the  strongest,  best  constructed,  easiest  running 
and  most  reliable  coaster  waggon  ever  presented  to 

the  trade."  Users  everywhere  speak  of  the  new  pro- 
duct in  glowing  terms. 

The  Avheel  -'of  this  waggon  is  of  the  standard  auto- 
mobile type.  The  hub  and,  bushing  are  of  cold  rolled 

pressed  steel.    The  spokes  are  of  well-seasoned,  second 

growth  white  ash,  ovalled,  mitred  and  machine  riveted 
in  hub,  with  bushing  turned  over  the  ends.  The  feUoe 

is  14^/4  in.  with  tire  of  %x34  in.  flat  steel,  electrically 
welded,  and  shrunk  on  felloe  by  hydraulic  pressiire, 
with  no  nailing  or  riveting.  It  can  never  shrink  loose 
or  come  ofif,  and  it  also  insures  a  perfectl.v  true  wheel. 
The  bearings  are  bard-drawn  Bessemer  steel  rollers, 
running  on  cold-drawn,  absolutely  true  steel  axle.s. 
Dust  caps  protect  hubs  and  bearings  from  dust,  dirt 
and  grit.  Cotter  pins  are  used  instead  of  nuts  because 
they  are  equall.v  efficient  and  can  lie  more  easily  re- 
]ilaced  if  lost.  Finish  is  two  coats  of  bright  vermilion, 
striped  in  black,  and  varnished.  Descriptive  circulars 
will  be  sent  on  request. 

The  Marble  Arms  &  Manufacturing-  Co.,  Gladstone, 
Mich.,  advise  that  the  ]\Iarble-brayton  auxiliary  cart- 

ridge is  noAV  adapted  to  the  Savage  .22  H.P.  Al- 
though of  different  construction  than  the  auxiliarv  for 

the  25-35,  30-30,  303^  30-40,  .32  W.S.  New  Springfield 
and  Winchester  30  government  model,  it  can  likewise 
be  fed  through  the  magazine  as  Avell  as.  singly  through 
the  breechblock.  The  bullet  engages  with  the  rifling 
exactly  as  would  the  more  costly  standard  rifle  cart- 

ridges projectile.  The  bullet  will  not  strip,  upset,  be 
deforini'd,  or  lead  the  barrel.  Miss-fires  are  impossible, 
l)ecause  a  secondar.v  firing-pin  in  the  auxiliary  responds 

instantly  to  the  impact  of  the  rifle's  own  firing-pin. 
This  cartridge  is  popular  with  military  marksmen  as 
weU  as  Avith  sportsmen,  as  it  makes  their  high-poAvered 
rifles  availalile  for  target  practice  around  camp  in  in- 

clement -  AVeather.  '  ■  , 
The  Chicago  Flexible  Shaft  Co.,  614  LaSalle  Ave., 

Chicag'o,  111.,  are  now  manufacturing  the  "Duchess" 
automobile  heater.  This  is  a  foot  Avarmer  intended 
to  bring  comfort  to  motor  ear  OAA'ners  and  others  who 
have  driving  to  do  during  the  cold  Aveather.  The  ends 
of  this  heater  are  of  ro'led  and  staHip.c  l  metal,  quad- 

ruple nickel  plated.  It  has  both  sides  and  end  ad- 
.justable  ventilators  to  regulate  the  heat  perfectly.  The 

cover  is  a  rich  maroon  velvet  plush.  The  heater  is 
24  inches  long  and  Aveighs  12  pounds.  For  fuel,  the 
Clark  prepared  brickettes  are  used,  and  no  odor,  smoke 
or  gas  is  given  out.  Literature  describing  this  heater 
may  be  had  on  request. 

SMALL  MOTOR-DRIVEN  HOUSE-PUMPS. 

There  is  a  constantly  increasing  demand  for  small 
motor-driA^en  pumps  for  service  in  residences,  offices, 
apartments,  factories,  farms,  and  public  institutions. 
The  development  of  the  small  motor  as  a  reliable  and 
efficient  means  of  obtaining  poAver  at  Ioav  cost  has  been, 
in  a  large  nieasiire,  responsible  for  this  demand.  The 

engine-driA'en  pump  and  the  old  style  Avindmill  are 
gradually  passing  aAvay  as  old  and  out  of  date. 

These  small  pumps  make  it  possible  to  obtain  soft 
Avater  for  the  bathroom  and  the  laundry  where  the  city 
and  artesian  water  is  hard  and  unfit  for  domestic  use. 

A  small  pump  designed  especially  for  a  pneumatic  sys- 
tem for  supplA-ing  Avater  to  one  bathroom,  and  other 

inside  plumbing  fixtures  Avith  which  the  average  home 
is  equipped  is  shoAvn  in  the  accompanying  illustration. 
House-pumps  of  this  design  are  usually  arranged  to 
operate  from  an  ordinary  light  circuit  Avith  a  snap 

switch  or  to  be  self-regulating  b.A'  the  use  of  pressure 
SAviteh  AA'hieh  automatically  regulates  the  starting  of 
the  motor  and  pump.  The  Avater  is  pumped  from  the 

Avell,  cistern,  riA-er,  or  lake  into  the  tank.  Wlien  Avater 
is  pumped  into  an  empty  pneumatic  tank  the  air  al- 

ready in  the  tank  is  compressed  into  a  smaller  space  in 
the  upper  part,  the  Avater  oecup.ving  the  loAver  part. 
The  service  line  runs  from  a  tap  at  or  near  the  bottom 
of  the  tank  and  Avhen  the  faucets  are  opened  the  air 
pressTire  in  the  tank  forces  the  water  to  the  point  of 
delivery.  As  the  c(uantity  of  Avater  in  the  tank  is  re- 

duced the  air  pressure  rapidly  falls  off  and  some  means 
has  to  be  proAdded  for  keeping  this  pressure  constant 
Avithin  certain  predetermined  limit.  The  automatic 
]iressure  regidator  accomplishes  this  and  may  be  ad- 
.iusted  for  AA'hatever  range  of  pressure  is  desired.  Pumps 
rated  at  120  gallons  per  hour  are  usual  for  average 
service  conditions  Avhere  the  vertical  suction  lift  does 

not  exceed  22  feet.  It  Avill  deliver  the  Avater  under 

sufficient  pressure  to  any  of  the  rooms  at  an  even  pres- 
sure of  from  30  to  35  pounds  or  AA'hatcA'er  the  regulator 

is  ad.justed  for. 
House-pumps  may  also  be  arranged  for  service  in 

connection  Avith  an  open  attic  tank  in  Avhieh  case  an 
automatic  float  SAvitch  ma.v  be  used.  For  one  bath- 

room and  the  average  residence  plumbing  fixtures,  a 
maximum  elevation  of  70  feet  vertical  above  the  pump 
is  permissible. 
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TORONt 

Dayton 
Boston 

New  York  Chicago 
Kansas  City 

LYON-MONKHOUSE,  LIMITED 
WINNIPEG,  MAN. 
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Sell 

Green  Label 

Varnishes 

Because  The  Quality  Makes  Them  Stay  Sold 

Ask 

Us 

About 

Glidden 

Endurance 

Wood 

Stains 

THE  headline  of  this  advertisement  tells  the 

whole  story.  We  could  write  a  volume  about 

Glidden  discounts  and  Glidden  terms  and  we  could 

show  you  in  plain  figures  how  very  profitable  Glidden 

Green  Label  Varnishes  are  for  you  to  handle.  We 

could  write  another  volume  about  Glidden  advertising 

and  Glidden  co-operation,  but  the  whole  milk  of  the 

cocoanut  is  just  this:  It  is  good  business  for  you  to 

sell  Glidden  Green  Label  Varnishes  because  the 

quality  makes  them  stay  sold. 

Write  for  full  information  of  our  unusual  offer  to  the 

trade.    Use  the  attached  coupon.  / 

/ 

The  Glidden  Varnish  Company 

/ 

TORONTO 

Cleveland,  Ohio 

New  York 

FACTORIES 

BRANCHES 
Chicago 

Toronto,  Canada  / 

/ 

/ 

/ 

y  The 

/  Glidden 

y    Varnish  Co. y       Toronto,  Ont. f       Gentlemen:  —  Send  me full  infonnation  concerning 
your  unusual  offer  to  the 

trade  on  Green   Label  Var- nishes   and    Endurance  Wood Stains. 

London Name 

Address 

When  writing  to  advertiierg.  kindly  mention  th«  Canadian  Hardwar*.  StoT*  4i  Palat  Joamal 
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THE  REGAL  FAVORITE 

Has  class  and  individuality  and  is  specially  built  to  meet  the  requirements  of  the  rural 

districts  of  Canada.  It  has  a  large  roomy  top,  large  square  oven.  The  fire- 

box for  wood  is  long  and  spacious.  The  firebox  for  coal  is  constructed  to  keep 
a  continuous  coal  fire  night  and  day  with  a  minimum  amount  of  fuel. 

Burns  Either  Coal  or  Wood 

The  Regal  Favorite  is  distinctively  a  farmer's  range  and  the  dealer  who 
secures  the  sale  of  it  is  sure  to  command  the  country  trade  for  his  district. 

There  is  nothing  on  the  market  to  compare  with  it  for  the  purpose  for  which  it 

was  built.  Dealers  who  bought  a  sample  range  early  in  the  season  are  writing  and 

wiring  orders  every  day  for  more  of  them. 

Made  in  Two  Sizes,  19  and  21  Inch  Ovens 

FINDLAY  BROS.  CO.,  LIMITED 

Carleton  Place,  Ont.  and  Winnipeg 

When  writinc  to  adrertiMrs,  kindly  mentioD  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Quicken  Your  Service 

Modern  stores  cannot  afford  to  have  aisles  crowded  vs^ith  im- 

patient customers.  People  demand  quick  service.  They  do 

not  excuse  old  methods. 

With  National  receipt-printing  registers  in  small  purchase  departments,  change 
is  made  instantly.  There  is  no  waiting  for  money  to  return  from  some  distant 

part  of  the  store    There  are  none  of  the  old  delays  or  mistakes. 

Your  customers  are  satisfied,  your  sales-people  can  sell  more  goods,  and 
you  can  make  more  money. 

Ask  us  to  send  our  representative  to  study  the  needs  of  your  store. 

WRITE  FOR  FREE  BOOKLET 

The  National  Cash  Register  Company 
285  Yonge  Street,  Toronto         Canadian  Factory:  Toronto 

When  writing  to  adveitiiers,  kudly  mention  the  Canadian  Hardware,  Stove  &  Paint  Jonmal 
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MOFFAT'S  NEW  CUPALO. 
The  Moffat  Stove  Co.,  Limited,  Weston,  Ont.,  have 

just  erected  a  new  melting  cupalo.  It  has  a  six-foot 

shell,  and  will  at  least  double  the  company's  melting 
capacity.  They  have  also  recently  put  in  an  addition- 

al electric  welding  machines.  Early  in  the  summer,  it 
will  be  remembered,  the  company  added  a  new  mold- 

ing shop  to  their  plant. 

PERTINENT  QUESTIONS. 
Is  my  store  front  as  attractive  as  any  other  in  town  1 
Do  I  trim  my  windows  every  week  and  keep  them 

looking  fresh  and  clean? 
Is  my  stock  kept  straight  and  in  order? 
Have  I  the  very  be.st  possible  arrangement  in  my 

store  ? 

Are  there  any  stickers  in  my  store  that  should  be 
sold  now? 

CHINESE  APPROPRIATE  STOVE  PATTERNS. 

There  is  a  large  market  for  cheap  stoves  among  the 
native  population  of  North  China.  The  Chinese  work- 

man, however,  is  a  very  good  imitator.  He  will  take 
an  imported  stove,  take  it  apart,  and  use  the  pieces 
as  patterns  for  casting.  The  Chinese  shops  are  full  of 
imitation  stoves  made  in  this  way.  These  are  sold  at 
prices  so  low  that  it  would  be  impossible  to  make  cheap 
stoves  and  sell  in  competition. 

KNOW  THY  GOODS. 

In  order  to  become  a  successful  salesman,  one  must 
study  his  goods  and  know  them  thoroughly.  It  is  not 
sufficient  to  tell  a  customer  a  certain  article  will  do 
this  or  do  that,  simply  because  the  catalogue  says  so. 
Much  better  results  will  be  obtained  if  the  dealer  will 
take  the  article  and  try  it  out  for  himself.  He  will 
then  be  in  a  position  to  talk  more  intelligently  on  the 
good  points  of  said  article.  Take,  for  instance,  a  vac- 

uum cleaner.  A  dealer  could  go  along,  talking  parrot 
fashion,  and  bringing  out  the  various  points  as  con- 

tained in  the  manufacturer's  catalogue.  But  how  much better  it  would  be  were  he  to  take  a  machine  to  his 

home,  use  it  for  a  Avhile  and  become  thoroughly  ac- 
quainted with  the  work  it  will  do.  He  would  then  be 

able  to  talk  from  actual  experience  and  not  have  to 

adopt  that  "Well,  the  catalogue  says  so"  attitude. 
To  show  that  it  pays  to  study  one's  goods,  a  case  in 

point  is  given  in  the  experience  of  McNab  Bros.,  hard- 
ware dealers,  Orillia,  Ont.  Last  year,  this  firm  sold  12 

oil  stoves  during  the  season.  One  of  the  members  of 
the  firm,  D.  A.  McNab,  took  one  of  these  stoves  for  use 
in  his  own  home.  It  pleased  him  well  and  be  became 
so  enthusiastic  over  it  that  this  year  the  firm  made 
stronger  efforts  to  increase  their  sales  on  the  line.  As 
a  result  of  good,  hard  work,  they  have  sold  so  far  this 
season,  72  stoves.  This  number  will  certainly  be  in- 

creased before  the  year  is  out. 

HIGH  STANDARD  PAINT  IN  B.C. 

Arrangements  have  been  completed  for  the  distributing 

of  Lowe  Brothers  "High  Standard"  paint  products 
throughout  British  Columbia  with  The  Johnson  Paint  & 
Varnish  Company,  Limited,  of  Vancouver. 

Mr.  H.  N.  Boultbee,  the  secretary-treasurer  of  the  con- 
cern, spent  a  few  days  in  Toronto  this  week,  en  route  to 

New  York. 
Mr.  Boultbee  is  certainly  a  Western  optimist  and  most 

sanguine  about  the  great  possibilities  of  business  in 
British  Columbia. 

The  Company  are  now  located  in  their  new  quarters  at 
54  Cordova  St.  East 

Life  is  not  so  short  but  that  there  is  always  time 

enough  for  courtesy. — Emerson. 
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Floor  plan  showing  102  booths  in  the  13th  Regiment  Armories  at  Hamil- ton for  the  Hardware  Exhibition,  to  be  held  during  the  Ontario  Retail 
Hardware  and  Stove  Dealers'  As.sociation  Convention,  Feb.  17  to  21,  1913. 

Q(See  page  37.) 
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Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

The  National  Mfg.  Co.,  Sterling,  111.,  have  issued  a 
handsome  poster  hanger,  illustrating  their  complete 
line  of  builders'  hardware  and  hardware  specialties. 
The  hanger  measures  37  inches  long  and  22  inches  wide 
and  is  sufficiently  attractive  to  arrest  attention  and  aid 
materiaHy  in  the  sale  of  the  line. 

The  Plymouth  Cordage  Co.,  Welland  Ont.,  are  send- 
ing to  dealers  a  well  gotten-up  booklet  containing  pric- 

tical  suggestions  for  making  window  displays  nf  rope. 
The  book  is  well  illustrated  and  shoAVs  many  good  dis- 
plavs.    A  copv  may  be  had  on  request. 

The  Star  Expansion  Bolt  Co.,  147-49  Cedar  St.,  New 
York  City,  have  just  issued  a  pocket  size  booklet  con- 

taining illustrations,  descriptions  and  prices  of  the  va- 
rious Toggles  on  the  market.    Copies  are  free. 

The  Arcade  Mfg.  Co.,  Freeport,  111.,  are  sending  out 
a  handsome  236  page  catalogue.  This  firm  manufacturers 

coft'ee  mills,  mops,  medicine  cabinets,  paper  cutters, 
towel  rollers,  cork  pullers,  lid  lifters  and  stove  pokers, 
stove  trucks,  door  bells,  sash  lifts,  soldering  sets  and 
many  t)ther  specialties. 

The  Supplee  Hardware  Co.,  Philadelphia,  Penn.,  have 
issued  a  well-illustrated  and  handsome  catalogue  de- 

scribing their  "Pennsylvania"  lawn  mowers.  A  large 
assortment,  calculated  to  meet  every  M'ant  in  the  mow- 
or  line,  is  shown  and  weights,  sizes  and  prices  are 
given. 

The  Chicago  Spring  Butt  Co.,  Chicago,  111.,  have  is- 
sued their  catalogue  No.  29,  which  should  be  in  tbvi 

hands  of  every  hardware  retailer.  The  book  is  wel^ 
gotten  up  and  reading  matter  and  illustrations  are  well 

brought  out.  The  firm  are  now  marketing  their  "Tri- 
plex" spring  hinges.  The  body  of  this  latest  produc- 

tion is  made  of  one  integral  piece  and  is  of  unique  for- 
mation, i)ermit,ting  of  the  use  of  heavy  metal  in  the 

entire  construction  with  three-ply  of  heavy  metal  at 
the  end  portion  between  the  barrels.  There  are  many 
other  good  points,  particulars  of  which  may  be  had  on 
request. 

Iver  Johnson's  Arms  and  Cycle  Works,  Fitchburg, 
Mass.,  are  publishers  of  a  new  catalogue,  which,  be- 

sides containing  descriptions  and  illustrations  of  their 
line,  gives  valuable  information  on  salesmanship.  Copies 
mav  be  had  free  of  charge. 

The  Toledo  Cooker  Co.,  Toledo,  Ohio,  have  devised  a 

novel  window  display  for  the  "Ideal"  floating  alumi- 
num coffee  percolator.  This  consists  of  a  circular 

trough,  made  of  tin,  3  inches  high,  3  inches  wide  and 
21/2  feet  in  circumference  around  a  pyramid  of  coffee. 
The  trough  rests  flat  in  the  window  and  is  filled  with 
water.  In  the  water  is  placed  about  a  dozen  perco- 

lators. There  is  a  strong  electric  fan  bloAving  again.«1 
the  outside  of  the  trough  at  such  an  angle  as  to  keep 
the  floating  percolators  in  motion  all  the  time.  Ap- 

propriate cards  to  complete  the  display  are  included. 
The  Detroit  Vapor  Stove  Co.,  Detroit,  Mich.,  have 

issued  their  17th  annua!  catalogue  containing  illustrations, 
descriptions  and  prices  of  their  line  of  gasoline  and  oil 
ranges,  stoves  and  ovens.  Various  parts  required  for  the different  lines  also  are  listed. 

The  Pike  Manufacturing  Co.,  Pike,  N.H.,  have  issued 
a  booklet  called  "Trade  Helps  From  Pike,"  inSwhich  is described  the  material  which  this  firm  is  furnishing  dealers 

who  are  handling  their  line.  This  includes  a  large  window 
trim,  a  demonstrating  stone,  store  cards,  street  car  cards 
and  various  booklets  advertising  their  goods. 

MEAKINS'  NEW  WAREHOUSE. 
]\Ieakins  &  Sons,  brush  manufacturers,  Hamilton, 

Ont.,  are  opening  a  sales-warehouse  in  London.  Ont., 
in  the  building  recenth^  vacated  by  Thos.  Bryan,  Limit- 

ed. The  new  place  was  opened  the  first  week  in  No- 
vember. 

Buyers  of  brushes,  brooms  and  door  mats  in  London 
and  vicinity  will  find  this  a  great  convenience. 

This  firm  now  has  warehouses  in  IMontreal,  Toronto, 
Hamilton,  London  and  Winnipeg. 

NEW  REFRIGERATOR 

An  American  manufacturer  is  turning  out  an  adjust- 
able window  refrigerator,  which,  he  claims,  is  the 

only  one  on  the  market.  This  is  made  of  rust-proof, 
galvani:  ed  sheet  steel  and  a  shelf,  easily  removable, 
increases  the  capacity.  It  can  be  attached  to  any  win- 

dow. Two  long  screws  which  are  furnished  with  the 
box  are  inserted  from  the  inside  and  hold  the  box 

securely  to  the  window  frame,  thus  making  it  impossi- 
ble to  remove  it  from  the  outside. 

This  offers  an  idea  to  hardware  dealers  who  could 
easily  m  ake  these  when  business  in  the  tinshop  is  dull 
during  the  winter  months,  or  else  they  could  be  made 
in  large  quantities  by  some  Canadian  manufacturers. 

J.  E.  AUGER. 

For  the  seventh  time  during  the  12  year  he  has  been 
with  the  Sherwin-Williams  Co..  J.  E.  Aitger  occupies 

the  position  of  leading  salesman  on  the  firm's  staff  all 
over  the  world. 

Mr.  Auger  is  a  French-Canadian,  born  near  Mont- 

J.  E.  Auger 
Salesman  for  Sherwin-Williams  Co.,  Montreal,  Que. 

real.  His  territory  includes  the  Island  of  Montreal. 
He  knows  the  paint  business  from  A  to  Z,  having  trav- 

elled all  over  Europe,  where  he  has  picked  up  much 
valuable  information  regarding  European  methods  of 
paint,  varnish  and  enamel  manufacturers. 

Mr.  Auger  sails  for  the  Continent  on  Nov.  14,  and 
will  be  gone  a  couple  of  months. 
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Specialties 

That  bring  the  Paint  Trade  to 

your  Store. 

They  have  the  Sherwin-Williams 

quality  and  push 
behind  them 

S.W.  Aluminum  Paint.  This  is  the  finest  liquid  Aluminum  Paint  on  the  market.  It  produces  the  most  excellent  results 
both  inside  and  outside,  and  is  specially  adapted  for  use  on  radiators,  ranges,  steam,  gas  and  water  pipes,  boilers,  etc. 
Extreme  heat  or  cold  does  not  blister,  crack  or  peel  it.  There  is  no  disagreeable  odor  and  it  has  great  spreading 
capacity  because  it  is  ground  very  fine  and  is  thoroughly  mixed.    This  is  a  specialty  that  has  a  steady  sale. 

S.  W.  Stove  Pipe  Enamel.  This  enamel  is  adapted  for  use  on  stove  pipes  and  similar  surfaces  that  are  subject  to 
much  heat.  It  produces  a  lasting  black  gloss  which  protects  the  surface  as  well  as  giving  it  a  good  appearance.  When 

applied  while  the  metal  is  warm  it  will  not  smoke  and  if  allowed  to  dry  for  24  hours  before  subjecting  to  high  tempera- 
ture, it  will  produce  a  better  surface  and  will  outwear  any  other  enamel  on  the  market.  There  is  always  a  demand  at 

this  time  of  year  for  this  product. 

PjliNTS  &  ̂ ARN/ Sifts 

Address  all  inquiries  to  The  SherWin-lVilliams  Co.  of  Canada,  Limited,  Montreal,  Toronto,  Winnipeg,  Vancouver 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware.  Stove  &  Faint  Journal 
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By  smashing  a  large  plate  glass  window  in  the  door, 

thieves  managed  to  obtain  an  entrance  into  Jas.  Wil- 
kins'  hardware  store,  36  West  Market  St.,  Toronto. 
Not  much  was  taken,  however. 

The  stock  of  the  Colp  Hardware  Co.,  Bow  Island-, 
Alta.,  was  recently  disposed  of. 

J.  C.  Johnson  is  starting  a  combined  hardware  and 
grocery  store  in  Vancouver,  B.C. 
Wm.  II.  Boomer,  tinsmith,  died  at  St.  Thomas,  Ont., 

from  injuries  received  by  falling  off  a  roof  on  which 
he  Avas  working. 

Robt.  Alder  Wood,  of  the  wholesale  paint  firm  of 
Stewart  &  Wood,  Toronto,  died  at  his  home  recently. 
Mr.  Wood  was  well  known  in  the  trade  and  his  loss 
will  be  sadly  felt.  Heart  failure  was  the  cause  of 
death. 

H.  F.  Richardson,  Vidcan,  Alta.,  is  building  a  large 
addition  to  his  store.  This  will  be  used  for  implemenrs. 

The  Harriston  Stove  Works,  Harriston,  Ont.,  which 
now  employ  35  men,  will  increase  its  plant  and  100  men 
will  be  carried  on  the  pay  roll.  Plans  for  the  proposed 
extension  are  now  in  course  of  preparation. 

Hhe^  jMorley  Twine  &  Machinery  Co.,  Sioiix  City, 
Iowa,  have  purchased  a  five  acre  sight  at  Moosejaw, 
Sask.,  and  will  immediately  start  the  erection  of  a 
plant  to  turn  out  twine  for  the  1913  crops.  The  firm 
will  employ  100  men.  The  industry  will  be  capitalized 
at  $500,000  and  Avill  be  known  as  the  Canadian  Cord- 

age Co.,  Limited. 
F.  L.  Shillington,  who,  for  the  past  two  years,  has 

been  general  manager  of  the  Cochrane  Hardware  Co., 
Cochrane,  Ont.,  has  resigned  his  position  and  left  for 
Vancouver,  Avhere  he  Avill  start  in  the  manufacturing 
business.  His  successor  has  not  yet  been  ajjpointed. 
W.  H.  E.  Graham,  RosetoAvn,  Sask.,  spent  a  fcAV  days 

at  his  old  home  in  Lindsay,  Ont. 
Gurney  &  St.  Germain,  Edmonton,  Alta.,  have  taken 

over  the  business  of  L.  Gully  &  Co.,  at  Vegreville,  Alta. 
Geo.  Trudell  and  Aid.  R.  C.  Eckert,  of  London,  Ont., 

have  purchased  the  plant  of  the  defunct  Chelsea  Green 
Hardware  Co.,  Chelsea  Green,  Ont.,  and  as  soon  as  ncAV 
machinery  can  be  irstalled  Avill  start  the  mannfactr.re 
of  various  hardAvare  specialties.  The  company  Avill 
start  Avith  quite  a  large  staff  of  men  and  it  is  expected 

it  will  turn  out  to  be  one  of  London's  biggest  in- dustries. 

Samuel  Fuller,  late  post  master  at  Stratford,  Ont., 
and  for  many  years  in  the  hardware  business  in  that 
city,  passed  away  recently.  The  late  Mr.  Fuller  Avas 
in  his  75th  year. 

Elz.  Boivin,  D.L.T.,  of  the  wholesale  hardAvare  firm 
of  Coti,  Poivin  %  Co.,  Chieoutimi,  Que.,  has  secured 
an  option  on  225  feet  of  property  at  Camrose,  Alta., 
on  which  he  intends  to  erect  a  wholesale  hardAvare 
house.  Mr.  Boivin  is  inventing  a  new  system  of  metal 
construction  of  buildings  and  hopes  to  be  able  to  util- 

ize this  in  putting  up  a  building  this  Fall. 
The  Moffatt  Stove  Co.,  has  moved  its  Winnipeg  Avare- 

house  from  Princess  St.  to  Banantyne  avenue  East. 
The  James  Ramsey  Co.,  Edmonton.  Alta.,  recently 

opened  a  hardware  department,  carrying  a  full  line  of 
hardware,  sporting  goods,  glass  ware  and  china,  under 
the  management  of  G.  A.  Booth,  formerly  with  Hale 
Bros,  (inc.),  San  Francisco,  Cal.  Mr.  Booth  has  been 
connected  with  the  hardv/are  trade  since  his  early 
youth. 

•  The  Capital  Roofing  &  Cornice  Co.,  Ottawa,  Ont.,  has 
obtained  a  charter. 

Fire  Avhich  started  on  November  3,  in  the  plant  of 
the  Canadian  Bag  Co.,  Point  St.  Charles,  Que.,  did  con- 

siderable damage  to  the  plant  of  the  Canadian  Con- 

sumers' Cordage  Co.  The  damage  to  the  tAvo  factories totals  $300,000. 
A.  E.  DuckloAv  has  succeeded  E.  T.  Parkinson  as 

manager  of  E.  A.  Walker  &  Son's  hardware  and  furni- 
ture store  at  Grenfell,  Sask. 

E.  A.  Esbach,  salesman  for  the  Fawcett  Hardware  Co., 
Tweed,  Ont.,  was  recently  married  to  Miss  Lucy  Baskey, 
of  Flinton,  Ont. 

W.  T.  Ratz,  the  new  proprietor  of  the  hardware  store 

at  Fordwich,  Ont.,  is  now  doings  business  in  plumbing-, 
heating,  etc. 

Dilley  &  Moore,  hardware  dealers,  Hanley,  Sask.,  are 
moving  into  new  premises. 

Wilson  Bros.,  have  succeeded  A.  A.  Dickson,  hardware 
and  general  store,  Irma,  Alta. 

NEW  BUYERS  AND  ONTARIO  CHANGES. 
Ontario. 

Stratford. — Brickman  &  Kennedy  dissolved  partner- 
ship, Denis  Kennedy  continuing. 

Otterville. — Geo.  ]\IcLean  gone  out  of  business. 
Wheatley. — Dobbyn  Bros,  sold  out. 
FordAvich. — Fred.  Adams  sold  out. 

Manitoba. 

Edam. — G.  F.  Carter  succeeds  F.  J.  Clark. 
Winnipeg. — B.  Petursson,  hardAvare  and  groceries, 

has  sold  grocery  stock  to  W.  Petursson. 
Rosenfeld. — E.  J.  Weber  sold  hardAvare  stock  to  — 

Johnston. 
Saskatchewan. 

Carnduff. — ^E.  J.  Hunter  succeeds  Shortreed  &  Co. 
Holdfast. — A.  &  F.  IMartz  succeed  U.  J.  Souply. 
Battleford. — White  &  JollifEe  opening  store. 
Khedive — L.  B.  Jacques  opened  store. 
McTaggart.— Thos.  IMoffett  &  Co.,  reported  sold  out. 
Wadena. — H.  A.  McKenzie  sold  out  to  a  IMinnea- 

polis  firm. 
Laird. — Isaac  T.  Penner  is  in  his  ncAV  store. 
Fisk. — Fisk    HardAvare  Co.  commenced. 
Battleford. — White  &  Jolliffe  opened  store. 

Alberta. 

Hanna. — Campbell  &  Horner  opened  store. 
Eluora. — W.  Hannams  commencing. 
Irma. — A.  H.  Dickson  gone  out  of  business. 
Vegreville. — GurneA'  &  St.  Germaine  succeed  L.  Gul- 

ley  &  Co.  
' 

Edson. — Holstein  &  Joel  succeed  A.  W.  Miller. 

British  Columbia. 

VancouA'er. — Wm.  Johnson  succeeding  Hayton  & 
Johnson. 

Nelson. — H.  E.  Kelly  admitted  as  partner  in  Nelson 
Sporting  Goods  Co. 

CHANGE  IN  OLD  HARDWARE  FIRM. 

The  firm  of  Neveux,  Clinton  &  Baxter,  one  of  Wind- 
sor's leading  business  concerns,  and  an  old-established 

hardAvare  firm,  has  dissolved,  N.  J.  Clinton  and  John 
Baxter  having  retired  from  the  business. 

The  firm  Avill  now  be  known  as  the  Baxter  Hard- 
ware Co.,  Limited,  Avith  Chas.  Baxter  as  president  and 

R.  G.  Baxter  as  secretary. 
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Is  far  superior  to  any  floor  paint  and  once  a 

customer  of  yours  uses  it  you  would  have  hard 

work  selling  him  a  substitute. 

It  dries  quickly,  takes  a  high  gloss,  wears  like  iron 

and  will  stand  repeated  washing. 

A  stock  of  this  won't  stay  on  your  shelves  because  it  is  the 
best  finish  for  floors,  porches,  verandahs,  etc.,  obtainable. 

Comes  in  seven  shades 
and  is  a  good  profit  line 

R.  C.  Jamieson  &  Co.,  Limited,  Montreal 
Established  1858 

Owning  and  Operating  P.  D.  Dods  &  Co.,  Limited 

Here  is  the  Evidence  on 

B-H  "ENGUSH"  PAINT 

livery  can  or  B-H  "English"  White  Paint 
that  leaves  one  of  our  factories  bears  the  follow- 

ing guarantee: — 

We  guarantee  this  B-H  "English"  White  Paint  is  made 
from  Brandram's  B.B.  Genuine  Government  Standard  While Lead  and  Pure  Zinc  White  in  the  following  proportions  : 

70  per  cent.  Pure  White  Lead 
30  per  cent.  Pure  White  Zinc 

(100  per  cent.  Pure) 

Mixed  ready  for  use  with  Pure  Linseed  Oil,  Turpentine 
and  Dyer. 

On  every  can  of  B-H  "English"  Paint  where 
the  shade  can  be  made  on  a  white  base  there  is 

a  guarantee  label  reading  as  follows: — 
We  guarantee  the  white  pigment  forming  the  base  of  this  paint 

is  made  from  Brandram  's  B.  B.  Genuine  Government  Standard 
White  Lead  and  Pure  White  Zinc,  in  the  following  proportions  : 

70  per  cent.  Pure  White  Lead 
30  per  cent.  Pure  White  Zinc 

(100  per  cent.  Pure) 
The  various  shades  are  arrived  at  hy  adding  Tinting  Colors, 

and  mixed  read^  for  use  With  Pure  Linseed  Oil,  Turpentine  and 

Dryer. 

B-H  "ENGLISH"  PAINT  will  be  sold  in  your  town.  If  the  Agency  is  still  open  you  have  the 

opportunity  of  securing  it.    Write  to-day  for  complete  agency  proposition.    Address  our  nearest  office. 

RRANDRAM-HENDERSON MJm^m^^mm^^^^^^^^m  JL  K^^^^^^a^^^m  UMITED 

MONTREAL HALIFAX ST.  JOHN TORONTO WINNIPEG 

WbM  writing  to  adTertisers,  kindly  mention  the  Ouudiw  Hw4w»r*,  Mot*  *  P»iak  JoirmU 
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Market  Situation 

The  Metal  The  general  trend  in  the  met- 
Markets.  al  markets  is  towards  decided 

firmness.  The  exceptional  de- 
mand that  has  prevailed  all  year  still  keeps 

up  and  stocks  are  fast  dwindling.  Sales  on  all 

lines  have  reached  phenomenal  proportions.  Sup- 

plies that  were  stored  to  fill  Fall  and  Win- 
ter orders  are  down  almost  to  rock  bottom  and 

it  is  hard  to  foretell  what  the  situation  will  be  in  a  short 
time.  Prices  remain  practically  unchanged,  although 

Appoio  sheets  have  taken  a  slight  advance. 

The  elections  in  the  States  had  a  slight  effect  on  lo- 
cal markets,  but  the  results  were  not  noticeable.  A 

little  dullness  was  felt  during  the  week  preceeding 
Nov.  5th,  but  not  much  damage  was  done. 

The  copper  market  is  active  and  a  good  trade  is 

being  done.  The  outlook  is  for  a  continued  firm  mar- 
ket, but  advanced  prices  are  not  looked  for  at  least 

not  right  away. 
Lead  is  weaker.  Larger  quantities  are  now  being 

offered  and  it  is  thought  that  the  producers  have  caught 

up  to*  the  demand  in  that  line.  Prices  still  hold  firm, 
however,  and  no  reduction  is  anticipated. 

Tin  is  brisk  but  there  has  been  no  change  in  price. 
It  is  rumored  in  some  sources  that  supplies  are  fast 
dwindling,  but  this  is  denied  by  some  dealers. 

The  demand  for  pig  iron  still  continues  active  and 
most  furnaces  are  booked  up  till  July  1st  of  next  year. 
Prices  are  firm. 

Spelter  is  firm,  with  no  change  in  prices. 
Antimony  has  taken  a  slight  advance  and  the  market 

remains  firm. 
Sheets  and  plates  are  moving  well  and  the  market 

possesses  a  firm  tone.  ' 
*    #    #  * 

The  Hardware  Trade  generally  is  excellent 
Markets.  and  the  market  on  all  lines 

shows  a  decided  tendency  to 
advance.  Increased  cost  of  raw  material  and  increased 
cost  of  skilled  labor  is  given  as  the  cause  of  this..  The 
latter  is  really  the  big  item  that  is  causing  the  upward 
tendency.  Manufacturers  of  general  hardware  lines 
are  finding  great  difficulty  in  getting  labor,  to  what 
they  do  get  they  have  to  pay  much  higher  wages.  One 
man  expressed  the  opinion  that  pjriees  on  general  lines 
next  Spring  will  be  15  or  20  per  cent,  higher  than  they 
are  at  present. 

Bookings  for  next  Spring  delivery  are  coming  in 
freely.  With  the  jobbers  it  is  not  a  question  of  get- 

ting the  business  but  of  trying  to  cover  up  with  the 
manufacturers  what  they  are  getting. 

There  has  been  another  advance  in  the  price  of  wire 
nails. 

A  good  sorting  trade  is  being  done  in  guns,  rifles, 
ammunition  and  game  traps.  This  season  has  been  an 
excellent  one  for  these  goods  and  all  dealers  have  ex- 

perienced a  big  trade.  Skates,  hockey  sticks  and  other 
Winter  sporting  supplies  are  now  going  out  freely 
and  indications  are  that  a  big  business  will  be  done 
this  season. 

Christmas  goods,  such  as  cutlery,  cut  glass,  silver- 
plated  ware  and  brassware,  are  in  big  demand.  Cutlery 
is  moving  very  freely  in  spite  of  increased  prices. 

Builders'  hardware,  such  as  locks,  door  knobs,  letter 
boxes,  hinges,  and  other  finishing  materials  are  in  big 
demand  now  that  building  operations  are  nearing  com- 

pletion. Heavy  hardware  i.s  in  great  demand  for  this  season 
of  the  year.  This  is  probably  caused  by  the  advance 
in  prices  expected  next  Spring.  Prices  on  all  metals 
for  future  delivery  are  much  in  advance  of  what  they 
have  been  and  it  is  almost  certain  that  all  lines  of 
heavy  hardware  will  cost  more  next  Spring  than  they 
do  now. 

There  has  been  an  advance  in  the  price  of  nuts  and 
bolts  and  the  new  list  is  as  follows: 

Carriage  bolts  ($1.00  list),  %  in.  diam.  and  smaller, 
60  and  15  per  cent. 

Carriage  bolts  ($1.00  list),  7-16  in.  diam.  and  larger 
55  per  cent. 

Machine  bolts,  %  in.  diam.  and  smaller,  65  and  5  per 
cent. 

Machine  bolts.  7-16  in.  diam.  and  larger,  571/2  per 
cent. 

Sleigh  shoe  bolts,  %  in.  diam.  and  smaller,  55  and 

10  per  cent. 
Sleigh  shoe  bolts,  7-16  in.  diam.  and  larger  50  and 

5  per  cent. 
Coach  and  lag  screws,  70  and  10  per  cent. 
Skein  bolts.  70  and  10  per  cent. 
Sqiiare  head  blank  bolts,  571/2  per  cent. 
Bolt  ends,  571/2  per  cent. 
Plow  bolts,  55  and  5  per  cent. 
Elevator  bolts,  60  per  cent. 
Fancv  head  bolts,  50  per  cent. 
Shaft  bolts  ($3.00  list).  50  per  cent. 
Slip  bolts,  large  head  ($3.00  list),  50  per  cent. 
Whiffletree  bolts,  50  per  cent. 

Nuts,  square,  4c.  off  list. 
Nuts,  hexagon,  W^c  off  list. 

Paints  and  Business  in  general  lines  con- 
Oils,  tinues  good,  but  trade  in  the 

prepared  paint  is  beginning  to 
slacken  off.  It  has  kept  up  much  longer  than  usual  this 
season,  however,  on  account  of  the  backward  seummer 
and  the  prolonged  fine  weather  during  the  Fall. 

Linseed  oil  has  declined  greatly  and  is  now  quoted 
at  69  cents  for  raw  and  72  cents  for  boiled,  in  barrel 
lots.  Advices  from  both  the  Canadian  and  American 
west  give  promise  of  a  bumper  crop  of  flax  seed.  The 
price  for  future  delivery  is  no  lower  than  for  the  pres- 

ent, so  it  does  not  look  as  if  it  will  decline  any  further. 
However,  it  is  a  rather  uncertain  market  and  it  is  hard 
to  say  just  what  may  happen. 

Turpentine  is  now  quoted  at  62  cents  a  gallon,  in 
barrel  lots.  This  is  a  slight  advance  over  last  quota- 

tion, but  this  is  the  rule  at  this  season  of  the  year.  It 
is  altogether  likely  that  the  price  will  be  higher  be- 

fore long.  It  is  certain  that  it  will  not  be  lower,  at 
least  for  some  time  to  come,  as  producers  will  have 
to  wait  till  next  April  to  see  what  the  crop  will  be  like. 

White  lead  remains  at  $8.40  and  is  still  very  firm. 
At  present  there  is  no  prospect  of  a  change  in  price. 

Glass  is  still  selling  at  $3.60  base,  which  is  equal  to 
about  15  per  cent,  off  the  list.  Some  dealers  are  sell- 

ing at  20  per  cent.  off.  Prices  are  likely  to  go  higher 
as  stocks  will  be  getting  lower  and  there  is  no  pros- 

pect of  any  further  deliveries  coming  forward  in  the 
near  future,  at  least  not  in  any  quantity. 

Putty  is  in  active  demand  and  prices  remain  firm. 
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There  is  no  *  Equal  * 

"QUEEN'S  HEAD" 

CaKAOV 

Galvanized  Iron 

Standard  the  World  over. 

DO  YOU  STOCK  "QUEEN'S  HEAD" 
FOR  YOUR  CUSTOMERS  ? 

JOHN  LYSAGHT,  Limited 
Makers 

Bristol,  Newport 

A.  C.  LESLIE  &  Co.,  Limited 
MONTREAL 

Managers  Canadian  Branch 

ELL  Paint  in  the  Win- 

ter Season  for  Interior 

Decoration  by  carry- 

ing a  Full  Line  of  our 
Famous 

FLOGLAZE 

Made  in  29  Shades,  including  White  and  Black 

This  line  is  for  outdoor  or  indoor  use.  Beautiful 
shades  in  lac  for  woodwork  and  furniture.  Opaque 
shades  for  floors,  windows,  etc.  Dead  and  gloss 
whites  for  enameling.  Dead  and  gloss  blacks  for 
refinishing  iron  work,  piping,  etc.  This  line  is  hard- 
wearing  and  of  high  finish — one  of  the  few  all-the- 
year  finishes  for  your  paint  dept. 

WRITE  US  FOR  COLOR  CARDS,  PRICES 
AND  SAMPLE  CAN 

Imperial  Varnish  &  Color  Co. 

WINNIPEG        TORONTO  VANCoilVER 

SELLING 

POINTS 

TO  HE 

THE 

DEALEi 

WIN 

WADE, 

a 
JHE  PROTECTION  OF  PAINT 

The  dealer  has  a  mighty  strong  argument  for  business  who 
talks  the  value  of  paint  as  a  protector.  Paint  protects  against 
wear  and  decay. 

MARTIN  SENOUR  PAINT 

100%  PURE 

saves  the  citizens  of  Canada  thousands  of  dollars  every  year  in  the  added  life  and  use- 
fulness it  gives  to  all  sorts  of  paintable  property.    Use  this  argument.  Mr.  Paint 

Dealer — sell  MARTIN-SENOUR  Paints  and  Varnishes  then  your  profits  will  grow 
as  your  customers  see  the  saving.    Write  today  for  our  dealers'  proposition. 

Limited 

Lincoln 
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PREVAILING  MARKET  PRICES. 

Toronto,  November  8th,  1912 

The  figures  given  below  are  approximately  correct, 

but  lower  prices  can  frequently  be  obtained  by  buy- ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is
 

requested  in  keeping  the  list  as  complete  as  possible, 

including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

METALS. 
Aluminum,   ingots    25 
Antimony,  per  lb  
BraEf  rods,  %  to  1  inch. 

Sheets,  up  to  20  gauge 
Tubing,    1   inch,   base.  . 

Copper  ingots,  casting.  ■  ■  ■  •  ■  0  ,1**.* 
Sheets,  plain,  14  oz.  base  0 
Sheets,  tinned,  14  oz.  base  0  n 
Sheets,   plenished,    14  oz. base   
Sheets,  braziers   
Bars,  round  %  to  2  in... 

Black  Sheets,  28  gauge  base, Toronto   
Montreal   

Best" 

Standard 

0  11 
0  21 
0  22 
0  23 

0  34 0  2(i 
0  24 

Canada  Plates — 
Ordinary,    52    sheets.  To- ronto   f  °y 
All  bright,  52  sheets   4  25 
Galvanized      Apollo  Ordinary .  4  45  4  35 .  4  70 

.  8  90 

.   9  40 

4  60 
8  70 
9  20 

18x24x52 
60 20x28x80 

20x2Px80 
Galvanized  Sheets  (Corrugated)  — 

22  gauge,  per  square  ....  6  10 
24  gauge,  per  square  ....  5  00 
26  gauge,  per  square  ....  3  85 28  gauge,  per  square  ....  .3  65 

Galvanized  Sheets.  Fleur  Queen's dc  Lis  Head 
16-20  gauge    3  45  3  70 
22-24  gauge    3  50  3  83 
26  gauge   3  90  4  10 
28  gauge   4  00  4  3a Case  lots  25  cents  less. 
Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  8  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet- Black,  base,  1  inch  ^4  54 
Galvanized,  base,  1  inch   6  19 

Iron  Pipe  Pittings — Canadian  malleable,  40;  cast 
iron,  70;  standard  bushings,  70; 
headers  60  and  10:  flanged,  unions, 
70;  malleable  bushings,  65;  nipples, 
75  and  10;  malleable  lipped  unions, 65. 

Soli  Pipe  and  Fittings — Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 
Bar  Iron,  per  1001b   2  (10 

Forged  iron    2  20 
Refined  horseshoe  iron.  .  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 
Fire   steel    2  35 
High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1   21  00 
Middlesboro,  Xo.  3   24  25 
Uadnor    (charcoal)    ....  32  50 

Lead,  Canadian  pig   6  50 
Imported  pig,  100  lb  6  50 
Har  pig   6  50 
Sheets,  base.  2>^  Ib.sq.  ft     7  50 
Pipe  and  waste   9  00 
Traps  and  bends   30  p.c. 

Solder,  half  and  half,  lb.,  30 
Spelter,  foreign,  per  100  lb.    7  00 
Sheet  Zinc   8  50 
Tin,  ingots,  1001b   53  00 
Tin  Plates,  charcoal — 
U  L  S,  Famous  (equal  Bradley) 

Per  box 
I  0,  14x20  base    7  00 
I  Z,  14x20  base    8  25 
I  X  X,  14x20  base    9  75 

"Dominion     Grown     Beit" — ^Re- tinned. 
I   0,   14x30  base    6  60 
I  X,   14x20  bai*    «  60 
I  X  Z.  14x20  bai*  ....  7  60 

"AUaway's 
Quality. 
I  C,  14x20  base    4  60 
I  X,  14x20  base    5  50 
I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 
I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet bxs   

Tinned  Iron. 
72x30    up     to   24  gauge, case  lots   
72x30    up   to     26  gauge, 
case  lots  

7  00 

Dealers' 

8  50 Buying 
Scrap  Metal, 

Prices — Heavy  Copper  and  Wire  lb.  13 
Light  copper  bottoms   ...  lOi Heavy    red    brass     ....  U 
Heavy  yellow  brass   
Light    brass    06% Tea  lead    02% 
Heavy    lead    34 
Scrap   zinc    4; 
No.  1  wrought  iron  ....  8  00 Machinery      cast  scrap. 
No.  1   14  50 
stove   plate   13  00 Malleable    9  00 
Miscellaneous  steel    6  00 

PAINTS  AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins   1   00     1  10 
Chemicals,    in   casks,   per   lb. — Arsenate  of  lead   0  lOi 

Sulphate  of   copper  (blue 
Stone)   0  06 
Litharge,  ground    0  09 
Litharge,  flaked   0  10 
Green       copperas  (green 
vitriol)    0  01 
Sugar   of  Lead    0  09 

Colors  In  Oil — 
Venetian    red,    1-lb.  tins, 
pure    0  12 
Chrome,   yellow,   pure    ...    0  20 
Golden  ochre,  pure    0  13 
French  ochre,  pure   0  12 
t'hrome  green,  pure    0  10 French    permanent  green, 
pure    0  15 
Marine  black,  25  lb.  irons  0  09 
Signwriters'  black,  pure.    0  17 

Glue,  in  sheets   0  10    0  15 
1  lb.  packages  (Brantford)  0  25 

Petroleum — Can.   Prime   white,  gal. 
U.S.  Water  white   
U.S.  Pratt's  astral  Castor    oil,    per    lb.,  in 
bbls   0  08 
Motor  Gasoline,  single bbls.  . 
Benzine,  per  gal,  single bbls.  .. 

0  12 0  13% 0  15% 

0  09 
0  17% 

15% 

Putty—  1st. 
Bulk  100  lb.  drums  ,3  50 
Bladders  in  barrels  3  75 

Beady  Mixed  Paints — 
Per  gallon,  qt.  tins.  1  65     2  00 

Bed  Lead  (Dry)  — 
Genuine,    560    lb.  casks, 
per  cwt  
Genuine,  100  lb.  kegs, 
per  cwt  

Shingle  Stains — 
In  5-gallon  buckets   0  95 

Turpentine  and  Linseed  Oil — 
Pure     Turpentine,  single 
barrels   o  62 
Linseed  Oil,  single  barrel, 
raw    0  69 
Linseed  Oil,  single  barrel, 
boiled    0  72 

Rosin,  "G"  grade,  bbl.  lots, 100  Ibl   8  00 

Varnishes,  per  gal.  cans — Carriage,  No.  1    1  50 
Pale   durable   body    3  50 
Finest   elastic   gearing    .  .  3  00 
Elastic   Oak    1  50 
Furniture,    polishing    ....  2  00 
Furniture,  extra    1  20 
Furniture,  extra  No.  1    .  .  0  95 
Light  oil  finish    1  35 
Gold  size  japan    2  00 
Turps    brown   japan    ....  1  60 
Baking  black   japan    ....  1  35 
Crystal  Damar    2  50 
Pure  asphaltum    1  40 
Oilcloth    1  50 
Lightning  dryer    0  85 Stovepipe        varnish,  % 
pints,,   per  gross    8  00 
Pure    white    shellac  var- 

nish, in  barrels    1  75 
Pure    orange    shellac  var- nish,  in  barrels    1  70 

White  Lead  ground  in  oil — Canadian  pure,  less  than  tons.  8  40 
(Canadian  pure,  ton  lots   8  25 

White  Zinc — Extra    Red    Seal,  V.M. 
(dry)    0  07% 
Pure,     in     25-lb.  irons 
(in  oil)   0  10 

Window  Glass — United  Inches         Star  D.D. 
Under   26                  4  25  6  25 
26    to    40                    4  65  6  75 
41   to   50                   5  10  7  50 
51    to   60                   5  35  8  50 
61    to    70                   5  75  9  75 
71    to   80                   6  25  11  00 
81    to    85                   7  00  12  50 
86   to   90    15  00 
91    to   95    17  50 
96    to    100    20  50 
Toronto,  15  p.c.  on  Star.  20  p.c.  on 
Double. 

MiacellaneouB — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 
kegs    0  09% 
Pine  tar,   %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,  gilders,  bolted.  .  1  00 
Whiting,   plain    0  70 

HEAVY  HABDWAEE. 
Anvils,   Taylor   Forbes    .  .   0  05  % 
Chain — Proof  coil,  per  100  lb.  'iX in.,  $6.00;  516  in.,  $4.85;  % 

in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $8.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., $3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  6 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  85 and  5. 

Forges — 
Blacksmith's  portable,  135 lbs   9  85 

Horse  Nails — 
$2.80  per  box  base  No.  9  a"- 3 lai'ger ;  Samson  No.  10  base     2  25 

Horseshoes — Iron,  light  &  me- dium. No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $8.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight steel,  No.  0  to  4,  $5.25; 
special  countersunk  steel,  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  $6.00. 
Toecalks  Standard,  J.P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 

Wire  Nails,  base   2  30 
Cut  nails — Montreal,  $2.40  ;  To- 

ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'    nails,    33  1-3  p.c. Pressed  spikes,  %  diameter,  per 100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.50 
Hay  Bailing  Wire — No.  12  and  13, 

$4;  No.  13%,  $4.10;  No.  14, 
$4.25;  No.  15,  $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 Ibi.  extra. 

Clothes  Line  Wire— No.  19,  ?2.00  per 
100  ft, 

Coiled  Spring  Wire — High  Carbon,  No.  9,  $2.25;  No. 
12,  $2.40,  Montreal. Fine   Steel  Wire — 25     per  cent. 

Galvanized     Wire  —  From  stock, 
f.o.b.   Montreal — 100    lbs.,  No. 
9,   $2.25,   base.     In     car  lots straight  or  mixed. 

Poultry  Netting — 2-in.    mesh,  19 w.g.,  60  and  2%  p.c. 
Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots— Toronto Galvanized,  barb    2  2 

Galvanized,  plain  twist   .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- vanized, $2  85. 
Wire  Rope — Galvanized,  1st  grade, 6  strands,  24  wires,    %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 100    feet    f.o.b.  Toronto. 

Wrought  Staples — Galvanized    2  85 
Plain    2  60 

Vises,  per  lb.    0  12 
Hinged  pipe  vise,  25  lbs.  3  55 Saw  vise    4  50     5  00 
Blacksmiths',  60;  parallel,  45 

per  cent. GENERAL  HARDWARE. 
Adzes  —  Carpenters',  per doz   12  50     14  00 Axes  —  Single  bit, 

per  doz   6  00       9  00 
Samson   9  0 Double    bit,  per 
doz   10  00     12  00 
Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  8  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50      6  85 

Ammunmon--"Dominion"  Rim  Fire Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.c; Primers,  10  and  2%  p.c;  Brass Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
''Crown"  Black  Powder,  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 

less Powder,  "Imperial"  Shells, both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 

p.c 

Ordinary  drop  shot,  AAA  to 
dust  $"..50  per  100  lbs.:  net  extras as  follows:  chilled  40c.;  buck  and 
seal  80c.;  No.  28  ball  $1.20  per  100 
lbs;  bags  less  than  25  lbs.  \c.  per  lb. f.o.b.  Montreal,  Halifax  and  St. 
John,  f.o.b.  Toronto,  Hamilton 
and  London,  add  25c.  per  100  lbs. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
niour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — Double  straphangers,  doz. 
sets   6  50 Standard  jointed  hangeri, 
doz.  sets    6  45 
Steel,  track,  1  i  3-16  in. 
(100  ft.)    3  25 

Bolts  and  Nuts — Carriage  Bolts,  common  new  $1 list. 

Carriage  Bolts,  %  and  am-iller, 70  p.c. 
Carriage  Bolts,  7-16  and  up, 70  p.c. 
Carriage  Bolts,  Norway  Iron  ($3 list),  00  p.c. 
Machine  Bolts,  %  and  less,  60, 10  &   10  p.c. 
Machine  I3olts,  7-16  and  up, 60  p.c. 
Plough  Bolts,   55,   5   &   10  p.c. Blank  Bolts,  60  p.c. 
Bolt  Ends,  6  Op.c 
Sleigh  Shoo  Bolts,    %   and  less. 60  and  10  p.c. 
Sleigh    Shoe    Bolts,    7-16  and larger,   55   and  05  p.c 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4%c  per lb.  oflf. 
Nuts,  hexagon,  all  sizes,  4%e 
per  lb.  off. Stove  rods,  per  lb.,  5  %c  to  8*. 
Stove  Bolts,  80. 
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QUALITY 

PLUS 

Full  Imperial  Measure 

Here's  a  combination  that  has  kept 
the  line  of 

INTERNATIONAL 

VARNISHES  AND  VARNISH  SPECIALTIES 

right  in  the  front  rank  for  more 
than  forty  years. 

FEATURE— 

FLOOR  FINISH 

THE  ONE  PERFECT  FLOOR  VARNISH 

It  is  so  tough  nothing  mars  it.  Heel  marks,  scraping 
chairs  and  castors  leave  no  marks,  and  it  will  not  whiten 
when  wetted. 

Get  details  of  the  full  range  of  "  INTERNATIONAL  " 
Specialties.  They  are  real  trade  winners  and  business 
keepers. 

Full  Imperial  Measure  in  every  can. 

TORONTO       •  WI/^NIPEG 

Canadian  Factory  of  Standard  Varnish  Works. 

NEW  YORK  CHICAGO 
BRUSSELS 

BERLIN  LONDON 
MELBOURNE 

Largest  in  the  world  and  first  to   establish  definite 
standards  of  quality  086 

The  - 
Pratt&Lambert PROPOSITION 

^  Weigh  the  Pratt  &  Lambert  Proposition  with  other 
varnish  propositions  from  every  standpoint. 

^  Weigh,  quality.  Consider  what  Dexter  Bros.  Co., 

Boston,  Mass.  say.  "  We  have  given  you  the  benefit  of 
the  larger  portion  of  our  varnish  business  for  more  than 
forty  years  and  naturally  would  not  have  done  so,  if  your 
goods  were  not  of  such  uniformly  high  quality  that  they 

have  always  given  our  customers  that  satisfadion  which 

they  have  a  right  to  expedt." 

^  Weigh,  co-operation — every  conceivable  kind  of  var- 
nish selling  assistance.  Waggener  Paint  and  Glass  Co., 

Kansas  City,  Mo.,  say — "  Your  splendid  advertising  has 

made  your  goods  easy  to  sell." 

^  Weigh,  sales.  Consider  what  Fred  Nesemann  &  Co., 

Baltimore,  Md.,  say — "The  number  of  gallons  of  your 

goods  sold  during  1911,  far  exceeded  our  expectations. " 
Ainslie  Martin  Co.,  Inc.,  Lynchburg,  Va.,  say — "During 
1911,  we  have  more  than  doubled  our  former  annual 

varnish  sales." 

^  And,  it's  on  a  large  annual  sales  that  the  real  profits 
on  Pratt  and  Lambert  Varnishes  come  in  —  not  an 
exorbitant  profit  once  in  a  while  as  on  unknown  inferior 
varnishes,  but  a  fair  profit  on  sale  after  sale.  Weigh, 

profit. 

WRITE  FOR  OUR  INTERESTING 
SELLING  PROPOSITION 

PRATT  6l  LAMBERT,  Inc. 
VARNISH  MAKERS 

30  COURTWRIGHT  STREET,  BRIDGEBURG,  ONTARIO 
FACTORIES 

BRIDGEBURG,  ONTARIO 
NEW  YORK 
LONDON 

BUFFALO 
PARIS 

CHICAGO 
HAMBURG 

Whan  writing  to  advertli«ri,  kladly  mention  the  Canadian  Hardware,  Stove  k  Paint  Journal 
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BeUl— Door  belli,  push  and  turn, 45  and  10  p.c. 
Cow  bells,  65  p.c. 
Sleigh   bells,   shaft   and  hamei, pair.  22c.  up. 
SleigU  bells,  body  straps,  each, $1.15  up.  ,  „^ 
Farm  bells.  No.  1.  $1.65. 

BuUding  Paper,  Etc. — 
Tarred  slater's  paper,  per  ̂  

OK.  pape'ri  No.'  i,  per  roll  0  75 Plain  Fibre,  No.  1,  per  400 
ft.  roll   °  *5 
Tarred  Fibre,   No.   1,  Per 
400  ft.  roll   ■•  0  55 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll    « 
Dry  Cyclone,  15  lbs.  ....  0  45 
Plain  Surprise,  per  roll.  .  0  40 
Resin  aized  Fibre,  per  roll  0  40 
Asbestos   building  paper, 
per  100  lbs   *  0*^ 
HeaTy  straw,  plain  & 
red,  per  ton   .  •  •  3^ 
Carpet  Felt,  per  100  lbs..  2  50 Tarred  wool  roofing  felt, 
per  100  lb   1  »0 
Pitch,  Boston  or  Sydney, 
per  100  lbs  •  •  ■  «  7° 
Pitch,  Scotch,  per  100  lbs.  0  65 
Heavy  Fibre,  32  &  60,  per 
100  lbs   3  00 
2  ply  Ready  Roofing,  per square    " 
3  ply  Ready  Roofing,  per 
square   ••  *  °^ 
2  ply  complete,  per  roll.  1  15 
3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 
per  gal   0  15 
Liquid     Roofing  Cement, 
jjng    0  20 
Crude  Coal  Tar,  per  barrel  3  50 Refited  Coal  Tar,  tins,  per 
doz  •  •  ■  1  25 
Refined  Coal  Tar,  per  bar- rel   *  50 
Shingle  varnish,  per  barrel  4  50 
Caps,  per  lb   0  06 
Nails,  per  lb   0  05 
Mop,  cotton,  per  lb   0  15 

Butts — Plated,  bower  barft  & 
nickel,  45  p.c. 
Wrought  brass.   45   p.c.   off  re vised  list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought    steel    fast    joint  and 
loose  pin,  65. 10  and  5  p.c. 

Cement — Portland,  bags  per 
bbl  1  55    1  65 

Cold  Chisels,  5x6  in.,  doz.'  2  20 
Bevel  edge,  1  inch,  doz. .  .  2  50 

Conductor  Pipe — 2  inch,  in  10  ft.  lengths..  3  30 
3  ••  ■•  .  .  4  00 
4  "  ••  .  .  5  28 
5  ••  ••  .  .  7  2« 
6  "  "  .  .  8  80 

Door  Knobs — Canadian,  45  per  cent. 
Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — 
Single  sets,  each    1  80 
Double  sets,  each    3  25 
Unbreakable  rail.  100  feet  5  00 

Draw  Knives — 
Carpenters'   fi  inch.  doz...   5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  lirass,  55  per cent. 

EaTetrough — 8  in.  in  100  ft.  lengths..  2  90 
10          "  "           .  .  3  15 
12          '•  "           .  .  8  68 
15          "  ••           .  .  5  25 

Factory  Milk  Cans — Milk    CHns    and    ppilR     40  p.c. 
Hand     delivery     ajid  creamery 
cans.  40  p.c 
Railroad  and  crenio  cans  and 
taps.  45  p.p. 
Creamery  triniinings,  75  and 
12  V,  p.c. 

Files  and  Rasps — 
Disstnn's.  Great  W^Btirn  Amer- ican. Kearney  &  Foot.  Globe  all 
T.t:  Black  Diamond  and  N  icholson 
661:  Jewetfs  (English  list)  27^; Delta  66i. 

Hammers — Tack,  iron.  doz..  0  35 
l.iidies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,    doz   1  25 
Adze  eye,  hickory  handle. 
1  lb.,  doz   6  25 
A  die  eye,  straight  claw,  1 
lb.,    doz   7  no Farriers  hammers,   10  oz., 
doz   5  00 
Tinners    setting.     %  lb., 
doz   •<  50 
M.ichinists,  V4  lb.,  doz...  3  20 
Slcdci'.    Can.idian,     5  lbs. and  over    0  u6 
Sledge,  Masons,  f>  lbs.  and over    0  08 
.mtdge,   Napping,    up  to  2 
lbs   0  09 

Harvest  Tools,  50  p.c. — S-aiiisoii,  best  quality,  47A  per  cent. 
SidiHiilk  and  stable  scrapers, 
net.  $'J.25. WocmI    hay    raises,     -1.5    and  10 
per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50   per  cent. 
Heavy  T  and   strap,   4-in.,  100 lbs.    net,    $7.25;    Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,   65  p.c. 
Screw   hook    and   hinge,  $3.50, 
$4.50. Crate  hinges  and  back  flaps,  65 
and   5  yt.f. 
Chest  hinges  and  hinge  hasps, 
C5  p.c. 

Hinges  (Spring)  — Spring,  per 
gi-oss — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. Hooks — Bright  wire  screw  eyes,  60 

p.c. 

Bright  steel  gate  hooks  and staples.  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. 
Stove   pipe    eyes,    kitchen  and 
square  hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;   7  to  n   ft.,  18c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. 
Lift  Tabular  and    Hingle  Plain, 
per  doz.,  $5.00. 
.Tapanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen.  $1.20. 
Lamp  wick,  50  per  cent. 

Lavm  Hose — Competition  grade,  70 
Locks  and  Keys— Canadian  50  and 

19  per  cent. 
Mallets —  Tinsmith',    2%  x 

5V2  in.,  per  doz   1  26 
Carpenters',    round  hick- ory,,  6   in   1  96 
Lignum    Vitae,     round,  6 
inch    2  40 
Caulking,   No.   8.   oak....  16  00 

Mattocks — 6  lb.,   18  inch.  $6  doz. 
Picks.  6  to  7  lb..  4.65  doz. 
Pick   handles,  $1.85  dozen. 
Prospectors'      hammers,  16H rrnts   per  lb. 
Drilling  hammers,  fi  cents  per lb. 

Crowbars.    3%    rents    per  lb. 
Oilers — Kemp's  Tornado   and  Mc- 

Clary's  Model  galvanized  oil  can, with   pump,   5   gallon,   per  doz., 
$10.00. Davidson    oilers,   40  p.c. 
Zinc   and   tin,   50  p.c. 
Coppered    oilers.    50  p.c. Prass  oilers.   50  p.c. 
Malleable,   75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,    fancy,      30    to     35  per cent. 

Rope  and  Twine — Sisal  rope   0  09| 
Pure  Manilla  rope    0  lil 
•  'British ' '    Manilla    ...    0  11 
Cotton.   3-16    inch  and 
larger    0  24 
Russia    Deep    sea    ....   0  16 
Jute    0  0% 
Lath  Y.irn.  single....  0  08 
Lath    Yarn,   double    ...  0  OS^ 

fiiKa\    bed    cord,    48  feet, 
per    doz   0  65 

Sisal    bed    cord,    60  feet, 
per    doz   0  80 

SianI    bed    cord,    72  feet, 
per    doz  0  95 

Cotton  clothes  line,    18  off. 
Bag,  Kussian  twine,  per 
lb   0  27 
Wrapping,  cotton,  3 -ply twine    0  26 
Wrapping,    cotton  4-ply twine    0  30 
Mattress   twine,   per  lb.  0  45 
Staging    twine,    per    lb,  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 10. 

Iron  Burrs,  60  and  10  and  10 

per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12%   per  cent. 
Copper  Burrs  only,  22%  p.c. 

Rivet  Sets — Canadian,  35  to  37% 

per  cent. Sad  Irons — Mrs.    Potts,  No. 
00,  polished,  per  set   0  90 
Mrs.  Potts,  No.  50,  nickk-- plated,  per  set   1  00 
Mrs.    Potts,    handles,  jap- 
aned,  per  gross    8  40 
Common,  plain    4  25 

Common,   plated    5  50 
Asbestos,   per   set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  14  lb.  each,  per 
100    lbs   2  40 
Solid,  3  to  30  lbs   1  60 

Sash  Cor* — No.  8,  per  lb.  0  31% 
Screws — Wood,   F.H.,  bright 

and  steel   85  10  and  7i 
Wood,  K.H.,  bright  80  10  and  Ih 
Wood,  F.H.,  brass  ..75  10  and  7i 
Wood.  R.H.,  brass  .70  10  and  7i 
Wood.  F.H..  bronze  70  10  and  7^ 
Wood,  R.H..  bronze  65  10  and  7i 
Drive  .screws   85  10  and  75 
Set.    case   hardened,,  60 

Square  cap   50  and  0.") Hexagon    cap   46 
Bench,  wood,  per  doz.,  $5.00, 
Bench,  iron,  per  doz,,  $4.26. 

Screws    (Machine)  — Flat  head,  iron  and  brass,  35 

per  cent. Fillister  head,  iron.  30;  brass, 
25  per  cent. 

Shovels  and  Spades — Canadian,  No.  1  and  2  grade,  GO and   21/^  p.c. 
Xo.  3  and  4  grade,  .50,  15  and  2i 
per  cent. 

Soldering  Irons — Base,   per  lb.,   28  cents. 

Sap  Spouts — 
Bronzed  Iron   with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs...  5  70 
Bed,  100  lbs..  No.  14  ....  6  75 
Blind,  per  lb   0  12 
Coopers'    staples.    45    per  cent. Bright  spear  point.  75  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths,  7  62 
7  inch,   per  100   lengths.  ,   8  18 
Nestable,  40  per  cent, 
5   and   6-inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz,,,  1  85 Thimbles,  70  p,c. 

Carpet  tacks — blued,  80  and  10 
p,c, ;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  'M  weights,  60; 
Swedes  cut  tacks,  blued  and  t  n- 
ned,  bulk,  85  and  5,  in  doz-ens,  75 
and  10;  Swedes,  upholsterers', bulk,  90;  brush,  blued  and  tinn- ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  t\cks,  35;  leather  car- pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black.  65  and  10;  trunk  nails,  tin- 

ned and  blui'd.  65  and  10;  clont 
nails,  blued  and  tinned,  05  and 
10;  chair  nails,  .■!.')  and  10;  patent brads.  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tarks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk. 
75;  saddle  nails  in  papers.  10; 
saddle  nails,  in  bulk.  15:  tufting 
buttons,  22  line  in  dozens  onlv, 
60;  zinc  gluziers'  points,  5; double  pointed  tnrks.  papers.  90 
and  10:  double  pointed  t  icks,  bulk. 
55;    clinch    point   shoe    rivets.  45 

and  10;  cheese  box  tacks,  87%; 
trunk   tacks,    80   and   20;  straw- berry box  tacks,  80  and  10. 
Thermometars — Tin  case  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent 

Plain    and     retiuned,     75  and 

12%. 

Traps    (steel    game)  — Newhouse, 30  per  cent. 
Hawley  &  Norton,  40,  10  and  5 

per  cent. Victor,  60  ond  5  per  cent. Oneida    Ju«p    (Star).    50,  10, 
and  5  per  tent. 

Wheelbarrows — Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  32  40 

Wrought  Iron  Washers — Canadian, 
50  per  cent. 

Wire    Cloth — Painted     Screen,  in 
100-ft.  rolls,    §1.55    per  100  iq. 
ft.;    in    50-ft.    rolls,    $1.60  per 
100  sq,  ft. 

Wire  Door  Mats — 16  x  24,  doi., 

$9.00. HOUSEFUENISHINOS. 
Stoves  and  Ranges — Gas  ranges,  50  per  cent. 

Stoves    and    ranges,    50    and  6 

per  cent. 
Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Range     Boilers — 30-gallon,  Stan 
dard,  $4.75;  extra  heavy,  $7.00. 

Kitchen  Sinks — Cast  iron,  16x24, 
$1;  18x30,  $1.15:  18x36,  $1.95. 
Flat  rim  enameled  sinks  16x21 
$2.65;  18x30,  $3.10:  18x36,  $  .  5 

Enameled  Ware — White  ware,  75 

per  cent. London  and  Princess,  60  per cent. 
Canada,  Diamond.  Premier,  60 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  steel,  60  and  10  per  cent Premier  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. 
Hollow  ware,  tinned  cast,  50 
per  cent.  ofif. Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- tles.  50  p.c. 
Copper  tea   and   coffee  pots,  45 

per  cent. Copper  pitts,   40   per  cent. 
Galvanized    Ware — Dufferin  pat 

tern  pails,   50  per  cent. 
Flaring  pattern,   50  per  cent. Galvanized  washtubs,  45  p,c. 

Pieced  Ware,  35  per  cent.— 
Copper  bottom   tea   kettles  and boilers,   35  p.c. 
Tonl   hods.   40  per  cent. 
Boiler  and  tea  kettle  pitts, 

per  i-ent. Stamped    Ware — Plain,     75  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — Holloware,     40,  flat 
ware,  40  and  10, 

Churns — No,  0,  $9;  No,  1,  $9;  No, 
2,  $10;  No.  3,  $11;  No.  4,  $13 
No.  5,  $16;  f.o.b.  Toronto 
Hamilton.  London  and  St 
Marys,  40  per  cent.;  f.o.b.  Ot 
tawa.  Kingston  and  Montreal 
37%   and   10  per  cent. 

Washing  Machines — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re-act.    per   doz.  77  50 Dowswell    52  60 
New   Century,    Style   A..  101  26 
Ideal   Power   180  00 
Daisy    73  25 
Steplienson    74  00 
Purit.m   Motor   165  00 
Connor,  improved    52  50 
Ottawa    55  00 
Connor  Ball  Bearing,  .,,  1 12  50 Connor     Gearless  Motor 
Washer   180  00 

Wringers — 
Koval    Canadian,    11  in,, 
doz   47  75 
Eze,   10  in,,  per  doz.    ..  46  75 
Bicycle,  1 1  inch    60  50 
Tro.ian.   12  inch   100  00 
Challenge,  3  year,  11  inch  63  25 
Ottawa,  3  year,  11  inch,  58  26 
Favorite,  6  year,  11  inch,  61  76 
20  per  cent. 
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Lead  for  the 

Practical  Painter 

The  trade  of  the  good  Painters  in  your 

community  is  both  desirable  and  profitable. 

ELEPHANT 

GENUINE 

WHITE  LEAD 

is  a  favorite  with  many  successful  painters 

because  it  is  very  fine  m  texture,  works  easily 

under  the  brush  and  has  excellent  covermg 

capacity.  It  is  a  clean  and  brilliant  white, 

and  because  of  its  fineness,  absorbs  the 

greatest  amount  of  Imseed  oil,  thus  makmg 

more  paint. 

THE  CANADA  PAINT  CO 
LIMITED 

PAINT-VARNISH  &  DRY  COLOD  MAKERS'LINSEED  OIL  CRUSHERS 

III     U))  FACTOPIES  f^OFFICES^MONTREAL-TODONTO  & 
WINNIPEG ^OXIDE  niNES-RED  MILL-QUEBEC 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention  the 
Canadian  Hardware  Stove  and  Paint  Journal 

AliUMINXTM  WAEE. 
Northern  Aluminum  Co.,  Toronto. 
Ware   Mfg.    Co.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

ASH  SIFTERS. 
Burrows  Mfg.  Co.,  Toronto. 
Collins  Mf".  Co.,  Toronto. 
E.  T.  Wright  Co.,  Hamilton. 

AUGEE  BITS. 
Tobin  Arms  Mfg.  Co.,  Woodstock, Ont. 
AUTOMOBILE  ACCESSORIES. 

Canadian    Fairbanks,    Ltd.,  Mont- real. 
AXES. 

Allan  Hills  Edge  Tool  Co.,  Gait. 
BALE-TIES. 

Laidlaw  Bale-Tie  Co.,  Hamilton. 
BARN  DOOR  HANGERS. 

Canada  Steel  Goods  Co.,  Hamilton. 
Louden  Machinery  Co.,  Guelph, 
Taylor-Forbes  Co.,  Guelpk. BATHROOM  FITTINGS. 
Gendron  Mfg.  Co.,  Toronto. 

BELTING  (Leather). 
Sadler  &  Haworth,  Montreal. BICYCLE  LAMPS. 
Pollock  Mfg.  Co.,  Berlin. 

BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- 

real.* BOLTS  AND  NUTS. 
Steel  Co.  of  Canada,  Hamilton. 

BAR  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove     &     Heater  Co., 

Hamilton. 
Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. 

BRACES. 
E.  C.  Atkins   &  Co.,  Indianapolis, Ind. 

BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 
Dart  Union  Co.,  Toronto 

BROOMS  AND  BRUSHES. 
Thomas  Bryan,  Ltd.,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. Belleville   Hardware   &  Lock  Mfg. 
Co.,  Belleville. 

Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton    Stove    &     Heater  Co., Hamilton. 
Taylor  Forbes  Co.,  Guelph. 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O. 
Canadian  Yale  &  Towne  Co.,  St. 

Catharines. 
BURNERS. 

Ontario     Lantern     &     Lamp  Co., Hamilton. 
CANS  (Milk). 

MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
Thos.   Davidson   Mfg.    Co.,  Mont- real. 

CARBORUNDUM. 
Carborundum    Co..    Niagara  Falls, 

N.  Y. 
CARRIAGE  HEATERS 

Chicago  Flexible  Shaft  Co.,  Chicago, 
CASH  REGISTERS. 

National  Cash  Regi.ster  Co.,  Toronto CEMENT. 
B.  &'3.  H.  Thompson,  Montreal. CHURNS. 
J.  H.  iConnor  &  Sons,  Ottawa. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. CLIPPING  MACHINES. 
B.  &  S.  H,  Thompson  Co.,  Mont- real. 
Chicago  Flexible   Shaft  Co.,  Chi- cago. 

CLOCKS. 
Western  Clock  Mfg.  Co.,  La  Salle. in. 

CLOTHES  DRYERS. 
Cummer-Dowswell  Ltd..  Hamilton 

CLOTHES  MANGLES  AND 
WRINGERS. 

Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  Is  Sons,  St.  Marys. 
Taylor  Forbei  Co.,  Guelph. 

COAL  SHUTES. 
Clare  Bros.,  Preston. 
Gait   Stove    &   Furnace   Co.,  Gait. 

CONTRACTORS'  TOOLS. Allan  Hills  Edge  Tool  Co.,  Gait 
Gait  Stove  &  Furnace  Co.,  Gait. 

CORDAGE  AND  TWINE. 
Scythes  &  Co.,  Toronto. 

CORRUGATED  IRON. 
A.  0.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Winnipeg  Ceiling  &  Roofing  Co., Winnipeg. 

COTTON  DUCK. 
Scythes  &  Co.,  Toronto. 

COW  TIES  AND  CHAINS. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 
Oneida  Community,  Ltd.,  Niagara Falls,  Ont. 

CUTLERY. 
Dorken  Bros.,  Montreal. 
H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  'Toronto. Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. DE-HORNERS. 
R.  W.  McKenna.  Toronto. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor  Forbes  Co.,  Guelph. 
Louden  Machinery  Co.,  Guelph 

DRILLS    (Hand  and  Power). 
Canadian  Buffalo  Forge   Co.,  I3uf- falo. 

EAVETROUGHING. 
Thomas  Davidson  -Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. 
Sheet  Metal  Products  Co.,  Toronto. 
Winnipeg  Ceiling  &  Roofing  Co., Winnipeg. 

EDGE  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait. 

EGG  CRATES 
Cummer-Dow.swell  Ltd.,  Hamilton 

ENAMELED  WARE. 
Thos.    Davidson    Mfg.    Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. 

FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 
FEED  AND  LITTER  CARRIERS. 
Louden  Machinery  Co.,  Guelph. 

FILES. 
Nicholson  File  Co.,  Port  Hope. 
G.  &  H.  Harnett  Co.,  Philadelphia, Pa. 

FIRE    PLACE    BASKETS,  AND- IRONS, ETC. 
Enterprise  Foundry  Co.,  Sack- ville,  N.  B. 
James  Stewart  Mfg.  Co.,  Wood- stock. 

FISHING  EQUIPMENT. 
Marble  Arms  Mfg.  Co.,  Gladstone, Mich. 

FOOD  CHOPPERS. 
D.  Maxwell  &  Sons,  St.  Marys. FORGES. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

FRUIT  JARS. 
Consolidated  Fruit  Jar  Co.,  New Brunswick,  N.  J. 

FURNACES  (Warm  Air). 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne.  Hamil- 

ton. 
Can.    Heat.    &    Vent.    Co.,  Owen Sound. 
Clare  Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove    &    Heater  Co., Hamilton. 

Hall  Zryd  Foundry  Co.,  Grimsby. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.    Norsworthy    Mfg.    Co.,  St. Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
FURNITURE  SHOES  (Sliding). 

Onward  Mfg.  Co..  Berlin. GALVANIZED  IRON. 
A.  0.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.   Steel  Products  Export  Co., Montreal. 
Winnipeg  Ceiling  &  Roofing  Co., Winnipeg. 

GAS  RANGES. 
Baxter  Stove  C^o.,  Mansfield,  Ohio. 
Burrow,   Stewart  &  Milne,  Hamil 

ton. Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove     &    Heater  Co., Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston 
GAS  STOVES  AND  HEATERS. 

Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 
Collins  Mfg.  Co.,  Toronto. 

GATES. 
Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal GLASS. 
Consolidated  Plate   Glass   Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcy  &  Co.,  Toronto GO-CARTS. 
Gendron  Mfg.  Co..  Toronto. GRINDSTONES. 
Cleveland  Stone  Co.,  Cleveland  0 GUNS. 
Tobin  Arms  Mfg.   Co.,  Woodstock. HAMMOCKS. 
Gait  Robe  Co.,  Gait. HANDLES. 
W.   C.   Crawford,  Tilburv,  Ont 
J.  H.  Still  Mfg.  Co..  St.  Thomas. HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. HOCKEY  STICKS. 
J.  H.  Still  Mfg.  Co..  St.  Th  omas. HORSE  SHOES. 
Steel  Co.  of  Canada,  Hamilton 

ICE  CREAM  FREEZERS. 
McClary  Mfg.  Co..  London North  Bros.,  Philadelphia,  Pa. 
Sheet  Metal  Products  Co..  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  In.iector  Co..  Windsor JOIST  HANGERS. 
Taylor  Forbes  Co..  Guelph. KALSOMINE. 
A.  Ramsay  &  Son.  Montreal KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait LADDERS. 
Stratford  Mfg.  Co.,  Stratford. 

LAMPS  AND  BURNERS. 
Ontario     Lantern     &     Lamp  Co., Hamilton. 
Collins  Mfg.  Co.,  Toronto. LANTERNS. 
Thos.    Davidson   Mfg.    Co.,  Mont- real. 
Ontario     Lantern     &     Lamp  Co., Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  *;  Co..  Hamilton. LAWN  MOWERS. 
D.  Maxwell  4  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co..  Ltd.,  Stratford. LEVELS. 
Stanley   iRule    &   Level    Co.,  New 'Britain,  Conn. 

LIGHTNING  RODS. 
Empire   Lightning   Rod   Co.,  Win- nipeg. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Rice-Knight  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. 
Belleville  Hardware  &  Lock  Mfg. 

Co.,  Belleville. Hamilton    Stove    &    Heater  Co., 
Hamilton. 

James  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LUBRICATORS. 
Penberthy  Injector  Co.,  Windsor. 

LUMBERING  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait 

MANGLES. 
Taylor  Forbes  Co..  Guelph. 

METALS. 

V,-  S-  Leslie  &  Co.,  Montreal. McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. 

METAL  POLISHES. 
Nickle     Plate    Stove    Polish  Co, Windsor,  Ont. 

^TAi  SHINGLES,  SIDING,  Etc. Metal  Shingle  &  Siding  Co.,  Pros- ton, 
Winnipeg  Ceiling  &  Roofing  Co. 

Winnipeg.  ^  ' 

MOPS  (Self-wringing). Tarbox  Bros.,  Toronto. 
MOTOR  ACCESSORIES. 

Canadian     Fairbanks     Co  Ltd 

Montreal.  ' 

Pollock  Mfg.  Co.,  Berlin. NAILS  (Wire) . 

a.  b.   Howland,    Sons   &    Co  To- 

ronto. ' 
Imperial    Steel    &    Wire    Co.,  Col- Imgwood,  Ont. 
Laidlaw  Bale-Tie  Co.,  Hamilton. 
U.  S.  Steel  Products  Co.,  Montreal. 
Steel  Co.  of  Canada,  Hamilton. OFFICE  EQUIPMENT. Goldie  &  McCulloch,  Gait Monarch  Typewriter  Co.,  Toronto National    Cash    Register    Co  To- ronto. 

OILED  CLOTHING. 
Scythes  &  Co.,  Toronto. OILERS. 
Thos.  Davidson  Mfg.  Co.,  Montreal Hero  Mfg.  Co..  Philadelphia,  Pa McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

OIL  STONES. 

N  y""*^"""    Co.,    Niagara  Falls, Pike  Mfg.  Co.,  Pike,  N.  H. 
OIL  STOVES. 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto 
Boggis  Fdry.  Co.,  Cleve- 

land, 0. 

OIL  STORAGE  SYSTEMS. 
b.  F.  Bowser  &  Co.,  Toronto. 

TT  DOO-R  SPRINGS. 
U.  S.  steel  Products  Co.,  Montreal. 

PAINTS  AND  VARNISHES. Brandram  Henderson,   Ltd.,  Mont- real. 
Canada  Paint  Co.,  Montreal 
Imperial  Varnish  &  Color  Co  To- 

ronto. 

International  Varnish  Co.,  Toronto Ghdden  Varnish  Co.,  Toronto. K.  C.  Jamieson  &  Co.,  Montreal Lowe  Bros.,  Ltd.,  Toronto. Martin-Senour  Co.,  Montreal 
Pratt  &  Lambert,  Buffalo. Pinchin  Johnston  Co.,  Toronto 
A  Ramsay  &  Son,  Montreal Sanderson  Pearcy  &  Co.,  Toronto. Sherwin  Williams  Co.,  Montreal. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel   &   Wire   Co.,  Col- lingwood. 
John  Lysaght,  Ltd.,  Bristol,  Eng., and  Montreal. 

POST  HOLE  DIGGERS. 
Erie  Iron  Works,  St.  Thomas. 

PLUMBING  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 

Dart  Union  Co.,  Toronto 
Hamilton   &   Stott,    St.  Thomas. 

PROPELLER  FANS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

RAKES  (Lawn). 
Erie  Iron  Works,  St.  Thomas. 

RASPS. Nicholson  File  Co.,  Port  Hope. 
RAZORS. 

Gillette   Safety  Razor   Co.,  Mont- real. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

RAZOR  HONES. 
Carborundum    Co.,  Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike,  N.  H, 
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SUPERIOR 

aUALITY 
PLUS  CONSCIENTIOUS  CO-OPERATION 

MAKE  THE 

IMPERIAL 

MEASURE 

MINERVA  PAINT  PROPOSITIOW 

Al^tONEYMAKERFOIlACCftESSIVE  DEALERS  GY INCREASINCTHEIH  BUSINESS 
WiUTC  FOR.I>ACtTieUbARS 

PINCHIN,JOHNSON^Ca<eANAM>.LlMITED. 

377-367  CAftLAW  AVENUE.  TORONTO.  CAN. 

PETROX 

Sanitary — Washable 

WATER  PAINT 

This  article  is  put  up  in  paste  form  in  handy  sizes  for 
retailing,  5,  10,  25  &  50  lb.  tins.  It  needs  but  the 
addition  of  a  little  water  to  make  an  excellent  paint. 
Is  washable  after  short  exposure  and  gives  a  matt 

finish,  showing  no  brush  marks.  The  colors  are  lime- 
resisting  and  non-poisonous.  Covering  power  is  a 
great  deal  more  than  that  of  Oil  Paint.  Can  also 
be  painted  or  papered  over. 

WRITE  FOR  PRICES 

Sanderson  Pearcy  &  Co. 
Limited 

Wholesale  Paints,  Oils,  Glass,  &c. 

61-63-65  Aaelaide  St.  W.    TORONTO,  ONT. 

Quality  sells  our  Glass 

When  buying  Window  Glass,  see 

that  you  get  the  world-wide  brand 

Manufacturers  of  all  kinds  of  British 

Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 

Cast,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 
MONTREAL 

WINNIPEG 

TORONTO 
VANCOUVER 

Works:— St.  Helens,  England 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  Journal 
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RAZOR  STROPS. 
Carborundum  Co.,  Niagara  Falls, Ont. 
J.  Wiss  &  Sons,  Newark.  N.  J. 

REGISTERS  (Warm  Air). 
Canadian  Heating  &  Ventilating 

Co..  Owen  Sound. 
Clare  Bros..  Preston. 
t'errosteel  Co..  of  Canada,  Bridge- burg. 
Gurnev  Foundry  Co.,  Toronto. 
Hamilton  &  Stott,  St.  Thomas. 
McClary  Mfg.  Co.,  London 
,Iames    Stewart    Mfg.    Co..  Wood- stock. 
James  Smart  Mfg.  Co.,  Brockville. 

REVOLVERS 
Dorken  Bros.,  Montreal. 

ROOFING  (Metal). 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. 
Winnipeg  Ceiling  &  Roofing  Co., 

Winnipeg. 
ROOFING  (Prepared). 

Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Roofing  Co.,  Toronto. 
H.    S.  Howlnnd,    Sons   &   Co.,  To- ronto. 
Canadian  H.  W.  Johns-Manville 

Co.,  Toronto. 
REFRIGERATORS  AND  ICE 

CHESTS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

RUBBER  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., 

Toronto. 
RULES  AND  TAPES. 

Lufkin  Rule  Co.  of  Canada,  Wind- 
sor. » 

Stanley  Rule  &  Le""'  Co.,  New Britain,  Conn. 
SAD  IRONS. 

Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McClary  Mfg.  C'^ ,  London. 
Taylor  Forbes  C^  ,  Guelph. 

SAFES 

Goldie-McCuIloch  Co.',  Gait. 

SANITARY  CLOSETS. 
N.  M.  Walker,  Grimsby. 

SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,   Stewart  &  Milne.  Hamil- ton. 

SCREEN  CLOTH. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 

SCREWS. 
Steel  Co.  of  Canada,  Hamilton. 

SHEARS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

SHOVELS  AND  SPADES. 
Lundy  Shovel   &   Tool   Co.,  Peter- boro. 
Canadian     Shovel     &     Tool  Co., Hamilton. 
Erie  Iron  Works.  St.  Thomas. 

SILVERWARE. 
Oneida    Community,    Ltd.,  Niagara 

Falls,  Ont. 
Toronto  Silver  Plate  Co.,  Toronto. 

SHEET  METALS. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  Cartridge  Co.,  Montreal. 
H.    S.   Howland   Sons   &   Co.,  To- ronto. 
Marble  Arms  Mfg.  Co.,  Gladstone-, Mich. 
Owen  Sound  Steel  Press  Co.,  Owen 

Sound. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRAYERS. 
Collins  Mfg.  Co.,  Toronto. 

SPRINGS  AND  AXLES. 
.luelph  Spring  &  Axle  Co.,  Guelph. 

STEEL  TROUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STOVES  AND  RANGES. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &  Milne,  Hamil- ton. 

Canadian    Heating    &  Ventilating 
Co.,  Owen  Sound. 

Copp  Stove   Co.,  Fort  William. Collins  Mfg.  Co.,  Toronto. 
Thos.  Davidson  Mfg.  Co.,  Montreal. 
Dohorty  Mfer.  Co.,  Sarnia. 
Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 

'ryd  Foundry  Co.,  Hespeler. 
Hamilton     Stove     &    Heater  Co., Hamilton. 
McClary  Mfg.  Co.,  London. MoflFat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mf".  Co.,  Woodstock. 

STOVE  CEMENT. 
G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 
U.   S,   Steel   Products   Export  Co., Montreal. 

TENTS  AND  AWNINGS. 
J.  J.  Turner  &  Son,  Peterboro. 

TIN  PLATE. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.    Steel   Products  Export  Co., Montreal. 

TOOL  GRINDERS. 
Cleveland  Stone  Co.,  Cleveland 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TOOLS    (Mechanics) . 
Dorken  Bros.,  Montreal. 

I       ■  I'lls  Edge  Tool  Co..  Giilt. 
North   Bros..   Ptiilndelphia.  Pa. 
Peck.  Stowe  &  Wilcox,  Cleveland, 

Ohio. TRAPS. 
Oneida    Community,    Ltd.,  Niagara 

Falls,  Ont. 
VACUUM  CLEANERS. 

Onward  Mfg.  Co.,  Berlin. 
Pollock  Mfg.  fo.,  Berlin. 

VALVES  AND  UNIONS 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Ppnhi  rtliy  Injector  Co.,  Windsor. 
Dart  Union  Co..iToronto 

VENTILATORS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Cummer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
Henderson    &    Richardson,  Mont- 

real. 

WATER  SERVICE  SYSTEMS. 
National  Equipment  Co.,  Toronto 

WATER  GAGES. 
PcnliiTthy  Injector  Co.,  Windsor. 

METAL  WASHBOARDS. 
Meakins  &  Sons,  Hamilton. 

WHIFFLETREES  (Steel). 
Canada  Steel  Goods  Co.,  Hamilton. 

WHOLESALE  HARDWARE. 
H.   S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 

WHITE  LEAD. 
Brandram- Henderson     Co.,  Mont- real. 
Canada  Paint  Co.,  Montreal. 
WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  O. 

WIRE  FENCING. 
U.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial    Steel    &    Wire    Co.,  Col- 

lingwood. 
WIRE  ROPE. 

B.  Greening  Wire  Co.,  Hamilton. 
WOODENWARE. 

Meakins  &  Sons,  Hamilton. 
WRINGERS 

American  Wringer  Co..  Xew  York. 
Cumnier-Dowswell,  Ltd..  Hamilton. 
D.  Maxwell  &  Sons,  St.  Mary's. 

Cold  Weather  and  Frost 

have  no  effect  on  Ramsay's  Paints.  Those  ciealers  handling 
this  line  know  there  is  no  danger  of  complaint  that  Ramsay's 
Paints  cannot  be  satisfactorily  applied  in  cold  weather. 

RAMSAY'S  PAINTS 
are  made  to  stand  the  rigorous  Canadian  climate  with  all 
its  extremes.  They  are  made  right  to  paint  right,  and  your 

stock  for  this  Fall  and  Winter  should   be  Ramsay's. 

Will  you  answer  our  invitation  to  he  a  Ramsay  Agent 

A.  Ramsay  &  Son  Co.,  Montreal 

Paint  Makers  since  '42 

WhM  wrltlnc  to  adv«rtU«ri,  kindly  mtntion  tli*  Canadian  Hardware,  StoT«  It  Paint  Jonmal 
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WANTED  and  FOR  SALE 

Ads  under  this  head  ten  cents  per  line.    Five  lines 
once  for  50  cents,  three  times  for  $1.00.    Cash  must 
accompany  order.    No  accounts  booked. 
SPECIAL  TO  SUBSCRIBERS-Every  subscriber  is allowed  one  five  line  ad  free  each  year. 

BUSINESS  CHANCES 

"XiyANTED— Warehoiifie  Manager  for  Wholesale  Hardware.   Must  be  prac- ' '     tical  hardware  man  with  sufficient  executive  ability  to  take  complete 
charge  of  Staff  ontside-of  office.    State  reference  as  to  ability  and  character. PEART  BROS.  HARDWARE  CO.,  LTD.,  Hegina,  Sask.  10-12-3 

TINSMITHS'  TOOLS 

COMPLETE  SET  TINSMITHS'  TOOLS,  |135.   Apply  Box HARDWARE,   STOVE   &   PAINT  JOIJRNAL, 
T70R  SALE 
^    127,  CANADIAN Toronto. 

"POR  SALE— One  set  Second  Hand  Tin-niiths' Tools  with  extension  ladders Also  shop  and  Fixture  at  Reasonable  Price.    Mrs.  Knaus  Beansejour 
Man.  10-12-1 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Ag'cnls 
15)4  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 
Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

THE  IMPROVED    KEYSTONE  DEHORNER 
A  4-sided,  sliding,  shear  cutting,  Dehorning  Knife  that  does  its 
work  in  an  instant  with  but  an  instant's  pain.  Agricultural Colleges  and  Veterinary  Surgeons  commend  the  KEY 
STONE — The  quickest,  cleanest  and  easiest  dehomer  made. If  your  Jobber  cannot  supply  you,  write  me,  and  I  will  send  full 
particulars  of  my  special  proposition  to  retailers. 

R.  H.  McKENNA,  219  Robert  Street,  Toronto. 

ROSS  &  WRIGHT 
Insurance  Couniellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET,  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 

We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses, 
us  when  your  loss  occurs Wir. 

THREE  SUBSCRIPTIONS  FOR  TWO  DOLLARS 
The  efficiency  of  hardware  clerks  can  be  increased  by  having  them 
read  Canadian  Hardware  every  month.  Any  retailer,  already  a  sub- 

scriber, can  have  two  extra  papers  sent  to  his  clerks  each  month,  for 
one  dollar.  Send  $  I  to  renew  your  own  subscription  and  $1  addi- 

tional for  papers  for  your  stons  salesmen — a  very  practical  holiday  gift. 
Canadian  Hardware,  Stove  &  Paint  Journal,  32  Colbome  St.,  Toronto 

CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  HARD- 
WARE, STOVE  AND  PAINT  JOURNAL 

contains  much  valuable  information. 
Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement — but  if  you  will  refer  to  the Directory  in  most  cases  you  will  find  Just  what  you  are  looking  for. 

Sell  the  Cleveland 
The  Grindstone  With  This  Trademark 

Protects  you  from  the  unfair  competition  of  in- 
ferior g-rindstone,  Protects  your  customers.  All 

sizes— fine  or  course  grit-  power,  hand  or  treadle— tlie  line  is  complete,  and 
your  profits  are  gener- ous. 

Our  advertising  campaign  now  running  makes 
thi.s  the  time  to  go  after  increased  grindstone 
business  in  earnest.  Cleveland  (irindstones 
are  genuine  Berea  or  Huron  stone  unequalled 
for  uniform  grit  and  necessary  grinding  hard- ness. 

The  Cleveland  Stone  Company 
Cleveland,  Ohio 

J.  J.  TURNER  &  SONS 

The  Largest  Manufacturers  in  Canada  of 

Tents,  Flags,  Awnings,  Sails,  Horse  Blan- 
kets, Waterproof  Goods,  Coal  Bags  and 

every  description  of  Camping  Goods. 

Send  us  your  orders  for  Tents  and  l(eep  them  in 
stock.   The^  are  put  up  in  bags  to  keep  them  clean. 

J.  J.  TURNER  &  SONS 
Peterborough,  Ont.  Regina,  Sask. 

We  Ship  Promptly 

Try  us  for 
We  are  sole  selling  agents 

Cordage The  Hopkins  Mfg.  Co. ,  Limited 
Mfrs.  of  Bags,  Tents, 

Wrapping  Twines 

Tarpaulins,  Flags 
and 

Cotton  Duck 
The  Dominion  Waste  Mfg.  Co. , 

Limited 
Oiled  Clothing Mfrs.  of  Cotton  and Wool  Waste 

Scythes  &  Company  Limited TORONTO MONTREAL 

MONARCH 
The  King  of  all 

Writing 

TYPEWRITE
RS  ^-i^- JUST  THE  THING  FOR  THE 

UP-TO-DATE  HARDWARE  MAN 

Remington  Typewriter  Co.,  Limited 
MONARCH  DEPARTMENT 

144  Bay  Street,  Toronto,  Ontario 

When  writing  to  «4T«rtii«r>,  kindly  mention  tke  Canadiui  Hardware,  Stove  &  Paint  Journal 
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DOMINION  BOLT  AND  SCREW  COMPANY,  LIMITED,  TORONTO,  CANADA 

Independent  Manufacturers  of  High-Grade 

MACHINE  BOLTS  CARRIAGE  BOLTS  &  COACH  SCREWS 

If  your  trade  demands  the  best,  then  your  source  of  supply  should  be  our  factory.      Write  for  prices.  Pleased  to  quote 

HEAVY  GALVANIZED  STEEL 

No  trough  to  compare  with  this  on  the  market. 
Capacity  of  standard  size  about  1 0  imperial 
gallons  to  the  foot.    Other  sizes  made  to  order. 
Lengths,  6,  7,  8,  10,  12  ft.,  without  a  seam. 

A  Fast  Seller  to  Farmers 

STOCK  WATERING  TROUGH 

No  rivets  to  rust  out ;  the  end  is  fastened  by 
our  patented  device.  Stands  1  3  inches  high  and 
measures  18,2  across  top.  Weight,  about  14 
lbs.  per  lineal  foot. 

Write  Now  for  Quotations 

ERIE  IRON  WORKS,  Limited,  Makers,  ST.  THOMAS,  ONTARIO 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screws 
and  Stove  Urns. 

Write  for  Prices 

The  Consolidated  Fruit  Jar  Co. 

New  Brunswick,  N.  J. 

SPECIAL  THREE  MONTHS  TRIAL  OFFER 

A  three  montlis  trial  will  convince  yoii  that  this  is  the  most 
thorough  and  practical  course  in  Sheet  Metal  Pattern  Drafting  to 
be  had.  I  will  send  you  the  first  three  months  work,  consisting 
of  the  first  15  plates,  15A  in.  x  18i  in.,  with  instruction  sheets  for 
$5.00.  If  you  are  in  doubt  as  to  whether  this  course  is  what  you 
want,  you  may  give  it  a  three  months  trial  without  binding 
yourself  in  any  way  to  complete  the  full  25  months  course  unless 
you  wish  to  do  so.  The  Foundation  of  Pattern  Drafting  is  taught 
in  the  first  three  months  worli.  Cut  out  this  advertisement  and 
enclose  with  a  post  otlice  order  for  $5.00  payable  to  G.  L.  Gray 
and  the  above  mentioned  three  months  drawings  and  instruction 
sheets  will  be  sent  you  at  once  prepaid.  This  offer  stands  good 
for  30  days  only  from  date  of  this  issue. 

GRAY'S  SCHOOL 
3537  THIRD  AVENUE 
NEW  YORK  CITY 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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IS  A  NAME  AND  TRADE-MARK 
STANDING  FOR  THE  VERY  BEST 

IN  THE  LINE  OF VFKIN 

Measuring  Tapes  and  Rules 

DOMINION 
MADE 

Our  extensive  advertising  in  Canada  has  created  a  demand 
that  every  progressive  dealer  should  be  able  to  satisfy. 

TM£/UFKiNRUL£t?0.  OfQanADAUtJ). 
WlND30/tONT, 

BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863 

Twelve  Medals  of  Award  at 

INTERNATIONAL 

Expositions 

INCORPORATED  1895 

Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

Copy  of  Catalog-ue  will  be  sent  free  to  any  interested  File  User  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  FILE  CO. 

RED 

s 

1 
1  rr GLASS 

BENDERS TO 

THE 

TRADE 
BRAND 
WINDOW 
GLASS 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
DON  ROADWAY  and  Ornamental  Glass  TORONTO 

The  R-K  Portable  Table  Lamp 
This  beautiful  table  lamp  makes  and  burns  its 
own  gas  using  a  mantle  same  as  city  gas.  It  is 
neat,  clean  and  simple,  cannot  explode,  makes  no 
smoke  or  smell  and  is  an  ornament  in  any  home. 
Is  fitted  with  large  art  glass  dome  shade  giving  it 
a  very  neat  and  rich  appearence. 
Mr.  Dealer: — Thousands  of  these  lamps  are 
now  being  sold.  They  are  just  the  thing  that 

A  post  card  brings  our  catalogue,  and 

RICE-KNIGHT  LIMITED 

your  customers  have  been  looking  for.  Five 
hundred  hardware  dealers  in  the  West  are  now 
featuring  and  selling  these  lamps.  Why  not  you? 
The  profit  is  large,  and  they  will  eventually  be 
sold  m  your  town.  Better  write  to-day  and  get 
the  exclusive  selling  rights  and  be  prepared  for 
the  Xmas  trade.  Your  customers  will  buy  from 
sample,  no  need  of  carrying  a  large  stock. 

circulars  of  this  lamp  in  original  colors. 

Toronto,  Ont. 

When  writing  to  advertisers,  kindly  mention  the    Canadian  Hardware,  Stove  &  Paint  Journal 
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Patent  Divided  Glass  Oven  Door 

The  Pilgrim  Banner  Cast  Range 
For  Hard  Coal,  Soft  Coal  or  Wood 

Your  Competitor  Can  Get  Nothing  to  Compare  With  It 

This  patent  divided  glass  oven  door  gives  you  a  special  talking  point, 
entirely  different  from  anything  your  competitor  can  offer,  as  it  can  be 
had  only  on  stoves  of  our  make.  It  enables  you  to  get  your  price,  and 
a  handsome  profit  on  every  sale. 

"Cake  Like  Mother  Used  To  Make" 
Is  easy  with  this  patent  oven  door 

All  the  baking  in  sight.  Everything  baked  exactly  right.  Your 

customers  will  never  have  a  cake  "  fall "  with  this  divided  glass  door. 
No  more  food  "  burnt  to  a  crisp "  because  they  forgot  to  open  the 
oven  door  soon  enough. 

The  Greatest  Selling  Feature  Ever  Placed  on  Any  Range 

These  special  features  and  conveniences  of 

BAXTER  BANNER  GAS  RANGES 

Will  appeal  strongly  to  your  prospective  customers 

Patent  Divided  Glass  Oven  Doc 
A  feature  which  distinguishes  Banner  Gas  Ranges  from  all 
other  makes  of  gas  ranges  and  which  of  itself  will  make  the 
sale  in  face  of  the  sharpest  competition. 
When  open,  the  upper  half  containing  the  glass  swini 
tirely  out  of  the  way.  The  lower  half  goes  down  autoiir  .ny 

and  forms  a  perfect 'shelf,  wide  enough  to  pull  the  baking  out 
upon — narrow  enough  so  that  a  heavy  roast  can  be  put  into  the 

oven  easily  without  holding  it  at  arm's  length  over  a  hot  oven door. 

Sanitary  Baked  Enamel  Finish 

Range  body  and  castings  have  special,  non-rusting,  baked 
Japan  finish.    Beautiful  and  sanitary.    Easy  to  clean. 

One  Oven  Burner 

Our  single  oven  burner  uses  much  less  gas  and  does  better  work 
than  the  double  oven  burners  on  other  ranges.  This  one 
burner  serves  both  oven  and  broiler,  insuring  perfect  baking 
and  broiling  at  lowest  cost. 

Notice  to  The  Trade 

The  names  of  the  two  Canadian  jobbers — one  East  and  one 
West — who  will  handle  Banner  Gas  Ranges  and  also 
Baxter  Banner  Stoves,  for  coal  and  wood,  will  be  announced 
in  our  next  advertisement. 

Don't  buy  before  you  see 

the  Banner  Line." 

Guaranteed  Explosion-Proof 
The  oven  burner  cannot  be  lighted  without  opening  the 
oven  door.     No  cumbersome  or  dangerous  pilot  lights  to 
get  out  of  order,  fail  to  ignite,  or  confuse  the  operator, 

jafe  and  sane." Aluminized  Oven  and  Broiler 

All  the  oven  and  broiler  linings  are  covered  with  beauti- 
ful, silvery,  aluminum  bronze,  making  them  bright  and 

attractive. 

No.  518-528  Banner  Gas  Range 

The  Baxter  Stove  Co.,  Mansfield,  Ohio 

Minneapolis St.  Louis Lincoln Des  Moines 
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Hardware  Exhibition 

to  be  held  at 

13th  Regiment  Armouries,  Hamilton 

FEBRUARY  17th  to  22nd,  1913 

Duiing  the  Eighth  Annual    jnvention  of  the 

ONTARIO  RETAIL  HARDWARE  AND  STOVE 

DEALERS'  ASSOCIATION 

which  will  be  attended  by  hundreds  of  the  most  progressive 
hardware  merchants  from  all  parts   of   the  Dominion 

For  particulars,  plans  of  Exhibition  hall, 
location  of  booths,  write  at  once  to 

CANADIAN  HARDWARE  MANUFACTURERS 

EXHIBITORS'  ASSOCIATION 

F.  M.  TOBIN.  Secretary  Treasurer WOODSTOCK.  ONTARIO 
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Gillette  Safety  Razor  1 

■^o  other  article  combines  such  every-day,  life-long  usefulness  with  so  handsome  an  I 

appearance,  at  prices  which  suit  so  well  the  average  shopper's  Christmas  appropriation. 
Over  3  dozen  styles  from  which  to  select: 

6  types  of  Pocket  Editions,  three  styles  of  each,  (See  No.  502  below)  to  retail  at  $5.00,  $5.50  and  $6.00. 
2  types  of  Standard  Sets,  3  styles  of  each,  (See  No.  460  below)  to  retail  at  $5.00  to  $9.00. 
2  styles  of  Combination  Sets,  like  No.  46 IB  above,  to  retail  at  $6.50. 
8  styles  of  Kodak  type  Combination  Sets,  like  No.  00  below,  to  retail  at  $7.50  to  $12.00. 
3  styles  of  Travelling  Sets,  to  retail  at  $18.00  to  $25.00. 

We  are  prepared  to  make  prompt  shipments  from  stock.    If  you  haven't  our  big  Catalogue  picturing  and 
describing  these  styles  mdividually,  write  for  it  at  once. 

Gillette  Safety  Razor  Co. 
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Established  1847 

Rice  Lewis  &  Son 

Limited 

"The  Store  with  the  Exclusive  Stocks" 

wisn  tiiciT  patTons  and 

readers  of  this  Journal 

A  Merry  Christmas 

and  a 

Prosperous  New  Year 

King  &  Victoria  Sts. 

Toronto 

When  writing  to  advertisers,  kindly  mention  tb«  Canadian  Hardware,  Stove  &  Faint  Journal 
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Canadian  Wholesale  Hardware  Directory 

The  following  firms  will  be  pleased  to  quote  pnces,  or  have  their  traveling 
salesman  confer,  with  retail  hardware  dealers,  regarding  lines  advertised 
by  manufacturers  in  Canadian  Hardware,  Stove  and  Paint  Joumeil. 

Nova  Scotia 

A M.  Bell  &  Co.,  Limited 
General  Hardware,  Cutlery  and  Sporting  Goods 

Wm.  Stairs,  Son  &  Morrow,  (Established  1810) 
Wholesale  Hardweire  and  Plumbing  Supplies 

Cragg  Bros.  Co.,  Limited 
Geo.  E.  Smith  &  Co. 

James  Simmonds  &  Co.  -  - 
Branch  at  Dartmouth,  N.S. 

New  Brunswick 

Sumner  Co. 

Emerson  &  Fisher,  Limited  - 

S.  Hayward  &  Co.,  Limited 

T.  McAvity  &  Sons,  Limited 
Wholesale  Hardware  and  Plumbing  Supplies,  Manufacturers  Brass  Goods,  etc. 

W.  H.  Thorne  &  Co.,  Limited 
Wholesale  Hardware,  Harness  Supplies,  etc. 

Quebec 
Caverhill,  Learmont  &  Co., 

Shelf  and  Heavy  Hardware 

Frothingham  &  Workman,  Limited 
Shelf  and  Heavy  Hardware 

L.  H.  Hebert  &  Cie.,  Limited      -  - 

Letang  Hardware  Co.,  Limited,  287  St.  Paul  St. 

Lewis  Bros.,  Limited    -  -  - 
Black  Diamond  Tools,  Sporting  Goods,  etc. 

A.  Prudhomme  &  Fils,  Limited,  1  0  Desbresoles  St. 

Starke-Seybold,  Limited 
Chime  Hardware  Co.,  Limited 

N.  Lemieux  &  Fils      -  -  - 

Mechanics  Supply  Co.,  Limited 
Mechanics'  Tools,  Plumbing  Supplies,  etc. 

J.  S.  Mitchell  &  Co. 

Ontario 

Whites,  Limited  - 
Wood,  Vallance  &  Co. 

Shelf  and  Heavy  Hardware,  Cutlery  and  Sporting  Goods 

Halifax,  N.S. 

Halifax,  N.S. 

Halifax,  N.S. 

Halifax,  N.S. 

Halifax,  N.S. 

Moncton,  N.B. 

St.  John,  N.B. 

St.  John,  N.B. 

St.  John,  N.B. 

St.  John.  N.B. 

Montreal,  Que. 

Montreal,  Que. 

Montreal,  Que. 

Montreal,  Que. 

Montreal,  Que. 

Montreal,  Que. 

Montreal,  Que. 

Quebec,  Que. 
Quebec,  Que 

Quebec,  Que. 

Sherbrooke,  Que. 

Collingwood,  Ont. 
Hamilton,  Ont. 

When  writing  to  »dvertlieri,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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Fife  Hardware  Co.,  Limited 

Hobbs  Hardware  Co.,  Limited 

D.  H.  Howden  &  Co.,  Limited 

Thomas  Birkett,  Son  &  Co.,  Limited 

Peterboro  Hardware  Co. ,  Limited 

Cochrane  Hardware,  Limited 
Blanches  at  North  Bay  and  St.  Ste.  Marie 

H.  S.  Howland,  Sons  &  Co.,  Limited 
Manufacturers  Graham  Nails,  Samson  Brand  Farm  Tools,  Bldg.  Paper,  Etc. 

Rire  1  ,ewis      Son   1  jmitpn 

Shelf  and  Heavy  Hardware,  Cutlery  and  Sporting  Goods 

Kennedy  Hardware  Co.,  Limited 
Kennedy  Brand  Cutlery,  Shelf  Goods,  Sporting  Goods,  Etc. 

Fort  William,  Ont. 

London,  Ont. 

London,  Ont. 

Ottawa,  Ont. 

Peterboro,  Ont. 

Sudbury,  Ont. 

Toronto,  Ont. 

1  ofonto  V  )nt 

Toronto,  Ont. 

Manitoba 

James  Ashdown  Hardware  Co.,  Limited 

Marshall-Wells  Co.,  Limited 

Merrick- Anderson  Co.,  inc. 

Miller-Morse  Hardware  Co.,  Limited 

Wood-Vallance  Limited 

Winnipeg,  Man. 

Winnipeg,  Man, 

Winnipeg,  Man. 

Winnipeg,  Man. 

Winnipeg,  Man. 

Saskatchewan 

Peart  Bros.  Hardware  Co.,  Limited 

J.  H.  Ashdown  Hardware  Co.,  Limited 

Regina,  Sask. 
Saskatoon,  Sask. 

Alberta 

J.  H.  Ashdown  Hardware  Co.,  Limited 

Wood-Vallance  &  Adams 

Marshall  Wells  Alberta  Co.,  Limited 

Revillon  Bros.,  Limited 

Calgary,  Alta. 

Calgary,  Alta. 
Edmonton,  Alta. 

Edmonton,  Alta. 

British  Columbia 

Wood-Vallance  Hardware  Co.,  Limited 

Martin,  Finlayson  &  Mather,  Limited 

McLennan,  McFeeley  &  Co.,  Limited 

Wood-Vallance  &  Leggatt,  Limited 

Walter  S.  Fraser  &  Co.,  Limited 

E.  G.  Prior  &  Co.,  Limited 

Nelson,  B.C. 

Vancouver,  B.C. 

Vancouver,  B.C. 

Vancouver,  B.C. 

Victoria,  B.C. 

Victoria,  B.C. 

Wben  writing  to  advertisers,  kindly  meiitiop  ttie  Canadian  Hardware,  Stoye  &  Faint  Journal 
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Nicholson-Made 

Files  are  the 

Best  Sellers 

By  selling  Nicholson-made  goods 
you  are  enabled  to  wait  on  more 

customers,  give  absolute  satisfaction 

and,  by  a  quick  turnover  make 

more  money.    They  are 

Best  Known 

Best  Value  and 

Quality  Guaranteed 

Nicholson  -  Made  is 
the  standard  by  which 

all  others  are  judged — 
and  has  been  for  nearly 

half  a  century.  See  that 

a  good  stock  of  our 
brands  is  kept  on  your 
shelves. 

Catalogue  on 

Request 

Best  % 
Brands  

^ 

Eagle,  Globe , 
Great  Western 

American, 

Kearney  &  Foot 

Arcade,  McClellan 
J.  B.  Smith, 

Made  in  Canada  <         /  / 

by  all  Hardware  I  I ' 

NICHOLSON 

FILE  COMPANY 

Port  Hope,  Ont. 

LUNDY 

SHOVELS 

are  knovv^n  from  coast  to 

coast  for  their  strong  con- 
struction and  durability  and 

are  in  use  on  the  largest 

construction  vs^orks  in  all 

parts  of  Canada. 

I'RADF.  MARK 

Our  Round 
Point  Socket 
Strap  Plain 
Black  Shovel 

The  Shovel  that 
Stands  the  Test 

We  make  Welded  Shovels 

because  experience  proves  and 

the  trade  demands,  Shovels  that 

are  stronger  and  more  durable  than 
other  makes. 

Order  from  j;our  nearest 
Jobber  or  direct  from  us 

Write  for  Catalogue  and  Prices,  address 

The  Lundy  Shovel 

and  Tool  Co.,  Limited 

PETERBOROUGH      -  ONTARIO 

or  any  of  our  Selling  Agents 

Ontario 

Quebec Manitoba  and 
Saskatchewan 

Alberta 
British  Columbia 

N.  B.  Misener,  Toronto 
Delorme  Bros.,  Montreal 

Tees  &  Persse,  Limited,  Winnipeg 

Tees  &  Persse,  Limited,  Calgary 
E.  E.  Crandall,  Vancouver 

VThn  writing  to  »dT»rti««ri,  kindly  mraUon  tli*  Canadian  Hardware,  Stove  &  Paint  Journal 
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"There  is  No  Question 

About  the  Quality  of 

These  
Goods^^ 

Extract  from  the  Report  of  the 

Purchasing  Agent  of  a  Cana- 

dian Railway  Company. 

Allan  Hills  Edge  Tool  Co. 
LIMITED 

Gait        -  Canada 

Western  Representative :    N.  J.  DINNEN,  141  Bannatyne  Ave.,  Winnipeg,  Man. 

Whan  writins  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Store  Ic  Faint  Journal 
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Rome"  Design 

BUILDER
S' 

HARDWA
RE 

Oil  and  Gas  Stoves 

Gray  Iron  Castings,  Dampers, 
Damper  Clips,  Fun»ace  Lamps, 
Molasses  Gates,  Oil  Can  Faucets, 
Bungs,  etc.,  etc. 

Send  for  complete  descriptive 
catalogues  and  price  list  of 
over  600  items. 

The  Taylor  &  Boggis 

Foundry  Company 

(MpM^  Ohio 

There's  quick  profit 

in  a  stock  you  can 

"turn  over''  at  least 

twice  a  year.  Have 

you  realized  the  pos- 

sibilities of  hand- 

ling leather  belting 

in  your  town? 

Every  factory,  ma- 
chine shop  or  steam 

laundry  uses  belting 

— and  lots  of  it. 

Why  not  put  in  a  stock  and 

get  their  business  instead  of 

having  them  send  their  orders 

out  of  town? 

Drop  us  a  Card- 

ask  us  "How" 

Tanners  and  Manufacturers 

MONTREAL 
511  William  St. 

ST.  JOHN,  N.  B. 
89  Prince  William  St. 

TORONTO 
38  Wellington  East 

VANCOUVER 
27  Columbia  Ave. 

WINNIPEG 
244  Princess  St. 

For  over  35  years  the  makers 
of  the    best    leather  belts. 

When  writing  to  »<iT*rtif«r»,  kindly  mention  tk«  Canadi«D  H»rdw«ro,  Stove  b  Paint  Journ») 
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Another  Extension  of  the 

Taylor-Forbes  Business 

We  have  purchased  the  lock  manufacturing  equipment, 

including  the  dies  and  tools,  made  for  the  Wilcox  Manu- 

facturing Company,  who  built  a  plant  at  London,  Ontario, 

and  spent  about  $20,000  on  this  equipment,  but  went 

out  of  busmess  before  the  equipment  was  used. 

A  New  Lock  Factory 

The  Taylor-Forbes  Company  intend  to  establish  a 

new  factory  immediately  to  make  locks  and  lock  sets, 

about  200  additional  employes  being  added  to  our  pay- 

roll as  a  result  of  this  new  enterprise. 

We  Thank  You  for  Past  Favors  and 

Wish  You  the  Season's  Greetings 

A  good  New  Year's  resolution  is  to  decide  to  keep  your 
money  in  circulation  in  Canada  by  buying  goods  of 

Canadian  Manufacture.  Taylor-Forbes  lines  are 

unexcelled  anywhere.  Ask  your  jobbers  for  them  or 

write  us  direct. 

TAYLOR-FORBES  CO.,  Limited 
Head  Office  and  Works: 

GUELPH,  ONT. 

H.  F.  Moulden  &  Son.Travellers'  Bldg., Winnipeg  . 
W.  A.  MacLellan,  Vancouver,  B.C. 
J.  B.  H.  Rickaby,  Victoria,  B.  C. 

Taylor-Forbes  Co.,  246  Craig  St.,  Montreal 
H.  G.  Rogers,  53  1-2  Dock  St.,  St.  John,  N.  B. 
Canadian  United  Mfrs.  Agency,  London,  Eng. 
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Sureness 

Penetration Killing  Power 

The  Portland  Power  Washer 

Has  a  3-Year  Gilt  Edge  Guarantee. 

Requires  Only  18  to  20  lbs.  Pressure 

to  drive  the  direct  drive  motor. 

There  is  no  Gearing — hence  no  Friction  or  Lost 

Motion — No  Oiling — Price  within  reach  of  all. 

A  profitable  line  for  the  dealer.    Let  us  ship  you 
a  trial  lot. 

Sole  Canadian  Agents  for 

Portland  Mfg.  Co.,  Portland,  Mich. 

The  LargeMt  Manufacturer*  of  Washing 
Machines  in  the  World. 

Immediate  Shipments  From  Stock 

Henderson  &  Richardson 

Fonnwly  J.  A.  HENDERSON 

Board  of  Trade  Building,  MONTREAL 

Wb«B  wrltlag  to  adTartiiora,  kindly  mantion  the    Ouiadlaa  Hu'4wara.  *  Tklat  Jaaraal 
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PROFITABLE  LINES 

For  Every  Hardware  Dealer 

Fairbanks-Morse  "Eclipse  "  Pumper 

VERY  hardware  dealer  should  be  familiar 

with  the  lines  carried  by  The  Canadian 

Fairbanks-Morse  Co.,  Limited. 

We  would  like  to  draw  your  attention  to  the 

Fairbanks-Morse  "Eclipse"  Pumper.  This  is  an 
outfit  which  should  be  known  by  every  hardware- 
man.  Write  us  and  let  us  tell  you  more  about 

this  wonderful  outfit.  A  regular  gasoline  engine 

which  will  do  many  odd  jobs  around  the  farm^ 

and  its  price  makes  it  within  reach  of  everyone. 

llemember,  when  ordering  your  supplies,  that 

we  carry  Valves,  Scales, 
Steam  Goods  and 

Plumbers'  Supplies, 
Roofing,  Transmission 

Appliances,  Small  Tools, 

Pumps  and  Farm  Ma- 
chinery. Before  ordering 

write  and  get  our  catalogs. 
A  card  to  our  nearest 

branch  will  bring  them 

to  you. 

Fairbanl^s  Standard  Scales 

The  Canadian  Fairbanks -Morse  Co 
UMITED 

Fairbanks  Standard  Scales — Safes  and  Vaults 
Fairbanks-Morse  Gas  Engines 

MONTREAL 
ST.  JOHN 
OTTAWA 

TORONTO 
WINNIPEG 
CALGARY 

SASKATOON 
VANCOUVER 

VICTORIA 

Wh*a  writiBC  to  s4T«rtU*ri.  kinAly  mantion  tha  Cansdiui  Hardware,  StOT*  tc  Faint  Journal 
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BURMAN'S CLIPPERS 

Bring  Repeat  Orders 

and  are  rapid  sellers  on  account 
of  construction,  finish  and  price. 
A  sale  of  one  of  these  clippers 

represents  another  satisfied 
customer  —  who  will  come  back 

again  for  this    and    other  lines. 

It  Pays  to  Handle  Barman's 

Hand  Clippers,  Power  Clippers,  Clippers  of  all  Kinds 

Large  Stock        Prompt  Shipments        Spare  Parts 

Order  through  ̂ our  jobber  or  direct. 

Sole  Agents  for  Canada 

B.  &  S.  H.  THOMPSON  &  CO.,  Limited,  Montreal 

A  Mighty  Good  Line  for  Fall  and  Winter 

Everyone  who  drives  in  cold  weather  in  any  kind  of  a  rig  from  an  Ox  Team  to  an 
Automobile  is  a  prospective  buyer  of 

CLARK 

INDESTRUCTIBLE  STEEL 

HEATERS 

They  come  at  all  prices — from  those  with  plain  galvanized  iron  finish  to  the  nickle  plated  velvet  carpet 
covered  ones.  Order  from  your  jobber  and  be  sure  you  get  the  Clark — the  kind  that  has  stood  the 
test  of  21  winters. 

CLARK  COAL  is  guaranteed  to  give  25  per  cent,  more  heat  than  any 
other  fuel  bricks  made.     It  ignites  easier,  heats  more  and  lasts  longer. 

Your  jobber  can  supply  you. 
Send  for  our  latest  Catalog. 

Chicago  Flexible  Shaft  Company 

250  Ontario  Street CHICAGO 

When  writing  to  advertisers,  kindly  mention  the   Canadian  Hardware.  Stove  &  Paint  Journal 
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Right  in  the  Shingle  District 

Samson  Eeady  Roofing  is  a  profitable  line  to  carry, 

especially  in  a  district  where  buildings  must  be 

protected  at  a  reasonable  cost.  This  school  was 

built  in  a  new  section  of  the  country  where  real  pro- 

tection was  desired.     We  want  to  assure  you  that. 

Samson  Ready  Roofing  Satisfies 

It  is  weather-proof,  fire-resisting,  sun-proof,  and  will  not  dry  out, 

rot  or  crack.  Samson  Ready  Roofing  is  Durable,  Sightly  and 

Economical.      It  sells  easily  and  at  a  good  profit. 

Send  us  Your  Orders 

H.  S.  Howland,  Sons  &  Co.,  Limited 
WHOLESALE  HARDWARE 

We  Ship  Promptly  TORONTO  Our  Prices  are  Right 

GRAHAM  NAILS  ARE  THE  BEST 

Wtaan  writlnc  to  advartiMri,  kindly  mantion  th*  Canadlui  Hardware,  StOT*  k  Faint  Journal 
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PERFECTION 

Ankle  Support 

All  Skaters  Need  Them 

All  Skaters  Like  Them 

A  Necessity 

for 

Comfort 

in 

Skating  // 

A  Seasonable  and  Fast 

Selling  Line 

Made  of  steel  and  so  constructed  that 

by  means  of  a  hinge  and  sliding 
attachment  the  ankles  may  bend  for- 

ward or  backward  while  it  is  impos- 
sible for  them  to  go  sideways. 

Order  a  sample  dozen  and  show 
them  to  your  customers — those  who 
sl^ate  and  those  who  would  like  to 
—and  you'll  soon  want  more. 
IV rite  for  Prices  and  Circular. 

Owen  Sound  Steel  Press  Works 

Owen  Sound Ontario 

The  Best  Made 

This  is  the  opinion  of  all 

Hockey  Players  who  have  used 

StilFs  "Special" 
Hockey  Sticks 

They  are  made  of  the  best 
Rock  Elm,  nicely  shaped  and 
well  finished.  Our  other  makes 

are  all  good  sellers,  including 
 the  

"Empire,"  "Imperial" 

and  "Champion" 
Ask  your  jobber 
for  these  lines. 

J.  H.  Still  Mfg.  Co.,  Ltd. 

St.  Thomas       :  Ont. 

PEERLESS 

AUTOMATIC 

CLOTHES 

LINE 

We  are  now  making  a  full  line  of  brass  nickle 

plated  towel  bars  as  well  as  the  "  Peerless 
Automatic  Clothes  line,"  an  article  indispensable 
for  the  laundry  and  bathroom. 

We  are  also  manufacturers 
of  the   celebrated   line  of 

"OLD  SOL"  Motorcycle,  Bicycle  and  Carriage 
Lamps,  Traction  Engine  and  Motor  Boat  Search 
Lights  and  Generators,  Pennant  Holders  for 

Automobiles,  "  Vulco "  Mending  Compound, 
Towel  Bars,  Clothes  Line  Devices  and  Metal 

Specialties. Write  for  Descriptive  Catalogue 
and  Prices  to  Dealers. 

The  Pollock  Manufacturing 

Company,  Limited 
Columbia  Place Berlin,  Ontario 

When  writing  to  advartiieri,  kindly  mention  the  Oanadiui  HkrAware,  StoTe  li  Palmt  Joam&l 
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THE  GOOD  CHEER 

UNE 

Design  Registered 

Something  Different 

Something  'Better 

Something  Exclusive 

in 

Ranges 

Heaters 

and 

Furnaces 

It  pays  to  handle  a 
line  which  cannot  be 

duplicated. 

The  James  Stewart  Mfg.  Company,  Limited 

Western  Warehouse  : 
156  Lombard  Street 

WINNIPEG,  MAN. 

WOODSTOCK 

ONT. 

Wholesale  Distributors  : 
McLENNAN,  McFEELEY  &  CO.,  Vancouver,  B.C. 
WOOD.  VALLANCE  HDWRE.  CO.,  Nelson.  B.C. 
ROSS  BROS..  UMITED.  Edmonton 

When  writing  to  adTertiacri,  kindly  mention  th«  Canadian  Hardware,  Stove  &  Faint  Journal 
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"DETROIT" 

VAPOR  STOVES 

Have  no  equal 

We  make  both  Gasoline  and  Oil  Vapor  Stoves,  from  a  one-burner  Hotplate  to  a  four 

burner  Table  Range  (see  cut)  either  in  Gasoline  or  Oil.  The  best  in  the  world.  Our 

Gasoline  "Detroit"  Vapor  Stove  lights  like  Gas.  Our  Oil  "Detroit"  Vapor  Stove  has 
no  wick,  it  lights  with  a  blue  flame,  no  smoke,  no  odor.  Cast  iron  burner  very  durable. 

Now  then  in  order  to  get  full  information  of  these  wonderful  stove  ssend  for  catalogue 

C  and  secure  agency. 

THE  DETROIT  VAPOR  STOVE  CO. 

DETROIT      -      -  MICHIGAN 

NEW  LINE 

UNIVERSAL  CLOTHES  WRINGERS 

Plain  Bearings  and  Steel  Ball  Bearings 

Spiral  Pressure  Springs    Enclosed  Cog  Wheels 

Packed  3  and  6  in  a  case 

PLAIN  BEARINGS 

No.  310E  -  -  -  -  Rolls,  10x13^  inches 
No.  31  IE        -        -        -,       -      Rolls,  11x1^  inches 

STEEL  BALL  BEARINGS 

No.  317E  -  .  -  -  Rolls,  10x1^  inches 
No.  318E        ....      Rolls,  11x1^  inches 

SAME  STYLE  MADE  IN  FOLDING  BENCH. 

Send  for    Catalog  (T). 

THE  AMERICAN  WRINGER  COMPANY 

99  CHAMBERS  STREET,  NEW  YORK,  U.S.A. 

When  writine  to  advertUers,  kindly  mention  th*  Canadian  Hardware,  Stovt  &  Paint  Journal 
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^  Horse 

Owners Every 

Where 

Need 

and 

Use 

RED  TIP  CALKS 

All  Horseshoers  Sell  Them 

Can  You  Supply  Them? 

The  original  Neverslip  Calk,  which  has  been  on  the  market  for 

twenty  years  and  found  favor  with  horseowners  wherever  used,  is 

guaranteed  to  wear  sharper  and  last  longer  than  any  other  calk. 

Horseowners  know  this  and  demand  RED  TIP  Calks;  so  that  the 

wise  dealer  will  see  that  he  is  in  position  to  give  his  customer  what  he 

wants,  by  carrying  a  supply  of  RED  TIP  Calks  always  on  hand. 

Remember  Neverslip  Calks  are  always  marked  with  a  RED 

TIP.  Without  the  RED  TIP  they  are  not  Neverslips. 

SEND  FOR  BOOKLET  A 

The  Neverslip  Manufacturing  Co. 

25  St.  Peter  Street,  Montreal,  Canada 

When  writing  to  advertiiers,  kindly  mention  tli*  Canadian  Hardware,  Stove  k  Faint  Jouma] 
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SIV/I  p    NICKEL-P
LATED  GOODS 

•  IVl.r.   MAKE  CHOICE  CHRISTMAS  GIFTS 

REGAL  TEA  AND  COFFEE  POTS 
MADE  FROM  HEAVY  COPPER  SEAMLESS  BODIES  WHITE  METAL  TRIMMINGS 

QUADRUPLE  SILVER  LINING  OVER  BLOCK  TIN 

Unexcelled  in  Design 
and  Workmanship 

Made  in  all  Standard 
Sizes 

Packed  Separately 
in  Cardboard 

Boxes 

Prices  on 

Application Solid  Silver  in  pattern  and  finish Hinged  lip  on  spout 

The  SHEET  METAL  PRODUCTS  CO.  of  Canada,  Limited 

Montreal  TORONTO  Winnipeg 

Roast  That  Turkey  Right 

Educate  your  Customers  to  do  this  by  showing  them 

Davidson's    Sterling"  Self -Basting  Roaster 

It  represents  the  acme  of  convenience — and  the 
uncertain  element  of  success  in  roasting-  is  entirely 
eliminated  when  this  pan  is  used. 

It  positively  makes  tough  meat  and  poultry  tender 
and  saves  all  the  natural  juices. 

Roasting  is  mostly  done  by  guess — baked  hard 
or  sometimes  burned  to  a  cinder. 

The  "Sterling"  will  not  permit  a  poor  cook  to 
spoil  the  turkey,  even  if  it  is  allowed  to  remain  in 
the  oven  longer  than  necessary — the  condensed 
steam  from  the  juices  will  keep  that  turkey  right — 
it  will  be  moist,  and  the  house  will  not  be  im- 

pregnated with  the  vile  odor  of  burnt  fat. 

ORDER  NOW. — They  sell  fast,  and  will  soon  be  demanded  in 
Every  Town  and  Hamlet  in  the  Dominion. 

The  Thos.  Davidson  Mfg,  Company,  Limited 

Montreal         Winnipeg  Toronto 

No.  200-lli  X  18J  X  8  inches. 

Wbw  wrning  to  adT«rtU«ri,  kindly  mration  th«  Canadian  Hardware,  Stove  &  Faint  Journal 
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HAMILTON  SECTION 

Make  your  plans  to  attend  the  Eighth  Annual  Convention  of  the  Ontario 

Retail  Hardware  and  Stove  Dealers'  Association  and  to  see  the  big  Exhibition 
of  Hardware,  Stoves  and  Paints  in  the  13  th  Regiment  Armouries,  during  the 
Convention,  the  dates  being  February  17  to  21,  1913. 

Hamilton  is  the  greatest  hardware  manufacturing  centre  in  Canada  and  the 
logical  place  to  hold  the  Convention.  A  profitable  time  is  ensured  all  who 

visit  the  "Hardware  City"  next  February. 

WIRE  BALE  T
IES  Our  wire,  for  baling  hay,  is  made  from  the  finest  quality  Bes- 

semer Rods,  and  is  10  per  cent,  stronger  than  any  other  baling 
Taidlaw  bale  tie  CO  wire. 

CROSS  HEAD  This  is  the  line  that  brings  the  dealer  clean,  satisfactory  profits 
  with  every  sale,  as  it  is  not  the  come-back  kind. 

sssssss  LAiOLAw  BALE  TIE  CO         Get  our  prices  and  Send  US  a  trial  ordcr — we  guarantee  to  satisfy. 
We  also  recommend  our  WIRE  NAILS  and  STAPLES  as  in- 

SINGLE  LOOP  ferior  to  none. 

The  Laidlaw  Bale-Tie  Co.,  Hamilton,  Ont. 
Geo.  W.  Laidlaw,  Vancouver,  B.C.  Harry  F.  Moulden,  Winnipeg,  Man. 

ATKINS  STERUNG  SAWS 

MADE  IN  CANADA 

AtRins  No.  6  Reversible 

They  have  distinct  advantages  that 

you  cannot  afford  to  overlook. 

There's  More  Money  in  Them'' 

Have  you  our  latest  book  ?  A  re  ̂ ou  familiar 

with  our  selling  plans?  We'll  he  glad  to 

put  you  next  if  you'll  write  us  

E.  C.  ATKINS  &  CO. 

MAKERS  OF  STERLING  SAIVS 

Canadian  Factory — Hamilton,  Ont.  Vancouver  Branch,  109  Powell  St. 

Whsn  wrltlnc  to  sdT«rtii«rs,  kindly  msntion  th«  Canadisn  Hardware,  StoT*  &  Pslnt  JonmU 
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The  Hatch 

Parlor- door  Hanger 

Reasons  why  you  should 

stock  them 

The  Hatch  Hanger  is  new,  low  in  price,  practical, 

not  a  moth  breeder,  easily  put  up,  easily  adjusted 

Prepare  for  the  big  1913  building  booTT} 

CANADA  STEEL  GOODS  CO.,  Ltd.  -  Haimlton,  Ont. 

RESCENT 
BRAND Manufactures  of  the  famous  Crescent  Brand  Butts  and  Hinges 

The  Steel  Company  of  Canada 
Limited 

Prompt  Shipment 

Hay  Baling  Wire      Bale  Ties 

Stove  Pipe  Wire    Clothes  Line  Wire 

Wrought  Pipe 

White  Lead        Shot  Putty 

DISTRICT  SALES  OFFICES: 

HAMILTON,  TORONTO,  MONTREAL,  WINNIPEG 
W.  A.  MacLennan,  Vancouver,  B.  C. 
J.  B.  H.  Rickaby,  Victoria,  B.C. 

H.  G.  Rogers,  St.  John,  N.B. 
Geo.  D.  Hatfield,  Halifax,  N.S. 

When  vritins  to  advertiierg,  kindly  mention  tha   Canadian  Hardware,  StoY*  b  Paint  Jowrsal 
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NEW  IDEA 

The  latest  creation  in  detachable 

Tub  Washing  Machines 

Specially  designed  for 
homes  where  storage 
room  is  limited. 

Large  (I  inch)  Steel  Balls  run  on  machined  bearings  of  large 
diameter.   Will  not  become  loose,  rickety,  or  hard  running. 

So  simple  and  light 
any   woman  can handle  it. 

Quick  Cleaners  and  Harmless 
to  Everything  but  Dirt 

Agents : 
W.  L.  Haldimand  &  Son 

Montreal 
H.  F.  Moulden  &  Son 

Winnipeg 

IT  PAYS  TO  SELL  A   GOOD  ONE 

Cummer- Dowswell 
w .   .    J  Hamilton 
Limited  Canada 

Wlien  writiaf  to  »dvertiieri,  kindly  mention  tie  Canadian  Hardwire,  Stove  &  Paint  Journal 
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TO  OUR  FRIENDS 

We  extend  our  cordial  good  wishes  for 

An  Enjoyable  Christmas 

With  sincere  appreciation  of  their  courtesies  during  1912 

and  the  hope  that  continued  prosperity  and  happiness 

may  he  the  portion  of  all  during  the  coming 

New  Year 

E.  T.  Wright  &  Co. 
(H.  G.  Wright) 

Hamilton,  Canada 

WIRE  CLOTH 

If  Sand  Screen  Cloth 

Fanning  Mill  Cloth 

Regalvanized  Wire 

Cloth 

Every  Description  of  Wire  Cloth  and  Wire  Work 

Wire  Rope  Wire  Rope  Fittings 

Manufactured  by 

The  B.  Greening  Wire  Co.,  Limited 

HAMILTON,  ONT.  MONTREAL,  QUE. 

When  writing  to  adverti«eri,  kindly  mention  tbe  Canadian  Hardware,  Store  &  Paint  Journal 
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The  Season's  Greetings 
are  extended  by  us  to  our  many  customers  and 
friends,  our  hope  being  that  all  are  enjoying 
their  share  of  the  prosperity  so  evident  in  most 
parts  of  Canada. 

As  we  look  back  over  1912  with  its  greatly 
increased  sales  of  Souvenir  Ranges  and  New 
Idea  Furnaces  we  thank  you  heartly  for  your 

co-operation  in  bringing  this  about. 

The  new  year  looks  full  of  promise  — 

Canada's  population  is  growing  fast  and  we 
are  enlarging  our  facilities  for  manufacturing 
and  adding  new  lines. 

We  look  forward  to  a  continuance  of  your 
confidence  and  will  do  our  utmost  to  make 

your  stove  and  furnace  business  satisfactory 
and  profitable  during  1913. 

There'll  be  "Souvenir" 

Gas  Ranges  too  in  1913 Write  for  information 
about  this  gas  range 

Hamilton  Stove  &  Heater  Co.,  Limited 
(Successors  to  Gurney,  Tilden  &  Company,  Limited) 

Hamilton,  Ontario 

TILDEN,  GURNEY  &  CO.,  LTD.,  Winnipeg,  Calgary,  Vancouver 

Wlitn  writinc  to  adT«rtii*rs,  kindly  ip^QtioQ  t^e  Canadian  Hardware,  S^ot*     Faint  Journal 
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To  the  Trade- 

We  beg  to  announce  that  our  new  and  complete 

catalog  of  Lanterns,  Lamps  and  Burners  will  be  ready 

for  distribution  about  December  1  5  th. 

Have  your  name  put  on  our  mailing  list  and  you 

will  receive  a  copy  of  this  "Up  To  Date"  publication. 

Address  "Dept.  E" 

()ntario  £antcm  &^m|)  (|)., 

HAMILTON ,  CANADA. 

Seasonable  Brushes 

Stock  and  display  these  lines  —  They  sell  rapidly  in  the  Fall  months 

STABLE  BROOMS 
HORSE  BRUSHES 

FURNACE  BRUSHES RADIATOR  BRUSHES 

Send  us  your  orders  for  prompt  shipment 

MEAKINS  &  SONS,  HAMILTON 
WINNIPEG LONDON TORONTO 

When  writing  to  advartiaerg,  kindly  mention  tlie  Canadian  Hardwar*,  StOT*  k  Faint  Journal 
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Jewel  Stoves  and  Ranges 

Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Every  modem  improvement  is  embodied  in  the  Royal  Jewel 
Range. 

They  are  made  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
and  922,  with  or  without  Reservoir,  and  with  any  equipment 
of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied. 

The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 

The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once  sold 

it  never  comes  back,  but  is  always  a  work- 
ing advertisement.  One  sale  makes  another 

and  the  demand  is  constantly  increasing. 

Make  the  Royal  Jewel  Steel  Range 

your  leader  and  you  are  sure  of  the 

best  stove  trade  in  your  locality 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 

Jewel. 
STYLE  R.  F. 

We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ind  the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 

Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 

appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 

country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels, 

Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 

The  Burrow,  Stewart  and  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 

Offices  also  at  MONTREAL,  TORONTO  and  WINNIPEG 

Western  customers  please  write  for  information  and  send  orders  to  our 

Winnipeg  Branch,  No.  130  James  Avenue 

Wb«B  writinc  to  adT«rtU«ri,  kindly  i|k«|itiOB  tb*    Caoa4ian  Hardware,  Stove  &  Faint  Journal 
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Quality  Counts- 

B 

But  Counts  DOUBLY  When  Price  is  Right 

Dealers  who  handle  TOBIN  HIGH 
SPEED  BITS  know  this.     Send  an  order  for  them,  they 
are  business  makers.    We  will  send  a  sample  FREE  to  any  dealer. 

When  you  can  say  to  your  customer,  "This  bit is  the  best  you  can  buy  and  the 

price  is  right,"  you  make  a satisfactory  sale. 

Tobin  Arms'"  Mfg.  Co.,  Ltd.,  Woodstock,  Ontario 

The  "BAYARD"  Baby  Automatic  Pistol,  Calibre  .32(7.65  7J 

The  Little  Giant   A  Midget 

High  Power  Automatic 

The  .32  cal.  (7.65  mm)  "BAYARD"  Pistol has  been  designed  to  meet  the  demand  for  a 
POCKET  pistol  COMBINING  EASINESS 
OF  MANIPULATION  AND  SIMPLICITY 
OF  CONSTRUCTION  WITH  MAXIMUM 
EFFICIENCY. 

Its  size  is  that  of  a  .25  cal.  pistol,  although 
it  shoots  THE  POWERFUL  .32  CAL.  CAR- TRIDGE. 

The  "BAYARD"  pistol  possesses  conse- quently THE  ADVANTAGE  of  having  a size  REDUCED  TO  THAT  OF  THE  .25 
CAL.  PISTOLS  and  a  CAL. 

OF  .32,  GENERALLY  CONSIDERED EFFECTIVE  and  heretofore  found  only  in 
pistols  of  greater  bulk.  These  features 
malte  the  "BAYARD  PISTOL"  the  IDEAL POCKET  ARM. 

"BAYARD"  AMMUNITION 

The  .32  cal.  (7.65  mm)  "BAYARD"  Cart- ridges adapted  to  Automatic  Pistols  of  this 
calibre  have  no  equal  on  the  market  as  to 
quality,  regularity  of  charges,  penetration, 
etc.  We  are  specialists  in  the  manufactur- 

ing of  this  class  of  ammunition  and  guar- antee against  misfire,  hangfire,  etc. 

FOR  SALE  BY  ALL  LEADING  WHOLESALE  HARDWARE  HOUSES 

easeEcoi 
lomyfi/i 

'aces 

W   M iiHtf  Wfl  rEA5r  IVM  PON  CCi/wm?     PEASE  FOUNDRY  COMPANY  .  PEASE  PACIFIC F0UNDRVf/W7z» 

g_»7iHl.V.»!i3               WINNIPEG                                     TORONTO  VANCOUVER 

aAKVILLE  PURE  ALUMINU!^ 
COOKING  UTEN5IL5 

r 

Write  for  our  Special  Christmas  Assortment 

It  will  afford  you  a  quick  turn 
over  at  good  profits 

.Dnt. Whw  writing  to  alTartiMrs,  kiaUy  mration  tk*     Canadian  Hardware,  Stove  &  Faint  Jonmal 
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™i  "KOOTENAY"  5^ 

Our  Popular 

Steel  Range 

favorably  known 

from 

Coast 

to 

Coast 

A  ready  seller 

below  are  a 

few  reasons 

why  this  is  so. 

The  linings  of  semi-steel  are  practically  indestructible. 

The  burnished  top  requiring  only  a  rub  with  a  rag  or  a  piece  of  paper 
reduces  cleaning  work  to  a  minimum. 

Our  new  direct  damper  at  the  back  of  the  range  saves  bending  over  the 
heated  surface. 

The  Nickelled  Oven  is  a  recognised  advantage — there  are  many  others. 

"McClary" 
on  Goods 

is  a  Quality 
Name 

MXIaryS 

McClary's 

Ship 

Quick 

Toronto       Montreal        London       Vancouver       St.  John,  N.B.        Hamilton       Winnipeg        Calgary  Saskatoon 

When  writing  to  advertisers,  kindly  mention  the  Canadian  HarAwara,  StoT*  k  Paint  Jonmal 
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To  the 

Western  Canadian 

Trade 

We  extend  our  best  wishes  for  • 

A  Merry  Christmas  and 

A  Happy  and 

Prosperous  New  Year 

Our  stocks  in  all  lines  are  in  the 

best  of  shape  and  your  orders 

will  be  taken  care  of  promptly 

and  satisfactorily. 

Winnipeg  Ceiling  &  Roofing  Co. 

p.  O.  Box  2186  S.      -      Winnipeg,  Man. 

Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  agk  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 

THE 

Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 
BELLEVILLE,  CAN. 

HIGH  GRADE 

BUILDERS'
 HARDWARE 

The  Kind 
That  Brings 

Repeat 
Orders 

We  manufacture  a  complete  line  of 

guaranteed 

BUTTS  HINGES 

HASPS  STAPLES 

NAILS  ETC. 

and  our  long  established  reputation 
stands  behind  our  guarantee.  Send 
us  a  trial  order  and  test  the  selling 

qualities  of  our  goods. 

Write  for  a  Catalogue  to-day 

COWAN  &  BRITTON 

GANANOQUE,  ONTARIO 

ANTI-SOOT 

The  Coal  Saver 

cuts  down  your 
fuel  bills,  saves time,  worry, 

money,  clothes and  furniture. 

A  splendid  pro- 
position for  the dealer,  as  when 

once  used,  con- s  u  m  e  r  is  a 
steady  customer. 

A 1 1  r  a  c  lively 

put  up  for  dis- play purposes, in  lithographed 
Tins,  which  keep 
Anti-Soot  in  a 

perfect  condition 
A  25c 

Article 

Write  for  Particulars  and  Sample  to 

Moncrieff  &  Endress,  Ltd. 
Sole  Canadian  Agents 

Winnipeg  Vancouver 
Scott  Bldg.  525  Pender  St. 

Wh«n  writing  to  advartissrs,  kuAly  mention  the  Canadian  Hardware,  Stove  &  Faint  Journal 
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A  NEW  LINE  OF  PENINSULAR  OAKS 

THE  HERO  OAK 

Plain  Finish Nickelled  Finish 

This  new  line  of  OAK  Stoves  follows  the  popular  fancy  for  casting's  without  any  deep  carving. 
The  illustrations  display  the  attractive  character  of  the  design.  The  doors  are  large  and  the 
durable  bar  grate  is  used.    The  price  is  equally  as  attractive  as  the  design. 

No. 

12 
14 

16 

Diameter  of  Body 

12 U 

16 

Weight  Plain 
100 120 

140 

Weight  Nickelled 
110 
130 

150 

Clare  Brothers  &  Co.,  Ltd.,  Preston,  Ont. 
BRANCHES : 

CLARE  &  BROCKEST,  Limited,  Winnipeg  REYNOLDS  &  JACKSON,  Calgary 
RACE,  HUNT  &  GIDDY,  Edmonton  J.  M.  KAINS  &  CO.,  Vancouver 

THE  MECHANICS'  SUPPLY  CO.,  Quebec 

Wben  writing  to  advertisers,  kindly  mention  the     Canadian  Hardware,  Stove  &  Faint  Journal 
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SELL 

DART 

UNION 

Pipe 

Couplings 

They  give  satisfaction,  and  a  satis- 

fied customer  is  worth  nine  or  eight 

of  the  other  kind. 

Dart  Unions  make  joints  that  stay 

tight.  Your  customer  never  has  to 

remake  the  joint,  but  vv^hen  he 

wants  to  disconnect,  it's  no  trouble 
and  the  union  is  fit  to  make  another 

connection  without  expense  or 
bother. 

Dart  Unions  have  the  name  "Dart" 
cast  on  them  and  are  guaranteed 

two  for  one  to  give  absolute  satis- 
faction. 

Your  Jobber  Sells  Them 

Dart  Union  Co.,  Limited 

Toronto 

Hamilton  &  Stott 

Consulting,  Heating  and 
Plumbing  Engineers 

PLANS  AND  ESTIMATES  MADE 

FOR  CENTRAL  HEATING  PLANTS 

Selling  Agents  in  Canada  for  the 

VERMONT  LOW 

DOWN  CLOSETS 

Every  outfit  guaranteed  for  three  years.  Once  in- 
stalled there  will  be  no  lost  time  in  fixing  ball  cocks 

We  are  also 
successors  to  the 

Jones  Register 
Company 

and  can  promptly 

fill  all  orders  for 

SIDE  WALL 

REGISTERS 

Howard  Hot  Air  Furnaces  and 

Howard    Hot  Water  Boilers 

Write  us  for  quotations 

ST.  THOMAS,  ONTARIO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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PROFITS 

— That's  what  interests  you  and 
every  other  progressive  dealer.  And 

that's  why  the 

Connor  Beiring 

Washer 

is  so  popular  with  the  trade.  There's 
a  good  margin  of  profit  on  every  sale. 
It  has  exclusive  features  that  make 

women  eager  to  buy  it.  No  salesman 

need  ever  cut  the  price  to  sell  it. 

It  will  pay  you  to  get  fully  posted 

on  the  Connor  Ball-Bearing  Washer. 
So  write  for  our  new  catalog.  Every 

enterprising  dealer  should  have  a 
copy. 

J.      Connor  &  Son 
Limited 

OTTAWA,  CANADA 

A  Regulating  Valve 
for 

Hot  Water  Heating 

The 

Knickerbocker  Regulator 

Is  a  New  and  Absolutely  Safe  Remedy 

for  Faulty  Hot  Water  Systems 

It  is  the  only  device  that  will  operate 
automatically  both  on  open  and  closed 

systems  of  hot  water  heating.  It  in- 
creased radiation  from  25  to  50%, 

and  reduces  the  consumption  of  fuel. 

This  device  can  be  easily  applied  to 

old  as  well  as  new  systems,  and  we 

guarantee  perfect  service  wherever 
it  is  installed. 

The  heating  engineer  who  uses  this 
valve  when  repairing  old  systems  or 

putting  in  new  ones  is  the  man  who 
will  defy  competition. 

Get  Our  Prices  and 
Circulars  at  Once 

The  James  Morrison  Brass  Mfg. 

Co.,  Ltd. 
Manufacturers  and  dealers  in  a  complete 
line  of  Plumbing  and  Heating  Supplies 

93-97  Adelaide  Street  West      -  TORONTO 

Wh«n  writinf  to  advcrtiMri,  kindly  mantion  tb*  Canadian  Hardware,  StoT*  ft  Faint  Journal 
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Holiday  Greetings 

The  Christmas  Season  ap- 
proaches and  another  year  will 

soon  pass  into  history.  Our 
sincere  wish  is  that  it  has  been 
a  profitable  year  for  you  and 
that  the  New  Year  will  bring 
even  greater  prosperity  than  the 
year  just  ending. 

The  "Empire  Quebec " 
A  splendid  line  to  push 

during  the  winter  months 

Made  with  duplex  grates  in  three  sizes, 
30,  40  and  50. 

Finest  material,  attractive  finish,  nickle 
door,  ring  and  swing  top,  removable  grates, 
easily  operated,  and  will  burn  wood,  soft  and 
hard  coal.  Very  popular  seller,  at  attractive 

prices. 

Canadian  Heating  &  Ventilating 

Company ;  Limited 
OWEN  SOUND, ONTARIO 

Christie  Bros.,  Ltd.      Christie  Bros.  Co.,  Ltd.      Munro  &  Arnott 
1824  Dundas  St.,  Toronto  Winnipeg  Vancouver 

Heating  Drums  and 

Stove  Pipe  Thimbles 

Are  Now  in  Demand 

Coal  and  wood  is  expensive.  It  is 
estimated  that  75%  of  the  heat  goes 
up  and  out  of  the  chimney. 

Order  a  stock  of  these  New 
Century  Drums  and  tell  your  customers 
of  the  saving  of  heat  they  make.  Can 
be  used  on  Stove  Pipe  or  Furnace 
Pipe. 

This  is  the  Collins  Patent 
Asbestos  Stove  Pipe 
Thimble.  Floor  extension  8 

in.  to  1  6  in.  The  only  real  fire- 
proof thimble  made,  having  a 

cast  iron  top  which  admits  our 
cast  iron  register  when  pipe  is 
taken  dowTi. 

Send  for  Catalogue  Showing 
Full  Line 

The  COLLINS  MFG.  CO. 

413-415  Symington  Avenue 

TORONTO  -  ONTARIO 

Flat  Rolled  Steel 

BEST  BRIGHT  FINISH" 

Just  the  stock  for  nickel  plating, 

stove  rings,  facings,  corner  pieces. 

All   widths,    thickness  and 

tempers. 

Send  for  Illustrated  Booklet 

United  States  Steel  Products  Co. 

MONTREAL,  QUE. 

Wb«n  writing  to  adTartia«ri,  kindly  mantion  the  Canadian  Hardw«r«,  Stove  &  Faint  JonmaJ 
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Paint  Oil  Profits CUT  NS  109 

Depend  Upon 

Proper  Storage  Methods 

Anybody  can  sell  paint  oils  but  comparatively  few 
dealers  sell  them  at  a  profit. 

Why? 

Because  of  the  tremendous  waste  under  the  old  methods. 
Just  stop  and  think  how  much  time  and  labor  is  lost  in 
drawing-  oil  from  a  barrel  or  tin  tank.  Look  at  the 
measures,  funnels,  floors  and  faucets — you  can  see  the 
oil  that  is  wasted  there.  Then  think  how  much  oil  is 
absorbed  by  the  barrel  and  how  this  absorption  affects 
the  quality  of  the  oil  that  you  do  sell. 

Every  cent  of  this  loss  can  be  stopped  and  turned  into 
your  pocket  as  clear  profit  by  using  a 

Expansion Chamber 

Plunger  with PlungerValve -Inlet 

Valve 

Illustration  show?  interior  view  of  a  paint  oil  unit.  Note 
the  ends  of  the  fill,  return  and  gauge  stick  tubes  are  H"  below suction— result,  these  tubes  are  hermetically  sealed  in  oil  at all  times. 

B owser 

Jl  ̂ Merry  Christmas 

and  Year  of 

Continued  'Prosperity 

Whal  more  could  we  imply  in 
our  Greetings  ! 

If  you  are  a  Bowser  user,  your 
present  as  well  as  your  future 

prosperity  is  assured  and 
Christmas  giving  is  a  pleasure. 
If  you  are  not  a  Bowser  user, 
we  hope  Santa  Claus  will  put 
the  desire  for  a  complete  Bowser 

System  in  your  stocking. 

Jlgain  we  Wish  you 

Jl  ̂M,erry  Christmas 

and  ̂ ew  Year  of 

Continued  'Prosperity 

Paint  Oil  System 

This  system  is  the  only  equipment  for  paint  oils  sold  in 
the  Dominion  of  Canada  that  has  been  passed  by  the 

National  Board  of  Underwriters — This  fact  demon- 
strates its  safety. 

While  the  safety  feature  is  very  essential  in  a  storage 
system  and  is  found  in  its  highest  degree  in  the  Bowser, 

still  the  economic  and  profit-paying  advantages  alone 
are  sufficient  to  recommend  its  installation. 

The  Bowser  System  has  been  installed  by  hardware  and 

paint  dealers  from  Nova  Scotia  to  Vancouver — Why — 
because  it  pays  a  profit  impossible  to  get  in  any  other 
manner. 

It  will  pay  you  the  same  as  it  has  paid  others — Let  us 
send  you  details. 

Send  for  our  free  illustrated  booklet,  descriptive  of 
these  outfits.  It  is  well  worth  a  postal  card.  Write to-day. 

S.  F.  Bowser  &  Co.,  Inc. 
Box  A.B. 

TORONTO,  ONT.,  CANADA 

Made  by  Canadian  Workmen  and  Sold  by  Canadian  Salesman. 

Patentees  and  manufacturers  of  standard,  self-measuring,  hand  and 
power  driven  pumps,  large  and  small  tanks,  gasolene  and  oil  storage 
systems,  oil  filtration  and  circulating  systems,  dry  cleaner  s  systems,  etc. 

Established  188S. 

Wbra  writing  to  kdrartiMri,  kindly  mantion  tk«  Canadian  Hardware,  Stove  ft  Faint  Journa: 
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1913  Baby  Carriages  and 

Go -Carts  Now  Ready 

Travellers  now  on  the  Road. 

THE  GENDRON  MFG.  CO.,  Limited 

TORONTO 

The  "Handy  Andy' 

Improved  Force  Cup 

For  household  use, 

enables  anyone  to 

keep  the  drain  pipes 

of  sinks,  baths,  basins, 

tubs,  etc.,  free  and 

clear,  and  in  a  safe 

and  sanitary  condition. 

There* s  a  Good 

Sale  For  Them 

Manufactured  solely  by 

Gutta  Percha  &  Rubber  Mfg.  Co. 

of  Toronto,  Limited 

TORONTO        MONTREAL        HAUFAX  WINNIPEG 
CALGARY  VANCOUVER 

The 

BLACK  DIAMOND  FILE  WORKS 

ESTABLISHED  1863 

Twelve  Medals  of  Award  at 

INTERNATIONAL 

Expositions 

INCORPORATED  1895 

Special  Grand  Prize 

GOLD  MEDAL 

Atlanta,  1895 

Copy  of  Catalogue  will  be  sent  free  to  any  interested  File  Llser  upon  application. 

G.  &  H.  BARNETT  COMPANY,      Philadelphia,  Pa. 
OWNED  AND  OPERATED  BY  NICHOLSON  HLE  CO. 

We  manufacture  all  kinds  of  Oil 

Cans,  including  Heavy  Steel 

Copperized  Oilers,  Can  Screw^s 
and  Stove  Urns. 

Write  for  Prices 

The  Consolidated  Fruit  Jar  Co. 

New  Brunswick,  N.  J. 

uuieI  ■mad 
Buyers  will  Look  for  this 

Trade  Mark 

Be  ready  to  supply  them 
with  a  genuine  Cleveland Grindstone  from  our 

Berea  or  Huron  quarries— the  world's  standard  of highest  quality.  Every  stone  can  be  identified  by 
this  trade  mark.  Advertising  campaign  for  bus- niess  is  in  full  swing.  Cleveland  Grindstones  are 
made  in  all  sizes — power,  hand  and  treadle— and for  all  purposes.  No  matter  what  the  needs  of 
your  trade,  you  can  get  them  from  us  at  prices  that 
insure  generous  profits.  Write  for  Catalogue  and Prices. 

The  Cleveland  Stone  Co.,  Cleveland,  0. 

Foot  Power 
Look  for  the  trade 

mark  on  every  stone. 

WkM  writing  to  a«T*rtii«ri,  kindly  mution  th«  Can»«iui  Hardwu*,  ftoT*  It  Fftiat  Journal 
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Sells  Itself 

Yes  —  it  practically  sells  itself  because 
every  man  and  woman  who  sees  it,  real- 

izes their  need  for  this  handiest  and  most 
efficient  of  knife  sharpeners.  This  is  called 
the  Pike  India  Kantbreak  Knife  Sharp- 

ener because  it's  one of  the  many  famous 

PIKE  SHARPENING 

I  STONES 
**The  only  line  that  includes  every 
sharpening  substance — natural  or 
artificial — each  the  best  for  some 
sharpening  need.'^ 

Your  sharpening  stone  sales  need  not 
be  confined  to  shops  alone.  Cultivate  the 

home  trade — every  home  needs  a  few 
sharpening  stones.  Use  this  as  an  entering 
wedge.  We  stand  ready  to  help  you  in 

many  ways — write  for  our  Free  Store 
Helps  to-day. 

Pike  Manufacturing  Co. 
23  Main  Street       Pike,  N.H.,  U.S.A. 

iTwpyn'r[T|T|TW 

Hi ill Jjjjjil jii ill ill 

iii 

fUOO — = A  Way  to  Increase  Your 
Trade  with  Carpenters 

Show  them  this  rafter-framing 
square  and  the  book  that  goes  with  it. 

The  square  has  an  exclusive 
style    of   marking  making  its 
use  25%  easier. 

The  book  is  a  concise,  clear,  care- 
fully indexed, fully  illustrated  treatise 

on   the  fundamental   problems  of 
roof-framing. 

Send  for  Catalog  12B  listing  the  largest  line  of 
mechanics"  hand-tools  offered  by  any  maker. 

The  following  jobbers  handle  P.  S.  &  W.  Tools  and will  no  doubt  order  any  tool  you  wish,  if  they 
haven't  it  already  in  stock.  If  you  find  it  hard to  secure  P.  S.  &  W.  Tools,  write  us. 

Calgary — J.  H.   Ashdown  Hdwe.  Co.,  Ltd.;  Wood 
Vallance     &     Adams.    Ltd.       Hamilton — Wood- Vallance,    Ltd.     London — D.  H.  Howden  &  Co., 
Ltd.;  Hobbs  Hdwe.  Co..    Ltd.    Montreal — Caver- hill  &  Lcarmont;  Frothingham  &  Workman,  Ltd. L.   H.   Herberte  &   Cie.   Lte.;  Lewis  Bros.,  Ltd. 
Saskatoon — J.    H.    Ashdown   Hdwe.   Co..  Ltd. Toronto — H.  S.  Howland  Sons  &  Co.;  Kennedy 
Hdwe    Co..    Ltd.;    Rice.  Lewis  &  Son.  Ltd. 
Winnipeg — I.  H.  Ashdown  Hdwe.  Co.;  Merrick- Anderson Co..    Miller-Morse     Hdwe.   Co.,    Ltd.;    Wood- Vallance Co..  Ltd. 

The  Peck,  Stow  ©'Wilcox  Go. 
MFRS.  of  Mechanics'  Hand  Tools,  Tinsmiths" Machines,   Builders'  and   General  Hardware. 

Established  1819 
Address  28  Murray  St..  New  York,  N.  Y.,  U.S.A. 

■  to 

The 
MARK  of, 
the  MAKER 

Black  Jack 

3/4  lb.  tins 
3  doz.  in  case 

Quick    Clean  Handy 

Talie  a  Lool^  at  the 

New  "Yankee" Plain  Driver 

Strong, 

durable, 

well  balanced 
tools,    of  the 
same  high  quality 
of    material  and 
workmanship  as 

other  "Yankee"  Tools, 
which  today  are  without 
equal.     The    Blade  and 
ferrule  are  highly  polished 
the  handle  of  hardwood  finish- 

ed in  dully  black,  making  a  hand- 
some appearance.    Each  tool  is 

thoroughly  tested  and  the  blades 
are  POSITIVELY  GUARANTEED 
not  to  turn  in  the  handle. 

Your  jobber  will  supply  you 

North  Bros.  Mfg.  Co. 
Philadelphia,  Pa.,  U.S.A 

No.  90 

Standard  Style 14  Sizes, 

2  to  30  in.  Blade 

No.  95 

Cabinet  Style 

Slim  Blade 

2^  to  \Sy2  in. 
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MAXWE
LL'S 

FAVORITE 

CHURN 

Nearly  twenty  years  of  test 

throughout  Canada  and  many 

foreign  countries  have  so  con- 

clusively proved  the  superiority 

of  Maxwell's  "FAVORITE" 

Churn  that  its  sales  to-day  in 
the  Dominion  exceed  those  of 

all  other  makes  combined. 

Combined  Foot  and  Lever  Drive 

The  barrel  is  of  best  imported 

oak,  finished  in  natural  wood, 
with  silver  aluminum.  The  roller 

bearings  are  exceptionally  gener- 

.-""^  ous  in  size,  easy  running  and  dur- 
able. Frame  is  of  angle  iron  and 

bar  steel,  rigid  and  almost  inde- 
structible. 

The  combined  foot  and  lever 

drive  illustrated  is  wonderfully 

easy,  and  is  our  standard  equip- 
ment. If,  however,  any  of  your 

customers  prefer  the  boAv  lever, 

we  fit  it  as  shown,  with  a  handle 

adjustable  to  any  position. 

Made  in  8  sizes.  No.  0  to  No. 

8,  to  churn  from  ̂   to  40  gallons. 

Larger  sizes  fitted  for  belt  drive 
if  desired. 

Write  for  illustrated  Catalogue  to 

David  Maxwell  &  Sons 

Bow  Lever,  Adjustable^Handle 
St.  Mary's 

Ontario 

WkM  writing  to  aAT«rtU«ri,  kiadly  aration  th«  CanadiM  Hardware,  StoT*  ft  Faint  Jonmal 
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THE  REGAL  FAVORITE 

Has  class  and  individuality  and  is  specially  built  to  meet  the  requirements  of  the  rural 
districts  of  Canada.  It  has  a  large  roomy  top,  large  square  oven.  The  fire- 

box for  wood  is  long  and  spacious.  The  firebox  for  coal  is  constructed  to  keep 
a  continuous  coal  fire  night  and  day  with  a  minimum  amount  of  fuel. 

Burns  Either  Coal  or  Wood 

The  Regal  Favorite  is  distinctively  a  farmer's  range  and  the  dealer  who 
secures  the  sale  of  it  is  sure  to  command  the  country  trade  for  his  district. 

There  is  nothing  on  the  market  to  compare  with  it  for  the  purpose  for  which  it 

was  built.  Dealers  who  bought  a  sample  range  early  in  the  season  are  writing  and 

wiring  orders  every  day  for  more  of  them. 

Made  in  Two  Sizes,  19  and  21  Inch  Ovens 

FINDLAY  BROS.  CO.,  LIMITED 

Carleton  Place,  Ont.  and  Winnipeg 

When  writing  to  advertisers,  kindly  mention  the  CanaAisn  Hardware,  ItOTe  k  Paint  Journal 
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Big  Ben  Store  Helps 

In  order  to  enable  Canadian  dealers  to 

get  the  maximum  benefit  from  the  Big  Ben 

campaign  now  running  in  Canadian  mag- 
azines, we  are  packing  Big  Ben  specially 

for  Canadian  trade,  six  in  a  carton  with  a 

full  set  of  store  selling  helps  (two  posters, 
two  show  cards,  two  metal  signs. ) 

On  an  order  for  12  we  add  a  solid  ma- 

hogany display  stand.    On  an  order  for  24 

In  broken  and  dozen  lots,  $2.05 

or  more,  we  print  your  name  on  dials,  give 

the  posters,  display  stand,  and  a  beautiful 
metal  sign  lithographed  in  five  colors. 

Big  Ben  and  his  selling  helps  are  being 
carried  in  stock  by  54  wholesale  Canadian 
distributors.  We  will  be  glad  to  let  you 
have  their  names  upon  request.  Any  will 

tell  you  Big  Ben  is  the  best  made  and  the 

best  selling  alarm  that's  ever  been  put  out. 
In  lots  0/24,  $1.95 

The  Western  Clock  Co.,  La  Salle,  111. 

Wbra  wrltiBC  to  »4T«rti*«rt,  kindly  mmtioa  tli<  Canadian  Haidwar*,  StoT*  *  Paint  Journal 
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Wholesalers  and 
Retailers  Should 

Co-operate. 

In  another  part  of  this  issue 
is  printed  an  article  from  the 
pen  of  a  Chicago  hardware- 
man  dealing  with  the  difficul- 

ties which  retailers  are  facing  on  account  of  the  com- 
petition of  the  catalogue  houses.  The  article  is_  an  in- 

teresting one  and  should  be  widely  read.  While  one 

may  not  agree  with  all  its  conclusions,  it  is  none  the 
less  worthy  of  perusal. 

Probably  few  will  agree  with  him  in  the  suggestion 
that  one  of  the  remedies  for  the  evils  which  the  cata- 

logue houses  are  creating  may  be  found  in  consolida- 
tion of  the  wholesale  and  retail  .branches  of  the  hard- 

ware trade,  either  the  wholesalers  absorbing  the  re- 
tailers, or  vice  versa.  For  the  retailer  to  absorb  the 

jobber  is  a  theory  impossible  of  practical  realization. 
On  the  other  hand  the  retailer  does  not  desire  to  be 

swallowed  by  the  wholesaler.  He  wants  to  move,  live 
and  have  his  being  in  his  own  store. 
We  are  a  long  distance  away  from  the  day,  in  spite 

of  the  inroads  of  the  catalogue  houses,  when  either 
the  wholesaler  or  the  retailer  will  cease  to  exist.  Each 

has  his  distinct  place  and  function  in  the  complex  com- 
mercial system  of  the  country.  The  catalogue  house 

may  encroach  upon  the  premises  and  properties  of 
each,  but  to  encroach  is  not  to  swallow.  Some  may  go 
down — in  fact  some  have  already  gone  down  under 
the  stress— but  the  fit  will  survive,  and  in  the  process 
of  evolution  become  fitter. 

The  elimination  of  the  small  dealer  would  mean  the 

destruction  of  the  small  town.  And  that  is  a  condi- 

tion inconceivable.  Were  such  a  consummation  pos- 
sible the  outlook  would  be  sad  indeed  for  the  country. 

Be  it  remembered  it  is  not  the  large  cities  that  are  the 

backbone  of  the  country.  It  is  the  thousand  and  one 

villages  and  towns  which  are  scattered  abroad  through- 
out the  length  and  breadth  of  the  land. 

The  hope  of  the  hardware  trade  is  not  in  the  whole- 
sale and  retail  branches  swallowing  the  one  or  the 

other.  It  is  more  likely  to  be  found  in  sympathetic 
co-operation,  each  recognizing  that  their  interests  are 
co-ordinate  and  not  antagonistic. 

He  who  lacks  enthusiasm  is  deficient  in  one 
of  the  chief  qualifications  of  good  salesmanship. 

Difficulties  Between 
Wholesalers  and 
Retailers. 

A   commercial  traveller  who 

periodically     covers  Canada 
from  ocean  to  ocean,  ventured 
the  opinion  the  other  day  that 

many  of  the  problems  that  now  face  the  trade  would 
be  removed  if  wholesalers  and  retailers  could  get  to- 

gether under  one  association. 
While  the  formation  of  such  as  he  suggested  may 

not  be  practical,  there  is  no  question  in  regard  to  the 
advantages  that  would  accrue  from  satisfaction  and 
co-operation. 
Much  of  the  misunderstanding  that  occasionally 

crops  up  between  wholesalers  and  retailers  is  due  to 
a  lack  of  full  knowledge  of  the  circumstances  on  the 
part  of  one  or  the  other,  and  possibly  of  both.  There 

is  an  old  saying  to  the  effect  that  "if  one  knew  all  he 
Avould  forgive  all."  Certainly  if  both  parties  to  a  dis- 

pute were  conversant  with  all  matters  appertaining 
thereto,  the  solution  of  it  would  be  a  comparatively 
easy  matter. 

If  an  association  covering  both  the  retail  and  whole- 
sale branches  of  trade  is  not  possible  or  practical,  ac- 

credited representatives  of  each  could  undoubtedly 
periodically,  and  possibly  systematically,  get  together 
and  discuss  the  pros  and  cons  of  the  matters  in  dispute. 

Fortunately  in  this  country  there  is  a  disposition  on 
the  part  of  both  wholesalers  and  retailers  to  do  this. 
The  proposed  joint  conference  in  Hamilton  in  Febru- 

ary next  is  proof  of  the  existence  of  this  amicable  feel- 

ing. 

The  salesman  who  remembers  his  employet^s 
interests  does  not  forget  his  own  welfare. 

A  Faculty  Window 
Dressers  Should 
Cultivate. 

The  up-to-date  window  dresser 
is  not  only  he  who  can  make 
an  artistic  trim.  It  is  he  who, 
plus  the  artivstic  taste,  also 

])Ossesses  the  faculty  of  taking  advantage  of  some  local 
or  national  event  and  working  it  into  his  display. 

For  example,  a  .short  time  ago  in  a  certain  small 
town  there  was  a  parade  of  firemen.  One  of  the  local 
hardwaremen,  who  was  of  the  alert  description,  seized 

the  opportunity  to  build  up  in  his  window  from  the 
goods  he  had  in  stock  an  exceedingly  good  imitation 



40 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. 
December,  1912 

of  a  fire  engine.  For  instance,  a  stone  with  a  colander 

for  a  chimney  was  made  to  represent  the  boiler.  A 

dust  pan  was  utilized  as  a  seat  for  the  driver.  _  Milk 
cans  were  made  to  represent  the  steam  cylinders. 

These  are  a  few  of  the  lines  utilized,  but  they  are  suffi- 

cient to  impart  an  idea  in  regard  to  the  methods  em- 
ployed, and  to  illustrate  what  can  be  done  by  window 

dressers  who  are  wide  awake  to  their  opportunities. 

Courtesy  doesn't  cost  much  but  it  returns  big dividends. 

Interesting  Fixed  A  case  was  recently  before  the 
Price  Lease.  Michigan  courts  which,  while 

not  of  direct  interest  to  hard- 
waremen  in  Canada,  is  indirectly  so  to  business  men 
the  world  over,  on  account  of  the  underlying  principle 
at  issue. 

'  The  point  at  issue  was  as  to  whether  or  not  a  dealer 
who  persisted  in  selling  at  6  cents  a  certain  package 
article  upon  which  the  manufacturer  had  fixed  the 
retail  price  at  10  cents  could  be  restrained  from  doing 
so. 

The  courts  have  decided  that  under  certain  condi- 
tions this  can  be  done.  And  as  the  particular  case 

under  review  accorded  with  these  conditions  a  per- 
manent injunction  was  issued  by  the  court  forbidding 

the  defendant  from  selling  below  the  minimum  price 
of  10  cents. 

These  conditions  were  in  effect  that  in  order  to  com- 
pel the  enforcement  of  a  fixed  price  stipulated  by  a 

manufacturer  the  contract  must  be  printed  on  a  pack- 
age or  carton  which  has  been  patented  in  the  regular 

way.  In  this  particular  case  the  conditions  were,  of 
course,  complied  with. 
Had  there  been  no  patented  carton  no  permanent 

injunction  would  have  been  granted.  This  is  the  in- 
teresting point  in  the  case. 

He  "who  keeps  an  eye  on  his  employer's  busi- ness is  wide  awake  to  his  own  interests. 

Irresponsible  A  number  of  merchants  in  the 
Collecting  United  States  have   been  re- 
Agencies,  cently  victimized  by  irrespon- 

sible so-called  agencies. 
While  we  in  Canada  are  comparatively  free  from  the 

depredations  of  agencies  of  this  class,  it  is  well  that 
business  men  in  this  country  should  be  put  upon  their 
guard.  1 

A  new  concern  that  appears  upon  the  scene  may  not 
necessarily  be  dishonest,  but  merchants  cannot  be  too 
careful  to  whom  they  pass  their  accounts  for  collec- 

tion. To  strangers  they  certainly  should  not  pass  them 
without  careful  investigation.  Knowledge  should  be 
obtained  of  their  general  reputation,  their  financial 
standing  and  the  methods  they  employ.  With  these 
assured  the  danger  will  to  all  intents  and  purposes  be 
removed. 

Poor  advertising  can  no  more  be  expected  to 
hold  business  than  poor  glue  to  hold  furniture. 

A  Present  for  A  present  to  the  clerks  at  the 
the  Clerks.  Christmas  holiday   season  by 

the  employer  goes  a  great  way 
to  stimulate  effort,  even  among  the  most  conscientious 
of  men. 

That  which  will  lend  to  educate  the  clerk  as  well 

as  stimulate  him  is  naturally  the  best  present  to  give 

him.    For  this  purpose  there  is  nothing  better  than  a 

year's  subscription  to  a  good  trade  newspaper. 
A  trade  newspaper  is  a  text  book  on  all  phases  of 

retailing — window  dressing,  advertising,  cost  account- 
ing, and  scientific  business  methods — and  is  procur- 
able at  a  cost  so  small  as  to  be  ridiciilously  out  of  pro- 

portion to  the  benefit  that  is  to  be  derived  from  its 

perusal In  the  larger  stores  particularly  a  large  percentage 
of  the  selling  is  done  by  the  clerks,  but  whether  the 
store  be  large  or  small  it  is  highly  desirable  that  the 
clerk  should  be  as  efficient  as  it  is  possible  to  make 
him.  The  trade  paper  helps  him  to  be  efficient.  Con- 

sequently a  few  dollars  spent  by  the  merchant  in  the 
way  suggested  will  be  money  well  invested. 

Those  who  merely  keep  step  with  the  rank  and 
file  will  never  be  leaders  in  business. 

World-Wide  Hardwaremen  can  scarcely  be 
Strength  of  uninterested   in   the  strength 
Iron  and  Steel.  which  at  present  characterizes 

the  iron  and  steel  trade  both 
at  home  and  abroad. 
When  in  the  basic  industries  prices  are  advancing 

it  naturally  follows  that  their  influence  on  the  more 
finished  products  is  not  lost. 

At  present  the  situation  in  iron  and  steel  the  world 
over  is  uniformly  strong.  In  Canada  pig  iron  prices 
have  appreciated  fully  $3  a  ton  within  the  last  six 
months.  The  furnaces  are  so  booked  with  orders  for 
the  first  half  of  the  next  year  that  the;v  prefer  not  to 
even  consider  business  for  any  period  beyond  that. 
As  a  matter  of  fact  the  iron  furnaces  of  this  country 
are  finding  business  greatly  in  excess  of  their  ability  to 
supply.  The  reflection  of  this  is  seen  in  the  advices 
that  come  from  the  United  States  that  Canadian  buy- 

ers are  searching  the  market  there  for  two  and  three 
thousand  ton  lots  of  pig  iron. 

One  interesting  feature  of  the  situation  in  Canada, 
so  buyers  inform  us,  is  that  the  quotations  now  being 
given  by  both  American  and  Canadian  furnaces  are 
practically  the  same. 
Whether  this  is  a  result  of  an  understanding,  as 

some  biiyers  presume  it  may  be,  between  the  iron 
furnaces  on  both  .sides  of  the  border  we  cannot  say. 

One  thing,  however,  is  certain,  the  pig  iron  manu- 
facturers in  both  Canada  and  the  United  States  are 

excessively  busy.  In  the  United  States  it  is  the  gen- 
eral opinion  that  the  great  forward  movement  which 

now  characterizes  the  market  there,  has  come  to  stay, 
and  still  further  advances  are  expected.  In  Great 
Britain  the  iron  and  steel  market  is  still  characterized 
by  unusual  strength.  Pig  iron  is  20s.  a  ton  higher  than 
a  year  ago,  while  finished  steel  and  iron  is  from  20  to 
40s.  above  the  level  obtaining  a  year  ago.  Turning  to 
Germany  and  Belguim  a  similar  satisfactory  state  of 
affairs  is  found  to  exist. 

It  is  only  by  Labor  that  Thought  can  be 
made  healthy.  It  is  only  by  Thought  that 
Labor  can  be  made  happy,  and  the  two 
cannot  be  separated  with  impunity. 

— John  Ruskin. 
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When  and  How  to  Take  Stock 

S«/  A.  F.  Erickson 

Stocktaking.  This  is  a  word  that  means  a  lot  and 
one  that  is  thought  of  by  some  with  dread  because  it 
means  extra  work.  In  many  stores  one  will  find  clerks 
at  this  time  of  year  grumbling  and  saying  to  one  an- 

other, "Soon  we'll  have  to  come  back  nights  and  take 
stock.   I  wish  it  was  all  over." 

Everyone  will  acknowledge  that  the  job  of  taking 
an  inventory  of  what  is  on  hand  at  the  end  of  the 
year  is  not  a  pleasant  occupation,  but  if  the  work  were 
not  done,  where  would  the  merchant  be  at?  He  could 
not  tell  what  lines  were  good  sellers  and  what  were 
"stickers."  He  would  be  at  a  loss  to  know  what  lines 
to  buy  and  in  a  quandary  as  to  .just  how  much  money 
he  was  making.  If  he  finds  he  is  only  making  three 
per  cent,  net  in  his  business,  he  might  .just  as  well  put 
his  money  in  the  bank  and  sit  down  and  watch  it  grow. 
The  banks  will  pay  three  per  cent,  on  all  the  money  a 
man  cares  to  give  them. 

The  writer  once  found  a  man  who  did  not  keep  track 

as  his  reason  that  during  January  he  is  given  a  chance 
to  clean  up  a  lot  of  stock  that  was  left  over  from 
Christmas  trade,  such  as  cutlery,  brass  jars  and  candle- 

sticks, and  other  lines  that  it  will  not  pay  to  carry 
over.  Last  year,  between  New  Years  and  the  first  of 
February,  this  man  cleaned  out  over  $700  worth  of 
this  class  of  goods.  He  also  uses  this  month  for  send- 

ing out  old  accounts  and  collecting  money.  Then,  too. 
he  carries  a  lot  of  heavy  hardware,  such  as  pipe  and 
carriage  parts  and  these  are  not  in  great  demand  at 
that  time.  Another  reason  is  that  spring  goods  ar- 

rive around  the  first  of  March,  and  if  stocktaking  oper- 
ations are  just  being  completed  at  that  time,  the  new 

goods  can  be  sorted  and  put  in  with  the  stock  that  has 
been  left  over  from  the  previous  year. 

Keep  a  Stock  Book. 
The  work  of  stocktaking  would  be  greatly  lessened 

if  all  retailers  would  adopt  the  methods  employed  by 

Slieet  No.- 

Called  by_ 

Entered  by . 

INVENTORY 
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Year. Priced  by. .Folio. 

.Elxtended  by_ 

.  Examined  by . 
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Form  of  stock  sheet  used  by  a  large  number  of  firms.   The  illustration  is  about  one-fourth  the  size  of  the  original. 

of  his  stock  and  had  it  scattered  all  over  the  store. 
He  was  asked  how  he  knew  he  was  making  money  out 

of  the  business.  "Well,"  he  replied,  "I  am  getting 
three  square  meals  a  day,  have  a  good  bed  so  I  figiire 

I  am  making  money."  So  he  was,  but  he  could  have 
made  a  whole  lot  more  had  he  conducted  his  business 
in  a  right  manner  and  kept  good  track  of  his  stock. 

Then,  again,  if  a  man  does  not  keep  an  accurate 
statement  of  his  stock  on  hand,  how  will  he  know  how 
much  insurance  to  place?  And  in  case  he  has  a  fire, 
how  is  he  going  to  fix  his  claim?  No  insurance  com- 

pany will  pay  a  man  simply  on  his  statement  that  he 
lost  so  much  goods.    They  have  to  be  shown. 

Which  Time  is  Best? 

Opinion  differs  among  dealers  as  to  what  is  the  best 
time  to  take  stock.  It  depends  altogether  on  the  na- 

ture of  the  trade  done.  Some  dealers  have  a  dull 
month  in  January,  while  February  is  the  slack  time 
for  others.  In  most  cases,  however,  the  latter  month 
usually  sees  trade  slow  down  and,  therefore,  this  seems 
the  most  logical  time  to  take  an  inventory.  One  pro- 

gressive dealer  who  does  the  work  in  February  gives 

some  of  the  larger  stores.  Some  dealers  keep  a  stock 
book  and  in  this  have  one  or  more  pages  devoted  to 
each  of  the  many  lines  they  carry.  When  the  book 
is  started,  the  amount  of  each  line  on  hand  is  entered 
and  when  a  new  shipment  is  received,  it  is  entered  up 
and  added  to  the  number  of  that  line  on  hand.  In 
this  way,  the  dealer  can  tell  in  a  minute  just  how  much 
stock  of  a  certain  line  he  has  and,  too,  at  the  end  of 
the  year  he  knows  just  what  lines  have  sold  the  best 
and  those  that  have  been  slow.  This  helps  him  great- 

ly in  his  buying  when  the  next  season  comes  round. 

Again,  in  case  of  fire,  he  can  tell  at  a  moment's  notice 
just  how  much  stock  has  been  lost  and  what  his  claim 
will  be.  If  you  do  not  care  to  enter  up  the  goods  as 
they  (fome  in,  file  the  statements  of  the  wholesalers, 
and  at  the  end  of  every  month  enter  the  goods  in  the 
book. 

Do  Special  Sales  Pay? 

Whether  or  not  special  stock-reducing  sales  .should 
be  held  previous  to  stocktaking  time,  is  a  question  for 
the  dealer  himself  to  decide.  It  depends  on  the  local- 

ity he  is  in.   Some  retailers  in  outhang  parts  of  a  city 
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say  it  does  not  paj^  to  slaughter  prices,  for  the  people 

will  jump  on  a  ear  and  go  down  town  anyway  to  make 

their  purchases.  Others  say  it  does  pay  a  man  to 

greatly  reduce  his  prices  on  some  slow  lines  in  order 

to  get  rid  of  them.  The  Russill  Hardware  Co.,  To- 
ronto, hold  special  sales  every  Saturday  in  the  year 

in  order  to  reduce  their  stock  of  lines  that  are  not 

moving  fast  enough.  Starting  on  Wednesday  or 
each  week,  Mr.  Russill  and  one  or  two  of  his  clerks 

go  through  the  stock  and  find  out  the  "stickers"  and 

these  are  put  down  for  the  Saturday  "special."  A 
large  advertisement  is  prepared  and  inserted  in  three 
or  four  of  the  Toronto  dailies.  The  result  is  that  the 

firm  gets  people  from  all  over  the  city  as  well  as  farm- 
ers from  the  surrounding  country,  for  the  store  is  lo- 

cated right  near  the  city  market  where  all  the  farm- 
ers come  to  sell  their  produce. 

Methods  to  Use. 

When  the  actual  operations  commence,  the  clerks, 

as  every  dealer  knows,  should  be  set  apart  in  two's 
one  to  call  off  and  the  other  to  write  down.  The  na- 

ture of  the  stock  sheet  used  varies  in  different  stores, 
but  the  most  common  one  is  that  containing  cohimns 
for  the  article,  the  total  number,  the  cost  of  the  thing 
and  the  total  value. 

All  the  articles  of  one  kind  should  be  gathered  to- 
gether before  hand,  in  order  to  save  time.  To  save 

more  time,  the  extensions  need  not  be  made  at  the 

time^of  writing  down,  although  the  man  with  a  sheet 
sometimes  has  a  minute  while  the  caller-off  is  getting 
a  bunch  of  stuff  together.  He  can  then  extend  a 
couple  of  items,  or  as  many  as  he  has  time  for.  One 
large  retail  firm  never  makes  an  extension  till  after 
a  record  of  all  the  goods  has  been  taken.  Then  they 
divide  the  sheets  in  equal  numbers  and  give  each 
clerk  his  share  to  take  home  and  work  on.  The  rea- 

son for  this  is  that  a  clerk,  who  is  writing  down,  might 
hurry  to  extend  a  few  items  while  his  partner  is  col- 

lecting, and  make  a  mistake  in  the  extension. 
The  loose-leaf  system  is  a  good  one  to  employ.  It 

saves  a  lot  of  time  and  the  records  can  be  filed  away 
in  better  form. 

Keep  Track  of  Sales. 

It  is  absolutely  necessary  to  keep  an  accurate  tab 
on  stock  sold  and  shipments  received  during  stock- 

taking operations.  The  stuff  sold  can  be  recorded  in 
the  counter  day  book  and  this  gone  through  either  at 
the  end  of  each  day  or  when  the  work  has  been  fin- 

ished. Records  of  all  goods  that  come  in  should  be 
carefully  filed  away  and  added  to  the  amount  shown 

on  the  stocktakers'  reports. 
Never  buy  in  large  quantities  while  you  are  taking 

stock,  unless,  perhaps,  you  get  a  chance  to  pick  up  a 
lot  of  goods  that  you  know  to  be  a  bargain.  Only 
staple  lines  should  be  purchased,  and  these  in  small 
lots. 

Importance  of  Cost  Mark. 

It  is  essential  to  have  the  cost  mark  on  all  goods. 
Most  retailers  do  this,  but  there  are  some  who  have 
just  the  selling  price.  The  man  who  has  only  the  lat- 

ter mark,  will  find  the  work  of  stocktaking  far  greater 
when  he  discovers  that  after  putting  down  the  num- 

ber of  articles  on  hand  he  has  to  look  up  old  invoices 
and  find  what  the  goods  cost  him.  Not  only  at  stock- 

taking time  will  the  absence  of  the  cost  mark  be  felt, 
but,  supposing  another  dealer  in  your  town  comes  in 
and  asks  you  for  an  article  he  has  run  out  of,  how  will 
you  know  what  to  charge  him,  without  looking  up  your 
invoice  ?   Quite  recently  the  Avriter  was  in  a  hardware 

store  talking  to  the  proprietor,  when  another  dealer 
came  in  and  asked  for  some  axe  handles.  He  had 
run  out  of  them  and  wanted  a  dozen  to  fill  a  rush 
order.  The  dealer  of  whom  the  request  was  made  did 
not  put  the  cost  mark  on  his  goods,  and  as  he  wanted 
to  give  his  competitor  a  better  price  than  his  regular 
selling  cost,  he  was  forced  to  hunt  through  a  big  pile 
of  old  bills  to  find  out  what  the  goods  cost  him. 

One  Dealer's  Good  Plan. 
Jobbing  house  catalogues  are  gotten  up  practically 

all  the  same,  and  the  prices,  as  a  rule,  are  alike.  Wm. 
Walker  &  Son,  Toronto,  always  keep  one  of  these  in 
the  office  and  when  a  bill  comes  in,  they  check  it  up 
with  the  catalogue.  If  there  has  been  a  change  be- 

tween the  price  charged  on  the  bill  and  that  quoted 
in  the  catalogue,  they  make  the  change  in  the  cata- 

logue. Then  when  stocktaking  time  comes  around  and 
they  come  across  an  article  on  which  they  know  there 
has  been  a  change  in  price,  they  look  up  the  catalogue 
and  find  the  prevailing  cost.  If  some  of  the  old  goods 
are  marked  at  a  price  lower  than  that  then  being 
charged,  they  enter  the  old  goods  on  the  stock  sheets 
at  the  price  then  being  quoted.  Thus  they  are  that 
much  ahead. 

Look  over  your  completed  stock  sheets  carefully, 

study  out  where  you  have  made  mistakes  and  "go  to 
it"  in  1913  with  renewed  vigor  and  a  resolve  to  profit 
by  the  errors  you  made  in  1912. 

VALUING  THE  STORE  AND  STOCK. 

When  you  have  grown  weary  of  the  business  of 
merchandizing,  when  the  lumbago  hits  you  and  green 
fields  and  a  little  garden  plot  hold  a  restful  meaning 
to  your  tired  eyes,  you  will  look  around  for  someone 
to  take  the  load  from  your  shoulders  and  leave  good 
round  dollars  in  exchange  for  your  business. 
With  most  merchants  the  time  of  selling  is  vague 

and  indefinite.  They  know  in  a  hazy  way  that  they 
will  sell  some  time,  but  never  have  conducted  their 
business  in  a  way  to  attract  a  possible  investor.  It  is 
not  infreqiient  that  we  learn  of  merchants  who  have 
reaped  considerable  returns  from  their  business,  and 
yet  who  are  unable  to  dispose  of  the  business  at  a 
fair  price,  says  the  Cincinnati  Trade  Review. 

It  is  notable  that  the  largest  percentage  of  mer- 
chants can  demand  no  bonus  for  their  accumulated 

trade.  Neither  will  the  investor  assume  outstanding 
accounts  at  any  figure.  One  would  decide,  then,  that 
the  sale  of  stock  and  fixtures  should  bring  the  regular 
invoice  price.  This  is  seldom  the  case.  The  buyer 
generally  secures  an  invoice  man  from  the  jobbing 
house  and  the  resiilt  of  this  stocktaking  is  invariably 
much  lower  than  the  privately  conducted  invoice.  The 
merchant  who  believes  he  has  a  $5,000  stock,  generally 
wonders  at  the  invoice  statement  of  $4,500.  Many 
merchants  are  unable  to  sell  outright.  Their  exten- 

sive credit  accounts,  trading  stamps,  old  stock  com- 
petition, cut  prices  and  inefficient  clerks  are  all  scanned 

by  the  investor  who  passes  the  store  iip  as  a  bad  risk. 
No  merchant  can  determine  as  to  when  he  will  wish 

to  sell  his  store.  He  must  conduct  it  in  such  a  man- 
ner as  will  attract  the  investor  and  eliminate  the  fea- 

tures that  render  it  undesirable.  Arrange  and  man- 
age your  store  as  if  you  were  to  show  it  to  a  prospec- 
tive customer.  Thus,  some  day,  you  will  sell  it  with- 

out effort,  or  rather,  it  will  sell  itself.  And  if  you  do 
not  sell,  the  plan  of  conducting  your  store  for  the  eyes 
of  the  buyer  Avill  gain  for  it  the  approval  of  the  cus- 

tomer and  self-satisfaction.  Study  well  the  question: 
Will  your  store  sell? 
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Future  of  the  Retail  Hardware  Trade 

3i/  S.  J.  Stebbins 

As  readers  of  the  Journal  are  well  aware,  the  fu- 
ture of  the  retail  hardware  dealer  on  account  of  the 

competition  of  the  catalogue  houses  is  at  least  as  live 
a  question  in  the  United  States  as  it  is  in  Canada,  and 
the  subject  is  naturally  receiving  a  great  deal  of  at- 

tention from  the  trade  press.  In  a  recent  issue  of  the 
Iron  Age  Hardware  is  a  letter  from  J.  F.  Howe,  a 
former  president  of  the  Pennsylvania  Association,  on 
this  important  -subject  which  is  herewith  reproduced 
for  the  benefit  of  the  hardware  trade  in  Canada.  The 
letter,  which  was  inspired  by  an  article  on  the  same 
subject  in  a  former  issue  by  Mr.  S.  J.  Stebbins,  of  the 
Stebbins  Hardware  Company,  Chicago,  is  as  follows : 
"Mr.  Stebbins'  statement  that  the  evolution  now 

going  on  in  the  retailing  of  merchandise  will  soon  elim- 
inate the  retailer  who  does  not  put  himself  in  a  posi- 

tion to  buy  his  goods  as  low  as  his  competitors  (the 
catalogue  house  and  the  retailing  jobber)  is  unques- 

tionably a  fact,  and  has  been  so  recognized  by  observ- 
ing merchants  for  the  past  ten  years. 

"Every  one  knows  that  there  are  catalogue  houses 
and  supply  houses  in  all  of  our  cities  who  are  recog- 

nized by  manufacturers  as  being  entitled  to  jobber's 
prices,  but  who  job  practically  nothing,  selling  direct 
to  the  consumer.  But  the  small  retailer  everywhere  is 
barred  from  this  opportunity  and  must  buy  his  goods 
from  the  jobber  at  a  price,  Mr.  Stebbins  says,  33  1-3 
per  cent,  above  the  price  the  jobber  and  the  catalogue 
house  pay. 

Retailer  Up  Against  It  Strong. 

"It  is  absurd  to  expect  the  average  retailer  to  suc- 
ceed against  competition  of  this  kind.  Granting  that 

both  these  classes  of  merchants  are  of  equal  ability, 
but  one  of  them  is  able  to  buy  his  wares  at  one-third 
less  than  the  other,  it  is  easy  to  see  which  one  will 
succeed  and  which  one  will  fail,  and  the  result  would 
be  the  same,  even  if  the  difference  in  buying  were  only 
half  as  great. 

"The  fact  that  some  small  merchants  are  still  suc- 
ceeding, notwithstanding  such  a  handicap,  proves  noth- 

ing. Unusual  ability,  favorable  location  and  local  con- 
ditions are  occasionally  such  that  a  moderate  degree 

of  success  is  attained  in  the  face  of  obstacles  that 
would  ordinarily  cause  failure. 

"I  do  not  think  any  one  who  has  watched  the  trend 
of  events  in  this  problem  of  distribution  will  question 
Mr.  Stebbins'  statement  that  the  small  retailer  as  we 
know  him  (and  he  constitutes  75  per  cent,  of  those 
engaged  in  the  trade)  will  soon  be  eliminated  if  present 
tendencies  continue. 

"Granting  that  these  conclusions  are  correct,  what 
is  this  great  army  of  retailers  going  to  do  about  it? 
Are  they  going  to  accept  this  as  being  the  inevitable, 
or  will  they  be  able  to  adopt  methods  by  which  their 
business  may  be  continued? 

The  Public  Wants  Local  Stores. 

"It  would  seem  that  the  first  thing  to  be  determined 
is  whether  the  buying  public  want  local  retail  stores 
or  not,  and  will  they  patronize  such  stores  in  prefer- 

ence to  sending  long  distances  for  their  goods,  provid- 
ing the  local  store  can  supply  them  at  about  the  same 

price. 
"This  question  has  been  put  up  to  the  people  a  great 

many  times  and  the  answer  is  practically  unanimous 
that  they  do  want  the  store  located  close  to  them, 
where  they  can  get  goods  promptly  as  they  need  them 
and  they  will  willingly  pay  a  small  percentage  more 
for  the  better  service  rendered. 

"This  being  the  case,  then  a  way  will  be  found  to 
continue  them.  If  the  present  system  will  not  do  it, 
then  a  system  will  be  adopted  that  will  continue  them 
and  do  it  in  a  manner  satisfactory  to  the  public  and 
profitable  to  the  merchant. 

Jobber  Not  to  Blame— He's  Doing  the  Best  He  Can. 

"The  jobber  is  being  criticised  by  some  of  the  trade 
papers  and  by  a  great  many  retailers,  for  not  furnish- 

ing the  retailer  with  goods  at  a  price  which  will  en- 
able him,  to  compete  with  catalogue  houses  and  job- ber-retailers. 

"It  seems  to  me  that  this  criticism  is  unfair  to  the 
jobber.  All  jobbers  buy  goods  from  the  factories  at 
practically  the  same  price.  If  as  generally  supposed 
it  costs  the  jobber  about  20  per  cent,  to  sell  goods  to 
the  retailer  then  the  retailer  who  buys  from  the  jobber 
must  pay  20  per  cent,  more  than  the  retailer  who  buys 
direct  from  the  factory,  and  there  is  no  way  to  get 
away  from  it. 

"The  jobber  who  sells  the  retailer  is  not  to  blame. 
He  is  selling  as  cheap  as  he  can.  He  suffers  with  the 
retailer.  When  the  retailer  loses  business  the  jobber 
who  supplies  him  loses  the  business  also. 

The  only  hope  for  the  jobber  is  to  hold  as  much  of 
the  trade  of  the  retailers  as  he  can  and  at  the  same 
time  open  up  a  retail  department  himself.  Most  of 
the  jobbers  are  already  doing  this  and  more  will  do  it 
in  the  future.  Some  of  them  are  even  establishing 
branch  retail  stores  and  they  are  successful. 

Buying  Direct. 

"Mr.  Stebbins  says  the  main  trouble  with  the  small 
retailer  to-day  is  his  goods  costs  him  too  much.  And 
his  remedy  is  that  the  small  retailer  must  buy  direct 
from  the  factory.  This  plan  seems  to  have  been  suc- 

cessful in  Mr.  Stebbins'  case,  but  he  is  located  in  a 
large  city,  and  for  many  years  has  been  able  to  pur- 

chase in  large  quantities,  which  justified  the  manu- 
facturers in  selling  him  direct. 

"This,  however,  is  not  the  situation  generally.  Prob- 
ably 75  per  cent,  of  the  retailers  would  find  it  imprac- 

ticable to  buy  more  than  about  one-fourth  of  their 
stock  from  the  factories.  In  many  cases  the  manufac- 

turer refuses  to  sell  him  at  all  and  if  they  would  the 
small  quantity  he  could  profitably  buy  and  the  dis- 

tance and  the  hundreds  of  small  orders  he  would  have 
to  place  would  piake  it  impossible. 

Time  Has  Come  for  Consolidation  of  Interests. 

"If  it  is  not  practicable  for  the  small  store  to  buy 
direct,  and  if  it  be  admitted  that  the  jobber  by  the 
present  system  cannot  supply  the  small  store  at  prices 
that  will  enable  him  to  compete  with  the  catalogue 
house  and  the  jobber-retailer,  then  the  time  has  come 
for  the  consolidation  of  the  jobbing  with  the  retailing 
business. 

"We  must  bear  in  mind  that  each  community  wants 
and  will  have  a  local  store.  This  is  the  logical  and 
economical  way  to  provide  the  people  with  the  things 
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they  need.  The  problem  is  how  to  furnish  the  people 
in  the  smaller  towns  and  rural  districts  with  goods  m 
the  most  economical  way. 

"It  is  evident  that  it  would  be  wasteful  for  a  store 

to  carry  a  large  stock,  in  these  small  towns.  There 
must  be  a  large  jobbing  warehouse  in  some  nearby 

city  where  the  small  store  can  replenish  its  stock  fre- 
quently and  promptly. 

An  Economical  Plan. 

"There  are  two  ways  by  which  this  consolidation 
can  be  brought  about.  The  jobbers  can  own  the  retail 

stores,  Avhich  would  then  be  branch  stores,  or  the  retail- 
ers must  own  their  own  jobbing  houses.  Firmly  estab- 
lish either  one  of  these  systems  and  the  question  of  dis- 

tribu-tion  has  been  solved,  and  solved  right,  for  it  would 
be  the  most  economical  method  of  getting  merchandise 
from  the  maker  to  the  user. 

"This  system  would  eliminate  half  or  two-thirds _ of 
the  number  of  stores,  both  wholesale  and  retail,  which 
in  itself  would  be  a  tremendous  saving  to  the  people. 
The  people  would  be  supporting  one  store,  where  they 
are  now  supporting  two  or  three  or  more.  Two  years 
ago  a  town  in  Pennsylvania  of  a  population  of  3,600 
had  fifty-two  stores.  More  than  500  visits  a  month 
was  made  to  these  stores  by  salesmen.  The  people  of 
that  town  not  only  paid  the  entire  expense  of  main- 

taining these  fifty-two  stores,  but  they  paid  the  ex- 
pens^  of  these  500  visits  per  month  by  the  salesmen. 
"Under  the  present  system  of  distribution  there  is 

an  unnecessary  expense  of  probably  more  than  thirty 
per  cent.  If  this  could  be  saved  to  the  country,  what 
a  cut  it  would  make  in  the  high  cost  of  living. 

The  Public  Interest. 

"Whether  the  jobbers  take  over  the  retailing  inter- 
ests, or  the  retailers  absorb  the  jobbing  business, 

makes  but  little  difference  to  the  public,  so  long  as  it 
results  in  cutting  down  the  cost  of  living.  The  prob- 

ability is  that  both  will  be  done  to  some  extent. 

"I  believe  the  position  of  the  retailers  is  the  most 
favorable  from  an  economic  standpoint,  to  take  up 
this  idea.  But  the  jobber  as  a  rule  is  a  bigger,  broad- 

er business  man  than  the  retailer,  and  more  likely  to 

act  along  new  lines  and  will  probably  "beat  the  re- 
tailer to  it." 

Retail  Co-operative  Buying. 

"Retail  hardware  dealers  in  two  or  three  of  our 
cities  have  maintained  their  own  jobbing  warehouse 
on  a  small  scale  for  several  years  with  satisfactory  re- 

sults, but  the  organization  of  the  American  Hardware 
&  Supply  Company  of  Pittsburg,  about  two  years  ago, 
is  the  first  attempt,  on  a  larger  scale,  to  put  this  plan 
into  practice. 

"This  concern  has  about  130  stockholders,  located 
principally  in  Western  Pennsylvania,  although  they 
have  members  in  three  or  four  other  states. 

"The  general  report  of  those  interested  in  this  com- 
pany is  that  they  are  well  satisfied  with  the  venture, 

and  they  expect  in  time  to  have  four  or  five  hundred 
members,  which  will  place  them  in  a  very  strong  buy- 

ing position. 

"If  this  method  proves  more  economical  in  the  plan 
of  distribution  that  the  old  way  it  will  succeed  until 
something  better  comes  to  the  front,  but  at  the  present 
time  it  would  seem  to  be  the  best  plan  in  sight. 

"If  this  is  worked  out  by  the  retailers  to  any  great 
extent,  they  will  have  to  act  quickly,  or  they  will  find 
the  field  covered  by  other  interests. 

"They  are  on  the  ground  now,  they  are  acquainted 
with  the  retail  trade,  everything  is  in  their  favor. 

"A  recent  writer  on  this  question  said:  'The  retail- 
ers are  not  aware  of  it,  but  they  are  really  waiting  for 

some  one  big  enough  to  organize  them  into  the  great- 
est buying  organization  that  the  business  world  has 

ever  seen.'  It  looks  at  the  present  time  as  if  it  was 

'up  to  the  retailers.'  " 

TAYLOR-FORBES  INCREASE  CAPACITY. 

The  stock  of  lock  equipment  owned  by  the  Wilcox 
Manufacturing  Co.,  London,  Ont.,  which  went  out  of 
business  a  short  time  ago,  has  been  taken  over  by  the 
Taylor-Forbes  Co.,  Guelph.  This  equipment  includes 
dies  and  tools  to  the  value  of  $20,000  which  were  made 
up  just  previous  to  the  time  the  Wilcox  Company  went 
out  of  business. 

It  is  the  intention  of  the  Taylor-Forbes  Co.  to  im- 
mediately erect  another  plant  for  the  manufacture  of 

locks  and  lock  sets  and  their  present  staff  of  500  hands 
will  be  increased  to  700. 

MADE  IN  CANADA  RAZORS. 

A  short  time  ago,  the  Montreal  Daily  Herald  con- 

tained an  editorial  on  "Made  in  Canada"  goods.  It 
told  of  how  a  prominent  Montrealer,  who  was  erecting 
a  new  building,  stated  he  was  forced  to  go  outside  Can- 

ada for  much  of  the  stuff  that  w£is  necessary  to  erect 
the  structixre.  This  included  certain  qualities  of  brick, 
terra  cotta,  glass,  sash  and  some  other  articles-  The 
representative  of  the  Herald  who  interviewed  the  man, 
expressed  surprise  at  this.  And  rightly  so.  Many  of 
the  articles  the  builder  was  sending  away  for  could 
have  been  purchased  in  his  own  city,  but  the  fault  lay 
with  the  retail  merchants.  They  did  not  push  their 
goods  forward  to  let  the  public  know  they  could  be 
bought  in  Montreal. 

A.  B.  Bittues,  of  the  Gillette  Safety  Razor  Co.  of 
Canada,  Limited,  has  always  advocated  the  pushing  of 

"Made  in  Canada"  goods,  and  when  he  saw  this  edi- 
torial, he  had  several  thousand  copies  printed  and  sent 

to  hardware  retailers  all  over  the  country,  accompan- 
ied by  a  circular  requesting  them  to  devote  a  window 

specially  to  goods  made  in  this  country.  His  request 
was  complied  with  in  many  instances,  and  the  result 
has  been  satisfactory  to  Canadian  retailers  and  manu- 

facturers alike. 

MORE  "BIG  BEN"  CLOCKS. 

By  January  1st,  it  is  expected  that  an  immense  ad- 
dition to  the  Westen  Clock  Co.,  La  Salle,  lU.,  manu- 

facturers of  "Big  Ben"  alarm  clocks,  will  be  com- 
pleted. The  plans  include  a  new  building  covering 

87,500  square  feet,  and  a  new  office  building  of  con- 
crete, steel  and  brick  construction. 

The  inside  will  be  a  city  in  itself,  the  departments 
being  laid  out  into  blocks,  streets,  and  avenues  through 
which  will  circulate  electric  trucks  for  the  transpor- 

tation of  raw  and  finished  materials  from  the  stock 
and  store  room  to  the  different  departments. 

A  garage  for  the  employees'  automobiles  and  motor 
cycles  has  also  been  provided  north  of  the  engineering building. 

These  additions  will  make  the  Westen  Clock  Co.  the 
second  largest  alarm  clock  manufacturers  in  the  world, 
the  international  honor  belonging  to  a  German  con- 

cern. In  15  years,  the  daily  output  of  the  concern  has 
increased  from  50  to  9,700  clocks. 
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What  Trade  Assocli 

ire  DomS- 

HARDWARE  EXHIBITORS  VERY  BUSY. 

The  hardware  manufacturers  who  are  in  charge  of 
the  arrangements  for  the  Hardware  Exhibition  to  be 
held  in  Hamilton  in  the  13th  Regiment  Armories  dur- 

ing the  Retail  Hardware  convention  in  that  city,  Feb. 
17  to  21  next,  are  leaving  nothing  undone  to  make  the 
1913  convention  and  exhibition  a  success. 

Secretary  Tobin,  of  the  Exhibitors  Association,  has 
been  kept  busy  during  the  past  month  answering  in- 

quiries and  making  reservations  for  booths  in  the  Ex- 
hibition Hall,  and  present  indications  are  that  consider- 

feet.  Along  the  walls  there  are  no  restrictions  as  to 
how  high  shelving  for  displays  can  be  put  up,  but  in 
the  centre  no  shelves  will  be  allowed  above  the  height 
of  the  back  partition,  which  is  5  feet  high. 

The  sketch  shows  a  railing  30  inches  high  along  the 
front  and  sides  with  a  matched  board  background  sur- 

mounted at  one  corner  with  a  pillar,  on  which  signs 
are  suspended  giving  the  name  of  the  exhibitor,  and 
above  being  a  200  candle  power  electric  lamp. 

The  armories  will  be  heated  by  several  furnaces  and, 
being  centrally  located  midway  between  the  G.T.R.  and 

Shetch  showing  construction  of  Hardware  Exhibition  booths. 

C.P.R.  depots,  and  close  to  the  leading  hotels,  the  build- 
ing makes  an  ideal  place  for  the  holding  of  the  con- 

vention and  exhibition. 

With  such  a  magnificent  hardware  exhibition  in  pros- 
pect, to  be  held  in  the  greatest  hardware  manufactur- 

ing centre  in  Canada,  and  with  a  programme  of  enter- 
tainment and  trade  discussions  of  greater  interest  than 

at  any  preceding  convention,  the  eighth  annual  meet- 
ing of  the  Ontario  Retail  Hardware  and  Stove  Dealers' 

Association  should  be  attended  by  at  least  500  retail 
hardwaremen  from  all  parts  of  Canada,  and  manu- 

facturers who  have  not  yet  arranged  to  make  a  dis- 
play should  write  to  Secretary  F.  M.  Tobin,  at  Wood- 

stock, for  plans  and  prices  of  booths. 

ably  before  New  Year's  all  of  the  102  booths  will  have 
been  reserved.  Many  manufacturers  who  have  never 
exhibited  before  will  make  displays  at  this  exhibition, 
and  in  view  of  the  demand  for  space,  some  manufac- 

turers who  have  asked  for  four  to  six  booths  are  only 
being  allotted  three. 

A  floor  plan  showing  the  arrangement  of  the  booths 
was  printed  in  the  November  issue  of  Canadian  Hard- 

ware, Stove  &  Paint  Journal,  while  the  construction 
of  the  booths  is  illustrated  in  the  accompanying  sketch. 
Prices  of  booths  run  from  $45  to  $60,  according  to  lo- 

cation. The  booths  vary  slightly  in  size,  the  ones  along 
the  wall  being  9  x  10  feet,  and  the  central  ones  8  x  10 
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THE  PROBLEM  OF  PRICE  AND  DISTRIBUTION. 

By  L.  C.  Abholl, 
President  National  Retail  Hardware  Association 

As  there  exists  in  the  minds  of  some  of  our  mem- 

bers, doubt  as  to  the  judgment  of  our  association  in 

not  having  a  representation  at  both  the  manufacturers' 
and  jobbers'  convention  at  Atlantic  City,  it  is_  up  to 
me  as  president  to  state  why — and  before  doing  so, 
I  wish  to  say  that  I  assume  full  responsibility  for  the 
action  taken. 

For  the  past  four  or  five  years,  we  have  been  repre- 
sented at  these  conventions  and  have  always  received 

a  generous  welcome,  and  most  courteous  treatment. 
Meeting  these  representatives  in  the  hardware  trade 
is  an  education  and  an  experience  that  any  retailer 
can  remember  with  pleasure.  But,  let  me  ask,  without 
resentment  or  unjust  criticism,  has  it  developed  the 
one  question  that  is  uppermost  in  the  mind  of  every 
retailer  to-day? — the  problem  of  price  and  distribu- 

tion. Ex-presidents  Jones,  McNamara,  Williams,  Steb- 
bins,  and  others  that  preceeded  them  can  answer  this 
question  also. 

There  is  in  my  mind  only  one  solution  to  this  im- 
portant subject.  Ninety  per  cent,  of  the  hardware 

products  are  to-day  passing  through  the  hands  of  the 
retail  merchant,  and  they  are  not  receiving  the  full 
measure  of  protection  that  this  volume  of  trade  merits. 
The  reasons  are  explainable,  and  I  must  trespass  some 
on  tRe  toes  of  the  retail  merchant  in  this  argument. 
Do  not  blame  the  source  of  supply  for  all  your 

troubles  Mr.  Retailer.  They  will  not  of  their  own  ad- 
mission state  to  you  that  their  price  is  too  high,  or 

that  they  are  going  to  withdraw  any  special  favors  to 
direct-to-eonsumer  supply  houses.  The  individual  case 
must  be  worked  out  direct  by  you,  and  the  evidence 
put  in  such  shape  that  will  admit  of  no  argument.  No 
general  complaint  will  receive  a  hearing  by  men  of 
this  calibre.  Specific  proof  is  essential  to  bring  re- 

sults. Ask  no  favors.  Request  that  you  be  placed  on 
a  plane  equal  to  the  other  fellow  that  is  making  in- 

roads on  our  territory. 

Hitting  the  Mark, 

No  sportsman  shoots  at  the  flock  of  ducks,  as  they 
whirl  past  the  decoys.  If  he  did  the  chances  are  that 
a  clean  miss  would  follow  as  the  space  between  each 
bird  is  five  hundred  times  the  size  of  the  target.  But, 
he  takes  deliberate  aim  at  one,  and  is  generally  re- 

warded for  his  skill.  Our  grievances  are  those  of  per- 

sonal nature,  each  ease  has  it's  special  features.  We 
have  no  reason  to  expect  any  assistance  from  the  firm 
or  individual,  whose  line  of  merchandise  is  clouded 
with  that  suspicion  of  selective  p,riees  that  some  dis- 

tributors are  getting  who  sell  direct  to  the  consumer, 
by  taking  our  complaints  to  a  convention,  v^^hich. 
broadly  speaking,  is  not  responsible  for  the  trouble. 

On  this  plan  our  officers  and  Trade  Committee  are 
working,  and  it  is  an  undertaking  that  requires  time, 
patience,  and  research  to  develop,  and  on  behalf  of 
these  officers,  and  committee,  I  can  say  we  are  develop- 

ing some  facts  in  trade  problems  that,  when  corrected, 
will  prove  of  great  benefit  to  the  retail  trade.  And 
these  facts,  when  presented,  will  be  backed  up  by  prac- 

tical results  obtained  by  purchase  and  the  name  of 
the  dealer  given. 

_  But,  to  present  these  questions  before  this  conven- 
tion, in  my  judgment,  would  only  result  in  spreading 

broadcast  through  the  trade  press,  questions  that  only 
can  be  settled  by  and  through  the  parties  responsible 
for  their  existence.    With  the  evidence  all  in,  confer- 

ence finished,  and  there  is  no  correction  of  the  evil, 

then  publicity  may  be  necessary.  Publicity  and  ad- 
vertising are  splendid  methods  to  adopt  in  business 

when  you  have  the  goods  and  price  to  back  up  the 
statement,  but  it  is  a  poor  excuse  to  attempt  such  a 
method  in  correcting  a  grievance. 

An  Important  Fact. 

We  must  not  forget  this  fact,  and  it  should  impress 

every  retail  hardAvare  merchant  deeply. — The  manu- 
facturer and  jobber  should  be  our  friends,  and  our 

partners  in  business,  and  we  must  adopt  methods  al- 
ways to  work  in  harmony  with  their  interests.  These 

two  great  factors  are  alive  every  day  to  the  modern 
methods  of  business,  but  is  the  retail  merchant  keeping 
up  with  the  progress  of  these  interests?  A  few  are, 
but  the  majority  are  not.  and  why? 

The  retail  merchant  must  keep  posted  as  to  the 
value  of  his  merchandise. 

It  is  natural  for  the  representative  of  any  manufac- 
turer to  get  the  best  profit  possible  for  his  house. 

It  is  up  to  the  retailer  to  plead  his  case  for  better 
prices,  by  knowledge  of  values. 

It  is  one  of  the  easiest  problems  to  solve  in  getting 
these  values  by  having  on  his  desk  these  catalogues 
that  have  been  the  bane  to  his  business. 

Then  demand  a  price  that  allows  you  to  meet  this 
competition. 

Compelling,  as  this  Avill,  the  attention  through  the 
salesman,  to  the  house  direct,  a  change  in  price  is  sure 
to  follow. 

Do  not  scatter  your  trade.  Select  two  or  three  houses 
and  make  the  volume  of  business  so  attractive  that 

you  have  a  right  to  ask  prices  that  will  hold  your 
trade  at  home. 

"Direct-to-eonsiamer"  houses  discount  all  bills.  Do 
you  Mr.  Retailer?  Two  per  cent,  ten  days,  sixty  days 
net,  is  a  nice  profit.  Fifty  days  revolves  seven  times 

a  year,  at  two  per  cent,  compounded  figures  on  a  pur- 
chase of  one  hundred  dollars  worth  of  goods,  a  net 

profit  at  the  end  of  the  year  of  seventeen  per  cent.  A 
dealer  Avho  does  not  discount  his  bills  is  no  competitor 
to  the  live  wire  across  the  street  who  does.  Neither 
does  the  manufacturer  or  jol)ber  put  him  in  the  class 
"A"  column  in  prices. 

Home  Market. 

Home  market  is  an  advantage  to  every  buyer,  but 
this  market  must  be  surrounded  with  that  spirit  of 
energy,  optimism,  personality,  sobriety,  good  buying- 
eharacter,  and  salesmanship,  that  your  competition 
abroad  is  gifted  with.  These  features  must  be  worked 
out  by  yourself.  They  are  individual  questions  for 
you  to  solve.  When  once  installed  and  reaching,  as 
they  will  eventually,  the  center  of  trade  distribution 
(the  man  that  makes  the  goods),  there  is  but  one  re- 

sult— the  prices  will  be  regulated  on  a  broad  scale, 
where  profit  will  result  on  a  fair  basis  for  the  invest- 

ment. Ninety  per  cent,  of  the  hardware  sold  to-day  is 
through  the  retail  channels.  Are  we  asking  too  much 
when  we,  in  the  spirit  of  fairness,  ask  (not  protection) 
but  a  reasonable  profit  for  our  labor  and  investment. 

S  The  future  of  advertising  is  assured.  But  the  « 
8  same  cannot  be  said  in  regard  to  the  future  of  S 
«      those  who  refuse  to  advertise.  S 
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A  SPECIAL  SALE  OF  TOOLS. 

By  G.  H.  Dirhold 

How  comes  it  that  Merchant  Jones  will  put  on  a 
selling  plan  in  his  store,  go  in  for  a  campaign  of  ad- 

vertising, and  meet  with  splendid  success  in  the  ven- 
ture, while  dealer  Harris,  handling  practically  the 

same  kind  and  size  of  store  as  Merchant  Jones,  and 
in  the  same  sort  of  community,  will  put  on  the  same 

selling  plan  and  "fizzle  out"  with  it? 
Just  let  me  show  you  what  can  be  done  by  reciting 

two  or  three  incidents.  We  sold  a  large  department 
store — located  on  our  principal  retail  street — some 
popular  priced  sewing  machines,  and  urged  him  to 
buy  some  high  grade  automatic  machines — about  $28 
apiece.  He  said:  "What  can  I  get  for  them?  I  am 
afraid  they  are  too  high  and  won't  sell."  Our  sales- 

man told  him  $45  each — to  put  them  on  floor  display 
and  talk  and  show  them  up  the  best  way  he  knew 
how.  The  first  day  this  store  had  them  on  display, 
they  made  $17  on  each  sewing  machine  and  it  did  not 
take  them  any  longer  to  make  that  $17  or  sell  that 
$45  automatic  machine  than  it  usually  does  to  sell  a 
$25  machine. 

A  good  retail  merchant  can  lead  other  business  men 
of  his  own  community. 

Success  in  the  retail  business  to-day,  as  always,  is 
principally  a  matter  of  selling.  It  is  a  matter  of  mak- 

ing every  one  that  needs  your  goods,  have  them. 
Let  me  tell  you  of  a  friend  of  mine,  who  is  conduct- 

ing a  retail  hardware  business  in  the  State  of  Illinois 
— who  made  this  need  look  like  a  demand. 

One  year,  not  so  long  distant,  during  the  lull  of  sum- 
mer trade,  he  found  himself  overstocked  with  a  line 

of  popular  priced  tools,  so  he  conceived  the  idea  of 
putting  on  a  special  sale.  He  rigged  up  an  attractive 
show  window  display  and  put  in  a  large  card  sign, 
with  the  following  wording  in  large  distinct  lettering: 

$2.60  WORTH  OF  TOOLS  FOR  $1.49. 

5  Good  Every-Day  Household  Tools  for  the  Price  of  a 
Saw  Alone. 

1  Awl  and  Tool  Set. 
1  First  Class  Saw. 
1  Good  Hammer. 

,       1  Boxwood  Rule. 

1  Carpenter's  Pencil. 
ALL  FOR  $1.49. 

On  Sale  Satiirday  As  Long  As  They  Last. 

The  sale  took  instantly,  and  his  entire  stock  of 

these  tools  was  sold  out  by  four  o'clock,  but  he  con- 
tinued to  take  orders  for  them  until  ten  o'clock  that 

Saturday  night,  each  customer  being  required  to  leave 
a  deposit  of  fifty  cents. 

In  representing  this  tool  assortm,tent,  his  method 
was  simply  like  this :  In  talking  to  his  customer,  he 
called  special  attention  to  the  saw — ^how  good  it  was 
for  the  price — how  handy  and  convenient,  etc.,  then 
when  he  pointed  out  the  other  tools,  that  went  with 

the  set.  he  found  the  customer  in  a  frame  of  mind  to 
be  easily  convinced  and  a  sale  naturally  followed. 

He  had  no  difficulty  in  properly  enthusing  his  sales 
force  and  he  sold  all  told,  thirty  dozen  sets — or  three 
hundred  and  sixty  tool  assortments.  They  cost  him 
about  $13.00  per  dozen  and  brought  him  a  net  profit 
of  about  $0.40  per  set. 

This  is  a  good  example  in  the  line  of  business  de- 
velopment, and  the  same  idea,  no  doubt,  can  be  var- 

ied to  suit  other  goods.  It  is  the  old  special  sale  argu- 
ment giving  it  a  new  twist  by  putting  in  the  assort- 
ment idea,  thereby  weaving  human  interest  around  it 

and  selling  goods. 

Whenever  you  decide  to  put  on  a  special  sale,  have 
some  good,  honest  reason  for  running  it,  and  do  not 
make  the  mistake  of  running  special  sales  too  often. 
A  good,  well  thought  out  special  sale  is  a  powerful 

"Sales  Mogul,"  but  not  a  "Cure  All."  Remember,  it 
will  not  cure  poor  management,  neither  will  it  stop 
poor  buying  wastes,  and  except  in  special  cases,  it  will 
not  definitely  continue  to  sell  inferior  goods.  But  if 
rightly  advertised — if  honestly  conducted  on  good,  real 
bargain  values — it  will  spread  the  merits  of  your  pro- 

position— it  will  bring  your  store  to  eyes — -no  matter 
how  distant — and  in  that  way,  make  your  goods  ac- 

cessible to  your  trade  and  multiply  your  business;  in 
a  nutshell,  it  will  help  you  and  your  trade  together. 
Verily  we  are  living  in  a  get-together  age  and  we  must 
do  business  that  way  or  hobble  by  ourselves. 

THE  EVILS  OF  OVERBUYING. 

By  Charles  Schell 

Why  do  many  of  the  large  business  houses  employ 
a  man  to  buy  goods  exclusively?  First,  it  requires 

all  of  one  man's  time  to  keep  up  the  stock;  second,  be- 
cause they  realize  the  importance  of  buying  at  the 

Interior  view  of  the  store  of  Agnew's  Tjimited,  Prince  Albert,  Sask.  This store  illustrates  the  up-to-date  manner  in  which  Western  merchants  dis- 
play their  goods  in  silent  salesmen.  The  gentleman  nearest  the  camera 

is  Mr.  Agncw,  and  beside  him  is  Mr.  Horseman,  salesman  for  the  J.  H. 
Ashdown  Hardare  Co.  This  business  was  established  in  187!).  incorpor- 

ated in  1908  and  the  present  building  erected  in  1910.  T.  J.  Agnew  takes 
considerable  interest  in  municipal  affairs,  being  an  alderman  of  the  town. 



48 CANADIAN  HARDWAEE,  STOVE  &  PAINT  JOURNAL. 
December,  1912 

right  price  and  of  not  buying  too  much  of  any  one 

If  the  man  with  a  large  capital  realizes  the  import- 

ance of  not  overbuying,  why  shouldn't  the  man  with 
a  small  capital  do  the  same  thing? 

It  is  not  my  intention  in  this  short  talk  to  make  you 
so  conservative  about  buying  that  half  the  time  you 

will  not  have  in  stock  what  your  customers  want,  but 

it  is  my  desire  to  impress  you  with  the  fact  that  to 
have  in  stock  a  $150  to  $200  worth  of  whips,  and  not 

have  enough  good  team  collars  in  stock  to  fit  an  ordi- 

nary team,  is  a  flagrant  ease  of  the  "Evil  of  Over- 

buying. ' ' 
This  is  an  extreme  case,  but  there  are  such  instances 

actually  existing;  and  while  the  majority  of  us  don't 
go  to  the  extreme,  we  certainly  do  many  times  over- 

buying in  one  class  of  goods  or  another. 
Overbuying  not  only  accumulates  a  lot  of  stock  that 

gets  shop-worn  and  depreciates  in  value,  but  it  ties  up 
your  cash  and  renders  the  discounting  of  your  bills 
difficult,  and  many  times  makes  it  impossible. 
You  should  strive  to  discount  every  bill  of  goods 

you  buy.  It  is  the  easiest  and  cleanest  profit  in  any 
business,  and  will  surprise  anybody  who  has  never 
been  in  the  habit  of  taldng  discounts  to  see  what  it 
will  total  up  in  the  course  of  a  year. 

The  other  advantage  of  discounting  your  bills  is,  it 
gives  you  a  financial  rating  that  is  almost  worth  the 

amc^unt  you  actually  save  on  discounting. 
A  two-cent  stamp  will  take  an  order  to  any  house  in 

the  country,  and  nine  times  out  of  ten  your  trade  is 
not  so  urgent  but  that  you  can  better  afford  to  wait 
ten  or  twelve  days  to  get  the  goods  than  to  have  a 
lot  of  surplus  stock  getting  shop-worn,  and  which  will 
not  be  sightly  or  easily  sold,  even  if  customers  were 
coming  in  thick  and  fast. 

Consequently  only  buy  a  reasonable  amount  of  stock 
— enough  to  fill  the  demands  of  your  trade.  Conserve 
your  capital  and  endeavor  to  discount  as  many  bills 
as  you  can — the  more,  the  better,  and  you  will  be 
pleased  with  yourself  and  satisfied  with  your  business. 

BE  YOUR  OWN  COMPETITOR. 

Aggression  is  often  the  best  defence. 
There  are  hundreds  of  towns  to-day  where  bright, 

shrewd  retailers  are  storing  up  trouble  for  themselves 
by  being  too  easily  content  with  present  conditions. 

A  town,  for  instance,  is  as  yet  without  an  aggres- 
sive department  store.  Each  of  its  merchants  sells  a 

single  line  of  goods  and  is  making  a  good,  fair  profit. 
There  is  evidently  an  opening  for  some  energetic  new- 

comer, but  the  old-line  storekeepers  prefer  to  "let  well 
enough  alone,"  and  think  when  the  time  comes  they 
will  be  able  to  meet  conditions  as  they  arise. 

If  your  town  is  in  that  state  let  us  recommend  to 
you  that  you  be  your  own  competitor. 

Anticipate  the  future  a  little.  The  present  situation 
invites  new  competition.  If  you  branch  out  and  fill 
the  opening  yourself,  it  will  be  closed  against  outsid- 
ers. 

If  you  do  not,  then  when  competition  comes,  as  come 
it  will,  all  the  benefit  of  the  situation  will  be  with  the 
newcomer.  Whatever  steps  you  take  then,  it  will  be 

obvious  to  your  town's  people,  are  forced  upon  you. 
If  goods  are  sold  at  lower  prices  in  your  town  after 

the  new  man  comes,  he  will  get  the  credit  for  having 
brought  them  about.  Moreover,  he  will  then  have  his 
money  invested  whether  he  likes  it  or  not,  he  must  see 
the  fight  through.    It  is  immensely  easier  to  prevent 

new  competition  from  starting  than  it  is  to  beat  it 
afterward. 

If  the  newcomer  has  been  trained  in  the  modern 

school,  and  if  the  one-line  merchants  in  your  town 
are  relatively  as  unaggressive  as  they  commonly  prove 
under  such  circumstances,  the  new  store  will  do  a  live- 

ly business  right  from  the  start  and  the  business  of 
the  town  will  go  to  it  in  steadily  growing  volume. — 
Butler  Bros. 

SERVICE  BRINGS  BUSINESS. 

You  can  do  it  a  little  better  the  next  time  you  try 
if  you  do  your  best,  says  The  Northwest  Trade.  It 
is  service  which  brings  the  business  to  you,  and  it  is 
service — the  best  of  service — which  makes  the  business 
permanent.  Buyers  are  more  independent  than  they 
once  were.  They  want  the  best  deal  they  can  get,  the 
maximum  quality  for  their  money,  courteous  treat- 

ment and  the  best  service  obtainable.  You  can't  de- 
pend on  prices  fixing  sales,  for  the  other  fellow  can 

sell  just  as  cheaply  as  you  do,  so  the  competition  must 
be  regulated  to  a  large  extent  on  the  question  of  ser- 

vice given.  Unless  you  convince  people  that  you  offer 
more  in  these  respects  than  the  other  fellow,  they  are 
just  as  apt  to  stop  at  his  store  as  your  own.  If  they 
believe  there  is  any  advantage  in  trading  with  you, 

they  will  beat  a  path  to  your  place  of  business.  Estab- 
lish a  reason  in  the  minds  of  your  customers  why  they 

should  trade  at  your  place  of  business,  and  the  ques- 
tion of  success  is  solved.  You  want  more  business  this 

year  than  you  had  last,  but  have  you  figured  where  it 
is  to  come  from?  It  is  to  be  had,  and  it  is  for  you 
to  go  after  it.  Talk  your  goods  and  services  more 
effectively  and  make  your  patrons  more  welcome  to 
your  store,  and  the  result  will  be  what  you  are  look- 

ing for. 

HARDWARE  STORES  WANTED. 

Hardware  stores  are  wanted  at  the  following  places 
in  Saskatchewan:  Atwater,  Gerald,  Griffin,  Punnichy 
and  Yarbo. 

The  Secretary  of  the  Board  of  Trade,  or  the  Mayor 
of  the  town  will  give  further  information. 

CARE  OF  THE  BRUSH  STOCK. 

Always  straighten  out  the  bristles  of  a  brush  and 
lay  it  back,  flat  in  its  box  immediately  after  showing 
it  to  a  customer,  says  an  exchange.  In  the  fine  hair 
goods,  moth  balls  or  gum  camphor  should  be  used  to 
prevent  moths  from  eating  the  stock.  Tarred  building 
paper,  cut  in  small  pieces  and  placed  in  the  boxes  will 
also  prevent  moth-eating.  Even  if  brushes  appear  to 
be  in  good  condition,  they  are  often  moth  eaten  and 
this  causes  loss  of  hair  besides  spoiling  the  working 
qiaalities  of  the  brush. 

The  Northwest  Brass  Foundry  Co.  will  erect  a  $300,- 
000  plant  at  Calgary. 

Holt  Gurney,  of  the  Gurney  Foundry  Co.,  Limited, 
has  returned  from  a  trip  to  Winnipeg. 

Fred  Adams,  formerly  of  Fordwich,  Ont,  has  taken 
over  the  business  of  the  Guelph  Hardware  Co.,  Guelph, 
Ont. 

J.  B.  Henderson,  who  for  some  time  has  been  with 
the  Sherwin-Williams  Co.  as  secretary  to  C.  C.  Ballan- 
tyne.  has  joined  the  selling  force  and  will  cover  South- ern Alberta. 
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ORILLIA  STORE  MAKES  ALTERATIONS. 

MacNab  Bros.,  Orillia,  Ont.,  have  recently  made  some 
extensive  alterations  in  their  store.  A  recent  issue  of 

the  Orillia  Packet,  speaking  on  these,  says  in  part: — 
To  one  able  to  recall  the  Orillia  of  nearly  half  a 

century  ago,  the  progress  of  the  town  is  nowhere  more 
distinctly  illustrated  than  in  the  evolution  of  its  hard- 

ware stores,  and,  taking  it  as  it  stands  to-day,  particu- 
larly the  hardware  store  of  MacNab  Bros.,  who  have 

grown  up  with  the  town  and  progressed  with  its  pro- 
gress. This  comment  is  suggested,  or  inspired,  by  a 

look  over  the  recent  improvements  which  these  enter- 
prising dealers  have  just  completed  in  what  was  al- 

ready one  of  the  largest  and  best  hardware  stores  in 
Canada,  considering  the  size  of  the  town,  or  probably, 
even  apart  from  that  qualification.    The  improvements 

LITTLE  GUNS!    BIG  GUNS!    GREAT  GUNS! 
All  Kinds  of  the  Best  Guns  at  Macnab  Bros. 

REMINGTON  PUMP  GUNS.  S27 

REMmGT0!4  22  REPEATER,  S13 

Stevens'  "  Little '-  i  cut  '  Wincbester  Rifles  ra  32/40  and  38/SS, 
Stevens'  '  Urnck  Shot."  32  special  automatic,  32,  35,  351. 

Stevens'  "Favourite."  Stevens  and  Fox  Single  and  Double 
See  the  new  Remington  30  calibre  Shot  Guns, 

high  power  take  down,  the  very  lateet  Winchester    end    DomioioQ  Cart- 
in  Rifles.  ridges,  guaranteed  this  year's  and  fresh. 

MACNAB  BROS. 
THE  LOW  PRICE  SPORTING  HARDWARE  HOUSE 

A  sample  of  tlie  ads.  which  MacNab  Bros,  run  in  their  local 
papers.   Original  was  6j  x  5J. 

now  made  are  extensive  and  almost  revolutionary.  The 
entire  second  flat  has  been  cleared  of  partitions  and 
thrown  into  one  extensive  show-room,  forty  feet  long 
and  eigl]j;y  feet  wide,  handsomely  decorated,  and  equip- 

ped with  every  desirable  facility  for  showing  goods  to 
advantage  and  enabling  shoppers  to  view  with  com- 

fort and  convenience  to  themselves,  and  without  loss 
of  time.  In  making  this  change  a  part  of  the  west 
wall  of  the  store  on  the  lower  floor  has  been  removed, 
bringing  in  the  stairway  which  previously  led  to  the 
.street,  and  giving  direct  and  easy  access  from  the  low- 

er store  to  the  show-room  above.  In  this  process  the 
outer  door  has  been  done  away  with,  and  the  space  of 
the  doorway  taken  into  the  shop  front,  further  enlarg- 

ing the  splendid  show  windows  of  the  store.  This 
change  has  been  made  with  such  judgment  and  skill 
that  the  appearance  of  the  store  itself  has  been  con- 

siderably brightened  and  enhanced.  Painters  and  dec- 
orators have  left  their  imprint  on  every  part  and 

corner,  while  every  foot  of  shelving  and  every  point 
of  vantage  is  utilized  in  the  display  of  an  extraordin- 

arily complete  stock  of  the  various  lines  to  which  this 
floor  is  henceforth  to  be  devoted.  A  generous  allow- 

ance of  floor  space  is  allotted  to  stoves. 
A  line  of  kitchen  cabinets  rubs  sides  with  a  display 

of  washing  machines.  It  is  a  striking  fact  that  of  the 

"One  Minute"  washing  machine,  over  three  hundred 
have  been  sold  in  Orillia  alone. 

A  magnificent  stock  of  brass  goods,  imported  direct 
from  England  challenges  admiration.  This  line  in- 

cludes, in  part,  fireplace  sets,  coal  vases,  trays,  and 
many  other  novelties.    A  new  line  of  particular  inter- 

est is  mantles  and  grates,  which  the  increased  space 
will  enable  the  firm  hereafter  to  handle  with  advan- 

tage. Nearby  is  a  very  interesting  exhibit  of  bath- room fixtures. 

One  of  the  most  complete  and  extensive  additions  is 
a  very  comprehensive  stock  of  toys  and  games,  to  the 
display  of  which  a  large  amount  of  space  is  given  up. 
There  is  a  magnificent  line  of  Teddy  bears,  dolls,  hand- 
sleighs,  automobiles,  rocking  horses,  and  mechanical 
and  other  toys  in  great  variety.  A  striking  feature  is 
the  complete  provision  for  a  satisfactory  display.  It 
is  intended  to  make  this  feature  an  all  the  year  round 
department,  and  give  it  the  same  close  attention  that 
other  branches  of  the  business  get.  This  department 
in  no  way  interferes  with  the  hardware  side  of  the 
business,  being  in  charge  of  a  special  clerk  detailed 
for  that  work. 

Space  has  been  reserved  upstairs  for  a  rest  room  and 
lavatory,  both  fitted  and  furnished  with  every  neces- 

sary comfort  and  convenience.  Here  shoppers  will  be 
welcome  to  rest,  meet  friends,  to  brush  up  after  a 
drive  from  the  country,  and  generally  to  make  them- 

selves at  home.  Coupled  with  the  ample  stabling  in 

the  rear  of  the  store,  this  "rest  room"  feature  will  be an  attraction  and  a  convenience  Avhich  cannot  fail  to 
be  much  used  and  highly  appreciated. 

A  thing  is  worth  what  it  can  do  for  you,  not  what 
you  choose  to  pay  for  it. 

Economy  may  be  wealth,  but  most  of  us  prefer  to 
get  rich  in  some  other  way. 

SELLING  TO  MAIL  ORDER  HOUSES. 

A  large  manufacturer  of  tools  writes  Can- 
adian Hardware,  Stove  and  Paint  Journal  ex- 

pressing his  approval  of  our  criticism  of  U.  S. 
Consul  General  Jones'  advise  to  hardware  man- 

ufacturers to  market  their  goods  through  cata- 
logue houses  in  Canada.  The  manufacturer 

very  frankly  states  that  he  sells  largely  to  mail 
order  houses,  and  says  that  their  accounts  are 
valued  by  him  more  than  the  accounts  of  many 

jobbing  houses. 
This  point  should  be  clearly  understood. 

Hardware  manufacturers  or  jobbers  have  not 
been  criticised  for  selling  goods  to  the  mail 
order  houses,  but  because  the  sales  are  made 
at  prices  lower  than  these  manufacturers  or 
jobbers  sell  to  their  regular  retail  customers, 
the  mail  order  house  being  thus  enabled  to 
undersell  the  local  retailer. 
An  extreme  case  might  be  mentioned.  A 

hardware  jobbing  house  located  east  of  Lake 
Superior  is,  it  is  said,  selling  a  Winnipeg  mail 
order  house  a  line  of  tools  at  about  ten  per 
cent,  lower  than  the  same  goods  are  sold  to 
•etail  hardwaremen  in  Ontario  buying  regu- 

larly from  the  same  jobber. 
The  problem  is  a  complex  one,  and  the  de- 

cision of  the  Ontario  Retail  Hardware  and 

Stove  Dealers'  Association  to  hold  a  joint  con- 
ference with  the  hardware  manufacturers  and 

wholesalers  at  the  convention  to  be  held  at 
Hamilton  next  February  ought  to  result  in 
much  good  to  every  branch  of  the  trade. 
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Retail  Hardware  Advertising 

Some  Suggestions  and 

Examples  for  Pro- 
gressive Merchants 

Suggestions  for  Next  Year's Advertising 

By  P.  S.  Twitty 

NeAvspaper  advertising,  we  all  know,  is  the  pioneer 
method,  and  is  to-day  in  most  cases  the  best  and  surest. 
Advertising  "stunts"  very  often  are  a  gamble,  but 
sound  and  judicious  newspaper  advertising  never  fails 
to  bring  good  results.  I  would  have  you  bear  in  mind, 
however,  that  there  is  no  better  way  for  the  hardware 
merchant  to  waste  his  good  hard-earned  money  than 

You  would  never  think  of  giving  mother  or  sister  a 

XMAS  PRESENT 

-OP  A- 

Washing  Machine 

But  if  you  realize  what  comtort  it  will  give  her, 

or  how  much  labor  it* will  save  you  will  think  it over    Then  come  and  see  us.    We  have  the 

WINNER  and  G-EM 

Another  example  of  advertising  useful  articles  for  holiday 
presents.   Original  (i-j  x  (i'j. 

on  indifferent  and  therefore  ineffective  newspaper  ad- 
vertising. 

One  of  the  first  and  most  important  things,  of  course, 
to  decide  upon  is  the  amount  to  be  appropriated  for 
this  purpose  for  the  year.  Some  merchants  figure  1 
per  cent,  of  their  gross  sales,  and  some  3  per  cent. ; 
some  even  as  high  as  5.  This,  of  course,  covers  all 
advertising,  but  striking  a  fair,  conservative  average, 
and  basing  my  estimate  on  my  own  experience,  as  well 
as  that  of  many  successful  merchants,  I  would  suggest 
that  2  per  cent,  of  the  gross  sales  would  be  a  safe  in- 

vestment. Suppose  your  annual  business  is  $100,000, 
this  would  mean  an  advertising  fund  of  $2,000,  and 
with  this  much  invested  in  advertising  at  the  proper 
time  you  ought  to  be  able  to  stir  things  up  pretty 
well.  In  some  cases  even  half  of  this  amount  will 
make  an  ample  advertising  fund  for  the  average  re- 

tail hardware  dealer. 

The  Advertising  Appropriation. 
The  amount  of  the  appropriation  decided  upon 

next  thing  in  order  is  to  arrange  for  space,  etc. 
contracting  with  your  local  paper  for  a  certain  speci- 

the 

By 

fied  space  to  be  used  the  year  'round,  you  should  be 
able  to  procure  a  reasonably  low  rate,  this,  of  course, 
being  based  on  the  circulation  of  the  paper  and  the 
amount  of  space  agreed  upon. 

As  a  rule,  the  front  page  of  the  paper  is  the  best 
position,  and  for  the  average  retail  hardware  store  I 
would  suggest  an  eight  or  ten-inch  double  column 
space  on  the  first  page.  There  are  times,  of  course, 
when  it  will  be  advisable  to  run  larger  ads.  In  fact, 
it  is  a  good  idea  to  run  even  whole  page  ads  at  certain 
seasons  of  the  year,  especially  in  the  fall  and  during 
the  holiday  season. 
Where  the  paper  is  a  weekly,  it  is  advisable  to 

change  copy  every  issue,  but  in  case  of  a  semi-weekly 
it  isn't  a  bad  idea  to  allow  your  copy  to  run  twice.  In 
allowing  your  copy  to  run  for  two  weeks  in  a  weekly 

paper  doesn't  afford  you  ample  opportunity  to  call  at- 
tention to  all  of  the  seasonable  goods  that  you  have  to 

oft'er  during  the  special  season. 
Continuous  Advertising. 

A  good  many  merchants  only  advertise  at  certain 
seasons  of  the  year,  taking  the  view  that  during  the 
summer  or  mid-season  business  is  too  dull  to  justify 
any  expenditure  of  money  on  advertising,  but  this  is  a 
great  mistake.  Just  as  good  advertising  keeps  things 
humming  and  business  lively  in  the  busy  fall  and  win- 

ter season,  it  will  also  stimulate  business  and  bring 
good  results  during  the  duller  months  of  the  year.  Ad- 

vertising is  always  good,  and  the  right  kind  of  pro- 
gressive, wide-awake  and  distinctive  advertising,  with 

the  proper  store  service  to  back  it  up,  is  always  bound 
to  bring  good  results.  But  always  advertise  at  the 

right  time.  Don't  wait  until  July  to  call  attention  to 
the  fact  that  you  sell  ice  cream  freezers  or  lawn  mow- 

ers, and  don't  wait  until  December  to  advertise  cook- 

That  are  most  acceptable  and  most  inex- 

pensive—You can't  do  much  better. 

AM  br;i>s  Caiulle'-ticks  a  pair    90c  TO  $5.00 
mas.  Kern  P„U  $1.25  TO  $4.00 

A  nr;i<>  Sniokins  Sel  makes  a  hariJsome  Present,  irnm  .  .  . .  $1.50  TO  $3.50 
lirass  KclUes     $2.25  TO  $6.50 
iNo.  I  Water  Kelile  .       ..  $6.50  TO  $12.00 

0.a,Sc,„„e    $4.50  TO  $6.00 
HeauUful  l^ra';-.  Cake  Baskets   $2.50  TO  $4.00 
C„..„Ho,e.„o„,      $12.00 We  have  on  hand  a  large  assortment  of  Community  Silverware.  Noting  compares  with  it 
except  heaviest  Sterling,  but  Community  Silverware  costs  a  great  deal  less  and  lasts  as  long. 

Give  (hem  ;i  heniililul  OuWng  Dish,  from  $1 M  TO  $15.00 
SAFETY  RAZORS,  CUTLERY,  ETC.,  ETC. 

Marks-Claavet-Dobie  Company,  Ltd. 
HARDWARE  DEPARTMENT 

A  good  example  of  advertising  a  list  of  goods  with  prices. Original  6i  x  6i. 
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51 
iiig  stoves,  for  if  you  do,  j^ou'll  have  to  sell  them  at  a 
big  sacrifice  to  get  rid  of  them  at  all. 

Get  Clerks  Interested. 

Not  many  hardware  merchants  are  professional  ad- 
Avriters.  Many  of  them  are  always  too  busy  to  write 

their  own  ads.  But  if  you  haven't  the  time  for  it  and 
don't  think  you  have  the  ability  to  do  it,  get  some 
bright  young  man  in  the  store  interested  and  let  him 

DOfNT  DELAY  YOUR 

Christtns».s  Buyinii 

Only  nine  shopping  days  until  Christmas,  so  if  you 
want  the  best  selections  you  can't  afford  to  vrait. 

A  CASSEROLE  DISH  i<  one  of  the  most  useful  ar- 
ticle? vou  o;ia  have  avouud  a  liouse.  It  is  a  porcelain  dish 

in  a  pierco.l  -^ih  cv  dish,  iS-xOO,,  $6.00,  $7..iO,  $9.00,  $10.00 

"  THERMOS  BOTTLES  make  a  beautiful  sift  and  are s  ery  useful  for  travelling  or  at  home,  $3.iJ5,  $3.50,  $.5.00 

ELECTRIC  TOASTERS  are  verv  appropriate  !?ifts. 
W  e  have  the  Hot  Point  $5.00 

CARPET  SWEEPERS—  The  Universal,  Grand  Rapid 
.:,nd  Parlor  Queen  .  .  .  ;  ^^.00,  $:J.3.'>,  $.3.75,  .$4.a5 

Peart  Bros.  Hardware  Co. 
ftXICZTBSa 

Consr  Sontli  Bftllway  and  Kot*  etz««t. 

CUTLERY        See  Window  Display 
pxom  111 

SILVERWARE 

An  ad.  like  this,  designed  to  stir  up  customers  to  make  their  pur- chases hef ore  the  eleventh  hour,  is  good  tiusiness.  Original  ii  x  5. 

look  after  it.  You  will  find  that  he  will  take  great 
pride  in  the  work,  and  with  the  proper  encouragement 
from  you  and  a  little  practice,  he  will  develop  much 
efficiency  along  this  line.  While  it  is  very  essential 

that  your  ads  must  be  well  written  and  properly  dis- 
played, one  does  not  have  to  be  especially  fitted  to 

make  a  success  of  ad  writing.  The  first  thing  to  bear 
in  mind  is  to  be  brief;  come  to, the  point  with  as  few 

words  as  possible.  Don't  use  too  many  big  words; 

somehow  they  are  not  nearly  so  effective  and  don't 
describe  the  goods  as  well  as  the  simple  everyday  lan- 

guage. Make  your  ads  clear  and  descriptive  and  al- 

ways avoid  extravagant  assertions.  Don't  tell  the  pub- 
lic you  sell  the  best  refrigerator  in  the  world  and  ex- 

pect them  to  believe  it  just  because  you  say  so,  even 
if  you  have  been  doing  business  at  the  same  old  stand 
for  twenty-five  years.  Give  them  a  reason.  Tell  them 
about  the  ten-wall  construction,  the  perfect  draft  and 
insulation,  the  absolutely  clean  and  sanitary  food  com- 

partment, and  explain  to  them  why  it  consumes  a  mini- 
mum amount  of  ice. 

Someone  has  said  that  people  love  to  be  humbugged, 
but  for  some  mysterious  reason,  when  they  get  ready 

to  buy  hardAvare  they  are  all  from  Missouri,  and  you've 
got  to  "show  them."  Don't  expect  to  write  an  ad  in 
.iust  a  few  minutes'  time.  A  good  advertisement  must 
i)e  studied  out.  "Write  it,  read  it,  rewrite  it  and  reread 
it,  over  and  over  again  if  necessary.  Cut  out  all  super- 

fluous words,  and  trim  it  up  until  you  ha,ve  made  a 
sound  convincing  argument  in  as  few  words  as  pos- 

sible. I  would  impress  upon  you  that  hardware  ad- 
vertisements— above  all  others — must  be  as  clear  and 

concise  as  possible.  And  yet  many  a  well  written,  nice- 
ly worded  ad  has  been  a  complete  failure,  not  being 

well  displayed.  An  attractive  ad  is  never  crowded, 
and  should  always  be  prepared  with  a  fair  margin,  or 
blank  border. 

In  this  connection,  I  might  suggest  that  it  is  an  ex- 
cellent idea  to  adopt  a  catchy  trade  slogan  or  trade- 

mark to  be  used  in  connection  with  your  ads  at  all 
times.  The  value  of  this  is  being  constantly  demon- 

strated in  the  fact  that  such  phrases  as  "The  Recollec- 
tion of  Quality,  etc.,"  "Hammer  the  Hammer," 

"Brighten  Up,"  and  other  such  phrases,  have  become 
household  words  among  the  hardware  trade,  and  it  is 
a  splendid  idea  to  adopt  a  similar  slogan  for  use  in 
connection  with  your  own  advertisements. 
A  much  debated  question  regarding  advertising  is 

whether  or  not  it  is  advisable  to  advertise  your  prices. 
Very  likely  many  of  my  friends  will  take  issue  with 
me  on  this  point,  as  this  is  largely  a  matter  of  in- 

dividual opinion,  but  I  contend  that  as  a  rule  it  is  not 
the  best  thing  to  do.  A  good  many  of  us  are  fortunate 
enough  to  have  high-minded  fair  competitors,  but  there 
are  others  of  you,  I  dare  say,  who  have  not,  and  by 
advertising  your  prices  constantly  it  virtually  places 
your  price  book  in  the  hands  of  your  competitor,  and 
if  he  is  inclined  to  do  so,  can  cut  your  prices,  and 
the  ultimate  result  will  be  a  demoralization  of  prices 
and  business  in  general. 
A  very  important  thing  in  connection  with  news- 

paper advertising  is  to  cultivate  the  good  will  of  the 

Christmas  Gifts  For  Fathei 

and  Mother,  Boys  and  Girls 
A  Few  Suggestions 

We  have  a  latgo  anortment  of  aleishi for  bo7s  and  girls  to  choosfi  from. 
Low  Bobs.  25c.    35c.  50c.     76o.  and 90o.  each. 
High  Sl8leh»—  35=.  30c.  90c.  $1.15, SI. 40  asd  $1.50  each. 
|cblW8  Sl«Ighi  wllh  rail—     85c.  $1.00 lead  $2.25  each. 
BuEter  Brown  Ruanere  for  wagon —  $1.- 50  per  set. 

AU  skated  put  oo  shoos  fre«  by 
perieocf^d  workmen  or  lOc  allowed  o our  regular    price  if  put  od  by  you] self. 
Dors'  Hockev  skates-  50c.  $100.  $1 25  and  $1.50  per  pair. 
"     ■     Hockey  skates—  $1.00.  $1.25 

Carving  set  In  great  varletj'  in  beautl ful  silk  lined  oases. 
Carving     sets-  $2.00.  $2.50,  $3.00. 
$3  50.  $4,00  and  $5.00  pt>r  set. 
Carving  knife  aiid  fork  only—  $1.00,' $1.50.  $2  SO  and  $2,75  per  pair. 

In  tHa  line  we  excel  for  extra  prices 
for  style,  for  quality  and  quantity,  we 
must  ask  you  to  come  and  see.  and 
jou'll  have  little  trouble  io  seleotinff 
what  you  want. 

$V.'50.""$2~66,  "$2.?iO.  $4' oo' and"  $5.00.  Pock'el  Knives—  15c.  20c.  25c.  35c,  40c Spring  skates  30c,  per  pair.  50c.  65c,  75c,  and  $1.00  each. 

made  frem  the  finest  Sheffield  steel 
lack     Knives— lOc,     20c..     25c,.  S.'Sc 

|10c  ,  50c..  and  60c,.  each. 

Our  stock  of  Carpet  Sweepers  ia  com' 
plete.  We  handle  Dothlng  but  the  cela- 

;We  havt  ihetn     plain  and     very  fancy,   brated     "BlBBeU"     mada     In  Grand Rapids,  livery  one  Kuaraot,eed. 
Carpet  Swe*pera-  $2  70.  $3  00.  $3  20 

nadc  from  the  flaett  steel. 
|Kmbr-oidery   HClsBora— 2(X;. ,   35c. .  30o. Houae  SclsBore— 25c. .  30c, .  ,  35c.  , 
[House  Shears-SOc.  60c:.  75c..  80c. and  $3.50  each. 

Roast  Your  Xmas  Turkey  in  a  Happy  Thought  Range. 

Fred  W.  Karn 

A  taking,  seasonable  ad.   Original'was  ii  x  Hi. 

editor  or  manager  of  your  newspaper.  There  are  a 
thousand  different  ways  in  which  he  can  do  you  a  lot 

of  good.  It  has  been  my  experience  that  free  adver- 

tising is  always  good,  and  when  you  "stand  in"  with your  editor,  you  are  always  in  splendid  position  to  get 
your  share  of  free  publicity.  Always  keep  your  clerks 

posted  regarding  your  advertising. 
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SALESPEOPLE 

THE  CRISIS  IN  SELLING. 

By  H.  M.  Bells 

The  most  precarious  moment  in  a  sale  is  when  a 
prospect  is  both  sold  and  unsold. 

The  moment  when  he  has  "half  a  mind"  to  buy, 
when  his  objections  have  all  been  satisfactorily  an- 

swered, when  he  approves  of  the  deal  as  tlie  salesman 

has  represented  it  but  still  hesitates  to  say,  "I'll  accept 
your  proposition,"  is  the  moment  when  the  most  deli- 

cate handling  is  necessary. 
It  is  most  important  that  the  salesman  should  recog- 

nize this  crisis,  and  dropping  the  demonstration  of  his 
samples  attempt  to  close  without  delay. 

Continue  talking  five  minutes  too  long  and  your  pros- 
pect will  have  changed  his  mind,  perhaps.  His  con- 
sent must  be  caught  on  the  wing,  as  it  were.  On  the 

other  hand,  if  you  attempt  to  close  him  prematurely, 
you  will  receive  an  emphatic  tiirndown  and  will  find  it 
difficult  to  reopen  your  selling  talk. 

A  good  salesman  knows  instinctively  the  exact  mo- 
ment to  close,  just  as  a  well  trained  soldier  knows, 

without  explicit  orders,  when  to  stop  marking  time  and 
fall  tinto  line  as  the  parade  goes  by.  It  is  often  fatal 
to  a  sale  to  ask  a  man  whether  or  not  he  is  willing  and 
ready  to  sign.  Business  men  are  so  grounded  in  the 

habit  of  saying  "No"  that  the  prospect  is  likely  to 
answer  in  the  negative  from  mere  force  of  habit.  And 
he  is  so  accustomed  to  believing  his  own  words  that, 

having  heard  himself  say  "No !"  he  is  more  than  likely 
to  believe  it. 

As  great  issues  often  hinge  upon  trifles,  so  a  sale, 
at  such  a  juncture,  often  depends  upon  some  trivial 
act  of  the  salesman  in  getting  the  order  book  and  the 

pen  into  the  prospect's  hands  before  the  latter 's  at- 
tention has  been  called  to  them.  Often  a  mere  gesture, 

indicating  the  line  on  which  the  man  is  to  sign,  Avill 
do  the  work  better  than  an  urgent  appeal  to  him  to 
sign. 

I  knoAv  a  salesman  who  has  made  the  most  careful 
preparations  for  handling  just  such  crises.  He  carries 
a  fountain  pen  (taking  care  that  it  is  always  in  good 
condition  and  readiness  for  instant  use)  with  a  wide 
rubber  band  Avrapped  around  the  handle  of  the  pen. 
When  he  perceives  that  his  prospect  is  sold  and  un- 

sold, he  begins  his  closing  argument  (Avhich  usually 
is  a  brief  summary  of  the  points  he  has  previously 
made)  and  by  added  emphasis  increases  the  degree  of 
attention  with  which  the  prospect  regards  him.  He 
then  brings  out  his  pen  and  drops  it  on  the  desk  con- 

venient to  the  prospect's  hand.  The  rubber  band  pre- 
vents the  pen  from  rolling  too  far,  or  making  a  noise 

when  it  falls.  Almost  involuntarily  the  prospect  will 
pick  up  the  pen.  and  when  he  does  so  he  finds  the 
order  book  ready  for  him.  He  is  still  absorbed  in  what 
the  salesman  is  saying  and  signs  as  a  matter  of  coTirse. 

Some  salesmen  lose  many  sales  which  they  might 
make  if  they  understood  the  importance  of  such  trifles 
as  this.  Sometimes  the  prospect  will  be  fairly  con- 

vinced that  he  is  being  nffererl  a  good  thing — that  he 
ought  to  have  it — and  is  on  the  verge  of  placing  the 
order  when  a  painful  hitch  occurs  while  the  salesman 
fishes  in  his  pockets  for  a  pen,  nervously  adjusts  it 
and  then  digs  down  to  another  pocket  for  his  order 
blanks.    Ten  to  one  the  prospect,  during  this  wait — 

even  if  it  is  not  of  more  than  a  minute's  duration^ — 
will' decide  to  "think  it  over,"  and  put  the  salesman off  with  a  half  promise  to  buy  next  time. 

HINTS  FOR  THE  RETAIL  SALESMAN. 

By  John  L.  Hunter 
The  goods  in  stock  must  be  kept  in  systematic  order 

— the  most  called  for  goods  closest  to  hand  and  every- 
thing in  the  order  determined  by  your  department 

manager. 

You  must  learn  each  item  of  your  stock.  Always  be 
sure  that  you  have  a  sufficient  representation  of  each 
line  forward,  and  know  just  right  where  each  item  is 
and  know  that  it  is  in  place. 

Never  ask  a  customer,  "About  what  price?" 
If  she  does  not  tell  you  what  price,  bring  out  some- 

thing of  good  medium  quality  and  price,  and  something 
a  little  better,  and  something  that  you  can  tell  why it  is  better. 

Ahvays  show  the  better  goods  even  if  your  custom- 
er has  told  you  what  price  she  wants  to  pay,  and  even 

if  that  be  a  fine  quality. 
If  the  customer  hesitates  or  shows  no  pleasure  with 

Avhat  you  have  put  before  her,  get  other  things,  using 
your  judgment  as  to  whether  higher  or  lower  quality. 

Always  show  plenty  of  goods — do  not  "spare  any  pains 
to  please  a  customer  by  plenty  of  variety — be  careful, 
however,  that  you  do  not  confuse  by  too  great  a  diver- 

sity of  patterns  or  styles.  Again,  judgment  must  be exercised. 

Oftentimes  it  is  well  to  bring  out  contrast  in  the 
merchandise.  For  instance :  If  you  are  showing  piece 
goods  of  some  kind,  and  a  line  of  blues,  it  is  well  to 
bring  in  some  contrasting  shade. 

Those  who  are  just  looking  must  be  given  the  utmost 
courtesy  and  attention. 

Giving  fictitious  names  as  brands  for  goods,  using 
the  name  of  some  one  Avho  is  passing  or  standing  near 
is  not  smart  and  will  not  be  tolerated. 
Remember  that  your  customer  is  not  at  all  familiar 

with  your  lines  and  that  she  is  probably  seeing  them 
for  the  first  time,  so  regardless  of  how  many  times  you 
have  shown  them,  put  enthusiasm  for  them  into  your  talk. 

Don't  let  anything  take  your  attention  from  your customer. 

If  you  have  to  answer  some  one's  question  of  a 
'phone  call,  do  it  quietly  and  quickly,  excusing  your- 

self, of  course. 
Avoid  showing  goods  that  you  know  beforehand  you 

have  not  enough  of  to  meet  your  customer's  needs. 
Regardless  of  what  happens,  always  keep  a  pleasant 

manner  and  keep  your  temper  in  absolute  control. 
Merchandise  is  the  same  as  money  and  must  be  han- 

dled carefully. 

You  will  handle  goods  with  respect,  conveying'  to 
the  customer's  mind  by  your  looks,  word  and  manner 
that  the  goods  you  are  showing  have  value. 

Be  earefiil  to  always  show  goods  in  their  best  posi- 
tion and  in  the  light  that  will  bring  out  their  quali- 

ties best. 

Your  merchandise  and  your  shelves  and  your  whole 
department  must  be  kept  immaculately  clean. 

a  No  matter  how  small  or  how  large  the  store  8 

g  may  be,  well  dressed  windows  will  help  make  it  S 
8      grow.  5 
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Window  and  Newspaper  Advertising 

MAKING  THE  WINDOW  PAY. 

In  anticipating  the  installation  of  a  window  display, 
one  of  the  greatest  factors  to  be  considered,  to  make 
the  display  a  financial  success,  writes  J.  H.  Stnder 

in  American  Artisan,  is  the  displaying  of  "season- 
able" goods.  Probably  everyone  with  any  experience 

in  window  trimming  is  well  aware  of  this,  but  for  the 
benefit  of  the  beginner,  it  is  well  to  lay  special  stress 
on  the  necessity  for  constant  observance  of  this  fea- 

ture of  window  display. 
Having  decided  what  goods  are  to  be  displayed,  the 

next  step  is  to  form  some  idea  of  the  arrangement  to 
be  made.  Before  installing  any  of  my  better  displays, 
I  always  draw  on  paper  a  plan  of  the  background  and 
floor  space  of  my  window,  and  after  drawing  some 
design  which  I  know  can  be  carried  out  with  the  ma- 

terials at  hand,  I  proceed  to  decide  on  a  color  scheme 
which  would  be  most  in  keeping  with  the  class  of 
goods  to  be  displayed.  This  last  feature  is  very  essen- 

tial to  a  good  display,  not  only  for  the  artistic  effect 
of  a  good  color  combination,  but  for  the  advantage 
resulting  from  utilizing  the  reflection  obtainable  from 
a  light-colored  background.  A  light-colored  back- 

ground is  more  attractive,  displays  the  goods  more 
distinctly,  and  will  not  cause  a  reflection  in  the  glass 
of  outside  objects,  as  a  dark  background  will  do. 

Any  pillars,  I-beams  or  other  structures  for  orna- 
mental or  other  purposes,  can  usually  be  made  of  re- 

fuse timber,  old  crates,  etc.,  and  after  being  covered 
with  some  cheap  cloth,  can  be  given  a  coat  of  ala- 
bastine  (a  water-color  substance  similar  to  kalsomine), 
which  costs  about  45  cents  for  a  five-pound  package 
and  is  obtainable  in  any  desired  color. 
With  all  ornamental  pieces  completed  and  in  place, 

and  the  extreme  background  being  given  the  desired 
color,  the  next  step  is  the  placing  of  the  goods  them- 

selves. As  this  is  what  all  previous  work  has  been 
leading  up  to,  strictest  attention  should  be  given  to 
details  at  this  stage  of  the  work,  as  all  previous  work 
can  be  more  or  less  spoiled  by  putting  in  too  much 

or  not  enough,  or  through  the  failure  to  keep  a  "bal- 
anced" effect  throughout  the  entire  display,  regard- 

less in  most  cases  of  the  class  of  goods  installed. 
It  is  advisable  to  begin  at  the  center  all  designs  to 

be  made  of  the  goods  themselves,  and  it  frequently 
adds  to  the  appearance  of  the  window  to  have  the 
central  design  set  forward  from  the  line  of  the  bal- 

ance of  the  background,  although  this  is  to  be  govern- 
ed more  or  less  by  the  class  of  goods  displayed  and  by 

other  conditions. 
After  the  installation  of  the  goods,  the  next  is  price 

cards,  the  presence  or  the  absence  of  which  makes 
or  fails  to  make  the  display  an  actual  financial  success 
or  failure,  as  the  case  may  be.  An  artistic  display 
without  the  goods  being  priced  is  more  or  less  an  ad- 

vertisement, but  what  the  merchant  to-day  is  looking 
for  is  "present"  and  direct  results,  which,  in  windoAV 
trimming,  are  more  in  evidence  with  goods  price-tagged 
than  otherwise. 

In  summing  up  the  requisites  of  a  good  window  dis- 
play, the  following  are  to  be  considered  at  all  times: 

Good  color  combination,  ornamental  structural  work, 
artistic  designs  made  by  the  goods  themselves,  the 

pricing  of  goods  in  plain,  clear  figures,  careful  atten- 
tion to  the  details  in  arrangement,  and  the  observance 

of  economy  as  far  as  is  consistent  with  the  display. 

MAKING  BIG  CHRISTMAS  BUSINESS. 

By  W.  J.  Ilhey 

Second  to  none  are  the  lines  offered  by  hardware 

merchants  as  appropriate  Christmas  gift  articles.  Peo- 
ple throughout  all  English-speaking  lands  are  learning 

more  of  this  fact  every  year,  and  all  progressive  hard- 
waremen  are  reaping  rich  harvests  from  the  increased 
demand. 

Most  men  have  ideas  of  their  own  regarding  the  bet- 
ter ways  of  making  bigger  business,  but  probably  a 

few  suggestions  will  help.  Window  displays  should 
have  begun  along  about  20th  to  25th  of  November. 
These  displays  should  be  changed  every  week,  if  pos- 

sible, up  till  about  December  15th,  when  your  really 
best  window  should  be  put  in. 

Simultaneous  with  the  windows  your  newspaper  ads 
should  convey  to  all  readers  the  news  of  your  Xmas 
offering.  Go  at  it  and  make  everybody  know  by  yoi!lr 
persistent  telling  that  you  have  gifts  suitable  for  every 
name  on  their  list. 

Preparations  inside  the  store  should  be  made,  such 

An  interesting  display,  by  R.  G.  Boisseau  for  D.  Drysdale,  Montreal.  It 
consists  of  n  synmirtrical  arranercniont  of  band  saws  in  Ibe  hackKround, 
with  cross-cut  .^aws  in  front.  On  eitlicr  side  is  an  arrangement  of  small 
saws.  This  appeals  to  the  spectator.  The  signs  were  supplied  by  the 
Simonds  Canada  Saw  Company,  Limited. 
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as  the  displaying  on  tables  and  any  suitable  place  all 
lines  meant  for  Christmas  selling. 
Where  practical  have  all  goods  plainly  marked  as 

you  can  thus  often  sell  goods  without  ever  having 
any  conversation  with  the  customer  at  all.  Endeavor 
to  have  every  clerk  understand  that  you  want  to  make 

this  year's  the  largest  business  yet,  and  that  they  must 
do  their  part.  Some  stores  find  splendid  results  from 
circular  distribution  in  Avhich  are  enumerated  the  many 
lines  offered.  But  it  is  hard  to  do  better  work  than 
the  long  tried  and  successful  way  of  pushing  your 
Xmas  wares  in  your  windows,  in  your  advertisements, 
and  through  all  members  of  the  staff. 

Soon  as  Xmas  sales  are  over  and  stocks  put  in  fair 
shape  again,  a  splendid  scheme  is  to  fill  your  windows 

but  is  still  thin  enough  to  pour.  In  another  room 
which  must  be  thoroughly  dry,  place  eight  or  ten 
sheet-iron  baking  pans.  Pour  the  mixture  into  the 
pans  to  a  depth  of  about  %-inch,  and  allow  to  cool. 
When  it  has  set  sufficiently  but  not  quite  hard,  loosen 
the  compound  with  a  knife  and  break  it  into  small 
pieces,  then  pass  through  a  coarse  sieve,  breaking  the 
large  pieces  with  a  hammer.  Fill  16-ounce  tins  half 
full.  Place  covers  on  and  seal  apertures  with  paraf- 
fine  wax  until  needed.  When  needed  remove  cover 
and  place  can  in  window.  In  from  twelve  to  sixty 
hours,  depending  on  the  amount  of  moisture,  etc.,  the 
compound  will  have  absorbed  all  the  moisture  from 
the  air  that  it  can.  Then  place  the  can  on  a  hot  stove, 
and  evaporate  the  Avater  until  the  compound  is  eom- 

1 

An  attractive  window  in  the  store  of  Geo.  W.  Ecclestone,  Bracebridge.   Dressed  by  Peter  McNaughton. The  layout  could  be  adapted  to  many  lines  of  merchandise. 

with  the  left  overs  and  offer  them  at  prices  which  will 
clear  them  out  quickly. 

Many  people  give  New  Year's  gifts,  and  these  will 
use  up  quite  an  amount  of  the  surplus. 

Keep  up  these  special  sales  until  you  are  ready  to 
begin  stocktaking  and  you  will  be  surprised  how  Veil 
the  Xmas  goods  have  sold. 

KEEPING  WINDOW  FREE  FROM  FROST. 
The  time  of  year  is  now  near  at  hand  when  the  ques- 

tion of  keeping  the  store  window  free  from  ice  in- 
crustations will  face  a  good  many  retailers.  Among 

the  methods  suggested  by  one  authority  is  that  known 
as  absorption.  This  can  be  done  with  two  inexpensive chemicals : — 

Calcium  Chloride,  10  lbs.  (not  Chloride  of  Lime). 
Zinc  Chloride,  1  lb. 
Place  in  a  granite  kettle  on  a  hot  stove  and  stir  fre- 

quently for  about  an  hour  or  until  it  begins  to  stiffen. 

pletely  dry,  when  it  is  ready  for  use  again.  It  can  be 
used  over  and  over  again  many  times.  It  will  require 
from  three  to  four  cans  for  each  good  sized  window. 

HARDWARE  AND  APPLES. 

It  is  not  very  often  that  one  sees  apples  associated 
with  a  display  of  hardware.  Yet  this  recently  hap- 

pened in  a  city  in  California.  A  big  apple  show  was 
held  in  this  city  and,  to  show  that  he  was  interested 
in  the  exhibition  and  willing  to  boost  it,  a  hardware 
retailer  put  in  a  large  display  of  ammunition  and  used 
a  quantity  of  apples  to  add  novelty  and  interest  to 
the  trim.  These  were  shown  on  the  floor  of  the  window 

among  pyramids  of  ammunition,  and  nailed  on  the  walls. 
The  display  Avas  novel  and  decidedly  pleasing.  It 

was  unusual  to  the  general  public  to  see  such  a  thing 
in  a  hardware  store  and  they  flocked  there  in  large 
numbers.  It  showed,  too.  that  the  dealer  possessed 
up-to-date  ideas  and  knew  how  to  grasp  opportunities. 
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What  It  Costs 

By  A.  M. 

Until  recently  retail  grocers  in  a  certain  Western 
city  were  paying  $1.40  for  a  50-pound  sack  of  flour, 
which  they  were  selling  for  $1.55.  This  allowed  them 
a  gross  profit  of  onlj^  fifteen  cents  per  sack. 

The  Retail  Grocers'  Association  in  this  Western  city 
took  up  this  problem  in  a  special  convention.  Most  of 
the  grocers  agreed  that  this  fifteen  cents  did  not  allow 

a  pi'ofit,  though  a  few  were  of  the  opinion  that  they 
were  making  a  Jittle  on  it. 

The  result  of  the  discussion  was  an  investigation  into 
the  cost  of  doing  business  in  that  city.  When  the  dif- 

ferent grocers  began  producing  their  books  to  show 
their  expenses,  a  very  wide  range  of  costs  were  shown. 

Some  of  them  had  cost  systems,  and  declared  it  cost 
them  22  per  cent,  to  25  per  cent,  to  do  business.  A 
few,  while  admitting  that  their  systems  were  not  very 
complete,  estimated  their  costs  at  10  per  cent,  to  12 
per  cent. 

The  final  result  of  the  investigation  Avas  an  agree- 

ment (those  who  knew  didn't  "agree")  upon  the  aver- 
age of  15  per  cent,  as  the  proper  and  correct  cost  of 

doing  business. 
Biit  this  average  was  plainly  incorrect  because  tlie 

low  figures  ranging  around  eleven  and  twelve  and  thir- 
teen per  cent,  were  from  the  stores  of  grocers  who  did 

not  figure  to  make  anything  over  a  reasonable  salary 
for  themselves ;  who  did  not  figure  for  interest  on  their 
investment,  and  who  overlooked  a  score  or  more  im- 

portant items  that  should  be  included  in  the  ex])enses. 
The  high  percentages,  ranging  around  twenty  to 

twenty-five  per  cent.,  were  from  the  stores  of  retailers 
who  had  applied  a  searching  cost  system  to  their  busi- 

ness. These  merchants  were  charging  up  to  their  busi- 
ness every  item  that  could  be  considered  as  expense 

and  it  made  their  expenses  seem  high. 
The  investigators  took  these  high  percentages,  which 

were  about  correct,  and  the  low  percentages,  which 
were  eight  or  ten  to  fifteen  per  cent,  too  low,  and 
combined  the  whole  list  to  arrive  at  the  average  of 
fifteen  per  cent.  Now  a  good  many  retailers  who  think 
they  are  fixing  prices  right,  are  puzzling  over  their 
failure  to  find  the  profit  they  expected  last  year. 

The  Basis  of  Cost. 

The  cost  of  doing  business  is,  of  course,  just  the  same 
whether  a  merchant  includes  all  of  the  items  or  only 
a  few  of  them  in  his  expense  account. 

The  only  difi^erence  is  that  he  deludes  himself  into 
thinking  that  the  cost  of  doing  business  is  only  15  per 
cent,  when  in  reality  it  probably  is  20  to  25  per  cent. 

If  he  fools  himself  in  this  way,  and  figures  for  a  10 
per  cent,  profit,  the  chances  are  that  the  expenses  and 

the  extra  cost  of  doing  business,  which  he  hasn't  fig- 
ures into  his  percentages,  will  eat  up  that  profit,  and 

leave  him  holding  the  sack  at  the  end  of  IIkj  year. 
A  Cleveland  grocer  thought  he  was  clearing  $100  a 

month,  $1,200  a  year,  over  and  above  his  expenses. 
But  the  $100  a  month  included  his  own  salary,  the 

interest  on  his  investment,  the  salary  of  his  wife,  who 
spent  most  of  her  time  in  the  store,  and  a  number  of 
other  items. 

If  the  grocer  had  allowed  himself  interest  on  his 

*A  chapter  from  "A  Better  Day's  Profits "  copyrighted  ViVi  by  the  Jim- roughs  Adding  Macliine  Company. 

to  do  Business* 
Burroughs 

investment,  that  alone  would  have  produced  $50  a 
month  without  risk  or  worry. 

Another  $25  a  month  of  his  "profits"  rightly  came 
out  as  expenses  incurred  in  running  the  store.  He 

had  charged  several  expense  items  as  "investment." 
Instead  of  making  $100  a  month  clear,  he  was  not 

only  failing  to  make  anything,  but  he  and  his  wife 
were  both  working  for  almost  nothing. 

If  they  had  both  worked  in  some  other  store  they 
might  have  earned  $100 ;  so  instead  of  making  $100 
they  were  losing  $100  a  month. 
A  grocer  in  Pittsburgh  was  interested  in  politics. 

Last  year  he  succeeded  in  landing  a  city  job,  paying 
him  $2,500  a  year. 
When  he  got  this  job  he  decided  to  sell  his  store.  He 

placed  the  store  in  the  hands  of  a  broker,  and  had  an 
accountant  go  over  the  books  to  place  a  value  on  the 
stock  and  to  see  what  the  business  was  worth. 

The  accountant's  report  showed  that  no  charge  had 
been  made  for  salaries.  The  grocer,  his  wife  and  four 
children  ran  the  store.  When  proper  allowance  was 
made  for  salaries,  the  store  was  found  to  be  paying  a 
fraction  over  one-half  of  one  per  cent,  a  year  on  the investment. 

Instead  of  a  fairly  profitable  business,  one  salable 
at  a  premium  for  good  will,  it  was  found  to  be  a  biasi- 
ness  so  nearly  unprofitable  as  to  be  unsalable. 

Fixtures  and  stock  were  finally  sold  at  a  loss.  Noth- 
ing was  received  for  good  will,  because  there  was  no 

good  will — only  a  chance  to  work  for  nothing  and  take 
the  ordinary  business  risks  besides. 

Average  Salaries  of  Clerks. 

In  scientifically  managed  stores  it  has  been  found 
that  the  salaries  of  the  clerks  average  around  nine  per 
cent,  of  the  gross  sales  by  those  clerks. 

The  salaries  of  managers,  bookkeepers  and  other  em- 
ployees, who  do  not  sell,  run  the  average  cost  for  sal- 

aries up  to  about  thirteen  to  thirteen  and  a  half  per 
cent,  of  the  gross  sales. 

Rent  is  likely  to  average  around  four  per  cent.,  de- 
livery around  one  and  a  half  to  two  per  cent.,  light  and 

heat  from  one  to  two  per  cent.,  and  so  on  down  the 
list  of  expenses. 

No  merchant,  as  he  so  frequently  does,  should  as- 
sume these  percentages  to  be  his  costs.  He  shoitld  get 

his  own  costs  from  his  business,  considering  these  per- 

8  A  retailer  may  fool  himself  by  failing  to  charge  g 
8  all  of  his  expenses  into  his  cost  of  doing  business,  8 
S  but  his  expenses  will  come  out  of  his  gross  profits  g 
%  just  the  same,  S 

centagcs  only  as  standards  l)y  which  to  judge  whether 
lie  is  higher  or  lower  than  the  average. 

The  nun-chant  who  woidd  know  his  cost  of  doing 
business  should  classify  his  expenses  into  such  accounts 
as  will  give  him  the  infornuition  he  needs. 

He  should  install  a  cost  system  that  will  search  out 
all  of  the  expenses  and  etuiole  him  to  know,  not  mere- 
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ly  a  few  of  the  things  which  he  pays  for,  but  all  of  the 
things  which  enter  into  his  cost  of  doing  business. 

A  List  of  Expenses. 

Here  is  a  list  of  the  expenses  used  by  one  wide- 
awake merchant : — 

Rents — if  the  building  is  leased ;  depreciation  or  up- 
keep if  it  is  owned. 

Salary — of  all  employees,  and  the  manager. 
Delivery  expense — including  repairs  to  wagons,  har- 

ness, shoeing  of  horses,  grease,  feed,  barn,  rent,  etc, 
Light — including  light  in  barns,  etc. 
Heat — including  coal,  fireman,  etc. 
Ice — for  drinking  fountains,  refrigerators,  soda  foun- 

tains, etc. 
Advertising — in  newspapers,  circulars,  etc. 
Printing — stationery,  blank  books,  bill  heads,  etc. 
Gifts — presents,  donations,  etc. 
Telephone  and  telegraph  tools. 
Insurance — stock,  fixtures,  burglar,  etc. 
Taxes — on  fixtures,  stock,  etc. 
Interest— paid  out. 
Paper  bags,  wrapping  paper,  twine,  etc. 
Breakage  and  spoilage  of  goods. 
Repairs  on  fixtures,  etc. 
Depreciation  on  merchandise. 
Shrinkage  of  merchandise. 
Depreciation  on  fixtures,  furniture,  etc. 
Bad  accounts. 
GoVds  stolen  from  stock. 
Depreciation  from  cost  price  by  change  of  style,  aud 

by  the  purchase  of  unsalable  stock  which  makes  it  ne- 
cessary to  reduce  prices. 

Some  merchants  add  freight  and  cartage  to  this  list, 
but  it  should  not  be  charged  as  an  expense.  It  is  a 
part  of  the  original  cost  of  goods  and  should  be  charged 
to  goods  and  not  to  expense. 

Rules  for  Figuring  Costs  and  Profits. 

These  rules  for  figuring  costs  and  profits  are  recom- 
mended by  the  National  Association  of  Credit  men : — 

1.  Charge  interest  on  the  net  amount  of  your  total 
investment  at  the  beginning  of  your  l)usiness  year,  ex- 
elusive  of  real  estate. 

2.  Charge  rental  on  all  real  estate  or  buildings  owned 
by  you  and  used  in  your  business  at  a  rate  equal  to 
that  which  you  would  receive  if  renting  or  leasing  it 
to  others. 

3.  Charge  in  addition  to  what  you  pay  for  hired  help 
an  amount  equal  to  what  your  services  would  be  worth 
to  others ;  also  treat  in  like  manner  the  services  of  any 
member  of  your  family  employed  in  the  business  not 
on  the  regular  pay  roll. 

4.  Charge  depreciation  on  all  goods  carried  over  on 
which  you  may  have  to  make  a  less  price  because  of 
change  in  style,  damage  or  any  other  cause. 

5.  Charge  depreciation  on  buildings,  tools  fixtures, 
or  anything  else  suffering  from  age  or  wear  and  tear. 

6.  Charge  amounts  donated  or  subscriptions  paid. 
7.  Charge  all  fixed  expenses,  such  as  taxes,  insur- 

ance, water,  lights,  fuel,  etc. 
8.  Charge  all  incidental  expenses,  such  as  drayage. 

postage,  ofifiee  supplies,  livery  or  expenses  of  horses 
and  wagons,  telegrams  and  telephones,  advertising, 
canvassing,  etc. 

9.  Charge  losses  of  every  character,  including  goods 
stolen  or  sent  out  and  not  charged,  allowance  made 
customers,  bad  debts,  etc. 

10.  Charge  collection  expense. 
11.  Charge  any  other  expense  not  enumerated  above. 
12.  When  you  have  ascertained  what  the- sum  of  all 

the  foregoing  items  amount  to.  prove  it  by  your  books. 

and  you  will  have  your  total  expense  for  the  year; 
then  divide  this  figure  by  the  total  of  your  sales,  and 
it  will  show  you  the  per  cent,  which  it  has  cost  you  to 
do  business. 

13.  Take  this  per  cent,  and  deduct  it  from  the  price 
of  any  article  you  have  sold,  then  substract  from  the 
remainder  what  it  cost  you  (invoice  price  and  freight), 
and  the  result  will  show  your  net  profit  or  loss  on  the 
article. 

14.  Go  over  the  selling  prices  of  the  various  articles 
you  handle  and  see  where  you  stand  as  to  profits,  then 
get  busy  in  putting  your  selling  figures  on  a  profitable 
basis  and  talk  it  over  with  your  competitor  as  well. 

DISCUSSING  THE  ONTARIO  BUSINESS  TAX. 

In  the  last  issue  of  the  l\Ierehants'  Magazine  refer- 
ence was  made  to  the  inequalities  of  the  business  tax  in 

Ontario.  Since  then  added  interest  has  been  given  the 
subject  by  the  opening  of  the  investigation  of  taxation 
in  general^  by  the  commission  appointed  for  the  pur- 

pose by  the  Ontario  Legislature. 
At  the  meeting  held  in  Toronto  the  other  day  the 

case  for  the  retailers  was  presented  by  jMr.  E.  M.  Trow- 
ern,  secretary  of  the  Ontario  Branch  of  the  Retail  Mer- 

chants' Association,  who  pointed  out  that  the  present 
l)usiness  tax  was  brought  into  force  when  the  present 

assessment  act  was  passed  in  1904.  Lender  this  act  the 
business  tax  was  levied  on  twenty-five,  thirty  and  thir- 

ty-five per  cent,  of  the  assessed  value  of  the  property 
occupied  by  the  business,  according  to  the  population 
of  the  place.  He  thought  this  tax  should  be  no  higher 
than  ten  per  cent.  The  established  principle  that  re- 

tail property  was  more  valuable  than  factory  or  resi- 
dential property,  as  demonstrated  by  prices  prevail- 

ing in  Toronto,  affected  the  assessed  value  of  the  pro- 
perty and  aliso  the  business  assessement.  In  the  report 

of  the  Assessment  Commissioner  of  Toronto  for  1911 
the  total  number  of  retail  stores  is  given  at  6.361, 
while  factories,  schools,  churches  and  colleges  are  num- 

bered at  3,111.  The  total  business  assessment  of  To- 
ronto for  1912  he  places  at  $38,443,099.  The  exemp- 

tions on  the  propertv  of  public  institutions  amounts  to 
$45,764,033. 

"The  main  question  is,"  asked  Mr.  Trowern,  "is  the 
retail  merchants'  property  paying  too  high  a  rate  of 
the  proportion  of  the  assessed  value  of  our  land  and 
buildings  in  proportion  to  the  stocks  carried  and  in 

proportion  to  what  other  classes  are  paying?"  It  was 
to  be  remembered  that  the  underlying  principle  of  aW 
taxation  was  that  those  who  own  the  most  should  pay 
the  most.  If  the  business  tax  was  abolished  altogether 
and  land  and  buildings  taxed,  would  it  not  be  better 
to  tax  land,  buildings  and  merchandise? 

HEAP  BIG  SALESMAN. 

An  Indian  entered  a  haberdasher's  store  and  walked 
to  the  tie  counter.  He  was  dressed  in  a  workman's 
o-arb  and  did  not  look  prosperous.  A  new  salesman 
Avas  talking  to  an  eastern  travelling  man  at  the  time. 
Init  left  him  to  wait  on  the  customer.  Without  asking 
him  any  questions  or  greeting  him  he  pulled  a  bright 
red  tie  off  the  rack  and  literally  shoved  it  at  the  cus- 

tomer with  the  remark:  "Heap  nice  tie;  cheap;  twen- 

tv-five  cents." He  was  surprised  and  somewhat  chagrined  when  the 

Indian  replied:  "If  you  are  displaying  salesman.ship. 
it  is  very  poor  work.  If  that  is  your  best  in  talking, 

you  need  schooling.  If  you  are  'sho-wang  off'  you  are 
an  unmitigated  fool.  Please  let  me  have  one  of  those 

plain  black  silk  ties  at  a  dollar." 
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How  to  Create  Steel  Ceiling  Business^ my  F.  I.  Pixley 

How  to  create  a  demand  for  steel  ceilings  and  side- 
walls  and  then  how  to  get  the  business:  Before  begin- 

ning to  solicit  steel  ceilings  and  sidewalls,  if  I  had  a 
building  that  I  were  doing  business  in  that  it  was 
possible  to  place  this  on,  I  Avould  begin  the  work  by 
putting  it  on  my  own  store  building.  Almost  any  kind 
of  a  building  can  be  placed  in  shape  to  receive  steel. 
Plastered,  sheeted  or  ceiled  buildings,  by  taking  a  little 
care,  can  be  made  very  artistic  as  well  as  helping  to 
keep  out  the  cold,  wind,  dust,  etc. 

After  placing  it  on  your  walls*,  paint  it  up  in  an  ar- 
tistic manner.  Then  you  are  ready  to  solicit  business, 

it  will  be  necessary  to  call  the  attention  of  your  cus- 
tomers to  the  improvement  it  makes  in  your  building, 

as  they  will  notice  it  at  once  on  entering  the  room  and 
will  speak  of  it.  Every  time  a  customer  of  your  city 
enters  your  place  that  you  know  could  improve  his 
place  with  steel  ceilings,  call  his  attention  to  it,  as  to 
cheapness,  durability,  and  any  other  good  qualities  you 
may  think  of. 

New  Building  Prospects. 
Whenever  there  are  any  new  building  prospects  in 

sight,  make  an  etfort  to  see  the  party  that  has  charge 
of  the  building  arrangements  and  try  to  induce  them 
to  put  in  steel  ceilings  and  sidewalls.  Make  every 
effort  possible  to  do  this  before  plans  are  perfected  or 
contracts  let,  as  it  is  very  hard  to  get  plans  and  speci- 

fications changed  after  they  have  been  once  made.  Get 
the  parties  to  go  with  you  and  visit  places  that  al- 

ready have  steel  ceilings  or  sidewalls,  and  have  them 
talk  with  the  people  that  have  them  in  use,  as  any  one 
that  has  onee  put  on  steel  will  favor  it  ever  after. 

How  One  Sale  Was  Made. 

Two  years  ago  we  placed  a  steel  ceiling  in  our  store, 
had  it  painted  and  then  decorated  the  raised  work 
with  gold  leaf,  which  gave  it  a  very  neat  appearance. 
A  very  shiort  time  afterwards  some  of  our  farmer 
friends  were  about  to  build  a  school  house.  They  had 
all  seen  the  ceiling  and  admired  it.  One  day  the  school 
board  met  at  our  store  to  talk  the  matter  over  and  look 
at  the  ceiling  and  see  if  they  could  not  afford  to  use 

it  on  their  schoolhouse.  A  verj-  short  talk  with  them 
convinced  them  that  it  would  be  the  most  durable  cov- 

ering they  could  use,  as  it  could  not  be  poked  full  of 
holes,  sand  running  off  the  walls  and  repairs  necessary 
every  year,  like  the  old  plastered  walls.  In  less  than 
an  hour  we  had  their  order  for  ceiling  and  sidewalls 
and  had  it  in  the  mail.  It  soon  arrived  and  was  put 
in  place. 

Another  Sale  Made. 

A  few  weeks  later  the  school  board  from  a  neigh- 
boring district  came  in  and  stated  what  trouble  they 

had  had  with  the  plaster  falling  off'  and  the  expense 
they  had  been  to  to  make  repairs  every  year.  They 

had  been*over  looking  at  the  ceiling  we  had  sold  for 
the  new  school  house,  and  wished  to  see  what  could 
be  done  to  cover  their  walls  and  what  the  expense 
would  be  for  stripping,  putting  in  place  and  other 
work  all  complete.  We  soon  made  an  estimate  of  and 
in  a  very  few  minutes  we  had  the  order  for  this  build- 

ing. Since  then  we  have  sold  several  other  school 
buildings  and  it  is  an  easy  matter  now  to  sell  for  any 
new  school  house  and  some  old  ones.  We  doubt  if 

there  will  be  another  school  house  put  up  in  this  vicin- 

*This  article  won  fli-st  prize  in  n  contest  iuauguriited  by  ii  Western nianufacturing  f\rm. 

ity  that  will  not  use  steel  ceilings  and  sidewalls.  The 
general  tendency  nowadays  is  for  people  to  have  the 
best,  and  once  a  person  sees  the  improvement  that  steel 
makes  on  a  building  it  is  the  tendency  to  improve  to 
keep  up  appearance  with  others,  and  so  it  is  with  the 
steel  ceiling  business,  the  more  one  sells  the  easier  it 
is  to  sell  it,  and  each  job  helps  to  get  another. 

There  may  be  churches,  store  buildings,  hotels  or 
other  rooms  in  your  city  that  have  become  dingy  and 
rough  from  the  plaster  being  patched  over  for  years 
until  they  are  beyond  getting  them  smooth  or  in  a 
presentable  condition.  Here  is  where  to  get  in  your 
work  with  steel  ceilings,  as  they  cover  a  multitude  of 
defects  and  look  as  good  as  though  they  were  new 
buildings  on  the  inside  and  at  a  very  little  expense. 
Try  it,  keep  on  trying  and  as  soon  as  you  get  a  few 
in  it  will  come  easier.  Trv  it,  push  it,  and  it  will  push 
itself. 

NO  MONEY  AT  THIS  PRICE. 

An  Eastern  Ontario  hardware  merchant  reports  that 
one  of  his  competitors  is  selling  American  coal  oil  for 
14  cents  per  gallon.  The  cost,  laid  down,  is  121/2  cents. 
Our  correspondent  reports  that  when  the  waste  in 
leakage,  the  time  spent  in  delivery  and  the  loss  re- 

sulting from  unreturned  and  lost  cans  is  considered, 
the  margin  of  profit  should  be  much  greater  than  that 
looked  for  by  the  retailer  complained  of.  Coal  oil  should 
not  be  carried  as  a  convenience  to  customers.  If  the 

line  cannot  show  a  profit,  it  might  as  well  be  discontin- 
ued altogether. 

SHOW  THEM  THE  CATALOGUE. 

There  has  been  a  new  development  in  the  use  of 
catalogues.  Originally  a  catalogue  was  used  by  a  mer- 

chant only  as  a  purchasing  medium,  but  in  these  later 
days  the  wise  merchant  has  one  or  more  catalogues 
on  a  stand,  or  on  the  counter  near  the  front  door  with 
a  sign  inviting  his  customers  to  tttrn  through  the  pages 
of  the  catalogue  and  suggesting  he  will  be  glad  to 
order  for  them  any  special  goods  he  may  not  carry 
in  stock.  There  is  no  reason  why  all  merchants  should 
not  adopt  this  plan.  It  requires  only  a  little  thought 
and  trouble  on  their  part. 

Would  it  not  be  a  good  idea  to  suggest  to  a  customer 
while  he  is  waiting  that  he  turn  through  the  pages  of 
your  catalogues?  In  these  days  when  catalogue 
houses  are  inundating  the  farming  districts  with  cata- 

logues it  is  certainly  up  to  the  retail  merchant  to 
counteract  this  influence  by  using  every  means  to  show 
the  farmer  that  he  is  in  position  to  order  anything  for 
him  that  is  known  to  the  hardware  world,  to  get  it 

promptly,  and  to  deliver  it  to  him  at  a  satisfactory 

price. 
ABOUT  SELF-RESPECT. 

Cultivate  self-respect.  That  doesn't  mean  that  you 
are  to  be  conceited.  If  you  have  the  dictionary  handy, 

look  up  the  definition  of  the  two  words.  Self-respect 
simply  means  a  regard  for  you.  It  means  that  you 

aren't  to  step  one  inch  lower  than  your  manhood  dic- 
tates. It'.s  capital.  Look  out  you  don't  lose  it.  It's 

a  hard  thing  to  reinvest.  It's  a  standard  you  ])ut  ui)on 
yourself.  It's  your  ideal  way  of  thinking  and  acting: 
in  other  words,  behaving  yourself  decently  and  order- 

ly. Every  man  back  of  every  counter  right  down  in 
his  co^nsciousness  has  a  full  sense  of  self-respect.  Dig 
it  out  f)i)d  live  it  out. — W.  E.  Sweeney. 
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Sheet  Metal  Firms  Amalgamate 

That  the  metal  working  industry  in  Canada  is  mak- 
ing rapid  advances,  is  shown  in  the  announcement  made 

this  month  of  the  consolidation  of  The  Metal  Shingle 

and  Siding  Co.,  Preston,  and  the  A.  B.  Ormsby  Co., 

together  with  the  Canadian  interests  of  the  U.  S.  Metal 
Products  Co.  of  New  York. 

The  Metal  Shingle  &  Siding  Co.  are  known  to  the 
trade  in  all  parts  of  Canada  as  being  manufacturers 
of  herringbone  lath,  metal  roofings,  sidings,  ceilings, 
portable  steel  garages,  steel  buildings,  and  other  lines 
of  sheet  metal  building  goods. 

A.  B.  Ormsby  Co.  have  specialized  in  the  manufac- 
ture of  fireproof  doors  and  Avindows,  kalamined  doors 

and  trim  for  interior  finish,  skylights,  ventilators,  fac- 
tory sash,  etc. 

The  U.  S.  Metal  Products  Co.  are  the  largest  manu- 
facturers in  the  United  States  of  sheet  steel  firepx-ooflug 

materials  and  control  many  Canadian  patents  covering 
revolving  doors,  solid  steel  and  holloAV  metal  doors  and 
trim,  hollow  bronze  and  bronze  covered  doors,  and 
Idndred  lines,  and  their  products  may  be  seen  in  such 
buildings  as  the  Vanderbilt  Hotel,  Metropolitan  Tower, 
Woolworth  Building,  New  York  Municipal  Buildings, 
and  many  other  of  the  prominent  buildings  in  the 
United  States. 

The  consolidation  will  comprise  the  plants  located 
at  M5ntreal,  Preston,  Toronto,  Winnipeg:  and  Saskatoon. 

A  new  charter  has  been  secured,  for  increasing  the 
capitalization  of  the  business,  and  the  consolidation 
will  facilitate  the  addition  of  new  departments  to  the 
business.  As  a  result  of  the  consolidation  the  capital 
stock  of  the  company  has  been  increased  to  $1,500,000. 

In  Toronto  and  Winnipeg  the  business  will  be  con- 
ducted under  the  firm  name  of  the  A.  B.  Ormsby  Co.. 

as  is  done  now,  while  in  other  places  the  old  name  of 
the  Metal  Shingle  &  Siding  Co.,  will  be  used. 

One  of  the  most  important  developments  Avhieh  the 
new  company  has  in  view  is  the  erection  of  a  large 
new  plant  for  the  mvanufacture  of  solid  steel  doors 
and  trim,  hollow  bronre  and  bronze  covered  doors,  re- 

volving doors,  industrial  sash,  and  other  high  grade 
materials.  Some  large  contracts  of  this  class  of  work 
have  had  to  be  placed  in  the  United  States  during  re- 

cent years  for  the  reason  that  there  has  been  no  plant 
in  Canada  large  enough  to  turn  out  the  material  re- 

quired. It  is  therefore  planned  to  make  this  new  plant 
the  most  complete  of  its  kind  in  Canada,  and  it  will 

start  off:'  with  some  large  contracts  which  have  already 
been  secured.  One  of  these  is  for  the  Winnipeg  Street 
Railway  office  building. 

The  directors  of  the  new  eomjiany  will  be  C.  Dolph, 
Preston:  A.  B.  Ormsby,  Toronto;  A.  K.  Cameron,  j\[ont- 
real;  H.  C.  Randall,  New  York;  and  J.  D.  Murdock, 
Simcoe. 

C.  Dolph,  the  president  of  the  consolidated  compan- 
ies, secured  his  early  business  training  with  Clare  Bros, 

stove  manufacturers,  Preston,  Out.  About  fifteen  years 
ago  he  organized  the  Metal  Shingle  &  Siding  Co.  when 
the  sheet  metal  industry  was  a  small  thing  compared 
with  its  present  proportions.  The  factory  at  Preston 
commenced  operations  Avith  a  staff  of  four  men  but, 

luider  ̂ Ir.  Dolph 's  management,  grew  rapidly  until 
the  Metal  Shingle  &  Siding  Co.,  with  its  plants  at 
Preston,  ]Montreal  and  Saskatoon,  became  recognized 
as  one  of  the  leading  companies  manufacturing  sheet 
metal  building  goods  in  Canada.  Although  Mr.  Dolph 
has  had  more  than  25  years  business  experience  lie  is 

sti'l  a  young  man  Avitli  all  his  original  energy.  His 
business  friends  recognized  in  liim  a  man  in  Avhom 

ambition  and  patience  are  combined  in  an  unusual 
degree.  By  hard  work  and  courage  which  has  sur- 

mounted every  obstacle,  he  has  Avon  his  Avay  into  the 
front  rank  of  Canadian  manufacturers. 

A.  K.  Cameron,  joined  the  sales  staff  of  the  Metal 
Shingle  &  Siding  Co.  in  1904-,  and  shoAved  such  marked 
ability  that  AA^hen  the  company  decided  to  open  a  new 
factory  in  Montreal  he  Avas  appointed  to  manage  it. 
This  was  six  years  ago.  and  the.  Avisdom  of  the  selec- 

tion of  Mr.  Cameron  as  Montreal  manager  has  been 

shown  in  the  expansion  of  the  firm's  business.  He 
has  ahvays  enjoyed  the  confidence  of  the  management 
of  the  company  and  his  counsel  and  advice  has  mater- 

ially assisted  in  the  success  of  the  business,  and  as  a 
director  of  the  ncAv  company  he  Avill  be  given  ample 
scope  for  his  energy  and  ability. 

A.  B.  Ormsby  is  one  of  the  best  knoAA-n  men  among 
the  architectural  sheet  metal  Avorkers  in  Canada.  TAven- 

tA'-five  years  ago,  Mr.  Ormsby  established  his  business 
for  the  manufacture  of  fireproof  doors  and  AA'indoAVS. 
He  Avas  the  pioneer  of  this  industry  in  Canada,  and 
The  A.  B.  Ormsby  Co.,  under  his  guidance,  has  ful- 

filled many  of  the  most  important  contracts  let  in  Can- 
ada for  the  manufacture  and  installation  of  fireproof 

doors  and  AvindoAvs,  kalamained  doors,  and  other  sheet 
metal  fireproof  materials. 

The  Montreal  branch  of  the  consolidated  companies 
Avill  specialize  nn  expanded  metal,  structural  steel  metal 
Avork,  metal  AvindoAvs,  steel  ceiling  Avork,  skylights  and 
kindred  lines.  It  Avill  be  under  the  direct  charge  of 
A.  K.  Cameron. 

The  Toronto  jilant,  Avhich  Avill  be  under  the  manage- 
ment of  A.  B.  Ormsby,  aa'HI  haA'e  the  advantage  of  his 

long  experience  in  the  fireproof  door  and  AvindoAV  busi- 
ness. With  the  increased  facilities  Avhich  are  being 

planned  for  the  Toronto  factory  and  the  new  lines 

Avliich  are  lieing  added,  this  plant  A\'ill  be  in  a  position 
to  furnish  promptly  all  of  the  lines  formerly  manu- 

factured, as  Avell  as  new  ones. 
The  head  office  of  the  company  Avill  continue  to  be 

in  Preston  and  the  factory  at  that  point  AA'ill  be  un- 
der the  management  of  Mr.  Dolph.  At  this  plant  the 

firm's  line  of  metal  shingles,  sidings,  corrugated  sheets, 
etc..  Avill  be  produced.  The  enlargement  of  the  Pres- 

ton plant  for  the  manufacture  of  scA^eral  ncAv  lines  Avill 
l)e  proceeded  Avith  in  the  near  future. 

The  Winnipeg  branch  Avill  be  in  charge  of  C.  Bord- 
man  and  will  continue  its  present  lines  such  as  fire- 
]-)roof  doors  and  AvindoAVs,  metal  cornices,  skylights,  etc. 

In  joint  charge  of  the  Saskatoon  branch  aa'IU  be 
^lessrs.  Charleboise  and  IMoser.  It  Avill  manufacture 
cornices,  skylights,  steel  granaries,  roofing,  sidings  and 
similar  lines,  and  AA'ill  also  act  as  distributing  agents 
for  the  company's  other  lines.  Selling  agencies  aa^U 
be  established  in  all  the  important  cities  in  the  Dominion. 

The  ncAV  company  is  fortunate  in  having  associated 

Avith  it  the  United  States  Metal  Products  "Co.  of  New Yo,rk,  a  company  Avhich  is  the  largest  of  its  kind  in  the 
United  States.  This  company  Avill  equip  the  Canadian 
factory  Avith  an  up-to-date  plant  for  the  manufacture 
of  the  lines  noAv  made  in  the  States,  and  Avill  furnish 

competent  engineers  and  estimators  to  assist  in  secur- 
ing Inisiness,  thus  giAnng  the  Canadian  company  the 

benefit  of  the  experimental  Avork  AA'hich  they  have  for 
years  carried  on  in  the  United  States.  They  AAdll  also 
lend  the  ucav  company  their  co-operation  in  every  way 
IKissible  to  develop  the  Canadian  field.  On  Nov.  28tli 
the  Board  of  Control  of  the  City  of  Toronto  sold  to 
the  new  company  the  site  at  the  corner  of  DufiPerin 
ami  King  Streets.  No  time  is  being  lost  and  plans 
for  building  operations  are  already  Avell  luider  way. 
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Metal  Working  at  Profitable  Prices 

"Why  don't  you  go  out  after  more  business?"  was once  asked  a  sheet  metal  coutractor  in  a  moderate  sized 

town.  "I  have  all  the  business  in  my  line  that  it  is 
possible  to  get,"  was  the  reply.  "But  are  you  always 
busy  and  have  you  enough  work  ahead  so  that  you 
know  that  there  will  be  no  dull  times  to  look  forward 

to?"  the  questioner  continued.  "Well,  of  course,  I 
have  my  dull  times;  any  trade  has,"  replied  the  metal worker. 

The  metal  worker  was  right  in  a  way.  All  trades 
have  their  inactive  seasons,  but  there  are  few  trades 
that  have  the  undeveloped  advantages  of  creating  busi- 

ness that  the  ntetal  trade  has.  You  as  a  metal  worker 

may  think  that  you  have  all  the  business  that  is  pos- 
sible to  develop.  No  doubt  you  have  all  the  business 

that  comes  to  you,  but  what  about  creating  business? 
You  have  just  as  good  a  show  of  making  new  business 
as  the  storekeeper  or  manufacturer.    Go  out  after  it. 

There  is  one  good  thing  about  the  business  you  create 
—  competitor  can  take  it  away  from  you.  With  busi- 

ness that  you  have  made  there  is  no  mad  scrambling 

to  meet  the  other  fellow's  prices.  You  can  get  a  good 
profit  on  all  this  sort  of  work,  in  fact  in  most  cases 
you  can  set  your  OAvn  price. 

Three  Ways  of  Developing  Business. 
As  Mr.  Hall  pointed  out  in  the  j\Ietal  Worker,  there 

are  three  ways  in  which  you  can  go  out  after  and  de- 
velop new  business;  first,  by  personal  solicitation;  se- 

cond by  the  aid  of  a  good  strong  form  letter,  and. 
third,  by  newspaper  advertising.  You  may  employ  one 
or  perhaps  all  of  these  ways  now,  but  are  you  getting 
tangible  returns?  If  you  are  not,  then  you  are  not 
going  after  it  in  the  right  way.  Take,  for  instance, 
eaves  trough  and  gutter  work.  Of  course,  when  a 
new  building  is  going  up  you  are  right  after  the  job. 
You  hunt  up  the  contractor,  architect  and  possibly  the 
owner.  Yes,  they  will  need  Avork  on  their  building, 
but  they  believe  in  competition.  They  want  to  see 
how  cheaply  the  work  can  be  done,  and  the  man  that 
is  satisfied  with  the  smallest  margin  of  profit  gets  the 
job.  You  know  that  you  are  up  against  the  bid  in 
nine  out  of  ten  jobs. 

The  Man  Who  Failed  And  The  Way. 

A  metal  worker  in  a  smaU  but  growing  western 
town  found  that  the  business  in  his  line  was  pretty 
well  divided  among  four  metal  workers.  On  going 
over  his  books  at  the  end  of  the  year  he  found  that 
he  was  not  making  the  money  he  should.  He  got  his 

share  of  the  town's  work,  but  his  margin  of  profit  was 
so  small  that  he  proved  that  by  actual  figures  he  would 
have  been  better  olf  working  for  someone  else  than 
he  was  by  owning  his  own  shop.  As  the  boys  say, 

"there  was  a  nigger  in  the  wood  pile,"  and  it  was  up 
to  him  to  smoke  him  out.  He  then  went  over  his  books, 

job  by  job,  and  made  this  discovery  that  where  he  was 
in  competition  Avith  the  other  three  firms  his  profit 
of  these  jobs  Avas  little  or  nothing.  The  jobs  Avhere 
competition  Avas  minus  showed  a  good  round  profit. 

The  New  Plan  that  won. 

Here  Avas  something  to  think  about.  Competition 
meant  no  profit,  non-competition  jobs  meant  a  good 
profit,  The  ansAver  Avas  easy.  To  make  money  he  must 
use  "gum  shoe"  methods.  He  must  look  for  business 
where  the  other  fellow  Avould  never  find  it.  With  this 

thought  in  mind  he  started  home.  On  his  Avay  he  pass- 
ed a  friend's  house  and  glancing  up  at  the  roof  saAv 

that  the  gutters  around  the  edge  of  the  roof  Avere  in 

pretty  bad  shape.  Here  Avas  a  chance  to  try  out  a  new 

plan. 
On  arriving  home  he  took  a  piece  of  paper  and  pen- 

cil and  figured  out  the  cost  of  new  gutters  on  his 

friend's  house.  That  night  after  supper  he  made  it  a 
point  to  call  on  his  friend.  He  put  the  proposition 

up  to  his  friend  straight  from  the  shoulder,  "Bill, 
those  gutters  around  your  roof  are  in  pretty  bad  shape; 

better  let  me  put  on  a  new  lot  before  the  rains  come." 
"Yes,"  replied  the  friend,  "they  are  pretty  rotten, 
bixt  I  wasn't  figuring  on  spending  any  money  now.  How 
much  Avill  it  cost?"  There  Avas  no  hesitation  on  this 
man's  part.  He  had  the  cost  already  figiired  out,  and 
replied:  "It  will  cost  you  just  $65.  After  a  minute 
or  tAvo  of  thought  the  friend  told  him  to  go  ahead  and 
do  the  work. 

The  next  three  or  four  days  he  spent  in  Avalking 
about  the  town,  making  careful  inspection  and  notes 
of  the  various  houses  that  Avere  in  need  of  repairs. 
At  the  end  of  a  week  he  had  secured  over  $600  worth 
of  work — all  of  it  at  his  OAvn  price — all  of  it  Avork 
that  Avould  not  have  come  to  him  through  the  usual 
Avay.  To-day  that  metal  Avorker  is  making  more  money 
in  three  months  than  he  formerly  made  in  a  year.  He 
has  no  idle  seasons.  He  solved  the  problem  by  personal 
solicitation. 

Another  Plan  That  Won. 

Another  man  whose  shop  was  located  in  a  good 
sized  city  in  the  East  Avas  confronted  with  the  same 
conditions.  He  soh^ed  the  problem  in  the  same  way, 
but  by  personal  letters.  He  made  a  personal  inspec- 

tion of  various  houses,  saw  what  they  needed  and  made 
his  estimates  accordingly.  He  sent  the  OAvners  a  strong 
personal  letter.  The  letter  was  a  business  getter,  net- 

ting about  70  per  cent,  returns.  Here  is  the  first  let- 
ter that  he  sent  out: 

Dear  Sir — 
"It  is  the  little  leaks  that  cause  big  losses." 
I  happened  to  be  going  by  your  home  yesterday  and 

glanced  up  at  your  eaves  trough.  They  look  to  be  in 
pretty  bad  shape,  and  I  suppose  the  only  reason  that 
you  have  not  had  them  attended  to  is  that  no  one  has 
called  your  attention  to  the  matter. 

Putting  on  new  eaves  trough  is  not  an  expense — it 
is  simply  an  investment,  and  if  the  right  kind  of  ma- 

terial is  used,  combined  Avith  good  workmanship,  the 
iivestment  v.  a  paying  one. 

I  am  not  going  to  ask  you  to  let  me  figure  on  the 
job,  for  I  have  my  figures  all  ready.  It  will  cost  you 
$36  to  have  me  do  the  work.  When  I  say  Avork,  I 
mean  the  whole  job  complete.  There  will  be  no  extras 
or  overtime. 

If  I  used  poor  materials  and  skimped  on  the  AVOrk 
T  could  probably  do  the  work  for  a  little  less  money, 
but  I  do  not  believe  in  that  sort  of  work.  Every  job 
that  I  turn  out  has  my  personal  attention  and  I  pick 

put  the  very  best  materials  that  money  can  buy.  That's 
AA'hy  my  jobs  last .  There  are  ahvays  a  fcAV  more  added 
year.s  of  Avear  in  my  Avork  than  the  other  felloAV  turns out. 

Just  call  me  up  on  the  'phone — Main  1264 — and  tell 
me  to  go  ahead  on  the  job  and  I  Avill  start  on  it  Avithin 
the  next  few  days. 
When  do  you  Avant  me  to  begin? 

Yours  truly. 

THOMAS  W.  WOLWORTH. 

P.  S. — By  the  Avay,  I  never  leave  any  muss — every- 
thing is  left  spick  and  span  Avhen  I  get  through. 

Letters  of  this  sort  that  have  a  personal  tone  to  them 
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are  pullers.  Don't  be  afraid  to  talk  throu^'h  the  mail 
as  you  would  if  the  house  owner  stood  beside  voti.  It 

is  the  personality  you  give  your  letters  that  makes  them 

pay. 
Value  of  a  Follow-Up  System. 

Use  the  follow-up  methods  in  keeping  track  of  your 

prospective  jobs  of  this  sort.  A  small  card  index  will 

cost  you  about  75  cents,  complete,  and  will  be  of  in- 
estimable use  in  getting  new  business  in  a  systematic 

way.  I  think  the  best  results  can  be  obtained  by  using 
a  card  system  indexed  from  1  to  31. 

There  is  no  red  tape  connected  with  a  card  index 
system ;  it  is  just  common  sense.  Here  is  a  card  that 
is  filled  out,  giving  all  the  information  needed. 

A.  P.  Moffit.  125  Ninth  Street. 
Owner,  A.  P.  Moffit. 
Eaves  in  bad  condition.    Wrote  1st,  June  15. 
Quoted  $42.  Wrote  2nd,  June  30. 
Secured  work,  July  2. 
Started  work,  July  7. 
Finished  work,  July  9. 
Received  payment  in  full.  July  11. 

The  accompanying  card  shows  that  a  letter  was  writ- 
ten to  A.  P.  Moffit  on  June  15,  quoting  him  a  price  of 

$42  for  the  work.  The  first  letter  was  not  answered 
and  another  was  sent  June  30  and  the  work  was  se- 

cured July  2.  The  work  was  started  July  7  and  finish- 
ed Jhly  9.   Payment  was  received  July  11. 
When  the  card  was  filled  out  and  the  first  letter 

mailed  the  card  was  filed  in  the  card  index  under  No. 
30,  which  implied  that  if  no  answer  was  received  by 
June  30  another  letter  should  be  sent  to  Mr.  jMoffit. 
With  this  system  of  filing  it  is  necessary  to  go  over 
the  prospect  cards  every  day — that  is  a  strong  feature, 
for  it  will  bring  to  your  attention  some  future  job 
that  might  have  passed  out  of  your  mind.  This  card 
index  follow-iap  can  be  modified  to  suit  your  individ- 

ual needs.  Any  office  outfitter  can  fix  you  out  with 
a  follow-up  system  for  your  business.  They  make  no 
charge  for  their  services. 

Economy  in  Personal  Letter  Advertising. 

Personal  letter  advertising  is  the  cheapest  direct  ad- 
vertising known  when  you  take  into  eonsideratioji  it, 

gets  to  just  the  very  pei'son  you  want.  Of  course, 
newspaper  and  magazine  advertising  reach  a  greater 
number  of  people  and  for  a  general  advertisement  is 
far  better  than  the  personal  letter.  When  you  want 
to  convey  a  direct  appeal  use  the  mail  and  use  a  two- 
cent  stamp — letters  with  the  green  stamp  go  to  the 
waste  basket  unread. 

There  are  dozens  of  ways  of  creating  business.  How 
many  of  you  have  a  list  of  the  automobile  owners 
in  your  town?  Automobile  users  are  in  need  of  metal 
work  quite  frequently.  One  metal  worker  has  built  up 
a  paying  business  by  making  galvanized  iron  pans  to 
be  placed  under  the  auto  to  catch  the  oil.  Still  another 
one  makes  a  specialty  of  iron  doors  for  private  garages. 
An  enterprising  metal  worker  in  a  large  town  has 
created  quite  a  trade  in  sheet  steel  camp  stoves.  These 
stoves  are  simply  a  piece  of  sheet  steel  bent  in  the  form 
of  a  flat  arch.  He  is  able  to  get  about  three  times  the 
price  he  would  secure  from  strictly  commercial  work. 

To  the  metal  worker  that  is  alive  to  the  situation 
there  need  be  no  more  dull  times.  Of  course  he  can 
not  get  away  from  competition  entirely,  but  you  can 
have  enough  non-competitive  work  to  offset  your  small 
profit  on  "bid"  jobs. 

PUSHING  FURNITURE  SHOES. 

Wm.  Walker  &  Son,  1228  Yonge  St.,  Toronto,  are 

making  a  great  success  in  pushing  the  sale  of  the  slid- 
ing furniture  shoes  manufactured  by  the  Onward  Man- 

ufacturing Co..  Berlin,  Ont.  Recently  they  devoted 
half  of  their  window  to  a  display  of  these  articles  and, 
to  add  to  the  effect,  the  manufacturers  loaned  them  a 
miniature  brass  bed  equipped  with  the  shoes.  As  a 
result  of  the  display,  it  is  estimated  that  the  sales  in- 

creased 50  per  cent. 
Asked  as  to  what  he  attributed  his  success  in  the 

sale  of  the  shoes,  Mr.  Walker,  Jr..  said:  "The  furni- 
ture shoe  is  an  article  which,  as  yet.  is  not  very  well 

known  to  the  general  public.  For  this  reason  you  have 
to  keep  them  constantly  to  the  front.  We  always  keep 
a  few  shoes  lying  around  on  the  counter.  When  cus- 

tomers are  waiting  to  be  served  thej'  pick  one  of  them 
up  and,  recognising  in  it  something  they  have  never 
seen  before,  start  to  make  inquiries,  more  out  of  cur- 

iosity than  anything  else.  Right  here  is  where  we  get 
a  chance  to  get  in  our  arguments  about  its  usefiilness 
and  carpet-saving  qualities.  Then,  too,  we  quite  often 
put  a  few  in  the  window  so  that  casual  passers-by  will 
see  them,  wonder  what  they  are  and  come  in  and  ask 
all  about  them.  Those  who  buy  a  set  as  a  sample  will 
want  more  after  a  trial  and,  not  having  seen  them 
elsewhere,  will  come  back  to  our  store.  This  means 

increased  trade  for  us." 

GOING  AFTER  THE  FARMER'S  TRADE. 
L.  C.  Abbott.  JMarshalltown,  Iowa,  President  of  the 

National  Retail  Hardware  Association,  who  has  been 
invited  to  deliver  an  address  at  the  Ontario  Retail 
Hardware  Convention  at  Hamilton  next  February,  is 
a  progressive  merchant  whose  ideas  on  hardware  re- 

tailing are  worth  studying. 
He  has  established  an  auto  delivery  for  his  store  and 

every  week  several  trips  are  made  into  the  country. 
The  auto  making  it  possible  to  cover  a  large  territory 
in  a  short  time.  A  sample  or  two  of  some  good  sea- 

sonable specialty  is  taken  along  and  many  deliveries 
are  made  on  the  next  trip.  Inquiries,  made  at  any 
time,  regarding  any  particular  article,  needed  later, 
are  kept  track  of  and  foHowed  up  in  good  season.  If 
it  happens  to  be  some  article  not  carried  regularly  in 
stock,  it  is  looked  up,  figures  secured  and  full  particu- 

lars and  prices  are  furnished  the  inquirer,  and  the 
article  Avill  be  ordered  and  delivered  at  his  door  if 
desired. 

Any  jihase  of  farming  in  which  the  farmer  may  be 
interested,  or  any  fad  of  his,  is  made  note  of  and  cir- 

culars and  other  advertising  matter  of  goods  suitable 
for  his  needs  are  furnished  him  and  whenever  prac- 

ticable, a  sample  is  taken  ovit  for  inspection. 
New  customers  are  also  looked  up.  By  thus  keep- 

ing in  close  toiieh  with  the  farmer.  Abbot  &  Son  have 
been  able  to  extend  their  country  trade  considerably 
and  expect  to  accomplish  still  more  in  this  line  with 
each  succeeding  year. 

SYNDICATE  BUYING  CONCERN  FAILS. 

The  Erie  Wholesale  Hardware  Co.,  of  Erie.  Pa-,  a 
concern  composed  of  a  number  of  retail  dealers  or- 

ganized to  buy  goods  on  a  syndicate  basis,  is  in  finan- 
cial trouble.  An  invohmtary  petition  in  bankruptcy 

has  been  filed  and  their  place  is  said  to  have  been 
closed  by  the  constable.  Their  liabilities  are  reported 
to  amount  to  $24,000,  the  larger  part  of  this  sum  be- 

ing owed  to  manufacturers. 
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Stoves  and  Housefurnishin^s 
 1.., 

HIGHER  PRICES  ON  STOVES  AND  FURNACES. 

For  some  time,  manufacturers  of  stoves  have  been 
considering  making  an  advance  in  the  prices,  but,  out 
of  consideration  for  the  retailer,  held  off  till  the  stove 
buying  season  (as  far  as  the  dealer  is  concerned)  was 
over.  Most  dealers  have  bought  up  their  supply  for 
this  year,  so  the  recent  advance  that  was  made  will 

not  affect  them  on  this  year's  business. 
A  couple  of  weeks  ago,  the  Canadian  Stove  Manu- 

facturers' Association  met  in  Hamilton  and  decided 
to  make  some  important  changes  in  the  stove  and  fur- 

nace prices  and  also  in  the  discounts  given  for  cash 
payments.  Stoves  and  hoUoware  have  advanced  5  per 
cent.,  furnaces  10  per  cent.,  and  cash  discounts  have 
been  changed  from  three  to  two  per  cent.  New  price 
lists  have  not,  as  yet,  been  issued,  but  these  are  ex- 

pected almost  any  day. 
These  changes  came  not  as  a  surprise ;  in  fact  they 

have  been  expected.  The  price  to  dealers  has  not  kept 
pace  with  the  increased  cost  of  manufacture.  Labor 
has  advanced  considerably  and  where  formerly  a  man 
coiild  be  secured  for  $2  a  day,  $2.50  is  now  the  wage 
asked.  It  is  estimated  that  the  general  increase  for 
help  is  15  per  cent. 

The  volume  of  business  being  done  necessitates  lar- 
ger plants  to  turn  out  the  work,  and  property  and 

building  materials  are  all  much  higher  than  they  were 
10  years  ago.  This  means  a  Avhole  lot  when  the  cost 
of  production  is  considered. 
Where  the  chief  increase  comes  in,  however,  is  in 

the  price  of  raw  material.  Everything  that  goes  to 
make  up  a  stove  or  furnace  has  risen  considerably. 
Where  pig  iron  was  selling  for  $16  in  1911,  the  price 
to-day  is  $21  to  $22.  At  the  first  of  this  year  dull 
Canada  plates  were  selling  for  $2.40  per  box,  while 
$3.40  was  being  paid  for  polished.  To-day  the  price 
is  $3.10  and  $4.10  with  some  dealers  asking  $4.25  for 
the  latter.  Copper  sheets  are  now  24  cents  per  pound, 
when  a  short  time  ago  they  could  be  bought  for  16 
cents.  Steel  that  used  to  be  $1.86  per  cwt.  is  now 
$2.40.  The  price  to-day  on  English  polished  steel  is 
$4.05  per  100  pounds.  A  year  or  so  back  it  was  $3.45. 
Galvanized  iron  used  to  bring  $2.88.  Now  $3.51  per 
cwt.  is  being  paid. 

All  materials  used  in  furnace  manufacture  show 

marked  advances.  Tin  plates,  20  x  28  I.C.  have  ad- 
vanced 50  cents,  while  size  20  x  33  I.X.  are  now  quot- 

ed at  $9.75,  an  advance  of  75  cents.  Furnace  cement 
shows  a  material  rise. 

Canadian  furnace  manufacturers  use  mostly  Amer- 
ican steel.  Indications  are  that  before  long  it  will  ad- 

vance to  a  price  on  a  par  with  the  English  brands. 

The  railways  have  increased  their  charges  for  haul- 
ing to  and  from  stations  from  two  cents  to  three  cents 

per  100  lbs.  Crating  lumber  is  another  item  that  has 
taken  a  jump.  It  is  noAv  selling  at  $19  a  thousand.  It 
used  to  be  $15.  Rivets,  bolts,  nuts  and  other  small 
articles  which  enter  into  the  making  of  a  range  or 
furnace,  all  show  an  advance. 
When  one  considers  all  these  things,  it  is  not  to  be 

wondered  at  that  prices  have  gone  up.    The  manu- 

facturer wants  to  make  a  profit,  the  same  as  the  re- 
tailer, and  if  he  continued  to  sell  at  the  prices  he  has 

been  charging  for  so  long,  this  would  be  impossible 
it  is  claimed.  It  will  be  up  to  the  dealer  to  get  his 
price  next  season. 

The  Hardware  Journal  is  given  to  understand  that 
it  is  the  intention  of  the  manufacturers  to  ultimately 
adopt  a  uniform  discount  off  the  list. 

UNIQUE  STOVE  SELLING  PLAN. 

Here  is  a  novel  method  of  selling  a  stove.  It  has 
been  tried  a  number  of  times  and  has  always  proved 
successful.  Place  a  stove  in  your  window  and  adver- 

tise that  you  will  sell  it  by  sealed  tender.  Make  the 
fact  known  throughout  your  whole  town  and  surround- 

ing country,  and  advertise  that  bids  will  .be  received 
up  to  a  certain  date,  when  they  will  be  opened  and  the 
stove  sold  to  the  person  making  the  highest  offer. 
Do  not  be  afraid  that  people  will  look  upon  the 

thing  more  or  less  as  a  joke  and  bid  only  $7  or  $10. 
They  know  if  they  did  this  they  would  not  have  a 
chance  of  getting  the  stove,  and  no  person  is  foolish 
enough  to  go  to  the  trouble  of  writing  and  bidding 
just  for  the  sake  of  a  joke. 

A  person  who  enters  a  contest  of  this  kind  is  in  earn- 
est, and  you  may  be  sure  that  the  price  bid  will  be  a 

fair  one.  It  may  be  that  it  is  below  your  selling  price, 
and  even  below  your  cost  price.  Supposing  you  offer 
a  $50  stove  and  the  highest  bid  is  $35.  There  is  no 
money  in  letting  the  stove  go  at  this  price,  but  look 
fit  the  advertising  yoii  secure.  That  is  what  counts. 
You  can  gamble  on  it  that  every  one  who  sends  in  a 
bid  in  a  contest  of  this  kind  is  in  immediate  need  of  a 
stove,  or  will  soon  want  one.  You  have  their  names. 
Get  after  them.  A  person  whom  you  have  got  in 
touch  with  even  in  this  small  way  is  easier  to  sell  than 

one  who  has  never  been  in  your  store  before.  A  pei*- 
sonal  canvass  upon  people  whose  names  you  have  re- 

ceived in  a  manner  such  as  this  will  produce  good  re- 
sults.   Trv  it. 

AN  EFFECTIVE  ADVERTISEMENT. 

As  an  example  of  effective  advertising — the  kind 
that  attracts  the  attention  of  the  housewife  and  that 
sells  stoves,  the  following  is  good.  It  is  an  extract 
from  an  advertisement  of  a  large  housefurnishings 
house.    The  results  obtained  were  excellent. 

"People  ought  to  give  more  thought  to  selecting  a 
range  than  they  usually  do — because  the  range  is  the 
only  thing  in  the  house  that  directly  affects  your  every- 

day living  expenses. 
"When  you  once  pay  the  bill  for  a  chair  or  a  table, 

the  m.atter  is  closed  so  far  as  expense  is  concerned. 
But  with  the  range  the  first  cost  is  only  the  beginning 
— ^^a  small  amount  when  comnared  with  the  cost  of  fuel 
it  will  consume  during  its  lifetime. 
You  can  govern  your  choice  of  a  range,  but  you  can- 

not govern  the  amount  of  fuel  it  will  require.  The 
range  decides  that  and  not  all  ranges  are  alike  in  this 
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respect.  It  is  an  established  fact  that  some  ranges  will 

waste  as  mu("h' fuel  as  others  require  for  constant  ser- vice. 

"Our  ability  to  serve  you  promptly  was  never  better 
and  we  have  made  a  special  effort  this  year  to  remedy 

any  fault  in  our  service.  It  'lepends  entirely  on  how 
a  stove  or  range  is  set  up,  for  the  service  it  will  give 
you  and  the  fuel  it  will  consume — therefore  we  em- 

ploy experienced  stove  men  who  know  how  to  set  up 
a  stove  and  adjust  the  draft  to  the  different  ones  pro- 

perl.y. ' ' The  price  of  coal  is  a  burning  topic  these  days  and 
any  arrangement  whereby  fuel  can  be  saved  is  always 
of  interest.  In  this  advertisement,  the  importance  of 
purchasing  a  range  that  will  not  burn  too  much  coal  is 
brought  out.  The  result  is  that  the  reader  at  once  be- 

comes interested  and,  in  most  cases,  will  make  it  a 
point  to  examine  that  particular  stove. 

FURNACES 

HOW  TO  KEEP  TAB  ON  MATERIAL. 

C.  Bragg,  Toronto,  has  a  simple,  yet  effective,  way 
of  looking  after  the  material  used  on  his  many  heat- 

ing jobs.  If  he  has  a  contract  to  install  the  heating 
system  in  two,  three  or  four  houses  in  one  section,  he 
orders  all  his  supplies  from  one  house,  and  if,  in  the 
meantime,  he  secures  other  contracts  in  other  parts  of 
the  city,  he  orders  from  a  different  house.  Before 
starting  the  work,  he  sits  down  and  makes  out  a  list 
of  all  the  material  that  will  be  required  for  the  jobs, 

and  sends  in  an  order  to  the  one  house.  "By  doing 
this,"  said  Mr.  Bragg,  "I  know  just  exactly  Avhat  a 
job  costs  me  for  material.  It  is  an  easy  matter  to 
keep  track  of  the  time  my  men  spend  on  the  job.  so 
all  that  has  to  be  done  is  to  add  these  two  together 
and  I  have  what  the  whole  work  cost  me.  Then  I  send 

my  bill,  with,  of  contuse,  the  profit  I  am  entitled  to, 
added  on. 

"If  I  was  to  buy  a  little  here  and  a  little  there,  just 
'to  accommodate  them,'  as  the  wholesale  houses  say. 
I  would  have  a  fine  job  keeping  track  of  the  material 
used  on  a  job.  By  the  method  I  use,  all  I  have  to  do 
is  to  see  where  the  goods  went  to  and  charge  them  up 
to  the  job.  Some  people  order  from  four  or  five  houses, 
and  when  the  time  comes  for  making  out  the  bill,  they 
are  forced  to  gather  their  men  together  and  ask. 

'Where  did  this  stuff  go  to,  where  was  it  used?'  and 
others  of  a  like  nature.  If  they  did  the  same  as  I  do, 
they  v/ould  know  just  as  soon  as  they  saw  the  supply 
house  bill  where  the  stuff  was  used. 

"Then,  too,  such  a  method  prevents  petty  thieving 
on  the  part  of  the  men.  With  all  due  respect  to  the 
trade,  I  must  say  that  there  are  some  fellows  in  it  Avho 
are  not  adverse  to  picking  up  a  small  thing  here  and 
there  and  appropriating  it  to  their  own  use. 

"Shortly  before  I  started  my  present  system.  I  re- 
ceived a  bill  for  $132  for  goods  supplied  me.  The  bill 

did  not  state  to  where  the  stuflP  was  delivered,  and  as 
I  did  not  remember  getting  the  stuff  for  any  of  my 
work,  naturally  I  kicked  against  paying  it.  I  went 
to  the  wholesale  house  and  asked  them  about  the  bill, 
where  the  goods  had  been  sent.  etc.  They  were  as 
much  at  sea  as  I,  so  I  told  them  I  would  trace  it  and 
would  not  pay  them  till  I  found  out  where  the  goods 
had  gone,  if  it  took  me  a  dozen  years.    I  went  thor- 

oughly into  all  the  jobs  I  had  done  since  the  stuff  was 
alleged  to  have  been  sent  on  my  order,  and  after  much 
work  found  out  that  I  had  received  them.  That  caiised 
the  change  in  )ny  methods,  and  I  have  had  no  trouble 

since. " ORIGINAL  CAPITAL  A  KIT  OF  TOOLS. 

When  R.  J.  Cameron.  Spark  St.,  Ottawa,  Ont.,  start- 
ed in  business  sixteen  years  ago,  as  a  dealer  in  furnaces 

and  sheet  metal  goods,  he  had  not  much  to  boast  about 
except  his  own  ambition  to  do  not  only  a  large  trade, 
but  a  good  one  as  well.  His  capital,  in  fact,  consisted 
of  practically  little  else  but  a  good  kit  of  tools.  To- 

day he  does  a  large  business.    Last  year  he  sold  over 

A  floiit  .1.  1!.  (  iiiueron,  Ottawa,  Dnt.,  used  in  a  local  parade. 

500  furnaces,  and  he  has  not  less  than  30  hands  em- 
ployed all  the  year  round.  Mr.  Cameron  believes  that 

a  furnace  shoTild  have  more  than  one  cold  air  register. 
Consequently  he  never  puts  in  a  furnace  with  less  than 
two,  and  sometimes  four  registers. 

Mr.  Cameron's  motto  has  always  been  "Good  Work 
and  Fair  Prices."  And  it  is  upon  this  that  his  busi- 

ness has  been  built  up.  He  handles  the  "New  Idea" 
furnace,  manufactured  l)y  the  Hamilton  Stove  &  Heat- or  Company. 

EXPLOSION  IN  HARDWARE  STORE. 

The  interior  of  the  hardware  store  of  J.  F.  French, 
Renfrew,  Ont.,  was  recently  wrecked  by  an  explosion. 
As  a  result  of  the  accident,  W.  Carson,  a  clerk  em- 

ployed in  the  store,  is  in  the  hospital  suffering  from 
severe  burns  about  the  face  and  arms  and  his  sight 
may  be  lost.  Several  other  persons  were  cut  by  fiying 

y'lass. 

The  cause  of  the  explosion  is  a  mystery.  That  gun- 
powder was  the  explosive  is  evidenced  by  the  black- 

ened condition  of  the  store  interior,  but  hoAV  it  be- 
came ignited,  no  one  appeared  to  know. 

A  loud  report,  folloAved  by  a  sharp  reverberation, 
was  the  first  sign  of  danger.  The  plate  glass  windows 
and  the  entire  front  of  the  store,  including  brick  and 
wood  work,  were  shot  into  the  street  by  the  force  of 
the  explosion. 

THE  LATE  J.  W.  SPARROW. 

J.  W.  Sparrow,  hardware  merchant,  Vonge  Street, 
Toronto,  died  recently  from  valvular  trouble  of  the  heart. 
He  was  aged  52.  It  is  rather  a  strange  coincidence  that 
his  father  died  from  the  same  disease  at  the  same  age. 

The  business  has  been  always  carried  on  under  the  father's 
name,  W.  H.  Sparrow. 
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Getting  the  Interest  of  the  Stove  Buyer 

ByC.A.  Eddy 

In  one  of  my  trips  calling  upon  the  retail  hardware 
dealers,  I  happened  into  a  hardware  store  which  at 

first  glance  seemed  to  say,  "Here  is  a  different  one 
from  the  ordinary  store."  Something  about  the  place 
brought  it  out  of  the  ordinary  class  and  this  something 
I  soon  discovered  to  be  "A  Merchant  and  a  Method." 
Many  hardware  stores  have  been  criticised  for  the 

apparent  lack  of  attention  to  details.  Things  seem  to 
be  left  M^herever  most  convenient.  No  attempt  is  made 
to  make  the  store  attractive  as  some  dealers  do  busi- 

ness on  the  assumption  that  people  will  buy  if  they 
need  the  goods  and  that  anyway  their  business  will 
never  be  like  a  dry-goods  or  clothing  store.  Of  course 
there  is  a  vast  difference  in  the  line  of  goods  handled 
and  sold,  but  it  has  been  easily  demonstrated  that 
there  is  just  as  good  an  opportunity  to  create  interest 
in  the  hardware  store  by  an  attractive  arrangement 
of  goods,  as  there  is  in  any  other  line  of  business. 

Make  a  Study  of  Your  Business. 

The  proprietor  of  the  store  mentioned  above  had 
made  a  study  of  his  business.  He  had  proven  by  actual 
experience  that  the  reason  large  city  stores  get  so  much 
of  the  business  that  should  go  to  the  small  hardware 
dealer  is  because  of  their  ability  to  make  the  goods 
look  right — to  make  them  so  attractive  that  people 
will  want  them  and  are  willing  to  pay  the  price  asked. 
This  dealer  had  made  his  stove  department  a  great 
success.  He  told  me  that  one  of  the  reasons  for  his 

success  M^as  his  determination  some  years  ago  to  sell 
one  good  line  of  stoves  and  stick  to  them.  Before  he 
made  the  decision,  he  satisfied  himself  thoroughly  that 
he  was  choosing  a  line  of  stoves  that  would  back  up 
every  reasonable  claim  he  might  make  for  them.  He 
concentrated  his  energies  on  advertising  the  line  and 
instructed  his  clerks  on  the  selling  points  that  would 
interest  the  stove  buyer. 

He  took  two  of  his  best  floor  salesmen  to  the  stove 
factory  Math  him,  spending  two  days  investigating  the 
manufacturing  end.  When  they  arrived  at  the  factory, 
they  were  taken  in  charge  by  an  experienced  stove 
man  who  took  them  through  every  department  of  the 
plant,  and  answered  all  the  questions  they  asked  him 
and  they  in  turn  absorbed  enough  information  on  the 
.stove  question  to  enable  them  to  sell  more  than  the 
usual  number  of  stoves.  This  dealer  realized  that  in 
order  to  sell  goods,  you  must  know  about  them  and 
took  the  first  step  by  carefully  preparing  himself  and 
his  salesmen  on  the  stove  question.  In  addition  to 
the  usual  forms  of  advertising  and  the  displaying  of 
stoves,  this  dealer  has  aroused  interest  in  his  store  by 

publishing  a  small  book  entitled  "The  Modern  Kit- 
chen." The  book  consists  of  recipes,  hints  to  house- 

wives and  information  which  is  appreciated  in  most 
every  home.  In  addition,  he  arranged  for  an  excellent 
talk  on  the  advantages  of  buying  stoves  of  quality, 
and  shows  a  number  of  styles  of  stoves  which  he  is 
selling.  The  dealer  has  traced  returns  from  this  talk 
and  found  a  large  number  of  sales  Avhieh  he  attributes 
to  this  form  of  advertising. 

Be  Systematic  in  Selling  Stoves. 

In  selling  stoves,  it  is  just  as  necessary  tn  be  sys- 
tematical as  in  any  other  line.  There  is  no  question 

about  it,  no  business  can  be  successfully  run  nowa- 
days without  system. 

It  should  not  be  an  elaborate  system  that  takes  all 

a  man's  time  and  energy  to  Avatch,  but  a  good  plain 
method  he  can  keep  at  his  finger's  tips.  The  kind  of 
system  that  tells  him  where  he  is  at  is  the  sort  a  busy 
man  appreciates. 

The  few  hints  given  below  are  along  the  lines  of  the 
systems  used  by  Avide-awake,  busy  merchants  and  are 
easy  of  application. 

In  buying  goods  many  do  not  realize  how  important 
it  is  to  keep  the  orclers  in  a  systematic  manner.  A 
good  plan  is  to  use  a  triplicate  order  book  with  terms, 
time  of  delivery,  etc.  By  using  a  double-faced  carbon, 
this  gives  three  copies  at  one  time — one  for  file,  one 
for  salesman,  one  tissue  to  stay  in  book. 

The  order  on  file  is  important  to  watch  carefully  by 
the  receiving  clerk  as  when  goods  are  received  they 

can  be  checked  off'  from  this  order  and  any  deviations noticed  when  goods  are  unpacked. 
When  the  order  book  containing  tissue  sheets  is  used 

up  a  good  plan  is  to  mark  it  and  file  away  for  future 
reference.  It  is  then  an  easy  matter  to  look  up  any 
order  given  a  salesman,  which  may  be  necessary  a  year 
or  more  later. 

In  keeping  a  record  of  the  advertisements,  news- 
paper, circular,  etc,  these  should  be  pasted  into  a  scrap 

book  of  some  kind  and  each  dated.  If  they  advertise 
any  special  sale  the  success  of  the  sale  should  be  care- 

fully noted  at  the  time  and  marked  on  the  advertise- 
ment. 

For  instance,  if  the  sale  was  good,  fair,  or  poor, 
mark  it  so  you  will  understand  which  later.  By  re- 

ferring to  these  ads  the  following  year  the  merchant 
can,  to  a  great  extent,  be  guided  by  them  and  plan  his 
sales  and  advertising  to  show  only  the  best  results. 

No  doubt  every  merchant  keeps  a  "want  book,"  but 
a  far  better  plan  is  to  provide  each  clerk  with  "want 
slips."  Instruct  them  to  fill  out  one  for  any  article 
asked  for,  no  matter  what  it  is,  or  how  foreign  it  may 
be  to  the  class  of  goods  you  carry. 

In  this  manner  many  an  item  will  be  brought  to  your 
attention  that  otherwise  you  would  never  think  of  and 
which  it  might  benefit  you  to  handle.  If  an  article  is 
asked  for  many  times  it  is  proof  you  should  carry  it 
in  stock. 

Have  Several  Stock  Books. 

Another  thing  is  your  stock  record.  A  plan  success- 
fully used  is  to  have  several  stock  books.  The  books 

are  arranged  so  the  quantity  received,  the  cost,  date, 
tems,  selling  price,  etc.,  may  be  entered. 

As  the  items  are  sold  check  them  off  the  books.  This 
tells  you  the  exact  length  of  time  necessary  to  sell 
certain  items  and  serves  as  a  guide  in  buying  these 
goods  later.  A  memorandum  should  be  made  as  they 
are  taken  from  the  stock  room,  the  slips  placed  on 
file  and  later  deducted  from  the  quantity  shown  in 
stock  book. 

By  this  method  you  can  tell  at  a  glance  the  exact 
quantifey  you  have  in  stock  of  any  special  item. 

The  above  are  only  a  few  tips  to  successful  mer- 
chandising, but  overlooking  such  simple  things  as  these 

is  one  reason  many  merchants  do  not  make  more  monev. 
There  is  a  merchant,  a  certain  retail  hardware  and 

stove  dealer,  who  has  made  a  big  success,  although  he 
started  with  a  sm'all  capital.  In  fact,  he  has  been  so 
successful  that  he  takes  trips  to  Europe  with  his  fam- 

ily.   He  has  his  automobiles,  horses  and  carriao-es,  etc. 
This  merchant  has  not  made  his  money  by  luck  but 

by  hard  work  and  by  using  his  mind,  a  price  every 
man  must  pay  for  success. 

His  stove  department  is  about  the  biggest  part  of  his 
business. 
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The  following  are  the  reasons  for  the  big  results  in 
his  stove  department. 

First — Every  stove  mi  his  sample  floor  is  as  clean 
and  as  neat  as  a  pin. 

Second — He  sells  a  high  grade,  trade  mark  line  of 
stoves  and  every  stove  looks  the  part. 

Third — When  a  prospective  buyer  goes  into  his  store 
and  asks  to  look  at  a  stove,  the  best  clerk  gives  the 
prospective  buyer  all  the  time  necessary.  This  clerk 
must  sell  the  stove  or  report  the  reason  why  to  the 

proprietor.  This  clerk  is  not  an  "order  taker."  He does  not  simply  refer  the  prospective  customer  to  the 
stoves  and  quote  prices  then  stand  back  and  wait  for 
the  customer  to  decide.  No,  sir;  he  is  not  afraid  he 
will  get  his  hands  dirty.  His  first  aim  is  to  sell  this 
prospective  customer  the  best  stove  on  the  floor,  and 
he  does  this  by  taking  the  stove  apart  and  explaining 
every  advantage.  He  knows  his  business  so  well  that 
he  can  talk  every  feature  of  stoves  from  A  to  Z  direct 
from  the  shoulder,  and  in  such  a  determined  way  that 
every  word  makes  a  decided  impression  on  the  pros- 

pective customer. 

Know  the  Goods  You  Handle. 

Every  merchant  should  realize  that  the  best  way  to 
become  enthusiastic  is  to  obtain  a  thorough  knowledge 
of  his  goods.  People  want  to  deal  with  the  man  who 
knows  thoroughly  the  goods  he  is  selling. 

ThLs  Ohio  merchant  states  that  the  reason  he  is  so 
concerned  about  selling  every  prospective  buyer  a 
stove,  is  that  when  he  sells  a  stove  he  makes  more 
money,  time  considered,  than  on  anything  else  in  his 
business.  For  instance,  in  the  hardware  department 
a  person  might  buy  a  boxwood  rule  which  would  mean 
a  profit  of  3  or  4  cents ;  a  pound  of  nails  which  would 
represent  a  profit  of  about  5  cents;  a  jack  knife  which 
would  represent  a  profit  of  about  15  cents,  and  so  on. 
The  clerk  in  the  hardware  department  might  Avait  on 
customers  all  day  in  such  a  way  as  this  and  clear  a 

profit  for  the  whole  day's  work  of  about  $2.00,  while 
if  a  high  grade  stove  is  sold  a  profit  of  from  $8.00  to 
$12.00  is  made  and  the  time  required  to  sell  a  stove  is 
not  over  an  hour. 

The  stove  department  can  be  made  a  very  important 

and  profitable  adjunct  to  a  merchant's  business,  and 
to  make  a  success  the  merchant  should  bear  in  mind 
the  following  suggestions: — 

If  a  permanent  business  is  desired  sell  a  trade  mark 
line  of  stoves.  No  merchant  ever  built  up  a  large  and 
.successful  bu.siness  by  pushing  cheaply  constructed 
stoves.  One  of  the  largest  catalogue  houses  in  the 
country  has  not  been  successful  with  their  stove  de- 

partment simply  because  they  have  been  selling  a 
cheap  grade  of  stoves  at  cheap  prices.  It  is  an  abso- 

lute fact  that  the  largest  retail  stove  merchants  in  the 
country  are  those  that  have  been  in  business  the  long- 

est are  selling  to-day  almost  exclusively  high  grade 
trade-mark  stoves. 

There  are  big  vital  reasons  for  the  many  lost  stove 
sales  that  occur  in  the  average  hardware  store.  Not 

that  sales  'are  lost  through  lack  of  desire  on  the  part 
of  the  dealer  to  sell  .stoves  but  because  of  circumstances 
which  he  might  control  if  he  would. 
Many  dealers  realize  this  too.  That  they  do  not  take 

steps  to  remedy  the  cause  is  ample  reason  why  their 
profits  do  not  loom  up  as  large  as  they  should. 

Clerks  Should  Know  Talking  Points. 

In  the  first  place  the  great  majority  of  clerks  em- 
ployed by  hardware  dealers  do  not  know  the  talking 

points  of  the  stoves  they  are  supposed  to  sell.  They, 

therefore,  lack  confidence  in  their  ability  to  sell  buy- 
ers and  when  they  get  hold  of  a  stove  buyer,  they 

turn  him  over  to  the  proprietor  to  land  the  sale. 

Second — In  selling  stoves,  a  great  many  dealers  do 
not  consider  that  which  the  prospect  is  most  interest- 

ed in,  but  talk  on  what  they  are  most  interested  in 
themselves.  For  instance,  the  prospect  may  have  use 
for  a  quantity  of  hot  water.  He  or  she  is  naturally 
most  interested  in  the  reservoir  and  is  sure  to  tell  you 
so  in  some  manner  or  other.  The  salesman,  however, 
has  his  mind  on  the  oven,  fire  box  or  some  other  point 
and  tries  to  get  the  attention  where  he  is  most  inter- 

ested and  perhaps  what  the  buyer  cares  least  about. 
Result — If  the  salesman  had  studied  the  buyer  he 
could  very  readily  have  known  the  points  to  touch  on 
or  bring  out  to  make  the  sale. 

Third — Too  many  dealers  are  afraid  to  ask  a  fair 
price  and  stick  to  it.  They  mark  the  stove  to  give 
them  a  fair  profit  but  if  a  customer  says  the  price  is 
too  high  thej^  get  cold  feet  and  cut  the  price.  The 
customer  loses  confidence  right  there,  both  in  the  deal- 

er and  the  stove  he  sells.  He  goes  away  thinking  he 
can  get  a  larger  cut  the  next  time  he  comes,  and  he 
often  does  get  it  too.  The  most  substantial  businesses 
are  those  that  ask  a  legitimate  profit  and  stick  to  their 

price. Fourth — One  prominent  dealer  says,  "the  biggest 
difficulty  I  have  is  in  the  salesman  showing  the  cus- 

tomer too  many  stoves."  A  few  ciuestions  relative  to 
price  they  desire  to  jiay,  size  they  need  and  style 
wanted  will  extract  enough  information  to  enable  the 
clerk  to  show  them  what  he  has  nearest  their  ideas. 
He  should  then  stick  to  that  with  a  possible  occasional 
reference  or  comparison  to  two  stoves  nearest  these 
ideas.  If  he  will  do  this  he  can  bring  the  sale  to  a 
close  sooner  and  with  more  satisfaction  to  the  cus- 

tomer than  if  he  showed  a  do-^en  different  types  and 
styles  of  stoves.  The  same  thing  applies  to  every  line 
of  merchandise. 

Fifth — Many  merchants  there  be  who  find  it  easy  to 
sell  stoves  if  they  can  give  their  undivided  attention 
to  the  customer.  If,  however,  they  are  short  of  help 
or  extra  busy  and  leave  the  customer  for  a  short  time, 

the  customer  usually  turns  out  to  be  a  "call  again." 
A  successful  salesman  radiates  enthusiasm  and  fi^ls  the 
buyer  with  a  dseire  for  the  goods  he  has  to  sell.  If 
the  salesman  does  not  make  the  sale  while  he  has  the 
customer  enthused  but  allows  his  enthusiasm  to  cool 
down,  his  chances  of  a  sale  later  are  very  slim  indeed. 

Sixth — Some  dealere  are  too  anxious  to  close  a  sale 
and  begin  to  talk  price  too  early  or  as  soon  as  the 
customer  asks.  Usually  if  a  buyer  is  interested  in  the 

stove  shown,  he  won't  ask  the  price  until  he  commits 
himself  in  favor  of  the  stove,  and  strong  quality  talk 
will  then  bring  the  price.  Quality  counts  and  if  you 
convince  the  average  person  that  the  stove  you  show  is 
just  Avhat  they  want  and  what  they  should  have,  price 
Avill  usually  be  a  secondary  consideration. 

The  average  stove  dealer  misses  one  very  valuable 
fountain  of  information  when  he  refuses  to  talk  to  and 
question  the  travelling  salesman  of  some  large  .stove 
company.  The  manufacturers  train  their  men  to  be 
able  to  talk  on  any  stove  subject.  These  men  study 
the  stove  business,  know  the  selling  points  of  their 
stoves,  and  the  methods  that  other  merchants  are  us- 

ing and  that  appeal  to  the  trade. 
Every  merchant  can  profit  by  information  they  can 

give  him.  Don't  hesitate  to  ask  them.  A  good  earnest 
heart  to  heart  talk  will  prove  enjoyable  to  them,  pro- 

fitable to  you. — HardAvare  ReAacAV. 
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Women  and  the  Paint  Department 

By  C.  T.  Mason 

The  painter,  the  decorator,  the  builder  and  the 
house  owner  are.  not  the  only  patrons  whose  business 
is  worth  cultivation  by  the  paint  department  of  the 

hardware  stores.  "The  female  of  the  species"  is  a 
customer  of  this  department  whose  aggregate  purchases 
in  the  course  of  a  year  may  amount  to  a  goodly  sum, 
if  her  wants  are  catered  to  in  a  proper  manner. 

For  the  tidy  housewife  or  her  daughter  with  the 

feminine  penchant  for  doing  "little,  tasty  things  around 
the  home,"  if  she  be  not  actually  a  faddist  in  this 
particular  direction,  is  always  in  need  of  something  in 
the  paint  line  that  the  hardware  man  can  supply  her. 
Her  orderly  soul  and  housewifely  passion  for  cleanli- 
nes.s  and  "spic-and-spanness"  will  often  lead  her  to 
make  these  little  purchases  at  the  store.  Paint,  var- 

nish, brushes,  enamels — they  all  come  within  the  cate- 
gory of  her  wants,  not  only  at  the  annual  spring  clean- 

ing, when,  of  course,  her  purchases  are  larger,  but  all 
the  year  around  as  necessity  or  feminine  fancy  siig- 
gests. 

The  department  stores,  which  count  so  many  women 
among  their  customers,  keep  a  special  department  of 
these  goods  almost  exclusively  for  her  trade,  and  that 
counter  is  not  the  least  profitable  in  the  emporium  nor 
is  it  a  bargain  counter.  Such  goods  as  she  needs  hav- 

ing a  fixed  value,  at  which  they  may  be  bought  any- 
where else,  and  being  procurable  in  various  sized  pack- 

ages to  suit  the  immediate  requirements  of  the  cus- 
tomer, there  seems  no  earthly  reason  why  prices  should 

be  cut  even  to  meet  the  innate  craving  for  bargains  in 

the  good  lady's  soul. 
The  hardware  dealer  who  wishes  to  cater  to  this 

particular  class  of  custom — and  the  "wide-awake" 
dealer  will  certainly  do  so — should  see  that  his  stock 
is  kept  replete  with  everything  that  is  likely  to  be 
called  for,  and  to  display  such  goods  as  alluringly  as 
possible  on  his  shelves.  A  tasteful  window  display  at 
certain  frequent  intervals,  dedicated  to  these  house- 

wifely requirements  in  the  paint  line,  should  be  a  regu- 
lar feature  of  the  store. 

Most  of  the  articles  used  in  touching  up  the  home 
are  admirably  adapted  to  attractive  window  advertis- 

ing, and  a  little  personal  taste  in  the  arrangement,  so 
as  to  appeal  to  the  feminine  mind,  will  add  consider- 

ably to  the  interest  aroused.  Many  of  the  manufac- 
turers include  among  their  advertising  matter  very 

handsome  signs  and  models,  all  of  which  can  be  em- 
ployed to  great  advantage  in  this  connection,  while  the 

service  of  the  neatly  printed  circular,  setting  forth 
some  special  article  and  prepared  expressly  for  the 
housewife,  may  be  utilized  with  gratifying  results. 

The  postage  expended  in  mailing  this  suggestive 
literature  will  be  expended  to  advantage,  not  only  on 
behalf  of  the  paint  department  but  of  other  branches 
of  the  business.  Especially  useful  is  this  circidarizing 
campaign  at  the  annual  period  of  spring  house-furn- 

ishing, when  there  is  a  larger  demand  for  touching-up 
eoods. 

Among  the  leading  articles  which  the  housewife  will 
I'equire,  and  the  uses  for  which  she  will  need  them, 
are  the  following: — 

Paints  ground  in  varnish  and  known  to  the  trade 
as  carriage  paints,  from  their  being  used  in  carriage 
repair  work.  For  household  service  these  paints 
(which  are  made  in  six  or  eight  bright  colors)  are 
specially  suitable  for  renovating  flower  pots,  jardin- 

ieres, lawn  seats,  verandah  benches  and  tables. 
Colored  and  white  enamels,  the  domestic  uses  of 

which  are  various  in  all  decorative  lines,  but  mostly 
employed  by  the  women  folks  for  touching  up  bed- 

steads, bathtubs,  piping,  baby  carriages  and  cribs, 
wicker  or  metal  furniture,  hitchen  utensils  and  the  like. 

Stove  enamel,  one  of  the  indispensable  articles  for 
the  kitchen. 

Flat  black,  used  for  renovating  iron  fixtures,  where 
a  dull  finish  is  preferred. 

Floor  stains,  ground  either  in  oil  or  varnish — pre- 
ferably the  latter ;  a  line  of  goods  that  is  especially  in 

demand  by  the  housewife  for  staining  borders  or  for 
covering  the  entire  floor,  now  that  rugs  instead  of  car- 
,pets  are  the  favorite  covering  for  floors. 

Varni.sh  floor  paint,  for  use  on  kitchen  floors,  wood- 
en wash  tubs,  etc. 

Alustrium  or  silver  bronze  paint,  for  piping,  kitchen 
boilers,  radiators,  picture  frames  and  all  metal  work 
Avhere  silver  finish  is  desired. 

Gold  paint,  for  picture  frames,  piping,  statuettes, 
metal  stands  and  numerous  other  domestic  uses,  both 
utilitarian  and  artistic. 

Cold  water  calcimine,  sold  in  five-pound  packages 
and  easily  mixed  with  water  and  applied  to  kitchen 
and  pantry  walls. 

Varnish  stains,  for  renovating  furniture  and  all 
wooden  varnished  surfaces  other  than  floors. 

Paint  and  varnish  remover  for  taking  off:  old  varnish 
or  paint  from  furniture,  and  thus  preparing  the  sur- 

face to  receive  a  new  coat  of  either. 
Furniture  varnish. 

Wax  polish,  in  paste  form,  for  hardwood  floors. 
Polishing  oil  for  cleaning  furniture  and  all  var- 

nished woodwork  and  for  restoring  the  lustre. 
All  the  foregoing  articles  are  sold  by  the  manufac- 

turers in  cans  of  various  sizes  to  meet  the  immediate 
demands  of  the  consumer,  thus  necessitating  no  waste 
of  the  material — an  advantage  that  is  of  prime  import- 

ance in  the  eyes  of  the  thrifty  mistress  of  the  home. 
In  addition  to  the  goods  mentioned  there  are  others 

that  are  frequently  called  for,  especially  by  the  daugh- 
ter of  the  house,  who  has  acquired  a  taste  for  decor- 

ative home  work,  such  as  stencilling,  painting  with 
"tube  colors,"  burnt  leather  work,  etc.,  all  of  vhieh 
articles  come  well  within  the  category  of  the  well- 
stocked  paint  department  of  the  hardware  store. 

The  influence  of  women  folks  on  the  paint  depart- 
ment is  not,  however,  confined  solely  to  these  personal 

demands.  It  is  also  felt  in  the  purchase  of  paint  for 
use  on  the  house  itself,  the  feminine  taste  being  con- 

sulted in  most  cases  when  the  home  has  to  be  repaint- 
ed or  decorated. 

Her  decision  in  the  matter  often  governs  the  choice 

I 
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of  materials;  for  if  she  prefers  the  interior  finished, 
for  instance,  in  calcimines  or  fiat  paint,  instead  of  wall 
paper  or  oil  paints,  it  is  more  than  likely  that  this  will 
he  the  particular  finish  used.  Her  selection  is  largely 
depended  upon  and,  in  most  homes,  the  matter  is  left 
entirely  to  her,  and  wise  is  the  hardware  dealer  who 
so  secures  her  favor  as  to  obtain  her  patronage,  in- 

directly or  directly,  when  the  time  comes  for  this 
painting  of  the  house. 

PRATT  &  LAMBERT  GET  GOLD  MEDAL. 

At  the  Quebec  Provincial  Exhibition  last  fall,  Pratt 
(te  Lambert,  Inc.,  added  another  highest  award  to  their 
already  long  list  of  victories  at  public  exhibitions,  by 
securing  the  gold  medal  certificate  for  the  finest  var- 

nishes, enamels  and  like  products.  The  gold  medal 
certificate  is  reproduced  herewith,  as  weM  as  an  illus- 

tration of  their  elaborate  exhibit  at  this  exhibition. 
Prominent  features  of  the  exhibit,  were  a  beautifully 

finished  California  redwood  burl,  showing  the  beauti- 

Pratt  &  Lambert  s  ditsplay  at  tlic  (iuubec  Piovincial  Kxliibilioii. 
This  display  was  awarded  a  special  gold  medal. 

i:)resent  new  possibilities  for  the  use  of  paint  which 
will  be  of  material  benefit  to  him. 

Study  and  become  an  expert  in  the  decorative  possi- 
bilities to  be  had — say  with  fiat  wall  colors  and  other 

specialties.  With  each  paint  sale  do  not  be  afraid  to 
impart  a  little  of  such  knowledge  to  your  customer 
and  thus  awaken  new  desires  along  these  lines  which 
will  always  bring  future  sales. 

The  salesman  who  has  attached  to  himself  the  re- 
cord of  an  expert  and  upon  whose  counsel  customers 

may  rely,  is  readily  sought  for  by  customers,  not  only 
to.  his  own  benefit  and  profit,  but  to  that  of  his  store. 
By  such  methods  extend  your  salesmanship,  extend 

vour  influence,  extend  your  benefit  to  your  store  and 

you  will  be  surprised  to  see  how  rapidly  the  "long 
green"  will  extend  itself  your  way. 

Now  that  the  oft'  season  in  paint  sales  is  here  you 
will  have  ample  opportunity  for  studying  this  ques- 

tion up,  although  the  above  methods  applied  to  the 
sale  of  inside  household  paints  would  tend  to  make 

oft"  seasons  for  paint  sales  nonentities. 
Don't  forget  to  scatter  your  ideas  good  and  plenty 

■ 

gi#tnriflf(3Aliiliitjflj, 

GOLD  MEDAL  ̂   J 
K|  WARDED  CO  ̂ ."^^     ̂   ^ 

Tlie  diploma  which  acc  ompanied  the  gold  medal  won  by 
Pratt  &  Ijambert. 

ful,  unique  distorted  grain ;  pillars  of  intense,  pure 
v/hiteness,  finished  with  Vitralite,  the  long-life  white 

enamel;  panels  finished  with  "61"  floor  varnish,  im- 
mersed in  water,  showing  the  waterproof  qualities  of 

this  varnish;  large  panels  showing  beautiful  effects 
obtainable  with  Pratt  &  Lambert  stains,  paste  wood 
fillers  and  varnishes,  and  a  case  containing  materials 
from  which  varnish  is  made. 

The  gentleman  in  the  picture  is  Mr.  J.  W.  Limoges, 
the  live-wire  Pratt  &  Lambert  French  representative 
in  Montreal,  Quebec,  and  outlying  French  territory. 

THE  CLERK  AND  THE  PAINT  DEPARTMENT. 

There  are  possibilities  for  you  in  selling  paint  which 
will  rapidly  raise  you  from  the  position  of  mere  clerk 
to  that  of  real  salesman. 

Never  limit  your  salesmanship  to  the  transaction  of 
the  moment,  but  broaden  the  scope  of  your  future 
sales,  by  posting  yourself  with  suggestions  which  you 
can  readily  offer  to  your  customers  and  which  will 
lead  to  future  sales. 

Besides  showing  the  customer  the  good  qualities  of 
the  paint  you  sell,  you  can  furnish  him  with  ideas  as 
to  color  schemes,  best  methods  of  application  and  can 

amongst  the  women.  Women  receive  new  ideas  con- 
cerning the  application  of  paint  more  readily  than 

anyone  else,  especially  if  you  can  show  them  how  easy 
it  is  to  fix  up  the  home.  A  little  time  and  counsel 
spent  with  them  will  boost  paint  sales  immensely. 

NEW  PARIS  GREEN  ON  MARKET. 

Pinchin,  Johnson  &  Co.  (Canada)  Limited,  Toronto, 
have  entered  into  a  new  line  and  are  now  marketing 

"Minerva"  strictly  pure  paris  green.  The  new  brand 
has  just  been  brought  out  and  orders  already  are  being 
taken.  The  quality  of  this  new  product  is  in  keeping 

with  the  other  "Minerva"  lines — the  best  it  is  pos- 
sible to  produce. 

a  When  farm  and  other  buildings  are  shabby  for  « 
Q  the  want  of  a  coat  of  paint  it  is  evident  that  g 
g  the  education  of  their  owners  has  been  sadly  g 
8  neglected.  The  local  merchant  should  be  the  8 
a      educator.  » 



December,  1912 CANADIAN  HARDWARE.  STOVE  &  PAINT  JOURNAL. 

67 

New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

E.  C.  Atkins  &  Co.,  Hamilton,  Ont.,  have  placed  on 
the  market  a  new  pruner  which  will  be  sold  in  con- 

nection with  their  line  of  pruning  saws.  This  pruner 
operates  on  an  entirely  new  principle  which  is  said 
to  give  it  a  very  decided  advantage.    The  movement 

orinder's  efficiency.  High  speed  adds  to  its  rapid  cut- 
ting quality,  length  of  life,  and  the  smoothness  of  the 

finished  work.  No  matter  how  desirable  a  sharpening 
substance  is,  it  cannot  be  expected  to  do  good  work  un- 

less it  is  run  at  a  high  rate  of  speed.  The  Luther 
Company  claim  that  their  new  grinder  has  by  far  the 
highest  speed  of  any  machine  on  the  market  to-day. 
ft  has  a  speed  of  30  revolutions  of  the  grinder  wheel 
to  every  turn  of  the  driving  handle.    At  the  same  time 

The  Luther  grinder. 

it  is  easy  running,  for  the  gears  are  exceptionally  wide, 
with  long,  lin-pieee  bearings.  These  are  cut  from  solid 
steel  blanks.  The  entire  frame  is  in  one  piece,  with 
all  machine  parts  inclosed  and  dust  protected.  Equip- 

ped with  a  four-inch  Dimo-Grit  sharpening  wheel  it  is 
known  as  Luther  Grinder  No.  104 ;  with  a  five-inch 
Dimo-Grit  sharpening  wheel  it  is  known  as  No.  105. 

It  also  has  Luther's  patented  chisel  guide  and  tool 
rest,  by  which  a  true  even  bevel  can  be  given  to  any 

edged  tool. 
The  Richards-Wilcox  Manufacturing  Co.,  Aurora, 

111.,  are  maniafaeturing  a  new  sled  here  illustrated.  This 
is  known    as  the    Flexofold    sled    No.  610-1.  This 

K.  C.  Atkins'  new  pruner. 

The  i)r\iner  in  action. 

easy  and  removing  the  vibration  which  has  always  been 
a  great  hardship  in  the  use  of  pruners.  The  action  of 
the  pruner  is  shown  in  Fig.  1.  On  account  of  the  rat- 
of  the  cutting  knife  is  obtained  through  the  use  of  a 
crank  with  ratchet  attachment,  thus  nuvking  the  action 

chet  movement,  the  leverage  may  be  changed,  thus  re- 
lieving the  operator,  and  the  hand  hold  which  is  to'  be 

used  with  the  left  hand  is  movable,  thus  permitting 
the  change  of  position  when  desired.  The  action  is 
automatic.  The  knife  may  be  sharpened  with  a  whet- 

stone Mdthout  removing  from  the  pruner.  The  body 
rests  on  a  swivel  joint  so  that  pruner  may  be  moved 
up  or  down  or  sidcAvays,  as  desired.  Details  of  con- 

struction are  shown  in  Pig.  2.  These  i)runers  are 

nicely  finished,  po'es  being  made  of  hardwood  and  in 
lengths  6,  8,  10  and  12  feet.  They  weigh  about  6i  ̂ 
pounds. 

The  Luther  Grinder  Manufacturing  Co.,  Milwaukee, 
Wis.,  are  marketing  a  ncAV  grinder.  In  connection  wii'i 
most  of  the  new  abrasives  now  on  the  market  the  speed 
of  the  grinding  wheel  has  everything  to  do  with  a 

sled  folds  up  and  can  be  stored  handily.  They  are 
strongly  constructed  and  built  to  carry  a  1,000-lb.  load. 
Their  round  steel  runners  mean  speed.    The  sled  meas- 

The  Richards-Wilcox  new  sled. 

iires  three  feet  over  all,  and  is  clainunl  to  be  the  fast- 
est on  the  market. 

The  Stratford  Manufacturing  Co.,  Limited,  Strat- 
ford, Ont.,  are  going  into  the  manufacture  of  ironing 

lioards,  sleeve  boards,  clothes  bars,  clothes  dryers,  bake 
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boards  and  step-ladder  chairs.  They  will  be  in  a  posi- 
tion to  supply  the  trade  Avith  these  goods  about  the 

middle  of  January  of  next  year. 

E.  0.  Atkins  &  Co.,  Hamilton,  Ont.,  are  manufactur- 
ing a  new  hack  saAv  frame  Avhieh  they  have  named  the 

Atkins  "AAA"  reversible  No.  6.  The  frame  has  an 
extension  arrangement  Avhereby  blades  from  8  to  12 
inches  may  be  used.  The  new  feature,  however,  is  in 
the  fact  that  the  handle  is  reversible  so  that  it  will 
operate  at  four  different  angles:   First,  as  shown  in 

cut;  second,  at  right  angles  .extending  toward  the 
right ;  third,  extending  downward  exactly  opposite 
position  No.  1,  and  fourth,  at  right  angles  with  posi- 

tion 1,  but  extending  toward  the  left.  It  is  handsome- 
ly niekelled,  buffed  and  polished,  is  very  strong  and 

durable,  and  packed  one  in  an  individual  box.  Weight 
each  sixteen  ounces. 

New  folding  go-ciut  reoently  produced  by  the  Goiidron  Mfg.  t  o. Toronto. 

Manufacturers'  Helps  for  Retailers 
When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware,  Stove  &  Paint  Journal 

The  Taylor-Forbes  Company,  Limited,  Guelph,  Ont., 
have  issued  their  1913  catalogue  of  lawn  mowers.  The 
book  is  well  gotten  up  and  contains  illustrations  of  the 
various  lines  of  mowers  manufactured  by  the  firm,  as 
well  as  the  i)arts  that  go  to  make  up  each  grade.  A 
large  half  tone  shoAving  the  T.-P.  plant  also  is  repro- 

duced. Taylor-Forbes'  mowei's  are  known  from  coast 
to  coast  and  a  copy  of  this  booklet  .should  be  in  the 
haiuls  of  evei'V  retail  dealer. 

The  Peck,  Stow  &  Wilcox  Company,  Southington, 
Conn.,  Cleveland.  Ohio,  and  New  York  City,  have  re- 

cently issued  a  new  catalogue  covering  their  line  of 

mechanics'  hand-tools,  which  Ave  believe  is  worthy  of 
the  attention  of  our  readers.  This  catalogue,  known 
as  12B,  is  a  substantial  book,  well  bound  and  very 
nicely  illustrated  and  printed.  It  is  of  convenient  size 
and  shape,  being  approximately  seven  inches  wide  and 
nine  and  three-quarters  deep.  Although  it  contains 
152  pages,  it  is  not  bulky,  being  only  about  a  quarter  of 
an  inch  thick.  This  is  due  to  the  fact  that  it  is  printed 
upon  paper  of  fairly  light  weight,  although  of  fairly 
good  quality,  permitting  high  grade  printing.  The 
cover  design  and  title  page  are  attractive,  and  there 
is  a  well  designed  advertisement  of  the  complete  P.,  S. 
&  W.  line  upon  the  back  cover.  It  is  divided  into  con- 

venient sections  devoted  respectively  to  braces  and 
auger  bits,  chisels,  gauges  and  drawing  knives,  steel 
squares,  hatchets  and  hammers,  pliers,  wrenches,  tin- 

ners' hand-shears  or  snips,  and  miscellaneous  hand 
tools.  The  makers  claim  that  they  have  the  largest  line 

of  mechanics'  hand-tools  offered  by  any  manufacturer. 
There  is  a  general  introduction  to  the  book,  giving 

a  great  deal  of  useful  information  to  the  hardware 
dealer.  The  book  is  preceded  by  a  complete  index 
and  it  contains  several  pages  of  advertising  matter 
calling  attention  to  other  lines  manufactured  by  the 
Peck,  Stow  &  Wilcox  Company. 

The  James  Smart  Manufacturing  Co.,  Brockville, 
Ont.,  manufacturers  of  the  Kelsey  Avarm  air  furnace, 
have  issued  a  handsome  booklet  describing  the  ad- 
A'antages  of  their  system  of  heating.  Every  question 
!)f  heating  and  ventilating  is  dealt  AA'ith  at  length.  Ex- 

cellent half  tones  are  used  throughout  to  shoAv  build- 
ings in  Avhich  the  Kelsey  system  has  been  installed, 

and  the  various  parts  used  in  the  construction  of  the 
furnace  are  brought  out  clearly.  A  feature  is  a  Avell- 
draAvn  plan  shoAving  the  Avhole  construction  of  the 
Kelsey.  from  feed  mouth  opening  to  smoke  outlet. 
Sizes,  Aveights  and  capacities  of  the  Kelsey  generators 

are  giA'en. 
Rice-Knight.  Limited,  Toronto,  have  commenced  the 

issue  of  a  house  organ  entitled  The  R.  K.  News.  This 
Avill  be  issued  monthly  and  Avill  contain  selling  hints 
for  retailers,  new  goods  in  the  lighting  trade,  neAvs  of 
the  retail  field,  and  some  jokes.  Copies  may  be  had 
free  of  charge. 

The  Onward  Manufacturing  Co.,  Berlin,  Ont.,  are 

sending  to  liardAvare  dealers  AA^ho  are  at  present  hand- 
ling, or  Avho  care  to  handle,  their  sliding  furniture 

shoes,  a  handsomely  lithographed  display  sign  adA'er- 
tising  this  line.  The  damage  done  by  the  use  of  old 
fashioned  castors  and  the  smooth  Avay  the  ncAV  furn- 

iture shoe  Avorks.  are  clearly  brought  out. 

The  Martin-Senour  Co.,  Limited,  Montreal,  recently 

published  a  handsome  booklet  on  "NeAA^-tone"  flat  oil 
naint.  The  publication  is  handsomely  illustrated  Avith 
many  colored  plates.  Avhich  offer  suggestions  to  the 
householder  on  hoAV  to  decorate  the  A'arious  rooms  in 
his  home.  All  the  different  colors  in  Avhich  this  pre- 
])aration  is  made  are  shown,  along  Avith  borders  to 
nuitch.  Any  dealer  may  have  a  copy  by  sending  a  post- 

card to  the  firm. 

Do  you  realire  that  the  bulk  of  trade  in  the  stores 

of  the  country  comes  from  the  man  Ave  call  the  "poor 
man?"  Fcav  are  the  stores  that  can  succeed  on  the 

trade  of  the  "400." 
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A  SALES  PROMOTING  SCHEME. 

In  1909,  the  Frost  Wire  Pence  Co.,  Hamilton.  Ont., 
gave  a  free  trip  to  the  Pacific  Coast  and  Southern 
California  to  16  hardware  retailers  who  made  the  big- 

gest sales  of  their  products  during  the  season.  The 
result  was  so  satisfactory  that  this  year  they  decided 
to  carry  out  a  similar  scheme. 

This  year  the  trip  was  not  quite  so  long,  but  a  lar- 
ger number  were  taken.  On  Nov.  9th,  a  party  of  60, 

including  35  hardware  retailers,  10  Canadian  farm- 
ers who  purchased  the  most  Frost  fencing  Nov.  1,  1911, 

and  Oct.  31,  1912,  and  the  members  of  the  firm,  left 
for  a  five-day  trip  to  New  York,  Philadelphia  and 
Washington.  H..  L.  Frost,  manager,  and  A.  L.  Page, 
sales  manager,  were  prominent  representatives  of  the 
Frost  firm. 

The  successful  dealers  in  the  contest  were :  Geo.  J. 
Coxon,  Milverton ;  Orwell  Haycock.  IngersoH ;  Wm. 

Marshall  (Algoma  Agy.  &  Sup."  Co).  Sault  Ste.  Marie: Duncan  McDonald,  Blyth :  John  Walker,  Sandusk; 
Allan  Bechtel,  Baden;  Jerry  Page,  Crysler;  Dent  Bros., 
Bothwell;  Jas.  Bonner,  Ridley;  John  Hill,  Harley;  J. 
J.  Matheson,  Embro ;  Ed.  Corman  &  John  Naergarth. 
Effingham ;  Geo.  Haycock,  Port  Hope ;  Geo.  Gauley. 
Vars;  Patterson  &  Hilborn,  Drayton;  D.  J.  McClellan, 
Kincardine;  Weichel  &  Son  (Mr.  Ruapal),  Waterloo; 
Christie  Bros.,  Chisholm;  S.  F.  McBride,  Marburg; 
Andrew  Hodgart,  Farquhar;  T.  E.  Poland,  Brigden ; 
Wm.  Stanley,  Holmesville ;  F.  E.  Hendershot,  Mount 

Forest;  Sam"  Davis.  Fullerton;  H.  W.  Steele,  West  To- ronto ;  Learn  Bros.,  Sherkston ;  Smith  &  Shaeffer,  Bol- 
ton ;  J.  B.  Lowther,  lona ;  W.  C.  Ransom,  Cedar 

Springs;  Jos.  Picard,  St.  GuiUaume  d 'Upton,  Que. 
J.  B.  Lowther,  though  82  years  of  age,  enjoyed  the 

trip  as  much  and  stood  the  strain  as  well  as  any  man 
in  the  crowd. 

On  leaving  for  home,  the  dealers  expressed  their  ap- 
preciation of  the  trip  by  presenting  to  Mr.  Frost  a 

beautiful  umbrella  and  canes  to  Messrs.  Page,  Smith 
and  Morin. 

ENLARGING  THEIR  PREMISES. 

Wm.  Walker  &  Son,  1228  Yonge  Street.  Toronto, 
are  making  extensive  alterations  around  their  store. 
For  some  time,  this  firm  has  been  doing  a  wholesale 
business  in  a  small  Avay  in  connection  with  their  retail 
trade,  but  it  is  their  intention  to  go  into  this  end  of 
the  business  on  a  much  larger  scale.  To  this  end,  they 
have  started  the  erection  of  a  large  addition  at  the 
back  of  their  store.  This  building  will  be  25  x  100 
feet,  with  three  storeys  and  basement. 

On  the  flat  above  the  store,  which,  for  some  time, 
has  been  occupied  as  living  apartments,  the  partitions 
being  torn  out  and  the  room  devoted  principally  to 

builders'  supplies.  The  office  will  be  located  at  the front  on  this  floor. 

Walker  &  Son  have  sold  their  old  automobile  de- 

livery truck  and  have  purchased  a  new  White  truck 

at  a  "cost  of  $3,250. 
"Although  this  may  seem  high,"  said  Mr.  Walker, 

Jr.,  "the  investment  is  a  good  one.  We  have  already 
given  our  new  truck  a  fair  trial  and  we  find  that  we 
can  do  three  and  one-half  times  the  work  with  it  that 

we  could  with  a  horse  and  cart,  and  at  less  propor- 

tionate cost." 

THE  EVOLUTION  OF  THE  RIFLE. 

One  of  the  most  remarkable  books  of  recent  years 

is  attracting  widespread  attention  under  the  title,  "A 
New  Chapter  in  an  Old  Story."    How  many  hunters. 

shouldering  their  rifles  or  shotguns  for  a  day's  sport 
ever  stop  to  think  that  it  has  taken  humanity  thou- 

sands of  years  to  perfect  such  an  arm,  and  that  the 
story  of  this  development  is  more  fascinating  than 
many  a  novel? 

"A  New  Chapter  in  an  Old  Story"  opens  another 
woi'ld  to  the  eyes  of  the  average  reader.  It  shows 
him  the  naked  cave  man  of  prehistoric  times  hurling 
the  first  missile  in  defending  his  life  from  the  attack 

of  a  wild  beast;  it  sketches  "the  nameless  Edison" 
who  invented  the  sling,  and  draws  a  vivid  picture  of 
how  the  idea  of  the  bow-and-arrow  resulted  from  a 
misliap  in  using  the  bow-drill  for  making  a  fire.  The 
book  carries  the  reader  through  the  fierce  period  of 

medieval  warfare,  when  the  constant  cry  of,  "strong- 
er, stronger !  give  us  bows  which  will  kill  the  enemy 

farther  awaj^  than  he  can  shoot  at  i;s,"  led  to  the 
cross-bow  in  its  many  advancing  types  until  finally 
there  appeared  the  figure  of  Roger  Bacon,  the  monk, 
watching  an  interesting  experiment  by  the  flickering 

lights  in  his  stone-walled  laboratory'.  Suddenly  there 
was  an  alarming  explosion,  shattering  the  chemical 
apparatus — and  the  age  of  gunpowder  was  born!  Then 
there  follows  the  strange,  romantic  life-story  of  one 
of  the  greatest  of  modern  businesses,  abounding  in  re- 

markable personalities,  dramatic  incidents,  and  even 
international  complications. 

In  addition  to  its  absorbing  interest,  "A  New  Chap- 
ter in  an  Old  Story,"  which  has  just  been  published 

by  the  Remington  Arms-Union  Metallic  Cartridge  Co., 
Toronto  and  New  York,  is  a  book  of  great  beauty, 

pi'ofusely  illustrated.  Especially  notable  are  the  full- 

l)age  historic  photographs  of  the  "Hunting  Series." 

R.  0.  CHOWN'S  STORE  ROBBED. 
R.  C.  Chown's  first  impressions  of  Edmonton  must 

have  been  badly  shattered  shortly  after  his  arrival  in 
that  city.  The  Calgary  News,  under  recent  date,  con- 

tains the  following  despatch: 

"A  daring  robbei\v  of  $1,000  worth  of  cutlery  was 
perpetrated  in  the  small  hours  of  yesterday  at  the  hard- 

ware store  of  Chown  and  Company,  between  Jasper 
and  Fraser  Avenues,  a  situation  which,  if  proximity 
to  the  police  station  station  spells  safety,  should  have 
ensured  its  immunity  from  burglary,  as  the  police  sta- 

tion is  in  the  same  block. 

"The  robbery  had  a  further  note  of  audacity  from 
the  fact  that  it  was,  perpetrated  with  the  lights  fully 
blazing  in  the  store.  There  is  no  clue  to  the  perpetra- 

tors of  the  robbery  at  present." 

NEW  STORE  IN  HAMILTON. 

The  Mills  Hardwai^e  Co.,  Hamilton,  Out.,  have  opened 
a  branch  store  on  King  Street,  near  John  Street,  that 
city.  The  firm  are  making  a  specialty  of  tools,  cutlery 

and  paints,  and  are  carrying  nothing  but  first  e'ass 
goods  in  all  lines.  The  Hamilton  Herald,  commenting 
on  the  new  store,  says  that  the  interior  arrangement 
surpasses  anything  it  has  ever  seen. 

We  .should  so  live  and  labor  in  our  time  that  what 
came  to  us  as  blossom  may  go  to  the  next  generation 
as  fruit.  This  is  what  Ave  mean  by  ])rogress. — Con- nolly. 

A  Chinese  proverb  runs:  "Think  of  your  own  faults 
the  first  part  of  the  night  (when  you  are  awake),  and 
the  faults  of  others  the  latter  part  of  the  night  (when 

you  are  asleep)." 
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More  Profits  in  Credit  System 

By  F.  F.  Muzzy. 

As  times  change  business  methods  change,  and  the 
way  of  doing  a  credit  business  fifty  years  ago  is  as 
different  from  the  methods  of  to-day  as  is  the  modern 

way  of  lighting,  as  compared  with  the  tallow  dips  used 

in  onr  grandfather's  time. 
The  merchant  who  is  not  a  good  credit  man  or  not 

able  to  employ  one,  had  best  do  a  cash  business;  uot 
the  cash  system  in  vogue  at  75  per  cent,  of  the  so- 
called  "cash  stores"  where  credit  slips  are  held  on 
file  for  the  customer  to  take  up  to-morrow,  for  we  are 
told  "to-morrow"  never  comes,  and  the  majority  of 
these  so-called  "credit  slips"  for  those  who  "keep  no 
books"  are  not  worth  the  paper  they  are  written  on. 

The  modern  credit  system  does  not  mean  letting  ac- 
counts run  indefinitely  but  with  a  fixed  understood 

time  for  payment,  for  I  firmly  believe  prompt  pay- 
ments to  be  the  essence  of  good  bixsiness  and  it  is  up 

to  any  good  merchant  to  watch  his  accounts  as  care- 
fully, or  more  so  even,  than  he  does  his  buying. 

In  a  farming  community  where  the  customers  open 
an  account  usually  in  the  spring  or  summer  to  be  paid 
in  the  fall,  have  an  understanding  as  to  the  approx- 

imate date  the  account  is  to  be  paid,  and  at  the  ap- 
pointed time  it  is  an  easy  matter  to  get  settlement 

eith4ir  cash  or  note,  which  can  be  turned  in  to  the 

bank  if  the  customer  is  "good"  and  it  is  for  the  credit 
man  to  know  in  advance  who's  credit  is  good  and 
who's  is  not. 

The  greatest  trouble  witli  the  credit  system  has  been 
the  slack  methods  of  notifying  customers  of  the  amount 
owed.  By  all  means  send  out  statements  the  fir.st  of 
every  month — not  the  middle — and  insist  on  prompt 
payments  from  those  who  draw  a  salary  or  are  able 
to  pay  at  regular  intervals.  Furthermore,  the  state- 

ment gives  the  customer  an  opportunity  to  check  up 
the  account  and  report  any  item  he  does  not  under- 
stand. 

We  all  buy  more  freely  and  higher-priced  goods  when 
we  have  them  charged  than  when  counting  out  the 
hard-earned  cash,  neither  do  we  question  the  price  so 
closely. 

How  many  of  us  have  seen  young  people  select  the 

best  and  without  mentioning  the  price  say.  "charge  to 
papa,  please."  If  these  same  young  hopefuls  had  been 
obliged  to  pay  cash  for  what  they  wanted  they  would 
be  as  careful  of  the  price  as  of  the  qxiality,  and  would 
most  carefully  compare  the  price  and  the  amount  of 
cash  they  had  on  hand  and  such  sales  would  not  bear 
as  satisfactory  a  profit  to  the  retailer  and  would  re- 

quire more  time  to  make  them  than  the  time  consumed 
in  entering  the  account  and  later  on,  sending  state- 
ment. 

It  is  estimated  that  the  women  purchase  75  per  cent, 
of  the  household  goods  and  they,  as  a  rule,  do  not 
carry  the  pocket-book,  and  if  they  desire  to  buy  a 
range,  or  a  refrigerator,  to  some  it  is  humiliating  to 
make  a  selection  at  the  cash  stores  and  admit  that 
they  will  have  to  Avait  for  Mr.  Jones  to  show  up  with 
the  money,  while  if  they  can  have  it  charged  to  their 
account — and  the  account  perfectly  good — how  easily 
the  sale ;  if  made  on  a  cash  basis  it  might  be  extremely 
hard,  and  as  the  women  are  the  buyers  and  the  men 
are  the  jiayers.  as  a  rule,  why  not  make  it  as  easy  and 
comfortable  for  the  ])uyer  as  possible? 

The  extending  of  long  credits  is  fast  disappearing, 
and  is  a  relic  of  ancient  methods. 

It  is  generally  acknowledged  that  25  per  cent,  more 
goods  can  be  sold  under  the  credit  system,  and  that 
an  average  of  10  per  cent,  better  profits  are  to  be  had 
on  the  entire  sales  than  when  sold  under  the  strictly 
cash  system,  and  if  a  merchant  has  a  business  large 
enough  to  talk  about,  it  certainly  pays,  and  pays  big 
to  keep  books. 
We  often  hear  certain  cases  of  failure  attributed  to 

liad  accounts,  but  the  trouble  is  not  with  the  system 
but  with  the  man;  and  if  the  capital  is  limited  credit 
should  not  be  extended  beyond  safety,  thereby  crip- 

pling the  borrowing  capacity,  which  enables  a  mer- 
chant to  discount  all  bills.  Cash  discounts  are  among 

the  most  profitable  items  in  the  conduct  of  business. 

I  often  think  when  I  hear  the  "cash  man"  at  con- 
ventions explaining  the  beauties  of  the  ca.sh  system, 

how  much  more  net  profits  he  could  make  if  he  was 
a  worker  and  a  good  diplomatic  collector  doing  a  credit 
business. 
We  hear  much  about  the  catalogue  house  and  their 

cash  in  advance  system,  but  their  business  covers  such 
an  extensive  field  that  a  credit  system  would  ruin  them 
and  is  not  to  be  compared  with  the  local  retail  mer- 

chant. The  catalogue  houses'  customers  are  nearly 
all  strangers  to  them,  so  to  speak,  and  would  any  sane 
retailer  extend  credit  to  an  entire  stranger? 

Every  location  has  its  own  peculiarity  and  the  up- 
to-date  retailer  must  adjust  his  methods  to  suit  local 
conditions.  If  an  account  gets  too  large,  obtain  a  note 
which  can  be  taken  at  the  bank,  if  need  be,  and  cashed, 
for  no  good  business  man  would  extend  credit  to  a 
customer  that  would  not  get  credit  at  the  local  bank. 

The  retail  merchant  is  in  business  not  for  his  health, 
or  for  pleasure,  but  for  the  net  profits  to  be  obtained 
therefrom,  and  after  having  personally  owned  and 
operated  both  cash  and  credit  retail  stores,  I  am  thor- 

oughly convinced  there  is  greater  profit  in  a  properly 
conducted  credit  store  than  any  strictly  cash  furni- 

ture store  under  similar  surroundings. 

HOW  TO  CLEAN  TOOLS. 

To  keep  tools  clean  and  bright,  rub  alittle  mercurial 
ointment  over  them,  which  will  forma  moisture-resist- 

ing coating.  Mercurial  ointment  is  also  known  as  blue 
bu+t'^r.  It  is  somewhat  poisonous.  Another  good  mix- 

ture to  keep  tools  from  rusting  is  made  by  taking  six 
parts  of  lard  and  one  part  of  rosin.  Heat  these  to- 

gether slowly  till  the  rosin  is  all  melted.  The  mixture 
had  better  then  be  taken  out  into  the  open  air  for 
fear  of  fire,  and  benzine  added  in  about  the  proportion 

of  one  pint  of  benzine  to  half  a  pint  of  lard-rosin  mix- 
ture. When  cool,  the  mixture  can  be  rubbed  lightly 

over  the  bright  steel  articles.  Tools  thiis  treated  Avill 
resist  the  corrosive  action  of  even  salt  water. 

3Ian  owes  his  growth,  his  energy,  chiefly  to 

that  striving  of  the  ivill  that  conflicts  with  diffi- 

culty, which  wc  call  efl'ort.  Easy,  pleasant  work 
does  not  make  rohust  minds,  does  not  give  men 

a  consciousness  of  their  powers,  does  not  train 

them  to  endurance,  to  persevera^ice,  to  steady 

force  of  will,  that  force  without  which  all  other 
acquisitions  avail  )wthiug. 

— William  Ellery  Channing. 
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THE  AD-VANTAGES  t 

of  Lowe  Brothers  Selling  Service 

^  IT  IS  NOT  SUFFICIENT  MERELY  TO  MAKE 
EFFICIENT  PAINT,  BUT  THE  FACT  THAT 
IT  IS  WORTHY  PAINT  MUST  BE  MADE 
KNOWN    TO    THE    PUBLIC    AT  LARGE 

The  virtues  of  "  High  Standard  "  paint 
are  being  constantly  and  effectively  pro- 

claimed through  the  medium  of  the 
leading  magazines  of  the  United  States 
and  Canada.  Our  national  campaign  for 
1913  will  include  the  popular  Home 
and  Farm  Journals,  Religious  and  Foreign 
Language  periodicals,  Building  and  Trade 
Papers,  to  make  the  merits  of  "  High 
Standard "  Paint  Products  more  widely 
known  throughout  the  country  at  large. 

Then  too,  our  unique  system  of  following 
up  mailing  lists  of  property  owners  and 

probable  paint  users  has  proven  <'o  be the  means  of  helping  our  dealer-agents 
to  largely  increase  their  paint  sales.  This 
service  is  reinforced  and  the  dealer's 
store  closely  identified  with  all  our  pro- 

motion efforts  by  means  of  an  extensive 
and  varied  line  of  advertising  matter 

supplied  to  each  "  High  Standard ''  dealer. 
Displays  for  in-door  and  out-door,  large 
road  signs,  striking  posters,  attractive 
color  paddles,  tasteful  counter  and  store 
displays,  window  screens  and  trims,  in- 

structive booklets  and  educative  litera- 
ture of  various  kinds  comprise  the  "High 

Standard  "  Agency  equipment.  In  fact, 
our  complete  Selling  Service  is  so  forceful 
and  so  far-reaching  that  it  serves  to  adver- 

tise and  build  up  a  dealer's  general  busi- ness as  well  as  his  Paint  Department. 

If  efficient  paint — resultful  promotion- 
cumulative  sales  and  continuous  profits 

interest  you — write 

Dayton       New  York TORONTO 

The  Johnson  Paint  &  Varnish  Co.,  Limited 
Vancouver,  B.C. 
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Did  You  Ever  Wait  Five  Minutes 

For  One  Cent? 

Have  you  ever  been  to  the  Candy  Department  of  a  store  and  noticed  nicely-boxed  candy  with  a 
49c  price  marked  on  it  ?  Have  you  ever  bought  a  box  of  this  candy,  tendered  30c,  and  waited 
five  minutes  for  one  cent  ? 

Does  this  condition  exist  in  any  department  in  your  store  ? 
Careful  investigation  shows  that  most  large  stores  are  dissatisfying  customers  and  losing  money  in 
just  this  way. 

This  sort  of  thing  does  not  happen  in  the  small  candy  shop.  It  has  no  need  to  happen  in  the  large 
department  store.  It  does,  however,  because  the  system  of  handling  cash  is  not  suited  to  the 
particular  requirements  of  that  kind  of  department. 

Study  the  needs  of  your  departments.    Consult  our  representative  as  to  the  remedy. 

WRiTE  FOR  FREE  BOOKLET 

The  National  Cash  Register  Company 

285  Yonge  Street,    Toronto       :       Canadian  Factory :  Toronto 
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A  TALE  WITH  A  STRONG  MORAL. 

Henry  J.  Aiifgang  was  a  prosperous  faHrmer. 
He  saved  moBey  and  got  to  be  well  off. 
He  bought  his  stuff  at  the  store  in  town  and  so  did 

his  neighbors. 
Almost  every  day  Henry  drove  to  the  store  with  a 

load  of  something  which  he  sold  and  then  "visited 
around"  with  his  neighbors  in  town  and  his  brother 
farmers  who,  like,  himself,  drove  in  often. 

The  women  folks  came  sometimes  and  it  was  nice 
and  sociable  and  everybody  grew  to  know  everybody  else. 

Heury  J.  Aufgang  had  a  telephone  in  his  house  and 
a  rural  free  delivery  carrier  brought  him  a  daily 
paper  from  the  Big  Cities  every  day.  He  could  call 
up  the  doctor  in  town  if  his  folks  took  sick  or  he  could 

ask  the  storekeeper  the  price  of  eggs  over  the  'phone 
and  take  some  in  to  sell  if  the  price  was  right. 

One  day  he  got  a  eatalogiie  from  a  "mail  order 
house"  and  read  what  it  said  about  saving  money  by 
buying  of  the  big  concern  (which  was  many  stories 
high  according  to  the  picture  on  the  cover  of  the  cata- 

logue and  employed  thousands  and  thousands  of  people.) 
Henry  thought  as  he  read  the  catalogue. 

"Business  is  business,"  he  said  and  sent  in  an  order 
foir  a  stove — not  to  his  friend,  the  storekeeper  in  the 
town,  who  in  the  past  trusted  him  and  credited  him 
when  he  was  hard  up,  but  to  the  man  he  had  never 
seen — the  man  who  ran  the  mail  order  house  in  the 
Big  City. 

"Business  is  business."  Henry  got  his  stove.  One 
of  the  legs  was  loose — wouldn't  fit.  His  friend  the 
blacksmith  in  town  fixed  it.  He  ordered  his  clothes 
and  his  hats  and  his  shoes  and  his  wagons  and  his 
furniture  and  his  carpets  and  his  crockery  and  his 
boots  and  shoes  and  rubber  boots  from  the  mail  order 
house. 

"Business  is  business." 

Many  of  his  neighbors  followed  his  example — "biisi- 
ness  is  business." 
Henry  had  been  so  busy  getting  in  the  crop  and 

sending  orders  to  the  mail  order  house  that  he  forgot 
all  about  going  to  town  for  some  months. 

One  day  he  thought  he  would  take  in  some  dressed 

poultry  and  fresh  eggs  and  visit  'round. 
He  called  up  the  storekeeper  to  find  the  price  of 

his  stuff. 

Central  said  "line  disconnected"  and  Henry  won- 
dered. 

Finally  he  went  out  and  hitched  up.  Went  to  town ; 

didn't  seem  to  be  much  doing  there. 
Drove  to  the  store — it  was  closed ! 
Went  over  to  the  furniture  store — closed,  too.  So 

was  the  drug  store ;  also  the  hardware  store  and  the 

hotel  and  restaurant  didn't  look  prosperous. 
"Nobody  makes  the  town  now,"  said  the  hotel  man 

to  Henry.  "Business  too  poor — town  going  back — 
stores  all  closed." 
Henry  sought  his  friend,  the  blacksmith — yes  he 

was  doing  business  at  the  old  stand. 

"What's  the  matter  with  the  town?"  inquired  Auf- 
gang. 

"Nothin',"  said  the  blacksmith,  "except  a  lot  of 
crazy  people  around  here  have  taken  the  notion  that 

they  don't  need  any  town  and  are  sending  all  their 
money  away  to  millionairies  who  run  the  catalogue 

houses.  Course  they've  got  to  come  to  me  and  I'm 

here  yet  just  because  the  catalogue  fellows  haven't devised  ways  and  means  for  shoeing  horses  by  mail. 

But  Avhen  they  do  I'll  have  to  flit  to." 
Henry  was  astounded. 

"Why,  I'd  no  idea — "  he  commenced. 

"Course  you  hadn't,"  rejoined  the  blacksmith. 
"Course  you  hadn't  you  hadn't  an  idea.  You  don't 
think.  Well  you  had  better  do  so  now.  Where  are 

you  going  to  sell  your  butter  and  eggs'?  Can  you  sell 
'em  to  the  mail  order  houses?  You  can  get  rid  of 
your  wheat  at  the  elevator,  but  you  won't  have  any 
fun  any  more  in  this  town  visiting  with  your  neigh- 

bors 'cause  there  isn't  any  town  and  the  people  you 
used  to  know  have  all  gone  away  to  some  place  where 
they  can  malte  a  living. 

"Pretty  soon  the  town  will  be  all  gone.  Then  your 
good  roads  will  be  gone,  too.  And  you  can't  bring 
your  mail  order  jewelry  and  castings  to  town  to  be 

repaired.  If  your  mail  order  shoes  don't  fit  you'll 
just  naturally  have  to  squeeze  your  feet  and  bear  it. 

If  your  mail  order  clothes  which  you  buj^  "sight  un- 
seen" aren't  what  you  want,  what  are  you  going  to 

do  about  it?" The  blacksmith  paused.  It  was  a  long  speech  for 
him  and  it  had  got  to  Aufgang. 

"Business  is  business,"  finally  said  Henry. 
"Yes  and  foolishness  is  foolishness,"  answered  his 

friend.  "You  may  think  it's  business  to  kill  oft'  your 
town,  Imt  I  don't.  Think  it  over,  Henry,  think  it 

over. ' ' 

Henry  did  "think  it  over"  as  he  drove  slowly  home- 
ward with  the  dressed  poultry  and  eggs  which  he  had 

intended  to  sell  to  his  friend,  the  storekeeper. 

As  he  neared  the  house  his  lips  moved.  "Business 
is  business,"  he  said  to  himself,  "and  self-preserva- 

tion is  nature's  first  law.  We've  got  to  preserve  our 
town  and  our  neighborhood  and  our  good  roads. 

That's  business." 
The  next  day  he  called  a  meeting  of  his  brother 

farmers  for  miles  around  and  they  all  came. 
After  the  meeting  Henry  invited  them  ail  to  stay 

to  supper  and  after  supper  there  Avas  a  big  bonfire 

out  in  Aufgang's  yard  near  the  well. 
In  that  bonfire  were  consumed  all  the  mail  order 

catalogues  in  the  country! 

Moral — Don't  wait  for  it  to  get  too  bad. 

CALENDAR  ADVERTISING  PAYS. 

The  question  has  arisen,  "Does  it  pay  to  issue  a  cal- 
endar at  Xmas  time?"  Some  dealers  claim  that,  in 

order  to  expect  any  results,  one  must  spend  a  lot  of 
money  and  get  out  a  really  good  calendar.  This  is 
much  more  expensive  than  newspaper  advertising,  and 
it  is  claimed  further  that  the  results  are  not  as  good. 
To  get  out  a  calendar  that  costs  even  10  cents  apiece 
means  a  lot  of  money,  for,  besides  the  cost  of  print- 

ing, considerable  has  to  be  spent  on  postage.  There- 

fore, many  dealers  are  in  a  quandary — they  don't  want 
to  spend  a  big  sum,  yet  Avant  to  send  something  to 
their  customers. 

Carter  Bros.,  Picton.  Ont.,  got  out  a  calendar  for 
1912  that  cost  them  three  cents  apiece,  and  this  figure 
included  an  advertisement  printed  on  the  wrapper. 

"This  is  not  A^ery  much,"  said  Mr.  W.  J.  Carter  to  the 
Journal,  "but  Ave  succeeded  in  getting  a  very  nice 
design  and  one  that  has  pleased  all  to  Avhom  we  have 
sent  it.  We  have  had  many  people  from  the  surround- 

ing country  request  us  to  put  their  names  on  .our  mail- 

ing list. 
"I  am  a  strong  advocate  of  calander  advertising," 

he  continued,  "but  if  a  dealer's  appropriation  AAall  not 
permit  of  this  method,  and  newspaper  advertising,  T 

am  in  favor  of  the  latter  method." 
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Sell 

Green  Label 

Varnishes 

Because  The  Quahty  Makes  Them  Stay  Sold 

Ask 

Us 

About 

Glidden 

Endurance 

Wood 

Stains 

THE  headline  of  this  advertisement  tells  the 

whole  story.  We  could  write  a  volume  about 

Glidden  discounts  and  Glidden  terms  and  we  could 

show  you  in  plain  figures  how  very  profitable  Glidden 

Green  Label  Varnishes  are  for  you  to  handle.  We 

could  write  another  volume  about  Glidden  advertising 

and  Glidden  co-operation,  but  the  whole  milk  of  the 

cocoanut  is  just  this:  It  is  good  business  for  you  to 

sell  Glidden  Green  Label  Varnishes  because  the 

quality  makes  them  stay  sold. 

Write  for  full  information  of  our  unusual  offer  to  the 

trade.    Use  the  attached  coupon.  / 

/ 

The  Glidden  Varnish  Company 

TORONTO 

/ 

Cleveland,  Ohio 

New  York 

FACTORIES 

BRANCHES 
Chicago 

Toronto,  Canada  / 

/ 

/ 

/ 

y  T
he 

/  Glidden
 

y    Varnish
  Co. 

Toronto,  Ont. 
Gentlemen:  —  Send  me full  information  concerning 

your  unusual  offer  to  the 
trade  on  Green   Label  Var- nishes   and  Endurance  Wood Stains. 

/ 

London Name . 

Address. 

Wbtn  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware,  Stove  &  Paint  Journal 
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THE  policy  of  The  Sherwin-Williams  Co. 
has  been  to  excell  in  the  quality  of  every 

line  of  goods  they  put  on  the  market. 
Many  of  the  most  successful  hardware  dealers  in 

the  Dominion  have  built  a  successful  and  profitable 

paint  department  through  their  dependence  on 

the  high  quality  and  the  completeness  of  the 
line  of  Sherwin-Williams  Paints  and  Varnishes. 

^  Trade  is  best  built  up  by  good  value  and 

reliable  goods,  and  the  Sherwin-Williams  Dealer 
has  even  more  than  that  behind  him.  The  long 

experience  of  The  Sherwin-Williams  Co.  in  the 
manufacture  and  sale  of  paints  and  varnishes  has 
enabled  them  to  study  the  needs  of  the  Paint 

Dealer.  An  important  part  of  their  selling 

organization  is  a  Department  which  is  m  con- 
tinual touch  with  S.W.  agents  and  their  trade 

prospects,  in  every  section  of  the  country.  Per- 

sonal letters  to  property  owners  and  painters, 

and  personal  calls  by  the  Company's  represent- 
atives, on  property  owners  who  contemplate 

painting  or  redecorating,  bring  good  business 
to  the  dealers  who  handle  their  goods.  Persistent 

advertising  in  the  leading  magazines  and  farm 

journals;  the  use  of  the  bill  boards  and  attractive 

displays  in  agents'  windows  educate  the  painter, the  consumer  and  the  future  consumer  to  the 

high  quality  of  the  Sherwin-Williams  line. 

^  "Brighten  Up"  your  paint  business  by  selling 
Sherwin-Williams  Pamts,  Varnishes,  Enamels, 
Colors,  Stains,  Pure  Linseed  Oils,  etc. 

^  You  are  interested  in  doing  as  much  business 

as  you  can,  and  it  will  take  only  a  moment  of 

your  time  to  send  us  your  address.  We  will  be 

glad  to  tell  you  about  the  Sherwin-Williams 
selling  plans. 

Address  all  inquiries  to  Tht  Sherwin-Williams  Co.  of  Canada,  Limited,  Montreal,  Toronto,  Winnipeg,  Vancouver 

Whan  writing  to  »dT«rtii«ri,  kindly  mention  tli«  Canadian  Hardware,  Stove  &  Faint  Journal 
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The  Rossiter  Brush  Co.,  Loudon,  started  operations 
recently.    About  20  hands  are  employed. 

Garfield  jMcKerracher,  for  the  past  three  years  with 

E.  J.  McGarry,  Renfrew,  Ont..  has  severed  his  connec- 

tion Avith  that  firm  to  join  the  stafiE  of  Taylor  Bros.' 
hardware  store.  Cobalt,  Ont.  He  was  tendered  a  ban- 

quet by  the  Oddfellow^s  on  the  eve  of  his  departure. 
The  Jas.  Walker  HardAvare  Co.,  Montreal,  have  en- 

tered a  team  in  the  Montreal  Wholesale  Hardware 
Hockey  Association  league. 

J.  Walker  has  accepted  a  position  with  W.  W.  Win- 
teringham.  Glen  Ewen,  Sask. 

W.  W.  McGregor,  Calgary,  has  been  appointed  man- 
of  J.  D.  McBride's  hardware  store,  Granbrook. ager b:c. F. 

Bros 
A.  Brown,  sales  manager  in  Canada  for  Lowe 
and  all  the  travelling  salesmen  of  the  firm,  at- 

tended the  annual  sales  convention  of  their  company 
in  Dayton,  Ohio. 

Wood,  Vallance  &  Adams'  new  warehouse  at  Cal- 
gary, Alta.,  was  opened  recently. 

G.  F.  Stephens  &  Co.,  wholesale  paints,  oils  and  var- 
nishes, have  moved  their  Calgary  branch  to  1004  11th 

Ave.  West. 

Craig  &  Roe,  Limited,  pant  and  varnish  manufac- 
turers' London,  Eng.,  and  Edinburgh  and  Glasgow, 

have  established  an  office  at  Calgary,  Alfa.,  at  1816 
]Oth  Ave.  West. 

J.  Wright,  174  Avenue  Road,  Toronto,  is  going  out 
of  business.  Mr.  Wright  has  rented  his  store  and  the 
lessee  will  open  up  a  confectionery  store.  From  noAv 

on  building  operations  will  occupy  Mr.  Wright's  at- tentions. 

HoAvard  DoAvse,  Salem,  Ont.,  has  opened  a  hardAvare 
store  in  Lueknow. 

J.  H.  McKee,  T-iverton,  Ont.,  has  bought  the  busi- 
ness of  W.  J.  McAllister,  Kincardine. 

Scott  Derbyshire  is  in  his  new  store  at  Wheatley, 
Ont.,  and  is  doing  some  effective  advertising. 

The  American  Hardware  Co.,  Minneapolis,  Minn., 
have  taken  over  the  hardware  business  of  H.  A.  Mac- 
Kenzie,  Wadena,  Sask.,  and  are  doing  some  effective 
advertising.  E.  N.  Roos  is  manager  of  the  Wadena 
branch.  This  firm  will  do  a  strictly  cash  business  and 
hope  to  succeed  under  this  policy. 

The  Dominion  Roofing  Co.  will  establish  a  plant  at 
Windsor,  Ont.,  in  charge  of  L.  H.  Cheeseman,  Detroit. 

R.  G.  DaAddson  who  was  on  the  staff  of  the  Canada 
Foundry  Co.  for  many  years  and  previous  to  that  a 
representative  of  Rice,  Lewis  &  Son,  Limited,  has  taken 
control  of  the  Dominion  Bolt  &  ScrcAV  Co.  as  general 
manager.  His  many  friends  in  the  hardware  trade  will 
be  pleased  to  learn  that  he  is  again  associated  with  the 
business. 

Medicine  Hat,  Alta.,  suffered  one  of  the  worst  fires 

in  its  history,  Avhen  the  building  in  which  Birnie  Bros. ' 
hardAvare  store  was  located,  was  destroyed  on  Dec.  2. 
Several  other  firms  were  burned  out.  Birnie  Bros.' 
loss  will  total  $40,000. 

The  ColAvell  Lead  Co.,  New  York  City,  has  purchased 
the  business  of  the  Ideal  Manufacturing  Co.  of  Wind- 

sor, and  Detroit.  The  capital  stocTc  of  the  new  cor- 
poration Avill  be  $2,000,000. 

The  Aikenhead  Hardware  Co.,  Toronto,  three  times 
Avinners  of  the  Mercantile  Hockey  League  in  this  city, 

have  again  entered  for  the  coming  season.  T.  E.  Aiken- 
head Avas  again  elected  honorary  president  of  the 

league. 
The  Fulton  Hardware  Co.,  Enderley,  B.C.,  has  pur- 

chased the  plumbing  biisiness  of  Carrol  &  Co.,  Salmon 
Arm,  B.C. 

A  report  states  that  the  McClary  Manufacturing  Co., 
London,  Ont.,  are  contemplating  the  erection  of  a  ware- 

house in  Lethbridge,  Alta.  At  the  present  time,  the 
Stafford-Agnew  HardAvare  Co.  are  distributing  agents for  the  company. 

Hamel  &  Leduc  have  purchased  a  site  in  Magog, 
Que.,  and  will  erect  a  new  hardware  store. 

F.  Smith,  Toronto,  has  taken  over  the  business  of 
the  ChoAvn  HardAvare  Co.,  Belleville.  Mr.  Smith  is  an 
old  Belleville  boy  and  should  make  good  in  his  home 
town. 

W.  Drysdale  has  been  appointed  Canadian  agent  for 
John  ShaAv  &  Sons,  Wolverhampton,  England,  Avhole- 
sale  hardAvare  and  metal  merchants.  He  will  make  liis 
headquarters  at  308  Coristine  Building,  Montreal. 

W.  May's  store  on  Dundas  Street,  West  Toronto, 
Avas  recently  entered  and  about  $40  Avorth  of  cutlery 
taken. 

H.  S.  Howland,  Sons  &  Co.,  Toronto,  Avill  again  enter 
a  team  in  the  Mercantile  Hockey  League.  At  a  recent 
meeting  the  folloAving  officers  Avere  elected:  Hon.  Pre- 

sident, P.  HoAvland;  hon.  vice-president,  D.  H.  Foster; 
president,  T.  Wright;  vice-president,  G.  Gilmour;  sec- 

retary-treasurer, E.  A.  Fall ;  manager,  E.  Caslor ;  team 
committee,  captain,  manager,  E.  Caslor,  R.  Warum ; 
trainer,  T.  White ;  league  representative,  L.  Ross  and 
0.  By  am. 

The  Canadian  Handle  Manufacturing  Co.,  Limited,  has 
been  organized  at  London,  Ont.,  Avith  a  capitalization  of 
$600,000.  This  is  the  result  of  a  merger  between  the 
Columbian  Handle  Co.,  London,  the  Cameron-Dunn  Co., 
Strathroy,  and  the  Crawford  Co.  of  Tilbury. 
The  Montreal  ShoAAxase  Co.,  Montreal,  Que.,  has 

received  Dominion  charter.     Capital  stock,  $50,000. 

The  National  Saw  &  Forge  Co.,  Limited,  Ottawa,  has 
been  incorporated.  They  will  manufacture  all  kinds  of 
saws,  bits  and  shanks,  guns,  rifles,  emery  Avheels,  planer 
knives,  grinders  and  other  goods  of  a  similar  nature. 

NEW  BUYERS  AND  CHANGES. 

Ontario. 
Ethel. — Geo.  Kranter  &  Co.  dissolved. 
Toronto. — W.  H.  C.  Moore  succeeds  Oscar  Knechtel. 
Kincardine — Jos.  H.  McKee,  Tiverton,  Ont.,  succeeds 

W.  J.  McAllister. 
Manitoba. 

Arden. — W.  W.  MattheAvs  succeeds  John  Fry. 
Binscarth. — Louis  Armitt  succeeds  Dunlop  &  Rorke. 

SaskatcheAvan. 

Fiske. — The  Herschel  Hardware  Co.  opened  branch here. 

Sovereign. — Gebbie  &  GoodAvin  opened  store. 
Alberta. 

Diamond  City. — The  Alberta  Hardware  Co.  sold  to 
W.  P.  Rogers. 

Warner. — Marshall  &  McNeil  dissolved,  Marshall continuing. 

Bawlf. — Molstad  &  Anderson  succeed  Matlin  Mol- stad. 

Penhold. — K.  V.  ]McCall  gone  out  of  business. 
YoungstoAvn. — Horsley  Bros,  opened  store. 
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Prepared  Paints 

Never  vary  from  their  high  standard 

of  quality.  It  is  this  consistency  which 

makes  for  increased  paint  trade  be- 

cause w^hen  a  consumer  gets  Jamieson's 

he  knows  what  he's  getting — the 
label  eliminates  guesswork. 

Do  You  Want  the  Exclusive  Agency  in 
Your  Town?    Write  Us  About  it. 

R.  C.  Jamieson  &  Co.,  Limited Established  54  Years  Ago 

Owning  and  Operating  P.  D.  Dods  &  Co.,  Limited 
Montreal 

TWO  WHITE  LEADS 

Brandram's 

B.B. 

Genuine  White  Lead 

Made  by  the  Brandram's  process  for  practically two  centuries. 

It  is  the  standard  White  Lead  of  the  world. 

By  it  others  are  judged. 

It  combines  all  the  good  points  of  the  Old 

Dutch  process,  with  scientific  improvements  by 
which  the  body  and  color  are  perfected. 

Anchor 

Decorators' Pure  White  Lead 

The  base  of  which  is  made  by  the  Old  Dutch 

process.  It  is  the  best  White  Lead  that  can  be 

produced  by  that  method. 

Next  to  the  Brandram's  process  of  corroding 
White  Lead,  there  is  none  equal  to  the  Old 

Dutch  process. 

Before  placing  your  order  for  White  Lead,  write  for  prices  and  full  particulars  to 

THE  ONLY  WHITE  LEAD  CORRODERS  AND  GRINDERS  IN  CANADA 

RRANDRAM-HENDERSON 

MONTREAL HALIFAX ST.  JOHN TORONTO WINNIPEG 

When  writing  to  advertiiers,  l^dl^  mentio^  tlia  Caudian  Hardware,  Stov*  U  Fai^t  Jo^raaJ 
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Market  Situatiosi 

Paints  and  Oils.  The  coudition  of  the  linseed 
oil.  white  lead  and  tiirpentine 

markets  remains  practically  unchanged,  although  lin- 
seed oil  is  causing  some  little  thought.  The  market 

has  fluctuated  considerably  during  the  past  month. and 

prices  have  gone  up  and  come  down  alternately.  At 
present  there  is  quite  a  firmness  felt. 

There  is  still  a  good  trade  being  done  in  general 

lines,  due,  no  doubt,  to  the  open  weather.  While  not 
much  outside  painting  is  being  done,  there  is  a  fair 
demand  for  inside  finishes  and  varnish.  Then,  too, 

there  is  considerable  call  for  general  lines  from  manu- 
facturing concerns. 

Turpentine  is  down  to  58  cents.  Why  it  is  so  low 
is  hard  to  explain  as  the  usual  thing  is  for  it  to  ad- 

vance at  this  season  of  the  year.  The  present  outlook 
is  that  it  is  more  likely  to  advance  than  recede.  Of 

course,  if  large  stocks  are  on  hand,  it  will  change  the 
aspect  of  the  situation  entirely. 

Linseed  oil  is  loM^er  than  it  was  and  is  now  quoted 
at  59  for  raw  and  62  cents  for  boiled.  The  general 
opinion  is  that  it  has  reached  its  lowest  level  and  that 
it  will  now  work  the  other  way.  Whether  or  not  this 
is  so  remains  to  be  seen,  but  with  the  close  of  naviga- 

tion and  the  preference  the  railway  companies  are 
showing  for  carrying  wheat,  it  is  hard  to  determine 
what  the  result  will  be. 

White  lead  is  stationary  at  $8.40  for  pure.  The  mar- 
ket is  firm  and  it  is  thought  that  it  would  have  ad- 

vanced again  were  it  not  for  the  decline  in  oil.  It 

may  advajice  yet,  in  spite  of  the  easier  feeling  in  lin- 
seed. 

There  is  a  good  demand  for  glass  and  the  European 
markets  are  still  as  firm  as  ever.  There  have  been 
two  or  three  slight 'advances  during  the  past  couple 
of  weeks  and  still  higher  prices  are  looked  for. 

Putty,  too,  is  selling  well  and  prices  remain  firm, 
with  no  change. 

The  Hardware  Trade  in  all  lines  is  buoyant 
Markets.  and  winter  goods  are  moving 

out  freely.  This  season  gives 

promise  of  being  "the  best  ever,"  and  retailers  can 
look  forward  to  an  excellent  trade  in  hardware.  There 
is  an  upward  tendency  in  all  lines.  As  one  jobber  put 
it,  the  cost  of  living  has  been  advancing  gradually  for 
some  time  and  hardware  has  not  kept  pace  Avith  it. 
Now,  however,  manufacturers  have  got  to  the  point 
where  they  see  they  cannot  make  money  selling  at 
prices  that  have  prevailed  for  some  time  and  all  agreed 
that  figures  must  go  up.  This  has  been  expected  all 
along. 

A  recent  issue  of  the  Toronto  Telegram  says: — 

"At  present  the  hardware  business  is  showing  a  large 
increase  over  business  done  in  weeks  previous.  The 
immense  amount  of  building  which  is  being  done  all 
over  Canada  is  the  main  reason.  Every  line  of  hard- 

ware is  in  great  demand,  no  one  particular  article  out- 
classing the  others,  although  dealers  say  that  mechan- 

ics' tools  seldom  have  had  a  better  market.  It  is  keep- 
ing them  busy  to  fill  their  orders. 

"In  Toronto  the  business  is  flourishing  more  than in  any  other  city  in  Ontario.    Much  hardware  is  at 

the  present  time  being  shipped  from  this  city  to  all 
parts  of  Canada.  For  this  reason  dealers  believe  that 
they  will  have  a  first-class  season. 

"The  trade  is  increasing  every  week  and  hard  work 
is  anticipated.  Local  men  say  that  the  deliveries  made 
to  them  from  other  large  firms  were  never  more  punc- 

tual than  at  present,  and  as  this  will  help  them  prompt- 
ly to  fill  their  orders  it  is  a  great  advantage. 

' '  The  prices  remain  firm  and  as  articles  are  plentiful, 
there  is  likely  to  be  very  little  change  for  some  time 

to  come." 
Seasonable  goods,  such  as  sleigh  bells,  horse  blank- 

ets, snow  shovels  and  similar  lines,  are  going  forward 
in  large  quantities.  The  prospects  of  colder  weather 
are  bringing  in  orders  for  rush  delivery,  and  jobbers 
are  working  hard  to  keep  up  with  the  demand. 
New  prices  are  out  on  all  galvanized  ware,  such  as 

cream  cans,  garbage  cans,  etc.,  and  .show  some  big  ad- vances. 

Building  paper  is  up  six  cents  per  roll. 
Wire  nails  have  taken  another  advance  of  five  cents 

per  keg,  making  the  present  base  .$2.35. 
The  demand  for  builders'  hardware  of  all  kinds 

keeps  up,  due  to  the  favorable  weather,  but  a  falling 
off  is  bound  to  be  noticed  before  long. 

Prices  on  builder's  hardware  have  been  withdrawn. 
New  lists  are  not  yet  ready  for  the  trade,  but  are  expected 
to  be  out  almost  any  day.  Jobbers  are  buying  from  the 
manufacturers  without  any  prices  being  quoted.  They 
do  not  know  what  the  goods  are  costing  them  until  they 
see  the  invoices.  There  are  sure  to  be  some  advances, 
but  there  will  also  be  some  declines,  and,  in  the  words  of 

one  jobber,  "  It  will  be  six  of  one  and  half  a  dozen  of  the 

other." 

Some  grades  of  bright  steel  butts  took  a  slight  advance, 
but  reversible  butts  remain  about  the  same.  Heavy 
hinges  have  advanced  about  five  per  cent. 
Snow  shovels  show  an  advance  of  10  per  cent. 

The  Metal  The  iron  and  steel  situation  is 
Markets.  excellent.   Never  before  has  so 

much  business  been  done  in 
these  lines,  and  manufacturers  are  unable  to  keep  up 
with  orders.  The  outlook  is  that  this  condition  of 
affairs  will  continue  for  .some  time.  The  only  way  out 
of  a  tight  situation  is  that  the  production  will  have  to 
be  increased  to  cope  with  the  greater  demand.  Ac- 

cording to  one  large  dealer,  the  world  is  at  its  most 
active  period  in  its  history  and.  so  far  as  can  be  judged, 
the  activity  will  increase  rather  than  decrease. 

There  has  been  a  temporary  lull  in  ingot  metals,  due 
to  cessation  of  speculation,  caused  by  the  present  con- 

dition of  the  .stock  market.  This  has  had  a  sentimental 
affect  on  buying  but  the  lull  is  only  temporary,  and  as 
soon  as  the  stock  markets  begin  to  brighten  up,  busi- 

ness will  increase  and  the  markets  become  firmer. 

Tin  is  in  big  demand  and  manufacturers  are  being 
given  little  chance  to  get  any  into  stores  for  future 
use.  All  that  is  being  manufactured  is  being  bought 
up  as  fast  as  it  is  turned  out. 

"Mac,  I  heard  ye  was  courtin'  bonny  Kate  Mae- 
pherson,"  said  Donald  to  an  acquaintance  one  morn- 

ing. 

"Weel,  Sandy,  man,  I  was  in  love  wi'  the  bonny 
lass,"  was  Mac's  reply,  "but  I  fund  oot  she  had  nae 
siller,  so  I  said  to  mysel,  'Mac,  be  a  man.  And  I  was 
a  man,  and  noo  I  pass  her  by  wi'  silent  contempt." 
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Experience  Proves 

"QUEEN'S  HEAD" 

(MiAOA 

Galvanized  Iron 

to  be  without  an  equal 

Have  your  jobber  supply  it. 

JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 
Makers  MONTREAL 

Bristol,  Newport  Managers  Canadian  Branch 

WE  THANK  OUR 

CUSTOMERS 

for  the  consideration  given  us 

and  our  sales  representatives 

during  1912  and  extend  our 

best  wishes  for 

An  Enjoyable  Christmas 

And  a  Prosperous  New  Year 

Sanderson  Pearcy  &  Co. Limited 

Wholesale  Paints,  Oils,  Glass,  &c. 

61-63-65  Adelaide  St.  W.    TORONTO,  ONT. 

SELLING 

POINTS 

TO  HEL 

THE 

DEALER, 

WIN 

WADE, 

J  HE  BEAUTY  OF  PAINT 
Next  to  the  added  life  paint  imparts,  is  the  matter  of  beauty. 

Beauty  depends  entirely  upon  the  quality  of  the  paint  used. 

MARTIN-SENOUR  PAINT 

lOO^o  PURE 

has  the  quality  of  permanency,  which  insures  that  beauty  paint  buyers  are  willing  to 
pay  money  to  obtain.  Here  is  a  paint  that  stands  the  mar — that  retains  its  freshness  and 
brilliancy — a  paint  that  pleases  the  buyer. 

Sell  your  customers  more  than  paint — sell  them  protection  and  beauty.  Write 
and  we  will  tell  you  more  ways  to  sell  MARTIN-SENOUR  PAINT  and  VARNISH. 

Limited 

Lincoln 

W1>«B  writiaf  to  s4T«rtU«rf,  kindlj^  m«Btioii  tk«  CaBs4iM>  aw4w»r9,  Stov*  4t  Paiat  Journal 



80 CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL. December,  1912 

PREVAILING  MARKET  PRICES. 

Toronto,  December  3rd,  1912 

The  figures  given  below  are  approximately  correct, 

but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 

including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

METALS. 
Aluminum,  ingots   
Antimony,  per  lb  
Brass  rods,  V4  to  1  inch... 

Sheets,  up  to  20  gaug^.  . 
Tubine,  1  inch,  baae.  .  .  . 

Copper  ingots,  casting....  
Sheets,  plain,  14  oz.  base 
Sheets,  tinned,  14  oz.  :base 
Sheets,    plenished,    14  oz. base   
Sheets,  braziers  ........ Bars,  round  V4  to  2  in. .  . 

Black  Sheets,  28  gauge  base, Toronto   
Montreal   

Canada  Plates — 
f)rdinary,    52    sheets,  To- ronto   2  90 
All  bright,  52  sheets   i  <Ja 
Galvanized      Apollo  Ordinary .  4  45 

0  25 

.0  11 
0  21 
0  22 
0  23 0  18i 
0  26 
0  27 

0  34 0  2(i 
0  24 

2  80 
2  40 

18x24x52 
60 20x28x80 

20x28x80 

4  70 
8  90 
9  40 

4  35 
4  60 
8  70 
9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  fi  10 24  gauge,  per  square  ....  5  00 
28  gauge,  per  square  .  •  ■  .  3  85 
28  gauge,  per  square  ....  3  65 

Galvanized  Sheets.  Fleur  Queen's de  Lis  Head 
16-20  gauge    3  45  3  70 
22-24  gauge    3  50  3  85 
26  gauge   3  90  4  10 
28  gauge   4  00  4  35 Case  lots  25  cents  less. 
Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — Black,  base,  1  inch   4  54 
Galvanized,  base,  1  inch   6  19 

Iron  Pipe  Fittings — Canadian  malleable,  40 ;  '  cast 
iron,  70;  standard  bushings,  70; 
headers  60  and  10;  flanged,  unions, 
70;  malleable  bushings,  65;  nipples, 
75  and  10;  malleable  lipped  unions, 65. 

Soil  Pipe  and  Fittings — Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10 ;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 
Bar  Iron,  per  100  lb   2  00 

Forged  iron    2  20 
Refined  horseshoe  iron.  .  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron  finished  steel,   2  15   2  25 
Fire  steel    2  35 
High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1   21  00 
Middlesboro,  No.  3    24  25 
Radnor    (charcoal)    ....  32  50 

Lead,  Canadian  pig   5  40 
Imported  pig,  100  lb   5  50 
Bar  pig   6  .50 
Sheets,  base,  2^  Ib.sq.  ft     7  oO 
Pipe  and  waste    9  00 
Traps  and  bends   30  p.c. 

Solder,  half  and  half,  lb.,  30 
Spelter,  foreign,  per  100  lb.    7  00 
Sheet  Zinc   8  50 
Tin,  ingots,  1001b   .53  00 
Tin  Plates,  charcoal — MLS,  Famous  (equal  Bradley) 

Per  box 
I  C,  14x20  base    7  00 
I  X,  14x20  base    8  25 
I  X  X,  14x20  base    9  75 

"Dominion     Crown     Best" — Re- tinned. 
I    C,    14x30   base    5  60 
r   X.    14x20   base    S  50 
J    X   X.   14x30  base    7  50 

"Allaway's     Best"    —  Standard 
Quality. I  C,  14x20  base    4  60 
I  X,  14x20  base    5  50 
I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 
I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs    7  00 

Tinned  Iron. 
72x30    up     to   24  gauge, 
case  lots    7  75 
72x30    up   to     26  gauge, 
oaselots   8  50 

Scrap     Metal,     Dealers'  Buying 
Prices — Heavy  Copper  and  Wire  lb.  13 
Light  copper  bottoms  .  .  .  10! Heavy    red    brass     .....  11 
Heavy  yellow  brass   
Light   brass    06% 
Tea  lead    02% 
Heavy    lead    3i 
Scrap    zinc    H 
No.  1  wrought  iron  ....  8  (10 Machinery      cast  scrap. 
No.  1   14  50 
Stove    plate   13  00 Malleable    9  00 
Miscellaneous  steel    6  00 

PAINTS   AND  GLASS. 
Barn  Paint,  barrel  lots — Gallon  tins   1   00     1  10 
Chemicals,    in   casks,   per   lb. — Ar.seniite  of  lead   0  lO.l 

Sulphate  of  copper  (blue 
Stone)   0  06 
Litharge,  ground    0  09 
Litharge,  flaked   0  10 
Green       copperas  (green 
vitriol)    0  01 
Sugar   of   Lead    0  09 

Colors  In  Oil — 
Venetian    red,    1-lb.  tins, 
pure    n  12 
Chrome,   yellow,   pure    ...  0  20 
Golden  ochre,  pure    0  13 
French  ochre,  pure   0  12 
Chrome  green,  pure    0  10 
French    permanent  green, 
pure    0  15 
Marine  black,  25  lb.  irons  0  09 
Signwriters'  black,  pure.  .  0  17 

Glue,  in  sheets   0  10  0  15 
1  lb.  packages  (Brantford)  0  25 

Petroleum — Can.   Prime   white,   gal.  0  12 
U.S.  Water  white    0  13% 
U.S.  Pratt's  astral   0  15% Castor    oil,    per    lb.,  in 
bbls   0  08     0  09 
Motor  Gasoline,  single 
bbls   0  17% 
Benzine,  per  gal,  single 
bbls   0  15% 
Putty—  1st. 

Bulk  100  lb.  drums  .  .•  3  50 Bladders  in  barrels  3  75 
Beady  Mixed  Paints — 

Per  gallon,  qt.  tins.  1  65    2  00 
Red  Lead  (Dry)  — 

Genuine,    560     lb.  casks, 
per  cwt  
Genuine,  100  lb.  kegs, 
per  cwt  

Shingle  Stains — In  5-gallon  buckets  
Turpentine  and  Linseed  Oil- 

Pure     Turpentine,  single barrels  
Linseed  Oil,  single  t)arrei, raw   
Linseed  Oil,  single  barrel, boiled   

Rosin,  "G"  grade,  bbl.  lots, 100  lbs  

0  95 

0  62 0  69 

0  72 
8  60 

Varnishes,  per  gal.  cans — Carriage,  No.  1    1  50 
Pale  durable  body    3  50 
Finest   elastic   gearing    .  .  3  00 
Elastic   Oak    1  50 
Furniture,    polishing    ....  2  00 
Furniture,  extra    1  20 
Furniture,  extra  No.  1   .  .  0  95 
Light  oil  finish    1  35 
Gold  size  japan    2  00 
Turps  brown  japan  ....  1  60 
Baking  black  japan    ....  1  35 
Crystal  Damar    2  50 
Pure  asphaltum    1  40 
Oilcloth    1  50 
Lightning  dryer    0  85 
Stovepipe       varnish,  % 
pints,,   per  gross    8  00 
Pure    white    shellac  var- 

nish, in  barrels    1  75 
Pure    orange   shellac  var- nish,  in  barrels    1  70 

White  Lead  ground  in  oil — Canadian  pure,  less  than  tons.  8  40 
Canadian  pure,  ton  lots   8  25 

White  Zinc — Extra    Red    Seal,  V.M. 
(dry)    0  07% 
Pure,     in     25-lb.  irons 
(in  oil)   0  10 

Window  Glass — United  Inches         Star  D.D. 
Under   26                   4  25  6  25 
26    to   40                  4  65  6  75 
41   to    50                   5  10  7  60 
51   to   60                   6  35  8  50 
61    to    70                   5  75  9  75 
71    to    80                   6  25  11  00 
81    to    85                   7  00  12  50 
86    to   90    15  00 
91    to   95    17  60 
96   to    100    20  60 
Toronto,  15  p.c.  on  Star,  20  p.c.  on 
Double. 

Miscellaneous — Beeswax,  per  lb   0  45 
Orange    mineral,    100  lb. 
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0  09% 

Pine  tar,   %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .  3  00 
Paris  white,  bbls   0  90 
Whiting,  gilders,  bolted..  1  00 
Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,   Taylor   Forbes    ..   0  05% 
Chain — Proof  coil,  per  100  lb.  ̂  

in.,  $6.00;  5-16  in.,  $4.86;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties.  40; 
halter  chains,  50  and  6 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  85 
and  5. 

Forges — 
Blacksmith's  portable,  135 lbs   9  85 

Horse  Nails— $2.80  per  box  base  No.  9  and 
larger;  Samson  No.  10  base     2  25 

Horseshoes — Iron,  light  &  me- dium, No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $8.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 

ger, $3.85;  "X.L."  feather- weight steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, all  sizes,  $6.00. 
Toecalks  Standard,  J.P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 

Wire  Nails,  base   2  35 
Cut  nails — Montreal,  $2.40;  To- ronto, $2.60. 
Miscellaneous  wire  nails,  75  p.c. 
Coopers'   nails,   33  1-3  p.c. Pressed  spikes,  %  diameter,  per 
100   lbs.,  $2.85. 

Annealed  Wire,  base  |2.50 
Hay  Bailing  Wire — No.  12  and  13, 

$4;  No.  13%,  $4.10;  No.  14, 
$4.25;  No.  15,  $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 lbs.  extra. 

Clothes  Line  Wire— No.  19,  S2.00  per 
100  ft. 

Coiled  Spring  Wire — High  Carbon,  No.  9,  $2.25;  No. 
12,  $2.40,  Montreal. Fine  Steel  Wire — 25     per  cent. 

Galvanized    Wire  —  From  stock, 
f.o.b.   Montreal — 100   lbs.,  No. 
9,  $2.25,  base.     In     car  lots 
straight  or  mixed. 

Poultry  Netting — 2-in.    mesh,  19 w.g.,  60  and  2%  p.c. 
Smooth  Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots— Toront Galvanized,  barb    2  2 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 6  strands,   24  wires,    %,  $5;  1 

inch,  $16.80. 
Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 100    feet   f.o.b.  Toronto. 

Wrought  Staples — Galvanized    2  85 
Plain    2  60 

Vises,  per  lb   0  12 
Hinged  pipe  vise,  25  lbs.  8  55 Saw  vise    4  50    5  09 
Blacksmiths',  60;  parallel,  45 

per  cent. GENERAL  HARDWARE. 
Adzes  —  Carpenters',  per doz   12  50     14  00 Axes  —  Single  bit, 

per  doz   6  00      9  00 
Samson   9  0 Double    bit,  per 
doz   10  00    12  00 
Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  60 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .  5  50  6  85 

Ammnnition--"Dominion"  RimFire Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 

vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 

less Powder,  "Imperial"  Shells, both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 

p.c. 

Ordinary  drop  shot,  AAA  to 
dust  S".50  per  100  Ib.s.:  net  extras as  follows:  chilled  40c.;  buck  and 
seal  80c.;  No.  28  ball  §1.20  per  100 
lbs;  bags  less  than  25  lbs.  ic.  per  lb. 
f.o.b.  Montreal,  Halifax  and  St. 
John,  f.o.b.  Toronto,  Hamilton 
and  London,  add  2.5c.  per  100  lbs. 

Augers — Ford's  auger  bits,  30  ami 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford'i 
auger,  50  and  10;  Gilmour's  car, 47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — Double  straphangers,  doz. 
sets   6  50 
Standard  jointed  hangers, 
doz.  sets    6  4S 
Steel,  track,  1  x  3-16  in. (100  ft.)    3  25 

Bolts  and  Nnts — Carriage  Bolts,  common  new  9^ list. 
Carriage  Bolts,  %  and  smaller, 70  p.c. 
Carriage  Bolts,  7-16  and  up, 70  p.c. 
Carriage  Bolts,  Norway  Iron  ($3 list),  60  p.c. 
Machine  Bolts,  %  and  less,  60, 10  &  10  p.c. 
Machine  Bolts,  7-16  and  up, 60  p.c. 
Plough  Bolts,   55,   5   &   10  p.o. Blank  Bolts,  60  p.c. 
Bolt  Ends,  6  Op.c 
Sleigh  Shoe  Bolts,   %  and  less, 60  and  10  p.c. 
Sleigh    Shoe    Bolts,    7-16  and larger,  55  and  05  p.c. 
Coach  Screws,  new  list,  7  p.c 
Nuts,  square,  all  sizes,  4%c  per lb.  oil. 
Nuts,  hexagon,  all  sizes,  4%e 
per  lb.  oflf. Stove  rods,  per  lb.,  5  %e  to  fle. 
Stove   Bolts,  80. 
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Store  Management 

Complete 

16  Full-Page 
Illustrations 

Store 

ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 
A  Companion  Book 

Retail  Advertising  Complete 

$1.00  POSTPAID 

"Store  Management — Complete" tells  all  about  the  management  of  a 
store  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample  : 
CHAPTER  V.-THE  STORE  POLICY- What  it  should  be  to  hold  trade.  The 

money-back  plan.  Taking  back  goods.  Meeting  cu  t  rates.  Selling 
remnants.  Delivering  goods.  Substitution.  Handling  telephone 
calls.  Courtesy.  Rebating  railroad  fare.  Courtesy  to  customers. 

Absolutely  New  Just  Published 
Send  us  $1.00  for  the  book  and  a  six  months  trial 

subscription  to  this  paper. 

Commercial  Press,  Limited 
Publishers 

Canadian  Hardware,  Stove  &  Paint  Journal 

Toronto,  Ontario 

272  Pages 
Bound  in  Cloth 

QUALITY  AND  QUANTITY 

That's  What  Every  Can  of 

FLOOR  FINISH 

The  One  Perfect  Floor  Varnish 

contains.  The  quality  is  of  world-wide 

reputation,  backed  by  profit-producing 

help  in  direct  support  of  the  dealer,  while 

every  can  contains  full  imperial  measure. 

TORONTO  WINNIPEG 

Canadian  Factory  of  Standard  Varnish  Works. 

NEW  YORK  CHICAGO  LONDON 
BRUSSELS  MELBOURNE 

BERLIN 

Largest    in    the    world   and   first  to 
establish  definite  standards  of  quality.  P-36 

'Twill  Do  Your  Advertising 
This  new  book  on  advertising  will  tell  you  all 
you  want  to  know  about  advertising  in  the  store. 

Here's  the  Book  that 
will  be  Your  Ad.  Man Retail  Advertising 

Complete 
By  FRANK  FARRINGTON 

$1.00  Postpaid 
With  this  book  on  your  desk  you  are 
never  at  a  loss  what  kind  of  advertising 
to  do,  or  how  to  do  it.  Every  kind  of 
advertising  is  treated  fully : 
Chapters  on  Newspaper  Advertising 
Making  an  Advertisement 
Good  Specimen  Ready-made  Ads. Mail  Advertising 
Window  Trimming 
Advertising  Novelties 
Outdoor  Advertising 
Inside  the  Store  Advertising 
Advertising  Schemes 
Special  Sales Mail  Orders,  etc.,  etc. 

There  is  no  better  book  of  the  kind  at  any  price.  You  can't  afford 
to  get  along  without  it. 

Absolutely  New  Just  Published 
Send  u*  a  dollar  for  this  book  and  a  six 
months  trial  subscription  for  this  paper 

Commercial  Press,  Limited 
Publishers 

Canadian  Hardware,  Stove  and  Paint  Jonmal 
Toronto,  Ontario 

272  pages 
Bound  in  Cloth 

Wli.li  wrltlin  to  .Ay«rtU«r.,  kindly  m.ntion  th.   C«*««  H.r*w«.,  gtor.
  «  Psint  J.mm»l 
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BeU» — Door  bells,  push  and  turn, 45  and  10  p.c. 
Cow  belU,  65  p.c. 
Sleigh  bells,   shaft   and  hamei. pair,  22c.  up. 
Sleigh  bells,  body  straps,  each. $1.15  up. 
Farm  bells.  No.  1.  $1.65. 

Building  Paper,  Etc. — Tarred  slater's  paper,  per roll    0  ̂0 
O  K.  paper.  No.  1,  per  roll  0  75 Plain  Fibre,  No.  1,  per  400 
ft.  roll    0  45 
Tarred  Fibre,   No.    1,  per 
400  ft.  roll   0  53 
Tarred  Fibre  Cyclone,  25 
lb.,  per  roll   0  55 
Dry  Cyclone,  15  lbs  0  45 
Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 Asbestos  building  paper, 
per  100  lbs   *  00 
Heavy  straw,  plain  &  tar- red, per  ton  87  00 
Carpet  Felt,  per  100  lbs..  2  60 Tarred  wool  roofing  felt, 
per  100  lb   1  80 
Pitch,  Boston  or  Sydney, 
per  100  lbs  •  •  ■  0  70 
Pitch,  Scotch,  per  100  lbs.  0  65 
Heavy  Fibre,  32  &  60,  per 
100  lbs   3  00 
2  ply  Ready  Roofing,  per 
square   •,   0  70 
3  ply  Ready  Roofing,  per 
square   ••  ® 
2  ply  complete,  per  roll.  1  15 
3  ply  complete,  per  roll.  1  85 
Liquid  Roofing  Cement,  brls. 
per  gal   0  15 
Liquid     Roofing  Cement, 
tins    0  20 
Crude  Coal  Tar,  per  barrel  3  50 Refined  Coal  Tar,  tins,  per 
doz   1  25 
Refined  Coal  Tar,  per  bar- 

rel   y.   ■*  50 
Shingle  varnish,  per  barrel  4  50 
Caps,  per  lb  0  06 
Nails,  per  lb   0  05 
Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 
Wrought  brass,  45  p.c.  off  re- vised list. 
Cast  iron  loose  pin,  60  p.c. 
Wrought   steel   fast  joint  and 
loosft^pin,  65, 10  and  5  P.O. 

Oement — Portland,  bags  per 
bbl  1  55    1  65 

Cold  OhlseU,  5x6  in.,  doz.  2  20 
Bevel  edge,  1  Inch,  doz...  2  50 

Conductor  Pipe — 2  inch,  in  10  ft.  lengths.  .  3  80 
3  ••  "  .  .  4  00 
4  "  .  .  6  28 
5  ••  "  .  .   7  26 
6  "  "  .  .  8  80 

Door  Knobs — Canadian,  45  per  cent. 
Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Canadian,  50  per  cent. 
Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — 
Single  sets,  each    1  80 
Double  sets,  each    8  25 
Unbreakable  rail,  100  feet  6  00 

Draw  Knives — 
Carpenters'  6  inch,  doz...  5  25 Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,    8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 8  in.  in  100  ft.  lengths..  2  90 
10  "  "  .  .  3  15 
12  "  "  . .  8  68 
16  "  "  . .  5  35 

Factory  Milk  Cans — 
Milk  cans  and  pails,  40  p.c.  . 
Hand    delivery     and  creamery 
cans,  40  p.c. 
Railroad  and  cream  cans  and 
taps,  45  p.c. 
Creamery  trimmings,  75  and 
12%  p.c. 

Files  and  Basps — 
Disston's,  Great  Western  Amer- ican. Kearney  &  Foot.  Globe,  all 
7.T ;  Ulack  Diamond  and  Nicholson 
fVin:  Jewctt's  (English  list)  27i Delta  66i. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 
oz.,    doz   1  25 
Adze  eye,  hickory  handle, 
1  lb.,  doz   6  25 
Adze  eye,  straight  claw,  1 
lb.,    doz   7  00 Farriers  hammers,  10  oz., 
doz   5  60 
Tinners    setting,     %  lb., 
doz   4  50 
Machinists,  %  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. and  over    0  y6 
Sledge,  Masons,  5  lbs.  and over    0  08 
Sledge,  Napping,  up  to  2 lbs   0  09 

Harvest  Tools,  50  p.c. — 
Samson,  best  quality,  47i  per  cent. 
Sidewalk  and  stable  scrapers, 
net,  $2.25. 
Wood    hay    rakes,    45    and  10 
per  cent. Lawn  rakes,  net. 

Hinges — Blind,   50   per  cent. 
Heavy  T  and  strap,  4-in.,  100 
lbs.  net,   $7.25;   Heavy  T  and 

.  strap,  lO  in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw  hook   and  hinge,  $3.50, 

$4.50. Crate  hinges  and  back  flaps,  65 and  5  p.c. 
Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  — Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. Hooks — Bright  wire  screw  eyes,  60 

p.c. 
Bright  steel  gate  hooks  and 
staples,  40  p.c. 
Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 and  20  p.c. 
Crescent  hat  and  coat  wire,  60 
per  cent. Stove   pipe   eyes,   kitchen  and 
square  hooks,   60  p.c. 

Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 
Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 

Lawn  Hose — Competition  grade,  70 
Locks  and  Keys— Canadian  50  and 

19  per  cent. 
Mallets —  Tinsmith',    2%  x 

5^4  'u.,  per  doz   1  25 
Carpenters',    round  hick- ory,,  6  in   1  95 
Lignum  Vitae,    round,  6 
inch    2  40 
Caulking,  No.  8,  oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $S  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% cents  per  lb. 
Drilling  hammers,  6  cents  per lb. 

Crowbars,   3  %    cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 

Clary's  Model  galvanized  oil  can, with  pump,  5  gallon,  per  doz., 
$10.00. I)avidson    oilers,   40  p.c. 
Zinc  and  tin,   50  p.c. 
Coppered  oilers,   50  p.c. Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 

Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,    fancy,     80   to     35  per cent. 

Bope  and  Twine — 
■     Sisal  rope   0  09| Pure  Manilla  rope    0  15 

"British"  Manilla  ...  0  12i 
Cotton,  3-16    inch  and 
larger    0  24 
Russia   Deep    sea    ....  0  16 
Jute    0  09i 
Lath  Yarn,  single.  ...  0  08 
Lath  Yarn,  double    ...  0  08i| 

Sisal   bed  cord,   48  feet, 
per  doz  0  65 

Sisal   bed    cord,    60  feet, 
per   doz   0  80 

Sisal   bed    cord,    72  feet, 
per   doz  0  05 

Cotton  clothes  line,     18  off. 
Bag,  Russian  twine,  per 
lb   0  27 
Wrapping,  cotton,  3-ply twine    0  26 
Wrapping,    cotton  4-ply twine    0  30 
Mattress  twine,  per  lb.  0  45 
Staging   twine,    per   lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 10. 

Iron  Burrs,  60  and  10  and  10 

per  cent. Copper  Rivets,  usual  proportion burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Rivet  Sets — Canadian,  35  to  37% 

per  cent. Sad  Irons — Mrs.    Potts,  No. 
55,  polished,  per  set   0  90 
Mrs.  Potts,  No.  50,  nickle- 
plated,  per  set   1  00 
Mrs.   Potts,    handles,  jap- 
aned,   per  gross    8  40 
Common,  plain    4  25 

Common,  plated    5  50 
Asbestos,   per  set    1  50 
Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  %  lb.  each,  per 
100    lbs  2  40 
Solid,  3  to  30  lbs   1  65 

Sash  Cord — No.  8,  per  lb.  0  31% 
Screws — Wood,   F.H.,  bright 

and  steel   85  10  and  7i 
Wood,  K.H..  bright  80  10  and  'i Wood,  F.H.,  brass  ..75  10  and  7J^ 
Wood.  R.H.,  brass  ..70  10  and  7^^ Wood,  F.H.,  bronze  70  10  and  7i 
Wood,  R.H.,  bronze  65  10  and  75 Drive  screws   85  10  and  7j 
Set,   case  hardened.. 60 
Square  cap   50  and  05 
Hexagon    cap   45 
Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — Flat  head,  iron  and  brass,  35 

per  cent. Fillister  head,  iron,  30;  brass, 
25  per  cent. 

Shovels  and  Spades — - Canadian,  No.  1  and  2  grade,  60 and   2%  p.c. 
No.  3  and  4  grade,  50,  45  and  2i 
per  cent. 

Soldering  Irons — Base,   per  lb.,   28  cents. 

Sap  Spouts — Bronzed  Iron  with  hooks, 
per   1,000    7  50 Eureka  tinned  steel,  hooks, 
per   1,000    8  00 

Staples — 
Poultry  netting,  100  lbs...  5  70 
Bed,  100  lbs..  No.  14   6  75 
Blind,  per  lb   0  12 
Coopers'    staples,    45    per  cent. Bright  spear  point,  75  per cent. 

Stovepipes  — 5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..  8  18 
Nestable,  40  per  cent. 5  and  6  inch  elbows,  per 
doz   1  22 
7-inch  elbows,  per  doz...  1  35 Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  lii  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90 ;  brush,  blued  and  tinn- ed, bulk,  70  and  10 ;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tucks,  35;  leather  car- pet tacks,  85;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10 ;  trunk  nails,  tin- ned and  blued,  65  and  10 ;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 75;  saddle  nails,  in  papers,  10; 
saddle  nails,  in  bulk,  15;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  gluziers'  points,  5; double  pointed  tacks,  papers,  90 
and  10;  double  pointed  tacks,  bulk, 
55 ;   clinch  point  shoe   rivets,  45 

and   10;   cheese  box  tacks,  87%; 
trunk  tacks,   80   and  20 ;  straw- berry box  tacks,   80  and  10. 
Thermometars— Tin  case  and  dai- 

ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent Plain    and     retinned,     75  and 

12%. 

Traps    (steel    game)  — Newhouse, 
30  per  cent. Hawley  &  Norton,  40,  10  and  5 

per  cent. Victor,  60  and  5  per  cent. Oneida    JuiAp    (Star),    50,  10, 
and  5  per  «ent. 

Wheelb  arrows — Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  32  40 

Wrought  Iron  Washers — Canadian, 
50  per  cent. 

Wire   Cloth — Painted    Screen,  in 
100-ft.  rolls,    §1.55    per  100  sq. 
ft.;    in    50-ft.    rolls,    |L60  per 
100  sq.  ft. 

Wire  Door  Mats — 16  x  24,  doi., 

$9.00. 
H0USEFUBNISHINQ8. 

Stoves  and  Ranges — Gas  ranges,  50  per  cent. 
Stoves    and    ranges,    50    and  6 

per  cent. Furnaces,  45  per  cent. 
Registers,  70  and  10  per  cent 

Range  Boilers — 30-gallon,  Stan- dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15:  18x36,  $1.95. 
Flat  rim  enameled  sinks  16x24 
12.65;  18x30,  $3.10;  18x36,  8.5 

Enameled  Ware — White  ware,  76 

per  cent. London  and  Princess,  50  per 
cent. 
Canada,  Diamond,  Premier,  60 and  10  p.c. 
Pearl,    Imperial,    Crescent  and 
granite  steel.  60  and  10  per  cent Premier  steel  ware,  60  andlOp.c. 
Star  decorated  steel  and  white, 
25  per  cent. 
Hollow  ware,  tinned  cast,  50 
per  cent.  off. Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- tles,  50  p.c. 
Copper  tea  and  coffee  pots,  45 

per  cent. Copper  pitts,   40  per  cent. 
Galvanized    Ware — Dufferin  pat 

tern  pails,  50  per  cent. 
Flaring  pattern,   50  per  cent. Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  35  per  cent.— Copper   bottom   tea   kettles  and boilers,   35  p.c. 
Coal   hods,   40  per  cent. 
Boiler  and  tea  kettle  pitts, 

per  cent. Stamped    Ware — Plain,     75  and 
12%  per  cent. Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto, Hamilton,  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  Ot- tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machines — New  Ontario    41  25 
Round,  re-acting,  per  doz.  73  75 
Square,    re  act,   per   doz.  77  50 Dowswell    52  50 
New  Century,   Style  A..  101  26 Ideal  Power   180  00 
Daisy    73  25 
Stephenson    74  00 Puritan  Motor   165  00 
Connor,  improved    52  50 Ottawa    55  00 
Connor  Ball  Bearing.  ...  112  50 ■Connor    Gearless  Motor 
Washer    .  180  00 

Wringers — 
Royal   Canadian,    11  in., doz  47  75 
Eze,  10  in.,  per  doz.   .  .  46  75 
Bicycle,  11  inch    60  50 
Trojan,  12  inch   100  00 
Challenge,  3  year,  11  inch  63  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite,  6  year,  11  inch.  81  75 30  per  eent. 
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PAINTS  AND 

VARNISHES 

THE  Canada  Paint  Co.  is  one  of  the  largest  of  its  kind  in  the  Dominion. 

This  growth  from  small  beginnings  is  due  to  the  satisfaction  their  products 

have  given  to  the  dealer  and  consumer.    The  Company  has  aWays 

manufactured  an  extensive  line  and  has  kept  pace  with  the  times  in  meeting  the 

demand  for  new  or  improved  finishes.    Their  aim  has  been  to  manufacture  a 

satisfactory  finish  for  every  painting  need. 

The  following  line  is  an  exceptionally  good  seller  because  it  meets  with  the 

rapidly  growmg  demand  for  goods  of  this  character  and  will  give  the  consumer 

satisfaction  and  good  value  for  his  money.  This  product  is  the  kind  of  trade 

winner  that  you  need,  it  sells  at  a  moderate  price  and  allows  you  a  good 

profit. 

®  SANITONE 

This  is  a  new  oil  paint  specially  prepared  for  the  artistic  and  sanitary  decoration 

of  interior  walls  and  ceilings.  Sanitone  has  been  put  on  the  market  to  meet  the 

demand  for  a  finish  that  gives  soft  velvety  flat  effects  without  the  expense  of 

stippling.  It  is  easy  to  apply  and  can  be  washed  with  soap  and  water.  Sani- 
tone is  made  in  24  attractive  shades  and  white ;  put  up  in  handsomely  labeled 

packages  in  quarts,  ̂   gallons  and  gallons.  Talk  to  our  representative  about  this 

line  and  send  us  a  request  for  color  cards  and  prices  to-day. 

THE  CANADA  PAINT  CO 
LIMITED 

PAINT-VARNISH    DRY  COLOD  MAKERS'LINSEED  OIL  CRUSHERS 
FACTORIES  &OFFICE5^M0NTREAL-T0D0NTO  & 
WINNIPEG ^OXIDE  MINES-RED  niLL-'QUEBEC 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware.  Stove  &  Faint  Journal 
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BUYER'S  DIRECTORY 
When  writing  to  advertisers  kindly  mention  the 
Canadian  Hardware  Stove  and  Paint  Journal 

ALUmiTOM  WARE. 
Northern  Aluminum  Co.,  Toronto. 
Ware   Mfg.   Co.,  Toronto. AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

ASH  SIFTERS. 
Burrows  Mfg.  Co.,  Toronto. 
Collins  Mf".  Co.,  Toronto. 
E.  T.  Wright  Co.,  Hamilton. 

AUGER  BITS. 
Tohin  Arms  Mfg.  Co.,  Woodstock, Ont. 
Peck.   Stowe   &   Wilcox,  Southmg- ton,  Conn. 
AUTOMOBILE  ACCESSORIES. 

Canadian   Fairbanks,    Ltd.,  Mont- real. 
AXES. 

Allan  Hills  Edge  Tool  Co.,  Gait. 
BALE-TIES. 

Laidlaw  Bale-Tic  Co..  Hamilton. 
BARN  DOOR  HANGERS. 

Canada  Steel  Goods  Co.,  Hamilton. 
Taylor-rorbes  Co.,  Guelpk. BATHROOM  FITTINGS. 
Gendron  Mfg.  Co.,  Toronto. 

BELTING  (Leather). 
Sadler  &  Haworth,  Montreal. 

BICYCLE  LAMPS. 
Pollock  Mfg.  Co.,  Berlin. 

BLOWERS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

BOLTS  AND  NUTS. 
Dominion  Bolt  Co.,  Toronto. 
Steel  Co.  *f  Canada,  Hamilton. 

BAR  IRON. 
A.  C.  Leslie  &  Co.,  Montreal. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 
Gurney  Foundry  Co.,  Toronto. Hamilton    Stove    &    Heater  Co., 

Hamilton. 
Pease  Foundry  Co.,  Toronto. 
Taylor  Forbes  Co.,  Guelph. BRACES. 
B.  0.  Atkins  &  Co.,  Indianapolis, Ind. 
Peck,    Stowe  &   Wilcox,  Southing- ton,  Conn. BRASS  GOODS. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. 
Dart  Union  Co.,  Toronto 

BROOMS  AND  BRUSHES. 
Thomas  Bryan,  Ltd.,  London.  ' Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. Belleville  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

Cowan  &  Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton    Stove    &     Heater  Co., 

Hamilton. 
Peck.   Stowe  &   Wilcox,  Southing- tun,  Conn. 
Taylor  Forbes  Co.,  Guelph. 
Taylor  &  Boggis  Pdry.  Co.,  Cleve- land, O. 
Canadian  Yale  &  Towne  Co.,  St. 

Catharines. 
BURNERS. 

Ontario    Lantern    &    Lamp  Co., 
Hamilton. 

CANS  (Milk). 
MeClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
ThoB.    Davidson   Mfg.    Co.,  Mont- real. 

CARBORUNDUM. 
Carborundum    Co.,    Niagara  Falls, N.  Y. 

CARRIAGE  HEATERS 
Chicago  Flexible  Shaft  Co.,  Chicago, 

CASH  REGISTERS. 
National  Cash  Register  Co.,  Toronto 

CHURNS. 
J.  H.  iConnor  &  Sons,  Ottawa. 
Cummer  Dowswell  Co.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 

CLIPPING  MACHINES. 
B.  &  S.  H.  Thompson  Co.,  Mont- real. 
Chicago  Flexible   Shaft   Co.,  Chi- cago. 

CLOCKS. 
Western  Clock  Mfg.  Co.,  La  Salle, 111. 

CLOTHES  DRYERS. 
Cummer-Dowswell  Ltd.,  Hamilton CLOTHES  MANGLES 
Gammer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  A  Sons,  St.  Marys. 
Taylor  Forbes'  Co.,  Guelph. 

COAL  SHUTES. 
Clare  Bros..  Preston. 
Gait   Stove   &  Furnace   Co.,  Gait. 

CORDAGE  AND  TWINE. 
Scythes  &  Co.,  Toronto. 

CORRUGATED  IRON. 
A.  0.  Leslie  &  Co.,  Montreal. 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Winnipeg  Ceiling  &  Roofing  Co., Winnipeg. 

COTTON  DUCK. 
Scythes  &  Co.,  Toronto. 

COW  TIES  AKD  CHAINS. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- 

tpD. Oneida   Community,   Ltd.,  Niagara 
Falls,  Ont. 

CUTLERY. 
Dorken  Bros.,  Montreal. 
H.   S.  Howland,  Sons  &   Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Toronto  Silver  Plate  Co.,  Toronto. 
J.  Wiss  &  Sons  Co.,  Newark,  N.  J. 

DE-HORNERS. 
R.  W.  MoKenna.  Toronto. 

DOOR  HANGERS. 
Canada  Steel  Goods  Co.,  Hamilton. 
Taylor  Forbes  Co.,  Guelph. 
Louden  Machinery  Co.,  Guelph 

DRILLS   (Hand  and  Power). 
Canadian  Buffalo  Forge   Co.,  Buf- falo. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- real. 
McClary  Mfg.  Co.,  London. 
Metal  Shingle  &  Siding  Co.,  Pres- 

ton. Sheet  Metal  Products  Co.,  Toronto. 
Winnipeg  Ceiling  &  Roofing  Co., Winnipeg. 

EDGE  TOOLS. 
Allan  Hills  Edge  Tool  Co.,  Gait. 
Peck.    Stowe  &   Wilcox,  Southing- 

ton,  Conn. 
EGG  CRATES 

Cummer-Dowswell  Ltd.,  Hamilton 
ENAMELED  WARE. 

Thos.    Davidson   Mfg.    Co.,  Mont- real. 
MoClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. ENVELOPES. 
Barber-Ellis,  Ltd.,  Toronto. FEED  COOKERS. 
Erie  Iron  Works,  St.  Thomas. 
FEED  AND  LITTER  CARRIERS. 
Louden  iMachinerj'  Co.,  Guelph. FILES. 
Nicholson  File  Co.,  Port  Hope. 
6.  &  H.  Barnett  Co.,  Philadelphia, P». 

FIRE    PLACTB    BASKETS,  AND- 
IRONS, ETC. 

Enterprise     Foundry     Co.,  Sack- 
ville,  N.  B. 

James    Stewart    Mfg.    Co.,  Wood- 

Fl'SHINQ  EQUIPMENT. Marble  Arms  Mfg.  Co.,  Gladstone, Mich. 
McClary  Mf?.  Co.,  London. FOOD  CHOPPERS. 
D.  Maxwell  &  Sons,  St.  Marys. 
Peck.   Stowe  &   Wilcox,  Southing- 

ton,  Conn. FORGES. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

FRUIT  JARS. 
Consolidated  Fruit   Jar   Co.,  New 

Brunswick,  N.  J. 
FURNACES  (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 

ton. 
Can.    Heat.    &    "Vent.    Co.,  Owen Sound. 
Clare  (Bros.,  Preston. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Carleton  Place 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove     &    Heater  Co., iHamilton. 

Hall  Zryd  Foundry  Co.,  Grimsby. 
MoClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
C.  S.    Norsworthy   Mfg.    Co.,  St. 

Thomas. 
Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
FURNITURE  SHOES  (Sliding). 

Onward  Mfg.  Co.,  Berlin. GALVANIZED  IRON. 
A.  0.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 
U.  S.  Steel  Products  (Export  Co., 

Montreal. 
Winnipeg  Ceiling  &  Roofing  Co., Winnipeg. 

OAS  RANGES. 
Baxter  Stove  Co.,  Mansfield,  Ohio. 
Burrow,  Stewart  &  Milne,  Hamil- ton. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton    Stove    &    Heater  Co., 

(Hamilton. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 
GAS  STOVES  AND  HEATERS. 

Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, O. 
Collins  Mfg.  Co.,  Toronto. 

GATES. 
Canadian  Gate  Co.,  Gait. 
Steel  Co.  of  Canada,  Montreal. 

GLASS. 
Consolidated  Plate  Glass  Co.,  To- ronto. 
Hobbs  Mfg.  Co.,  London. 
Pilkington  Bros.,  Montreal. 
Sanderson,  Pearcy  &  Co.,  Toronto. GO-CARTS. 
Gendron  Mfg.  Co.  Toronto. 

GRINDSTONES. 
Cleveland  Stone  Co.,  Cleveland,  0. 

GUNS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

HAmJLES. 
W.  C.  Crawford,  Tilbury,  Ont. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. HINGES. 
Canada  Steel  Goods  Co.,  Hamilton. 
Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. HOOKEY  STICKS. 
J.  H.  Still  Mfg.  Co.,  St.  Thomas. HORSE  SHOES. 
Steel  Co.  of  Canada,  Hamilton. 

ICE  CREAM  FREEZERS. 
McClary  Mfg.  Co.,  London. 
North  Bros.,  Philadelphia,  P». 
Sheet  Metal  Products  Co..  Toronto. 

INJECTORS  (Automatic). 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Penberthy  Injector  Co.,  Windsor. JOIST  HANGERS. 
Taylor  Forbes  Co.,  Guelph. KALSOMINE. 
A.  Ramsay  k  Son,  Montreal. KNIVES  (Draw). 
Allan  Hills  Edge  Tool  Works,  Gait. 
Peck.    Stowe  &   Wilcox,  Southing- 

ton,  Conn. LADDERS. 
Stratford  Mfg.  Co.,  Stratford. 

LAMPS  AND  BURNERS. 
Ontario    Lantern    A    Lamp  Co., Hamilton. 
Collins  Mfg.  Co.,  Toronto. 

LANTERNS. 
Thos.    Davidson   Mfg.    Co.,  Mont- real. 
Ontario    Lantern    &    Lamp  Co., 

Hamilton. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  &  Co.,  Hamilton. LAWN  MOWERS. 
D.  Maxwell  &  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co..  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
LAWN  SEATS  AND  SWINGS. 

Stratford  Mfg.  Co.,  Ltd.,  Stratford. LEVELS. 
Stanley  (Rule    &   Level    Co.,  New 

Britain,  Conn. 
LIGHTNING  RODS. 

Empire  Lightning  Rod  Co.,  Win- nipeg. 
LIGHTING  FIXTURES. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Rice-Knight  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. 
Belleville  Hardware  &  Lock  Mfg. 

Co.,  Belleville. Hamilton    Stove    &    Heater  Co., Hamilton. 
Peck.    Stowe  &   Wilcox,  Southing- 

ton,  Conn. 
Taylor  Forbes  Co.,  Guelph. 

LUBRICATORS. 
Penberthy  Injector  Co.,  Windsor. 

LUMBERING  TOOLS. 
Allan  Hills.Edge  Tool'Co.,  Gait 

MANGLES. 
Taylor  Forbes  Co.,  Guelph. 

METALS. 
A.  0.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
U.  S.  Steel  Products  Co.,  Montreal. 
B.  &  S.  H.  Thompson,  Montreal. 

METAL  POLISHES. 
Nickle    Plate    Stove    Polish  Co., Windsor,  Ont. 

METAL  SHINGLES,  SIDING.  Etc Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Winnipeg  Ceiling  &  Roofing  Co., 

Winnipeg. 

MOPS  (Self -wringing). 
Tarbox  Bros.,  Toronto. 

MOTOR  ACCESSORIES. 
Canadian     Fairbanks     Co.,  Ltd Montreal. 
Pollock  Mfg.  Co.,  Berlin. NAILS  (Wire). 
±1.  S.  Howland,   Sons  &   Co  ,  To- ronto. 
Imperial   Steel   &   Wire   Co.,  Col- Imgwood,  Ont. 
Laidlaw  Bale-Tie  Co.,  Hamilton. 
U.  S.  Steel  Products  Co.,  Montreal Parmenter  &  Bullock,  Gananoque. feteel  Co.  of  Canada,  Hamilton. 

OFFICE  EQUIPMENT. 
Goldie  *  McCulloch,  Gait 
Monarch  Typewriter  Co.,  Toronto National    Cash    Register    Co.,  To- ronto. 

OILED  CLOTHING. 
Scythes  &  Co.,  Toronto. 

OILERS. 
Thos.  Davidson  Mfg.  Co.,  Montreal. Hero  iMfg.  Co.,  Philadelphia,  Pa McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

OIL  STONES. 
Carborundum    Co.,    Niagara  Falls 

N.  Y.  ' 
Pike  iMfg.  Co.,  Pike,  N.  H. 

OIL  STOVES. 
Thos.    Davidson   Mfg.    Co.,  Mont- real. 

McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto 
Taylor  &  Boggis  Fdry.  Co.,  Cleve- land, 0. 

on,  STORAGE  SYSTEMS. 
S.  F.  Bowser  &  Co.,  Toronto. 

OVEN  DOOR  SPRINGS. 
U.  3.  Steel  Products  Co.,  Montreal. 

PAINTS  AND  VARNISHES. 
Brandram  Henderson,  Ltd.,  Mont- 

real. 
Canada  Paint  Co.,  Montreal. 
Imperial  Varnish  &  Color  Co.,  To- ronto. 

International  Varnish  Co.,  Toronto. 
Glidden  Varnish  Co.,  Toronto. 
R.  C.  Jamieson  &  Co.,  Montreal 
Lowe  Bros.,  Ltd.,  Toronto. 
Alartin-Senour  Co.,  Montreal. 
Pratt  &  Lambert,  Buffalo. 
Pinchin  Johnston  Co.,  Toronto. 
A  Ramsay  &  Son,  Montreal. 
Sanderson  Pearcy  &  Co.,  Toronto. 
Sherwin  Williams  Co..  Montreal. 

PIG  IRON. 
Steel  Co.  of  Canada,  Hamilton. 

POULTRY  NETTING. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &   Wire   Co.,  Col- 

lingwood. 
John  Lysaght,  Ltd.,  Bristol,  Eng., 

and  Montreal. 
POST  HOLE  DIGGERS. 

Erie  Iron  Works,  St.  Thomas. 
PLUMBING  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Dart  Union  Co.,  Toronto 
Hamilton  &  Stott,  St.  Thomas. 

PROPELLER  FANS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

RAKES  (Lawn) . 
Erie  Iron  Works,  St.  Thomas. 

RASPS. 
Nicholson  File  Co.,  Port  Hope. 

RAZORS. 
Gillette   Safety   Razor  Co.,  Mont real. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

RAZOR  HONES. 
Carborundum    Co.,   Niagara  Falls, N.  Y. 
Pike  Mfg.  Co.,  Pike,  N,  H. 
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Sell  Your  Customers 

Quality  and  Quantity 

Every   can   of  MINERVA 

PAINT  contains  the  best  quality 

it  is  possible  to  produce,  and  Full 

Imperial  Measure. 

The  most  forceful  and  profit- 

producing  support  goes  w^ith  the 

agency. 

Write  for  details. 

377-387  Carlaw  Avenue 

TORONTO 

Established  in  England  in  1834 

P-83 

No.  130  Low-pi'iced  Forge  for  light 
repair  worlc,  rivet  heating  and  farm  use. 

No.  150.  Light  Bali- Bearing  Drill.  We 
carry  a  complete  line of  Blacksmith  Drills. 

No.  i  B.  Punch  and 
Shear.  All  sizes.  For hand  and  power. 

The  Famous  "Buffalo  200 
Silent  Blower,"  1911  Model, 
14-inch  Fan,  is  commanding 
the  attention  of  the  entire 
blacksmith  world  on  account 
of  its  wonderful  performance. 
Gives  22%  more  blast  and 
works  as  easily  as  the  best 
of  12-inch  blowers. 

"MADE  IN  CANADA" 

Blacksmith,  Horse  Shoer, 
Tinsmith  and  Farm  Blow- 

ers, Forges,  Drills. 
Contractors,  boiler -makers,  bridge 
builders,  railroads,  mills,  factories, 
tinsmiths,  farmers  and  people  in  a 
dozen  other  occupations  use  Butfalo 
blacksmith  tools.  Let  us  put  before 

you  information  which  will  help  you  get  your  share  of  their  busi- ness with  very  little  effort  on  your  part.    Drop  us  a  line  now. 

Canadian  Buffalo  Forge  Co.,  Limited 
MONTREAL 

No.  625.  The  World's Standard  Kivet  Heat- ing Forge. 

Wlim  writing  to  adT*rtU«ri,  kindly  mention  tli*  Canadian  Hardware,  StoTe  b  Faint  Journal 
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RAZOR  STROPS. 
Carborundum  Co.,  Niagara  Falls, Ont. 
J.  Wiss  &  Sons,  Newark,  N.  J. 

REGISTERS  (Warm  Air). 
Canadian  Heating  &  Ventilating 

Co..  Owen  Sound. 
Clare  Bros.,  Preston. 
B'errosteel  Co.,  of  Canada,  Bridge- burg. 
Gurnev  Foundry  Co.,  Toronto. 
Hamilton  &  Stott,   St.  Thomas. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co..  Wood- stock. 
James  Smart  Mfg.  Co.,  Brockville. 

REVOLVERS 
Dorken  Bros.,  Montreal. 

ROOFING  (Metal). 
Metal  Shingle  &  Siding  Co.,  Pres- ton. 
Winnipeg  Ceiling  &  Roofing  Co., 

Winnipeg. 
ROOFING  (Prepared). 

Brantford  Roofing  Co.,  Brantford. 
Canadian  Supply  Co.,  Toronto. 
Dominion  Roofing  Co.,  Toronto. 
H.   S.  Rowland,   Sons  &  Co.,  To- ronto. 
Canadian  H.  W.  Johns-iManville 

Co.,  Toronto. 
REFRIGERATORS  AND  ICE 

CHESTS. 
Thos,  Davidson  Mfg.  Co.,  Montreal. 
Lewis  Bros.,  Ltd.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 

RUBBER  GOODS. 
Gutta  Percha  &  Rubber  Mfg.  Co., 

Toronto. 
RULES  AND  TAPES. 

Lufkin  Rule  Co.  of  Canada,  Wind- sor. 
Stanley  Rule  &  Le""'  Co.,  New Britain,  Conn. 

SAD  IRONS. 
Dover  Mfg.  Co.,  Canal  Dover,  Ohio. 
McClary  Mfg.  Cr^.,  London. 
Rice-Knight   Co.,  Toronto. 
Taylor  Forbes  C^  ,  Guelph. 

SAFES. 
Goldie-McCulloch  Co..  Gait. 

SANITARY  CLOSETS. 
N.  M.  Walker,  Grimsby. SAWS. 
E.  C.  Atkins  &  Co.,  Hamilton. 

SCALES. 
Burrow,  Stewart  &  Milne,  Hamil- 

ton. SCREEN  (3LOTH. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- ton. 

SCREWS. 
Steel  Co.  of  Canada,  Hamilton. 

SHEARS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

SHOVELS  AND  SPADES. 
Lundy  Shovel  &  Tool  Co.,  Peter- 

boro. Canadian     Shovel     &     Tool  Co., 
Hamilton. 

Erie  Iron  Works,  St.  Thomas. 
SILVERWARE. 

Oneida   Community,   Ltd.,  Niagara 
Palls,  Ont. 

Toronto  Silver  Plate  Co.,  Toronto. 
SHEET  METALS. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto. 
B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
A.  E.  Bregent,  Montreal. 
Dominion  Cartridge  Co.,  Montreal. 
H.    S.    Howland   Sons   &   Co.,  To- ronto. 
Marble  Arms  Mfg.  Co.,  Gladstone, Mich. 
Owen  Sound  Steel  Pres.s  Co.,  Owen 

Sound. 
Rice  Lewis  &  Son,  Toronto. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

SPRAYERS. 
Collins  Mfg.  Co.,  Toronto. 

SPRINGS  AND  AXLES, 
juelph  Spring  &  Axle  Co.,  Guelph. 

STEEL  TROUGHS. 
Erie  Iron  Works,  St.  Thomas. 

STOVES  AND  RANGES. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &   Milne,  Hamil- 

ton. 

Canadian    Heating    &  Ventilating 
Co.,  Owen  Sound. Collins  Mfg.  Co.,  Toronto. 

Copp  Stove  Co.,  Fort  William. Thos.  Davidson  Mfg.  Co.,  Montreal. 
Doherty  Mfg.  Co.,  Sarnia. 
Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry  Co.,  Sackville, N.  B. 
Findlay  Bros.,  Oarleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall-Zryd  Foundry  Co.,  Hespeler. 
Hamilton    Stove    &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 
Moffat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Jaa.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfs-.  Co.,  Woodstock. 

TACKS. 
U.  S.  Steel  Products  Export  Co., Montreal. 

TENTS  AND  AWNINGS. 
J.  J.  Turner  &  Son,  Peterboro. 

TIN  PLATE. 
A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
B.  &  S.  H.  Thompson,  Montreal. 
U.   S.  Steel  Products  E.xport  Co., Montreal. 

TOOL  GRINDERS. 
Cleveland  Stone  Co.,  Cleveland 
Pike  Mfg.  Co.,  Pike,  N.  H. 
Taylor  Forbes  Co.,  Guelph. 

TOOLS  (Mechanics). 
Dorken  Bros.,  Montreal. 
.\llan   Hills    Edge   Tool   Co.,  Gait. 
North  Bros.,   Philadelphia,  Pa. 
Peck,  Stowe  &  Wilcox,  Cleveland, 

Ohio. TRAPS. 
Oneida   Community,   Ltd.,  Niagara 

Falls,  Ont. 
Peck,    Stowe  &   Wilcox,  Southing- 

ton,  Conn. VACUUM  CLEANERS. 
Onward  Mfg.  Co.,  Berlin. 
Pollock  Mfg.  Co.,  Berlin. 

VALVES  AND  UNIONS 
Jas.  Morrison  Brass  Mfg.  Co.,  To- ronto. 
Pfnbpvthy  In.iector  Co.,  Windsor. 
Dart  Union  Co.,  Toronto 

VENTILATORS. 
Canadian  Buffalo  Forge  Co.,  Mont- real. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.  Connor  &  Son,  Ottawa. 
Chimmer  Dowswell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 
Henderson    &    Richardson,  Mont- real. 

WATER  SERVICE  SYSTEMS. 
National  Equipment  Co.,  Toronto 

WATER  GAGES. 
Penbcrthy  Injector  Co.,  Windsor. 

METAL  WASHBOARDS. 
Meakins  &  Sons,  Hamilton. 

WHIFFLETREES  (Steel). 
Canada  Steel  Goods  Co.,  Hamilton. 

WHOLESALE  HARDWARE. 
H.  S.  Howland,  Sons  &  Co.,  To- ronto. 
Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart  Bros.,  Ltd.,  Regina,  Sask. 

WHITE  LEAD. 
Brandram-Henderson     Co.,  Mont- 

real. 
Canada  Paint  Co.,  Montreal. 
WINDOW  DRESSING  FIXTURES. 
Oscar  Onken  Co.,  Cincinnati,  O. 

WIRE  FENCING. 
U.  S.  Steel  Products  Co.,  Montreal. 

WIRE  GOODS. 
B.  Greening  Wire  Co.,  Hamilton. 
Imperial   Steel   &   Wire   Co.,  Col- 

lingwood. 
WIRE  ROPE. 

B.  Greening  Wire  Co.,  Hamilton. 
WOODENWARE. 

Meakins  &  Sons,  Hamilton. 
WRINGERS 

American  Wringer  Co..  New  York. 
Cuniiner-Dow.swell,  Ltd.,  Hamilton. 
D.  Maxwell  &  Sons,  St.  Mary's. 

A  Merry  Christmas 
and 

A  Happy  New  Year 

to  You  All 

After  we  have  recovered  from  the  "holidaying"  and 
the  festivities  that  go  with  this  joyous  season,  let's  get 
together  and  make  1913  the  biggest  year  ever  in  your 

paint  trade. 

To  do  this  we  need  your  co-operation  and 

you  need  ouri  with  Ramsay's  Paints  as the  basis  for  both. 

A.  Ramsay  &  Son  Co. 

MONTREAL 

Paint  Makers  Since  '42 

Wb«n  writinc  to  adTtrtisars,  kindly  mention  th«  Canadian  Hardware,  StOT*  &  Faint  Journal 
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WANTED  and  FOR  SALE 

Ads  under  this  head  ten  cents  per  line.    Five  lines 
once  for  50  cents,  three  times  for  $1.00.    Cash  must 
accompany  order.    No  accounts  booked. 
SPECIAL  TO  SUBSCRIBERS-Every  subscriber  is allowed  one  five  line  ad  free  each  year. 

CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  HARD- 
WARE, STOVE  AND  PAINT  JOURNAL 

contains  much  valuable  information. 
Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement— but  if  you  will  refer  to  the Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 

BUSINESS  CHANCES 

TANTED— Warehouse  Manager  for  Wholesale  Hardware.  Must  be  prac- tical hardware  man  with  suflicient  executive  ability  to  take  complete 
charge  of  Staff  outside  of  office.  State  reference  as  to  ability  and  character. 
PEART  BROS.  HARDWARE  CO.,  LTD.,  Regina,  Sask.  10-12-3 

PAINT  AND  VARNISH  MAN  WANTED. 
LARGE  manufacturers  have  good  position  for  man  who  has  had  experi- 

ence as  superintendent  or  foreman  in  paint  and  varnish  factory.  Must 
have  a  good  personality  and  be  thorovighly  informed  on  the  subject  of  oils, 
pigments,  gums,  and  their  manufacture  into  paints  and  varnishes.  Position 
requires  a  demonstrator  and  some  selling  ability.  Address  Progi-essive," c/o  CANADIAN  HARDWARE.  STOVE  &  PAINT  JOURNAL,  3'2  Colborne St.,  Toronto. 

TTARDWARE  BUSINESS— County  Renfrew:  good  town;  first  class 
'  ̂   staple  stock  ;  doing  profitable  business;  at  rate  on  the  dollar.  Box  128, CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL,  32  Colborne 
St.,  Toronto. 

TTARDW ARE-NIAGARA  DISTRICT-stock  about  five  thousand;  satis- 
factory  turnover  ;  profits  good;  owner  has  made  enough  to  retire  and 

will  give  more  than  value  ;  if  interested,  act  now.    Box  129,  CANADIAN 
HARDWARE,  STOVE  &  PAINT  JOURNAL,  32  Colborne  St.,  Toronto. 

TTARDWARE,  TIXSMITHING,  PLUMBING-new  store;   new  stock, 
'-   and  a  business  offering  special  features  not  often  found ;  store  and stock  about  nine  thousand.    Box  130,  CANADIAN  HARDWARE,  STOVE 

&  PAINT  JOURNAL,  32  Colborne  St.,  Toronto. 

TTARDWARE  AND  PLUMBING— one  of  the  best  established  businesses 
in  Toronto;  city  corner  store;  good  location  and  lease;  stock  about 

|4,2(l(l ;  $2,500  cash  (not  less),  balance— notes  secured  ;  good  reason  for  selling. Box  131,  CANADIAN  HARDWARE,  STOVE  &  PAINT  JOURNAL,  32 
Colborne  St.,  Toronto. 

Tj^OR  SALE— HARDWARE  BUSINESS  in  fast-growing  town,  southern 
-'-  Saskatchewan,  on  C'.N.R. ;  well-to-do  English-speaking  farmers;  stock runs  i2,600  ;  building  and  warehouse,  $2,500;  house  furniture,  store  fix- 

tures, etc.,  $500  ;  will  accept  |5,400.  Box  132,  CANADIAN  HARDWARE, 
STOVE  &  PAINT  JOURNAL,  32  Colborne  St.,  Toronto. 

THE  IMPROVED    KEYSTONE  DEHORNER 
A  4-8ided,  sliding,  shear  cutting.  Dehorning  Knife  that  does  its 
work  in  an  instant  with  but  an  instant's  pain.  Agricultural Colleges  and  Veterinary  Surgeons  commend  the  KEY 
STONE — The  quickest,  cleanest  and  easiest  dehomer  made. 
If  your  Jobber  cannot  supply  you,  write  me,  and  I  will  send  full 
particulars  of  my  special  proposition  to  retailers. 

R.  H.  McKENNA,  219  Robert  Street,  Toronto. 

ROSS  &  WRIGHT 
Inturance  Counjellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET,  TORONTO 
We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 

We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses, 
us  when  your  loss  occurs 

Win 

J.  J.  TURNER  &  SONS 

The  Largest  Manufacturers  in  Canada  of 

Tents,  Flags,  Awnings,  Sails,  Horse  Blan- 
kets, Waterproof  Goods,  Coal  Bags  and 

every  description  of  Camping  Goods. 

Send  us  your  orders  for  Tents  and  k^ep  them  in 
stocli.  The^  are  put  up  in  bags  to  l^eep  them  clean. 

J.  J.  TURNER  &  SONS 
Peterborough,  Ont. Regina,  Sask. 

JENKINS  &  HARDY 
Assignees,  Chartered  Accountants,  Estate  and  Fire 

Insurance  Agents 
15^  Toronto  Street  52  Canada  Life  Building 
Toronto  Montreal 

The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 
Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 

Start  the  New  Year 

with  the  sifter  you  can  recommend 

The  Burrows  Patent  Dustless  Rocker  Ash  Sifter 
Can  be  Used  in  the  House 

The  ashes  can  be  sifted  and  cinders  dumped  into  scuttle  without 
dust  escaping,  this  cannot  be  said  of  any  other  ash  sifter. 

Convenient  height,  cannot  clog,  large  space  for  ashes  to  spread 
rapidly  and  sift  freely.  Easy  to  work,  mostly  self  acting,  double 
rims  and  double  screens,  scuttle  fits  dust-tight. 

Write  To-da\)  for  Full  Particulars,  Prices,  etc. 

The  Burrows  Mfg.  Co. 
611  King  Street  West,  Toronto 

HEAVY  GALVANIZED  STEEL 

No  trough  to  compare  with  this  on  the  market. 
Capacity  of  standard  size  about  1 0  imperial 
gallons  to  the  foot.  Other  sizes  made  to  order. 
Lengths,  6,  7,  8,  10,  12  ft.,  without  a  seam. 

A  Fast  Seller  to  Farmers 

ERIE  IRON  WORKS,  Limited,  Makers,  ST.  THOMAS,  ONTARIO 

STOCK  WATERING  TROUGH 

No  rivets  to  rust  out ;  the  end  is  fastened  by 
our  patented  device.  Stands  1  3  inches  high  and 
measures  1 8  /4  across  top.  Weight,  about  1 4 
lbs.  per  lineal  foot. 

Write  Now  for  Quotations 
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BRAND 
WINDOW 
GLASS 

THE  TORONTO  PLATE  GLASS  IMPORTING  COMPANY,  LIMITED 

Plate,  Window,  Figured,  Stained,  Wired,  Bent,  Mirror 
DON  ROADWAY  and  Ornamental  Glass  TORONTO 

GLASS 

BENDERS TO 

THE 

TRADE 

MACHINE  BOLTS 

CARRIAGE  BOLTS 

COACH  SCREWS 

Write 
for 
Prices 

Pleased 
to 

Quote 
Our  Goods  are  high  grade,  and  if  your  customers 
want  goods  of  quality  our  factory  should  be  your 
source  of  supply. 

DOMINION  BOLT  &  SCREW  CO. 
UMITED 

TORONTO,  ONT. 

We  Ship  Promptly 

Try  us  for 
Cordage 

Wrapping  Twines 
Cotton  Duck 

Oiled  Clothing 

We  are  sole  selliDg  agents 

The  Hopkins  Mfg.  Co.,  Limited 
Mfrs.  of  Bags,  Tents, 
Tarpaulins,  Flags and 

The  Dominion  Waste  Mfg.  Co. , 
Limited 

Mfrs.  of  Cotton  and Wool  Waste 

Scythes  &  Company  Limited 
TORONTO  MONTREAL 

Wb«n  wrltlnf  to  adTartiMri.  kindly  mention  tk«  Canadian  Har<war*.  StoT*  Ic  Paint  Journal 
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HOLIDA  Y 

GREETINGS 

We  take  this  opportunity  of 

wishing  our  many  customers  and 

friends  a  very  Merry  Christmas,  to 

return  our  hearty  thanks  for  their 

past  orders,  and  to  assure  them 
that  future  orders  will  receive  our 

very  close  attention. 

Some  New  Lines  for  Next  Year 

A  New  Catalogue  will  be  ready  in  January  describing  our  new  line  of 

Bake  Boards 

Sleeve  Boards 

Ironing  Boards 

Clothes  Dryers 
Clothes  Bars 

Step  Ladder  Chairs 

Drop  a  Post  Card  for  this  Catalogue  at  Once 

Stratford  Manufacturing  Co.,  Limited 

Stratford  -  Ontario 

/UF
KIN

 

DOMINION 
MADE 

IS  A  NAME  AND  TRADE-MARK 
STANDING  FOR  THE  VERY  BEST 

IN  THE  LINE  OF 

Measuring  Tapes  and  Rules 

Our  extensive  advertising  in  Canada  has  created  a  demand 
that  every  progressive  dealer  should  be  able  to  satisfy. 

W/NDSO/tONT. 

The  R-K  Portable  Table  Lamp 
This  beautiful  table  lamp  makes  and  burns  its 
own  gas  using  a  mantle  same  as  city  gas.  It  is 
neat,  clean  and  simple,  cannot  explode,  makes  no 
smoke  or  smell  and  is  an  ornament  in  any  home. 
Is  fitted  with  large  art  glass  dome  shade  giving  it 
a  very  neat  and  rich  appearence. 
Mr.  Dealer: — Thousands  of  these  lamps  are 
now  being  sold.  They  are  just  the  thing  that 

A  post  card  brings  our  catalogue,  and 

RICE-KNIGHT  LIMITED 

your  customers  have  been  looking  for.  Five 
hundred  hardware  dealers  in  the  West  are  now 
featuring  and  selling  these  lamps.  Why  not  you? 
The  profit  is  large,  and  they  will  eventually  be 
sold  in  your  town.  Better  write  to-day  and  get 
the  exclusive  selling  rights  and  be  prepared  for 
the  Xmas  trade.  Your  customers  will  buy  from 
sample,  no  need  of  carrying  a  large  stock. 

circulars  of  this  lamp  in  original  colors. 

Toronto,  Ont. 
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The  Pilgrim  Banner  Cast  Range 
For  Hard  Coal,  Soft  Coal  or  Wood 

Your  Competitor  Can  Get. Nothing  to  Compare  With  It 

Xliis  patent  divided  glass  oven  door,  gives^you  a  jpecial  talking^oint_ 
entirely  different  from  anything  your  competitor  can  offer,  as  it  can  be 
had  only  on  stoves  of  our  make.    It  enables  you  to  get  your  price,  and 
a  handsome  profit  on  every  sale. 

"Cake  Like  Mother  Used  To  Make" 
Is  easy  with  this  patent  oven  door 

All  the  baking  in  sight.  Everything  baked  exactly  right.  Your 

customers  will  never  have  a  cake  "  fall "  with  this  divided  glass  door. 
No  more  food  "  burnt  to  a  crisp  "  because  they  forgot  to  open  the 
oven  door  soon  enough. 

The  Greatest  Selling  Feature  Ever  Placed  on  Any  Range 

These  special  features  and  conveniences  of 

BAXTER  BANNER  GAS  RANGES 

Will  appeal  strongly  to  your  prospective  customers 

Patent  Divided  Glass  Oven  Door 

A  feature  which  distinguishes  Banner  Gas  Ranges  from  all 
other  makes  of  gas  ranges  and  which  of  itself  will  make  the 
sale  in  face  of  the  sharpest  competition. 
When  open,  the  upper  half  containing  the  glass  swings  up  en- 

tirely out  of  the  way.  The  lower  half  goes  down  automatically 
and  forms  a  perfect  shelf,  wide  enough  to  pull  the  baking  out 
upon — narrow  enough  so  that  a  heavy  roast  can  be  put  into  the 

oven  easily  without  holding  it  at  arm's  length  over  a  hot  oven door. 

Sanitary  Baked  Enamel  Finish 

Range  body  and  castings  have  special,  non-rusting,  baked 
Japan  finish.    Beautiful  and  sanitary.    Easy  to  clean. 

One  Oven  Burner 

Our  single  oven  burner  uses  much  less  gas  and  does  better  work 
than  the  double  oven  burners  on  other  ranges.  This  one 
burner  serves  both  oven  and  broiler,  insuring  perfect  baking 
and  broiling  at  lowest  cost. 

Notice  to  The  Trade 

The  names  of  the  two  Canadian  jobbers — one  Eeist  and  one 
West — who  will  handle  Banner  Gas  Ranges  and  also 
Baxter  Banner  Stoves,  for  coal  and  wood,  will  be  announced 
jn  our  next  adveitisement. 

Don't  buy  before  you  see 

the  Banner  Line." 

Guaranteed  Elxplosion-Proof 

J^he  oven  burner  cannot  be  lighted  without  opening  the ,^oven  door.    No  cumbersome  or  dangerous  pilot  lights  to 
get  out  of  order,  fail  to  ignite,  or  confuse  the  operator. 

"  Safe  and  sane." 
Aluminized  Oven  and  Broiler 

All  the  oven  and  broiler  linings  are  covered  with  beauti- 
ful, silvery,  aluminum  bronze,  making  them  bright  and 

attractive. 

If 

iiiiiiiiiliiir™'""^ 

PATENT  DIVIDED  CLASS  OVEN  DOOR 
ALL  THE  BAKING  ALWAYS  IN  SIGHT 

"G^KE  LIKE  MOTHER  USED  TO  MAf 
IS  EASY  WITH  THIS  RANGE 

No.  518-528  Banner  Ga«  Range 

The  Baxter  Stove  Co.,  Mansfield,  Ohio 

Minneapolii St.  Louii Uncoln Des  Moines 
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